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Blasts Tight-Credit Policy 


By Pete Wemhoff 
Editor, Automotive News 


SPAMMING the Federal Reserve 
Board’s “hard money” policies, 
GM President H. H. Curtice last 
week reduced from 6,500,000 to 5,- 
$00,000 his earlier forecast for 1956 
néw-car deliveries in the U. S. 

The board’s recent policy on the 


__ 


Two Senators 
Set to Introduce 
Dealer Legislation 


By William Ullman 
Washington Correspondent 
ASHINGTON.—Introduction of 
two bills — one by Senator 
Joseph C. O’Mahoney and the other 
by Senator A. S. Mike Monroney — 
will climax the long dealer drive 
for remedial legislation this week. 
It is expected that the two bills 
‘will complement each other in a 
Manner similar to that seen in 
the Sherman Act and the Federal 
Trade Commission Act. 

Like the Sherman Act, the 
OMahoney bill will be the broad, 
basic legislation, providing the day- 
i-court ground rules which NADA 
has been seeking. 





7” 
AND as the FTC Act spells out 
™ unfair and deceptive practices, 
the Monroney bill will seek to cur- 
tail bootlegging and factory co- 
reion and nail down, as Monroney 
has told dealers, “the advances 
“Made so far.” 
Monroney, Oklahoma Democrat, 
i ed the recent auto trade prac- 
investigation. O’ Mahoney, 
ming Democrat, led. last win- 
8 study of General Motors. 
Their bills are the result of long 
- study and clarification of the 
dealer position through hearings 
‘on the Hill. 
'- Nonetheless, and in spite of the 
ate influence dealers have in 
gress, the chances are slim-.for 
_—* the legislation at this ses- 


_ Rep. Arthur .G. Klein, who 
led the House auto probe, 
his subcommittee has agreed 
(Continued on Page 85, Col. 3) 





cost and availability of money “is 
not warranted and should be re- 
versed promptly,” Curtice told a 
national press conference in De- 
troit prior to formal dedication 
of General Motors’ $100,000,000 
technical center. 

Despite his lowered prediction on 
this year’s sales, Curtice pointed out 
that 1956 should still be the third 
largest sales year in the industry's 
history, trailing only 1955 and 1950. 


* * * 
A SECOND reason for this year’s 
sales decline, Curtice said, was 
the publicity on “revolutionary 
models for 1957,” which he declared 
is “farthest from the truth.” 
Changes in GM’s 1957 cars will be 
“evolutionary,” not “revolutionary,” 
he asserted, and they will be an- 
nounced about the same time as 
last year (around Nov. 1). 
Curtice also revealed at the press 
conference: 


1. GM dealers’ profits this year| 
(Continued on Page 81, Col. 1) 
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Bell ‘Distressed’ by First-Quarter Showing... 


Dealer Net Below 1 Pet. 


ASHINGTON. — The present 
sales lag has reduced dealer 
operating profits to less than one 
percent on sales 
before taxes, ac- 
cording to Fred- 
erick J. Bell, 
NADA executive 
vice-president. 
He said overall 
dealer profits dur- 
ing the first quar- 
ter of 1956 were 
eight-tenths of 
one percent, com- 
pared with 3.1 
percent before 
taxes during the 
1955. 


Calling the low profit percentage 
“distressing,” Bell said, “Usually 
dealers build up their sales in the 
early part of a model year to take 
care of a slack which always comes 
during the fall and early winter 
months. 

“Since our figures are averages 
of all dealerships in the country, a 
figure of less than one percent 


same period in 


profit on sales before taxes means | 


Top Cars 


New-car registrations for three 
months, plus three states for 
April: 
1956 Pos. 


1— 365,752 
2—301,452 
3—145,457 
4—122,442 
5—114,976 
6— 93,445 
7— 65,888 
8— 51,696 
9— 34,665 
10— 26,755 
11— 25,063 
12— 22,783 

19,605 


Make 


Chev. 
Ford 
Buick 
Plym. 
Olds. 
Pontiac 
Mercury 
Dodge 
Cadillac 
Chrysler 
DeSoto 
Stude. 
Nash 
Lincoln 
Hudson 
Packard 
Imperial 
Cont’ 
17,217 Misc. 11,901 


Total All Makes 
1,437,581 1,567,365 


Further details on Page 72. 


1955 Pos. 


314,791— 2 
335,864— 1 
172,982— 3 
156,912— 4 
132,845— 5 
121,080— 6 
T7,255— 7 
68,148— 8 
37,143—10 
37,644— 9 
29,315—I11 
24,636—12 
17,091—13 

6,827—16 

9,137—15 
10,443—14 

3,351—17 


| 


| 
| 


| guests attending the 48th anni- | 


|cording to a recent GM survey. 





that far too many dealers are oper- | 


ating in the red.” 
+ + 


* | 
ELL termed the sales lag 
“temporary” and said he did 
not believe there was anything in 
the economic picture to justify 
serious alarm. 

“We are in a period of evolution 
or adjustment, as some call it, in 
the automobile retailing industry,” 
he said. “It is too early to say how 
long this adjustment will be and 
how much more serious it will get. 
We hope it is almost at rock bot- 
tom. 

“Our business management sur- 
vey,” he continued, “shows that 
dealers had about 80,000 more 
cars in inventory at the end of 
the first quarter than at the same 
time in 1955. However, last year 


the seemingly high inventories 
were better justified because they 
represented a 32-day supply while 
inventories reported at the same 
time this year represented a 50- 
day supply. 

“NADA leaders throughout the 
country are telling us,” he added, 
“that dealers borrowed from 1956 
and perhaps 1957 sales in order to 
move 1955’s high production. It 
will take time for the industry to 
catch up with itself.” 

Bell said dealers were generally op- 
timistic despite high inventories and 
low profit percentages. The over- 
all economy is in excellent shape, 
he added, and that fact augurs 
well for an upturn in automobile 
sales. He declined to say when this 

(See PROFITS, Page 85, Col. 3) 





Wiles Offers Guideposts 


For an ‘Agonizing Year’ 


By Ed ‘Brown 

Staff Correspondent 

EW YORK. — Evils of the day | 

in auto retailing — along with | 
possible remedies — were analyzed | 
last week by Ivan L. Wiles, General | 
Motors executive vice-president in| 
charge of dealer relations. 


Wiles, speaking before 850 


versary banquet of the Automo- 
bile Merchants Assn. of New 
York, Inc., termed 1956 the in- 

“agonizing year of re- 


On current problems, Wiles had 
this to say: 

1. Disappointing dealer profits 
have been partially caused by high | 
overhead, a lag in expense reduc- 
tion, and failure of the spring mar- 


ket to materialize. 
* * 


2 DEALERS have no unanimity 
* of opinion on price packs, ac- 


* 


Some 15 percent of GM dealers do 
not use a price pack. 

3. The “insane concentration on 
price” in dealer advertising 
merely encourages the customer 
to shop. 

4. Most current advertising 





‘00 Car Scrappage Near 4 Million 


Avr scrappage was 3.8 to four 

million units in 1955, a pre- 
liminary estimate indicated last 
week. It was the fifth consecutive 
year in which scrappage reached 
new heights. 

The estimate put truck scrap- 
Page at above 500,000 units for 
the seventh straight year. The 
combined car-truck total is an 
alltime record. 

Motor-vehicle registrations also 
are at their highest level, accord- 
ing to the Bureau of Public Roads. 
The Bureau found 62,760,395 cars 
and commercial vehicles on the 
nation’s highways in 1955, an. in- 
crease of 7.2 percent over the 58,- 
563,250 registered a year earlier. 

7 * 
yes registration breakdown 

showed 52,173,234 cars, 10,331,912 
trucks and .255,249 buses. -Percent- 
agewise, the increases were 7.6 for 
cars, 5.0 for trucks and 2.7 for 
buses. 


Car-scrappage estimates never 
before had flirted with. the four- 
million mark. The previous high 


was an estimated 3.5 milliew units 
in 1954. 

The computations of the Auto- 
mobile Manufacturers Assn. first 
topped three million in 1951. Prior 
to that, the highest estimate was 
2.7 million in the boom year of 1929. 

Truck-scrappage estimates have 
shown an upward trend since 1947 
when the figure was put at 437,000. 
It passed half a million in 1949, 


soared to 643,000 in 1950 and was 
about 600,000 last year. 
x - * 

HE 1955 registration figures 

showed that California now has 
more than six million vehicles. New 
York is next with 4.6 million cars 
and trucks, and Texas, Pennsyl- 
vania, Ohio, Illinois and Michigan 

(Continued on Page 4, Col. 4) 
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* 
gram. Page 11. 


Dealer spells out Alfred P. Sloan’s quality pro- 


How volume dealer met service challenge in Los 


Angeles. Page 33. 


How the auto industry decentralized. Page 16. 

FRB outlines credit survey plans. Page 2. 

Fribley sees low profits as temporary.. Page 3. 
New-car and truck registrations and new-car prices, Page 72. 


Service Management section, Page 33. Used-car auctions, 
Pages 8, 66. Vehicle production by makes, Page 85. 


placed by dealers “is aimed at each 
other” with such misaimed ads 
costing “just so much money down 
the drain.” 

ca * 
5 DEALERS should explore all 
* areas in which they can co- 


* 


|operate with other dealers for the 
| common good. 


6. Dealers should work actively 
for “a more constructive relation- 
ship” with their factory. The fac- 

(Continued on Page 6, Col. 1) 


Car Production 


Trails April Rate 


By 12 Percent 


By Martin L. Whitmyer 
Staff Wrjter 
As MAKERS pressed efforts to 
reduce high inventories, auto 
production continued to hover just 
over the 100,000 mark last week. 
The week’s output was 107,561 cars. 
That was 19 percent over the 
previous week’s 105,535 cars, 
which was the year’s lowest out- 
put week. However, it was 143 
percent below Automotive News’ 
three-year index for car assem- 
blies. The previous week’s output 
was 15.9 percent below the index. 
Last week’s assemblies also were 
39 percent under the same week 
a year ago, when the industry 
assembled 176,435 cars, 

Chances for a quick return to 
the industry’s first-quarter average 
of 124,530 cars weekly were dimmed 
last week when Harlow H. Curtice, 
president of General Motors, an- 
nounced that a new daily produc- 
tion rate will go into effect today. 
Additional layoffs of assembly line 
employes also are scheduled at the 
corporation, Curtice said. 

. 

HE industry produced 304,388 

cars during the first 14 work 
days of the month for an average 
of 21,742 cars a day. Continuing at 
that pace throughout the remaining 
eight work days of the month, the 
manufacturers would turn out 478,- 
324 cars in May. 

That would be 12.7 percent be- 
low the 547,603 cars assembled 
during April and mark the low- 
est monthly output by the manu- 
facturers since last September's 
461,597 units. Last May saw 724,- 
892 cars roll from the lines. 

Truck assemblies also continued 
their recession of. the last two 
months as output dropped to 21,058 


‘Continued on Page *%5. Col. 3) 
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Daily New-Car Pace Put at 20,800... 


May Sales Sag Spreads Gloom 


By Robert M. Lienert it’s still midwinter as far as sales 
Associate Editor are concerned. 
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bers had summed up their sales dif- 
ficulties this way: 





“QALES are down and so is my “I don’t buy the talk about 1. Not enough change in ’56 
morale,” a Midwestern dealer| ‘sreater volume’ and ‘second-best | models. 
said last week, thus summing up| Y@@F- Tremendous overhead can- 2. Overselling in the red-hot 155 | 
briefly the retailers’ outlook on new | cels that out. Why, most big market. 


SE feet tae AS 


9. cman 
a - 


cars. 
“There’s one thing I don’t have 


to worry about,” he said. “That’s 


shrinking profits. I haven’t used 
black ink yet this year.” 

While his loss picture isn’t 
general (NADA reported last week 
that average dealer profit in the 
first quarter was 0.8 percent), the 
lethargy in new-car sales has been 
a nationwide phenomenon. 

* * Bd 

N THE Detroit area, a dealer who 

has handled the same dual line 
for nearly a quarter of a century, 


said: “I’ve never seen anything like | 
this. Even in the skinny days of '37 





and '38 there was a scrambling of 


business in the spring. This year, | 


Area Participation | 


In Safety Check 
Climbs Above 800 


dealership setups before the war 
weren’t as fancy as one of today’s 
gas-pumping alaces. But we aaa me 
ae onenar alte ’em.” 53 and ’54 models. 

Dealers know from expensive ex-| 4. Rumbling of radical changes in 
perience that customers can cut| ‘57s. 
buying faster than dealers can cut} 5. Prices increases 
fixed overhead. cars for more money.” 

One dealer in the Pacific North-| So far, most used-car 
west said he had cut everything ex- 
cept price. “We're at rock-bottom 
now,” he said. “There’s nothing left 
to give away.” 


3. Too-liberal credit in the past, 
with motorists still in hock on 


dealers 


sales. The first months of this year 
have added up to one of the better 
such periods in memory. 





+ * * ca 
OWEVER, the wholesale used- 
car market has begun to de- 
teriorate. Bidding has lost some of 
its spirit, say operators, and lively 
demand for “clean” cars has nar- 
rowed down to “sharp” cars. 
Average prices were shaved $6 
last week, dropping them to $851 
—a new low for the year, Least 
weakness, pricewise, was noted 
among older — and therefore 
cheaper—models. Going begging, 
say auction owners, are most ’56s 


4 ° 

_ optimistic dealers who had I 

hoped for a pickup in May on 
a better-late-than-never basis, are 
finding little grounds for cheer. 

Current estimates put the new- 
car sales rate at 20,800 daily, the 
same as April and only slightly 
better than the March pace of 

20,200. 

Most observers had felt that the 
May sales pace would have to be 
pushed to 23,000 daily if a summer 
sales catastrophe were to be 


“selling fewer | 


haven't complained about 1956| 


To Take Dealer Case to Public— 


These new leaders of the Miami Automobile Dealers Assn. adopted as their princj- 


pal objective improved relations 


between dealers, 





manufacturers and the public 


From left are Thomas P. Caldwell (Studebaker), president; Edgar Jones (Cadillac), vice. 
president; T. B. McGahey (Chrysler-Plymouth), treasurer, and Jerome C. Hofmayer 


(Buick), immediate past president. (See story Page 3.) 


FRB to Quiz Dealers, 


. 2 
averted. and ’55s. B .:; d t St d 
WASHINGTON. A participa- Dire predictions, however, have Price adjustments last week on uyers In re 1 u y 
tion record that spotlights the been somewhat tempered by further’ AtTtomotive News’ used-car index 
mushrooming interest in safely| Production cuts instituted so far were: ‘56s, down $6 to $2,172(a new wasHINGTON. Car dealers | accounting firm of Touche, Niven, 
maintained automobiles is being es- this month. Dealers, nevertheless, | low); '55s, down $15 to $1,572 (a and buyers will be surveyed as a Bailey & Smart, will act as special 
tablished by the 1956 National Vehi- still see little chance of whittling new low); ‘54s, down $8 to $1,081; a consultant on the survey of the 


cle Safety Check for Communities. 


Shortly before the month-long 
campaign got under way on May 1, 
a total of 531 cities and 39 counties 
had accepted invitations to take) 
part. A few days later, the total) 
had zoomed to 739 cities and 62) 
counties. 


The complete count will not be 


down oversized stocks during May. 
* * * 


‘53s, down $18 to $738; ‘52s, up $3 
to $485; ‘51s, down $1 to $335; °50s, 
up $1 to $246, and ‘49s, down $3 to 
$179. 


NE dealer association manager 
said last week that his mem- 








major part of the Federal Reserve 
Board's forthcoming study of con- 
sumer credit. 

This was disclosed last week 
by FRB Chairman William Mc- 
Chesney Martin jr., who outlined 
plans for the survey in a letter 
to Dr. Arthur F. Burns, chairman 
of the President’s Council of 
Economic Advisers. Dr. Burns 


credit industry. The National 
Bureau of Economic Research will 
supervise the discussions with uni- 
versity personnel. 

Finally, Martin said, the FRB 
staff will prepare a “comprehensive 
review and analysis of consumer 
installment credit in the contem- 
porary economic setting.” 





available until after the campaign had requested the FRB investiga- The FRB chairman set “early 
ends, but the early tabulation put tion. 'next year” for completion of the 
= ge no — ee i Martin said that new and used- Se of inquiry planned for the @ Wh 
counties set in 1955 car dealers would be polled by a A‘ 
. ed Federal Reserve Bank personne! Four supplementary reports 
Under the program, community | with the following objective: will be issued with the major rae 
Sie ts tor ystinsee ata “To develop. information about inf stay, aid, Theae wit | fn 
checked by mechanics from outa! their problems and practices in fi- ann he eae ae antall- terr 
dealerships and independent gar- nancing customers, in placing with on aes cea ; ‘ n- - 
ages. There is no charge for the lenders paper acquired in sales CM debt fi ie = <té “ FRE- adv 
inspection transactions, in obtaining financing | SUMmer Gebt Bindings 0 a hav 
: , . terms appropriate to the demands sponsored survey of consumer kin 
i apenas oe will poupess = It Glows in the Dark— of individual customers and in fi- a and — a fre 
re pectic at ye Sade tek ahem When picked up by headlights, this new Plymouth paint glows like a highway "ancing inventories of new and ee ere an ee sony “ie a 
sors reminded. community chair- marker and is visible up to 1,700 feet. The process was developed by Minnesota used cars. snag gee oe Poo 7 Vv 
men that they must submit a com- ™!"'"g & Mfg. Co. Billed as a safety feature, the paint jobs first were displayed by A representative sample of 1954 W Mit nell _ es h ee 2 id . suff 
lete record of their program by Petzold Motor Sales Co. (Chrysler-Plymouth), Detroit, which introduced the paint to and 1955 new-car buyers will be - McNeil, researc ae eS boo 
_- ae prog 2» PI th reyed “re d fi ‘ ar- of the Federal Reserve Bank of Sess 
July 1 to be eligible for achieve- "Y™°¥'™- - survey ere. See Oe ek 
ment awards. rangements in connection with icago. 
their purchases, their occupation, The FRB staff report will list 


Safety-check sponsors are the 
Inter-Industry Highway Safety 
Committee, Look magazine and the 
National Safety Council in coopera- 
tion with NADA, the National Con- 
ference of State Safety Coordina- 
tors, the National Tire Dealers and 
Retreaders Assn., tire makers and 
auto companies. 





New Paint Glows at Night... 


Lightening the Safety Load 


By John K. Teahen Jr. 
Staff Writer 
DETROIT.—A different type of 
built-in safety feature a paint 


Next the Super Visicn finish is 
sprayed on, followed by a sealer 
coat of clear enamel. 

The finish can be applied to any 
went 


family status, financial position, 
and related subjects,” Martin said. 

“The survey,” he added, “will pro- 
vide a comprehensive picture of the 
part played by installment credit 
in new-ear financing in the marked 
expansion of new-car sales in 1955. 

“It should prove to be of great 
interest to the consumer credit 
industry and the public generally.” 


pro and con arguments for con- 
tinued governmental authority to 
ccntrol credit and will analyze the 
prospects for further expansion of 
consumer debt, Martin said. 

“The study,” he promised, “will 
go forward steadily and as rapidly 
as can be consistent with the ob- 
jectives of scientific quality and 
thoroughness.” 


job that glows in the dark 
cn display here last week at Petz- 
old Motor Sales Co. (Chrysler- 
Plymouth). 


enamel paint job whether the car 
is new or old, and the work can 
be done in dealer shops. On intro- 
duction day, Petzold’s paint shop 


Three concerns have been re- 
tained by the FRB to conduct 
the car purchaser poll. They are 
National Analysts, Inc., Philadel- 


MEWA Manager 





Six-Way Power Seat— 


An automatic six-way power seat is 
available as optional equipment on Olds- 
mobile's Starfire convertible and “98" 
Holiday coupe. The electric-powered front 
seat automatically slides back when either 
front door is opened and ‘slides forward 
when the front seat back is tilted forward. 
The basic six-way power seat, optional on 
all 1956 body models, adds two more 
positions to the conventional fore-and-aft 
and up-and-down movements. 
tilting positions make it possible to tip 
the entire front seat up to a 35-degree 
angle. 


‘| sprayed over the regular finish. 


The new! 


The paint is called Super Vision 
Safety Finish and was developed 
by Minnesota Mining & Mfg. 
When picked up by a car's head- 
lights, it glows much in the man- 
ner of highway reflectors. It has 
proved visible 1,500 to 1,700 feet 
in tests. 

Petzold introduced the process | 
to Plymouth and has been granted 
exclusive exhibition privileges until 
general introduction May 29. 

The reflective’ glow comes from 
minute glass spheroids so tiny and| 
fine that a handful of them would 
feel like face powder, according |] ,,. 
to 3-M officials. This coating is 


housed a ‘56 Chrysler which had 
been masked preparatory to paint- 
ing with Super Vision. 
Minnesota Mining spokesmen 
said the firm spent four years 
‘Continued on Page 85, Col. 1) 


Auto Production — 128,619 cars, 
trucks in week vs. 208,013 year ago. 
Business Failures — 258 in week 

233 year before. 
Department Store Sales —Down 
7 percent from year before. 

Freight Loadings — 770,558 cars 
in week, an increase of 33,654 cars 
from year before. 

Gasoline Stocks — 189,220,000 
barrels, a decline of 968,000 barrels 
in week. 

New-Car. Registrations —_« |,- 
437,581 in 1956 to date vs. 1,567,365 
year ago. 

New-Truck Registrations—217,- 
356 in 1956 to date vs. 190,472 a year 
ago. 

Oil Stocks — 275,420,000 barrels, 
an increase of 1,898,000 barrels in 
week. 


Soft Coal Output — 10,015,000 


Available in blue, green, brown 
and magenta red, the paint cur- 
rently is being used: as the harmo- 
nizing color on some Plymouth 
two-tone jobs. Petzold has ordered 
120 such models and the factory 
has made them available without 
extra charge as part of the initial 
promotion. 

Plymouth and 3-M spokesmen 
would not comment on the even- 
tual price of the option, but it 
was believed it would carry a 
tag of about $30. 

Application of the paint is a four- 
step process, First comes the 
primer and then a coat of enamel. 


phia; Retail Credit Co., Atlanta, 
and R. L. Polk & Co., Detroit. 


Consumer lending organizations 
and university specialists also will 
be surveyed. George D. Bailey, 
senior partner of the Detroit public 


Business Barometer 


tons estimated in week vs. 8,552,000 
tons year before. 

Steel Output. — 95.7 percent of 
capacity estimated vs. 95.2 percent 
week earlier. 

Used-Car Prices — $851 in May 
to date vs. $874 in April. 

Wholesale Prices—113.7 percent 
on 1947-49 index vs. 113.8 percent 
week earlier. 

* * 


Common Stocks 
May May 1956 
16 9 High Low 
Am. Motors 6% 7% 8% 6%, 
Chrysler 62%, 65, 87 62 
Ford 545, 56, 63% 54% 
GM 41%, 44%, 49% 41 
S-P 8% 9%, 10% 8 


Average 35.05 36.35 





Proposes Merger 


With MEMA, NSPA 


HOUSTON. A merger of the 
Motor and Equipment Wholesalers 
Assn., the Motor and Equipment 
Manufacturers Assn. and the 
National Standard Parts Assn. was 
proposed by B. W. Ruark, MEWA 
general manager, at his group's 
South west Business Conference. 

He suggested formation of two 
associations, one to be composed 
of manufacturers and the other of 
wholesalers. A joint committee 
of manufacturers and wholesalers 
would act as a recommending body 
‘on matters of mutual interest to 
|the- new associations. 

Ruark stressed that he was mak- 
ing the merger proposal as 4 
\“private automotive citizen” and 
not as MEWA general manager. 

He declared that his group’s 
membership is the highest ever and 
|that its affairs otherwise are in 
excellent shape. 

“However,” he said, “I believe 
MEWA would be receptive to 4 
merger on the line proposed to pro- 
vide the most effective possible rep- 
resentation by both manufacturers 
‘and wholesalers.” 
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By John 0. Munn 


OW is business? Good? Of 

course it is. This is a selling 
business and dealers and salesmen 
always must remain optimistic. At- 
titudes are important. The public 
bought 1,424,424 new cars the first 
three months of this year and the 


‘current three months will equal, 
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if not exceed it. 

It has been a record year with 
the exception of 1955. Surely we 
ean’t expect a record every year. 

But, how are your profits for 
the year? In most cases they are 
not commensurate with the 
volume. Profits are nowhere near 
the 5 percent net which was the 
trade slogan for many years, even 
back in the depression era. How 
much of the lack of profit is due 
to inability of dealers or salesmen 
to adjust themselves to present 
conditions? 

J. N. Whitehurst, veteran general 
manager of the Dallas Dealer) 
Assn., thinks much of it is. I have 
a deep confidence in automobile 
trade association managers. They 
do an outstanding job. 

They are men of high caliber. | 
Their work is such that they are 
thrown in constant contact with the 
problems of the trade. They are 
the fulcrum point by which many 
of the difficulties are eliminated. 
While they are close to the trade | 
they are far enough away not to be 
prejudiced. They are in a position 
to observe accurately what is trans- 
piring. 


* * 


What to Expect? 


ees Whitehurst expressed 
a thought to his members re- 
cently which is too good to be 
limited to the dealers in the Dallas 
territory. He asked, “What can we 
expect? We have depended on hot 
advertising to create traffic and 
have trained salesmen to get some 
kind of an offer out of the prospect 
from which a deal might be 
worked.” 

While the Dallas territory) 
suffered greatly last year from | 
bootlegging, otherwise sales condi- 
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Bradford to Pilot 


Colorado Assn. 


DENVER. — Clive Bradford has) 
been appointed executive secretary | 
of the Colorado Automobile Dealers! 
Assn., according to President Reed 
C. Miller, of Grand Junction, 

Bradford replaces Tom Braden, 
veteran Denver automobile man, 
who has had the dual role as head 
of both the state and the Denver} 
Automobile Dealers Assn. since} 
they were founded 35 years ago. 

Bradford, a native of Salt Lake 
City, has been with the Automobile | 
Manufacturers Assn. in Detroit for 
the past 12 years. 
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tions are not far different than in 
other areas. 

From all territories it is pretty 
well established that showroom 
traffic has fallen off to where it 
does not produce enough business 
even if every visitor proved to be 
a buyer. Salesmen who have not 
been trained or had experience 
in prospecting find the going 
difficult. 

Many of them simply do not 
know what to do, so it isn’t sur- 
prising that too many of them 
are demoralized and unproductive. 
Some are leaving the business for 
other occupations and it increas- 
is becoming difficult to re- 
place them or to recruit additional 
men. 

Whitehurst says that all the diffi- 
culties salesmen are experiencing 
are interrelated and therefore com- 
pound the problem. 


* * 


‘Blitz’ Started It 


oo first symptom of the diffi- 
culty is the easiest of all to see. 
It starts from the “blitz” period 


* 


| beginning on a broad scale about 


the middle of 1953. Sloppy terms 
sold many new cars in this period 
sales which could and should 
have waited. 

Banks and finance companies 
comment on a great number of 


|deals that are being submitted at 


the present time where there is 
absolutely no equity in the tradein 
and too frequentiy actually is con- 
siderably less than any equity 
whatsoever. If these two or three- 
year-old cars had been sold on 
proper terms they would be clear 
or almost clear of debt and would 
make the required down payment. 

So these owners with cars of 
such an age owe more than their 
cars are worth. Even if such 
owners had a perfect paying rec- 
ord and a good credit rating 
there can be no deal. 


Then there is the matter of re-| 


possessions. When you are called 


|}upon to sell a repossessed car you | 
are using what otherwise would | 
the | 


be a new prospect. Besides, 
sales of a repossession invariably 
is made at a loss while a profit 
would have been available on an 
original sale. 


In spite of the difficulties men- 
tioned including “blitz,” no equity, 
advertising failure, weak salesman- 
ship, repossession handicap, we 
must add pessimistic attitude. There 
is too much comparing last year’s 
record with this year’s sales. We 
have been on a spree and we are 
having difficulty getting over the 


headache. 
* 


Gloom Must Go 


HITEHURST recommends that 

we eliminate “gloom casting” 
entirely. He doesn’t go along with 
the idea that all a dealer can do 
is to try to stay in the black or on 
the edge of the red and hopefully 
wait for a new model. 

He points out that cars are being 
sold in volume now. Customers are 
proving, every day, they have 
money to buy. He asks why should 
you or a customer wait for next 
year? 

He points out that the lower 
rate of production improves the 
quality of the cars right now. 
That in itself is a good selling 
point. He asks, too, aside from 
body, hood and fender contours, 
what important changes will be 
seen in 1957 that it would make 
it desirable or profitable for a 
customer to wait. 


The question of improving sales | 


methods and techniques to meet the 


|present day conditions is not an 


impossible hurdle. 
Most dealers feel that there is 
no such thing as a ready-made 


salesman — that it is more impor- | 


tant, than ever, to train new sales- 


men or to inspire the experienced | 
Even in normal times sales- | 


ones. 
men are faced with resistance 
hourly, and they need constant sup- 
port and encouragement. 





Volkswagen Cancellation 


Held Wis. Violation 


MADISON, Wis. — Volkswagen 
violated the Wisconsin factory- 
dealer licensing law when it can- 
celled a Milwaukee distributor a 
year ago, Motor Vehicle Commis- 
sioner Melvin O. Larson ruled 
last week. He advised the peti- 
tioner, however, that court action 
is its only recourse, since the 
State cannot require the fran- 
chise to be reinstated. 

The distributor has changed its 
name from Volkswagen Import- 
ers, Inc., Milwaukee, to Imported 
Auto Distributors, Inc., Racine, 
though it has no car franchise 
presently. Larson said the ter- 
mination was effected “without 
just provocation.” 





Carolina Dealers Hear O’Mahoney .. . 





‘Day in Court’ Called 
Vital to Freedom 


PINEHURST, N. C.—If economic 
freedom is to be maintained, auto 
dealers must have laws whereby 
Federal courts can determine equ:- 
ties between factory and dealer, 
Senator Joseph C. O‘Mahoney, 
Wyoming Democrat, told _ the 
convention of the North Carolina 
Automobile Dealers Assn. 

In his keynote address, the 
chairman of the Senate antitrust 
and monopoly subcommittee told 
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Raleigh. Walter A. Deal, Asheville, at far 
Lincolnton, second from right, is secretary. 
executive secretary at the association's office 


As Temporary 


NADA president, last week blamed | 
slow new-car sales on unwise forc- | 
ing and overselling the market in 
| late 1954 and 1955 through lowered 


terms. 
Fribley, a Cadillac - Pontiac 
dealer in Norwich, N. Y., ex- 
pressed this view at the 17th an- 
nual convention of the Missouri 
Automobile Dealers Assn. here. 
Sounding a note of optimism, he| 
said, “It is my feeling that the low 
profit results of the first quarter of 
1956 are a temporary condition, 


“We simply sold too many cars | 


Arizona Assn. 
To Give the Boot 
To Bootleggers 


PHOENIX, Ariz. — in a stinging | 
attack on bootlegging and the 
dealers who indulge in it, the Ari- 
zona Automobile Dealers Assn. has 
resolved to expel any member who 
persists in the practice. 

The resolution was approved at 
the group’s ninth annual conven- 
tion. It pointed out that bootleg- | 
ging deceives the public and 
undermines the reputation of the 
franchised dealer. 

Continuation of the practice, it 
said, “will eventually result in Fed- 
eral legislation regulating both fac- 
tory and dealer, and... we ¢cesire 
to’ maintain our status as free 
| Americans capable of operating 
our own business without Federal 
regulation.” 

Copies of the document were 
sent to the presidents and directors 
of all auto companies, to Arizona 
congressmen and to NADA officers 
and directors. 


Suspension Appealed 


LORAIN, O. — Spitzer Motors, 
Inc., has appealed to Common Pleas 
Court a 30-day license suspension 
| handed down by the Ohio Automo- 
bile Dealers’ and Salesmen’s Li- 
censing Board. The motor company 
contends the suspension “is not 
| substantiated by reliable, probative 
| and substantial evidence.” 





the association that “the mana- 





Gavel Passes in North Carolina— 


New president of the North Carolina Automobile Dealers Assn., John M. Tiller, 
Durham, second from left, accepts gavel from outgoing president, Charles G. Conn jr., 


left, is vice-president and Hal Hoyle sr., 
Mrs. Bessie B. Ballentine, at far right, is 
in Raleigh. 


Fribley Sees Low Profit 


Condition 


KANSAS CITY.—Carl E. Fribley, ; for our own good in 1955, selling 


many customers who normally 
would have bought cars in 1956. It’s 
just like fishing a trout pond when 
all the legal sized trout have been 


downpayments and excessively long| caught. You’ve got to wait until the 


fingerlings grow up.” 

Fribley called the healthy used- 
car market one of the most favor- 
able signs in the current auto 
picture, adding that because of 
low used-car inventories, most 
dealers are in good shape to take 
advantage of any profitable busi- 
ness. 


He concluded by urging the deal- 
ers “to stop singing the blues and 


gers of General Motors and Ford 
want to establish their own judi- 
cial system.” 

O’Mahoney was introduced by 
Senator Sam J. Ervin jr. North 
Carolina Democrat, who praised 
O’Mahoney for his efforts on be- 
half of small businessmen. 

O’Mahoney’s day-in-court posi- 
tion was supported by Frederick 
J. Bell NADA executive vice- 
president, who said, “Legislation 
having the effect of permitting his 


-|}day in court to any citizen, not to 


ourselves alone, is still needed, 
along with interpretations of cur- 
rent laws.” 

Bell congratulated the factories 
for steps taken thus far to re- 
lieve dealer problems, with par- 
ticular emphasis on measures 
which will “enable production 
and distribution to move ahead 
arm in arm.” 

“We must work together with 
mutual confidence in ourselves and 
in our manufacturers,” Bell said, 
“with the determination that we are 
going to regain our reputation as 
the world’s finest salesmen and 
merchants.” 

John M. Tiller, Durham, was 
elected president of the association, 
succeeding Charles G. Conn jr., 
Raleigh. 

Other new officers are, Walter A. 
Deal, Asheville, vice-president; Hal 
Hoyle sr., Lincolnton, secretary, 
and J. A. Watkins, Oxford, treas- 
urer. 

Principal event on the conven- 
tion’s opening day was a dinner 
meeting for 75 members of the 
Old Timers Club, with John H. 
Lander, Atlanta, as speaker. 

Lander discussed vanishing 
profits in the auto retailing busi- 
ness and said, “The only way to 
return the profit to our business is 
to cut cut concentration on volume 
sales at a loss and return to saner 
sales methods with a profit on 
every deal.” 

G. C. Thomas, Charlotte, presi- 
dent of the Old Timers, was pre- 
sented with a Golden Anniversary 
Cake at the meeting. 

| Speaking before Monday’s dinner 
| ‘(Continued on Page 8, Col. 1) 


‘Georgia Dealers 


‘To Hear Beacham 


ATLANTA.—Charles R. Beacham, 
general sales manager of the Ford 
division, will be the principal 
|speaker at the 20th convention of 
'the Georgia Automobile Dealers 


get to work. There’s nothing wrong| Assn. at the General Oglethorpe 


with the retail automobile business 
that a little time won’t cure. I still 
feel 1956 will be one of our best 
years and that we have an excellent 
chance of selling 6.5 million units 
this year.” 


Hotel in Savannah Aug. 26-27. 

Other speakers will be Alan G. 
Rude, executive vice-president of 
Universal CIT Credit Corp.; John 
| H. Lander, Georgia NADA director, 
and Josiah T,. Grudup, president of 
Brenau College. 


On the House .. . 


General Motors of Canada is revising its dealer 


sales agreement 


phone, believing 





Wemhoft 


New Mexico dealer association 


to make it the “most equitable and 


progressive in the industry,” according to President 
William A. Wecker. 
surveys of dealer problems, it’s reported . .. Dealers 
phoning the San Francisco association offices chide 
officials about the “purty music” they hear on the 


The new déal resulted from 


of course that the office provides 


music for employes. But Association Manager Amos 
Crowl quickly explains that the phone somehow 
picks up music from Station KJBS, located nearby, 
and that the office help doesn’t get the music on 
that end; it’s for the customers only .. . 

In an effort to tone up dealer advertising, the 


asks its members: “Who Wears 


Your Face?” “How does your advertising measure up to sound and 


ethical standards?” asks the association . . 


. Does your ‘face’ display 


a serenity engendering confidence or does it bear a sly look of the 


eye which shrieks aloud: Cavect Emptor? ... 


Have vou looked 


in the mirror of public opinion lately?” ... 
President Don Liffengren has appointed the following South 


Dakota dealers to the 


association’s nominating committee: 


Herb 


Schumacher, Ray Quinn, Lloyd Atwater, Vince Jones and Rick Hodg- 


son . 


. . Texas association has added six members. . 


. Dealers are 


reminded that'a permanent employe, after receiving a military dis- 


charge, must be rehired within 
seniority and in a similar job. 


90 days without interruption of 


Pete WemMuorr, Editor, 
Automotive News 
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At Pennsylvania Convention . . . 


Dealers Blamed for Own Trouble 


STROUDSBURG, Pa. (UTPS) 
— Dealers are to blame for caus- 
ing most of their current troubles, 
John P. Mooney, president of the 
Pennsylvania Automotive Assn., 
charged last week as he opened 
the group’s 36th annual convention 
here. 


Mooney admitted this observ- 
ance might not be popular, but 
he declared that it is “generally 
true.” 

The responsibility for success or 
failure in new-car retailing also 
was laid on the dealer’s doorstep 
by Ivan L. Wiles, General Motors 
executive vice-president of dealer 
relations, 

Convention delegates also heard 
Senator A. S. Mike Monroney, 
Oklahoma Democrat and chairman 
of the Senate subcommittee on au- 
tomotive marketing practices. 

John B. White, Philadelphia, was 
unanimously elected new president 
at a meeting of the board. R. N. 
Romesburg, Uniontown, was re- 
elected secretary, and A. W. Golden, 
Reading, was re-named treasurer. 
The following were elected as 
vice-presidents: W. K. Gottshall, 
Allentown; W. M. McCune, Kittan- 
ning; E. P. Blough, Johnstown; 
Charles A. Dailey, Erie, and E. D. 
Baldwin, Downingtown. 

Elected to the board for three- 
year terms were: Harry W. Al- 
lum, Sharon; G. A. Blake, Harris- 
burg; J. Guy Hayden, Philadel- 
phia; J. A. Moore, Scranton; M. 
Frank Pultz, Greensburg; David 
G. Reese, Drexell Hill; Elmer W. 


Reiber, New Castle; Dailey; Mc- 
Cune, and Romesburg. 

William Daub, Easton, was ap- 
pointed by the board for two years 
to fill the unexpired term of Rod 
Hauser, Bethlehem, who resigned. 


| cle in the U. S., next only to food 
|and shelter. We try to allow more 
|than any other dealer for a used 
|car in trade and blame other 
dealers for doing so. 


“We discount the price of the | 


Named as directors-at-large for| product and complain about no 


one-year terms were 


Frank H.| profit. 


We advertise that we are 


Clemson, State College; Aldo Fran-| giving hundreds of dollars away 


coni, Kingston, and J. E. Malone, 
Bradford. 

In one resolution adopted at the 
convention, the dealers went on| 
record “with all automobile manu- 
facturers, particularly General Mo- 
tors, Ford and Chrysler, stating | 
that maldistribution of automobiles | 
is the first and most important 
thing that should be remedied to 
| bring about stabilizing of prices, | 
reduction of discounts and elimina- 
tion of bootlegging and all other | 
ills for which maldistribution is 
responsible. 

“The above-named manufacturers | 
should be asked to withhold from | 
any dealer more cars than he can 


rightfully sell in his zone of in- 
fluence.” 
Another resolution requested 


the Pennsylvania Legislature to 
enact a Sunday closing law with | 
adequate penalties for noncom- 
pliance at the next session. | 
A third resolution asked the Leg- | 
islature to “provide ample and| 
sufficient funds” for the State High- | 
way Department to permit it to 
finance its program of construction, 
reconstruction and resurfacing. 
Mooney, in his talk, said: | 
“We have the most wanted arti- 








Guide Pittsburgh Dealers— 


New officers of the Pittsburgh Automobile Dealers Assn. are, from left, John P. 
Coen (Mercury), treasurer; Edward F. Koch (Chevrolet), vice-president; W. A. Winter- creased to 235 h.p. from 225 in all 


i 


and wonder why the public thinks | 
there is a big profit in selling cars. 

“We pack the prices of cars and | 
wonder why the public thinks they 
are too high priced and bargain | 
with us. 


“We persuade newspapers to 
publish phony, unethical, deceiv- 
ing advertising and blame it on 
the other dealers. We wonder 
why we have so little net profit 
on a large volume and seem to 
forget about expense. We know 
every dealer can’t be a volume 
dealer.” 

Mooney said that many dealers 
try to be big shots in little places 

- by cutting prices and by selling 
out of their zones of influence. 

Dealers, he said, have lost public 
confidence by transferring new cars 
to buyers who really could not af- 
ford them and who mortgaged their 
future too far in advance. 


Referring to the factories’ con- 
tribution to the situation, Mooney 
said: 

“We know the industry pro- 
duced more in 1955 and early 
1956 than the buying public 
would consume. 

“We know that much capital has 
been transferred to Detroit that 
should have remained in dealers’ 
accounts. 


“We know that automobile 
dealers are at the bottom of the 
list of businesses profitwise on 
dollar -sales - sinking below 
farmers, who demand help from 
the nation.” 

Wiles, in his talk, told the 
dealers: “The success or failure of 
any business establishment depends 
upon whether its operations satis- 
fy the public’s needs and meet with 
the public’s approval — and no- 
where is that approval, or disap- 
proval, more clearly expressed than 

(Continued on Page 86, Col. 1) 


M ercury Boosts 











halter (Ford), president, and Hartley R. Graham, secretary-manager. 


Prospects Still 


Bright 


For S-P Solution 


DETROIT.—Efforts to put Stude- 
baker-Packard on its feet finan- 
cially were still warm last week, 
with the Federal Government and 
Curtiss-Wright the likely sources 
of help. 

Aside from the technical de- 
tails involved in working out a 
deal for Curtiss-Wright to be- 
come the parent company, it was 
believed that the participants 
were waiting for the Government 
to commit itself for its ante on 
defense work. 

While S-P losses are a factor in 
making the deal possible by way of 
the tax writeoff method, there is 
no percentage in Curtiss-Wright 





Kentucky Gives In 


On Auto Tax Law 


LOUISVILLE, — State revenue 
officials have notified the City 
of Louisville that they will not 
appeal a court decision declaring 
the new auto-tax law unconsti- 
tutional. 


The law had provided that 
vehicles could not be licensed 
until the owner showed receipts 
proving personal property taxes 
on the vehicles had been paid. 





|taking over a property that faces 
continuing losses. 

Once S-P gets a substantial vol- 
|ume of defense business, it will be- 
come more attractive. 

Roy T. Hurley, 59, president of 
Curtiss, is a tough-minded execu- 
tive, who insists on all divisions | 
of his company standing on their 
own feet. His background in- 
cludes executive manufacturing 
posts at Ford and Bendix Avi- 
ation. | 

Meantime, there were some mis- 
interpreted reports of resignations | 
by top S-P executives. The resig-| 
nations were submitted to the board! 
of directors as a formality custom- 
|ary in such cases. No action is ex- 
|; pected on them until the future 
| course becomes clearer. 

In a discussion of possible mili- | 
| tary work for Studebaker-Packard, | 
| Charles E. Wilson, secretary of de- 
|fense and former president of 

General Motors, said: | 

“I think it would be a sound! 
thing for the Defense Department | 
to do what is reasonably necessary | 
to maintain these concerns as part 
of the nation’s military production 
| base.” 

He pointed out, however, that he 








wouldn't advocate increasing mili- | bedy finished in two-tone color schemes. 
overhead-valve engine producing 102 horsepower at 4,600 r.p.m. 


(Continued on Page 85, Col. 4) 


H orsepower on 


Merc-O-Matics 


DETROIT. — Increased horse- 
power for all 18 model Mercury 
cars was announced Friday by F. 
C. Reith, general manager. 

The Mercury engine has been in- 


Montclairs and Montereys equipped 
with optional Merc-O-Matic auto- 
matic transmission. Custom and 
Medalist models equipped with 
Merc-O-Matic are increased to 225 
horsepower from 215. 

The 235-h.p. engine also has in- 
creased torque of 329 foot-pounds 
at 2600 rpm, Reith said. 

The increased power results from 

new high-lift camshaft which 
provides better “breathing,” Reith 
said. 

Prices of Mercury cars are un- 
changed. Horsepower of synchro- 
mesh or overdrive Mercurys re- 
mains 210. 





The New Austin ‘A-105'— 


Above is shown the new five-seater Austin ‘A-105' which features a unit-construction 
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Registrations Rise 7.2 Percent— 


U. S. motor-vehicle registrations rose 7.2 percent in 


1955 to a record total of 


62,760,395. A breakdown shows that every state gained, headed by Florida with q 
14.8 percent increase. According to the Bureau of Public Roads, the overall figure is 


made up of 52,173,234 cars, 10,331,912 trucks and 255,249 buses. 
* * +“ 


Record 4 Million Cars 


* 


Scrapped During Year 


‘Continued 


all list more than three million. 

These seven states, the public 
roads bureau pointed out, have 
more than 28 million vehicles — 
more than 45 percent of all 
motor-vehicle registrations. 

As in 1954, Florida registrations 
again showed the greatest rate of 
increase with a gain of 14.8 per- 
cent. Alabama rose 13.7 percent, 
followed by Texas, 10.3; North Car- 
olina, 10.2, and Delaware, 10.1. 


Generally speaking, the bureau 


Jaguar Expects 
25 Pet. Increase 


In U. S. Sales 


NEW YORK. Jaguar sales in 
the U. S. are expected to pass the 
$20 million mark this year, a 25 
percent increase over 1955, accord- 
ing to Jaguar North American Cars 
Corp., a subsidiary of Jaguar Cars, 
Ltd. 

The company said distributors 
have doubled their unit orders for 
the balance of this year. 

It attributed the increase to the 
introduction of the 2.4 liter sedan 
plus interest in two sport models, 
the XK-140 convertible and the XK- 
140 coupe, both of which have auto- 
matic transmission. 

As a result of the boost in U. S. 
orders, the company said, Jaguar 
Works, Coventry, England, has 
gone on a five-day week with over- | 
time and night operations. 


GM Danstic $50,000 


For Relief of Flint 

DETROIT. — President Harlow 
H. Curtice of General Motors last 
week announced a $50,000 GM con- | 
tribution to the American Red| 
Cross for relief of disaster victims | 
in the Flint area. | 

Tornados caused severe damage | 
May 12 in southern sections of | 
Flint, a major GM plant city. 





The car is powered by a six-cylinder 
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corded in the southern and western 


states, and the smallest were regis- 
tered in New England and a group 
of Midwest states. 


Registrations by states are shown 
in the following table: 





Cars on Road 


1955-1954 
Total Total 
1955 1954 Per- 

STATE Regis- Regis- centage 

trations trations Increase 
Ala, 1,041,241 915,398 13, 
Ariz. 414,638 379,704 9.2 
Ark. 584,250 545.019 7.2 
Calf. 6,189,022 5,698,842 8.6 
Colo. 737,408 682,325 8.1 
Conn. 921,229 867,256 6.2 
Del. 153,881 139,726 10.1 
Fla. 1,615.652 1,407,697 14.8 
Ga. 1,238,918 1,133,528 9.3 
Id. 337,514 314,823 7.2 
i. 3,268,398 3,087,792 5.8 
Ind. 1,762,750 1,682,430 4.8 
la. 1,194,864 1,143,540 4.5 
Kans 1,047,764 1,001,602 4.6 
Ky. 1,032,405 957,596 78 
La. 951,671 873,800 8.9 
Me. 322,674 306,002 5.4 
Md. 938,295 371,005 7.7 
Mass, 1,546,234 1,479,889 4.5 
Mich. 3,114,101 2,847,745 9.4 
Minn. 1,364,863 1,306,491 4.5 
Miss. 636,544 534,530 4.9 
Mo. 1,490,056 1,433,878 3.9 
Mont. 366,094 314,329 6.9 
Neb. 662.030 636,990 3.9 
Nev 123,668 115,182 7 
N. H. 212,452 201,967 5.2 
N. Jd. 2,060,963 1,928,077 6.9 
N. M. 340,206 309,517 9.9 
. X. 4,642,728 4,392,875 5.7 
x. ¢C. 1,437,177 1,304,252 10.2 
N. D. 308,599 299,685 3.0 
oO. 3,525,949 3,300,486 6.3 
Okla. 1,025,788 963,423 6.5 
Ore. 802,444 764,849 4.9 
Pa. 3,737,260 3,527,368 6.0 
a, an 308,148 294,072 4.8 
S. C. 782,187 719,706 8.7 
Ss. D. 325,214 314,636 3.4 
Tenn. 1,168,295 1,118,185 4.5 
Tex. 3,868,982 3,506,599 10.3 
Utah 336,157 306,646 9.6 
Vt. 136,307 131,287 3.8 
Va. 1,242,922 1,153,113 7.8 
Wash. 1,163,544 1,085,158 7.2 
W. Va. 552,338 513.409 7.6 
Wis. 1,385,931 1,336,771 3.7 
Wyo. 173,589 168,487 3.0 
rr. Cc. 197.051 195,563 0.38 
Totals 62,760,395 58,563,250 7.2 





Willys Reveals 


Argentine Order 


WASHINGTON. Willys an- 
nounced it has received new orders 
totalling more than $2,250,000 for 
parts and supplies from Industrias 
Kaiser Argentina. The Argentine 
company's new plant at Cordoba 
turned out its first Jeep Apr. 27. 

Vehicle components and supplies, 


shipped from Toledo by Willys- 
Overland Export Corp.,_ include 
fergings, castings, stampings, 


transmissions, axles and perishable 
tools. 

It is estimated that Argentine 
content will represent approxi- 
mately 60 percent of the 7,000 vehi- 
cles scheduled to be produced by 


|the Cordoba plant this year. 
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This is where you 
clinch it. This is where 


to the dotted line. And 
this is where we get 
in our commercial. 


“Look,” you say, “‘“meet HAL, who 
stands for Associates’ Health, Accident 


“I like the 1956 four-door 
just fine and the little woman likes 
the blue-gray two tone combination and 
you’re giving me a pretty good trade-in, 
although not half as much as my old car 
is worth, and I guess I can swing the 
$71.35 payments each month, but...” 


and Life plan. He looks like a cop, but he’s an 


angel in disguise. He guarantees protection of your equity in emer- 
gencies. He meets your installments for you if you’re laid up and 
can’t pay. And if the cherry pits get you, he pays up all the remain- 
ing balance. Your wife or family gets the car free of debt. You’re in 


the clear, wherever you may be.” 


COPS SSSSSSSSSS SSS SESSES SSS SHEE SSH SESSHESHE SESS SESS SESSSES SESS ESESESESSE ESSE ESESHHEHHSHEHHE SHH SHEESH HEHHHHSHHESESHHEHHESHESHHETETEEE® 


SAYS THE PROSPEROUS PRO 
OF AUTOMOBILE ROW... 


‘Always have Associates’ HAL on hand 
to keep the sale in the bag. All buyers fear 
the price and payments, whether — 


they say so or not.”’ 


P.S. Call Associates for full information. You’ll 
sell with HAL. 
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Associates Investment Company 


Associates Discount Corporation 


Here it comes. The prospect’s in the mood, 
his wife likes blue-gray, the sale’s in the bag 
—and the top of the bag’s wide open. 


*.. but what happens if I get the car half paid for and break a leg 
and am off the job and there’s no ready cash for those payments? 
Suppose I am stricken with the cherrypit quickstep for a month 
or so and maybe even go to my last reward, as the fellow says? 
Who gets the car? What happens to the dough I’ve put in it?” 





me use your fountain 


pen, mine leaks.”’ 
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SOUTH BEND, INDIANA 


somebody tell me these things? Let 
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raisal at N. Y. Meeting... 





Wiles Offers a Guide 
To ‘Agonizing Year’ 


(Continued from Page 1) 


tory is taking a fresh look at 
dealer relations. 

In discussing dealer profits, Wiles 
noted that 1956 represents the first 


time in many years that the indus- | 


try has faced problems generated 


by a declining sales in a fully com- | 


petitive market. 

The present competitive market, 
he said, had its inception in 1953, 
following 12 years of Government- 
restricted production. 

Part of the profit problem, he 
said, can be traced to “hazy in- 
ternal management.” 

* x * 
O* PRICE packing, he said, some 
dealers polled by GM have said 
that dealers should and could act 
on the problem alone, if necessary. 

Others, he said, feel that the 
corporation should move in with 
heavy advertising. Another view- 
point is that the problem can be 
solved only by unilateral action 
of all dealers in all lines. 

In GM's survey on price packing, 





he said, 72 percent of the respond- | 


ing dealers were against the prac- 
tice, 19 percent were in favor and 
9 percent expressed no opinion. 

* * * 


ILES hit hard at advertising 


based on price. If dealers 
would divert half of the millions of 


tising. In all cases, he said, his 


|mail indicated that this is “adver- 


tising run by (the) competition.” 

Ads which he has personally re- 
viewed, he said, have dealt /largely 
with price-cutting but in most cases 
have conformed with the NADA 
and Better Business Bureau code of 
ethics. 

They would ‘be misleading, he 
said, only if the dealer would not 
deliver the automobile at the price 
advertised. 

oe x * 
L gers said he felt that impor- 
tant progress has been made 
in the area of dealer advertising. 
Many dealers have _ voluntarily 
stopped unethical advertising, he 
said, while others are being moved | 





by persuasion of the factory. 

He explained that although the 
factory is restrained by law from 
using any force on dealers, the 
manufacturers are moving for- 
ward through slower methods of 
reason and persuasion. 

Wiles was particularly critical of 
dealers who have lagged in cutting 


| expenses. 


dollars they spend annually on| 
price advertising and spend it to| 


take special care of their cus- 
tomers, he said, they would create 
infinitely more valuable public re- 
lations through word-of-mouth ad- 
vertising. 

This, in turn, he said, would 
create an atmosphere of better 
business and better profits. 

Wiles said that since assuming 
his new post, the bulk of his mail 
has dealt with “unethical” adver- 













iment of dealerships. 


“Compare ‘56 expenses with those 
of '53 and '54,” he told the dealers. 
“Be absolutely certain that each 
item of added expense is carrying 
its full weight of the total load.” 

He suggested that part of the 
fault lay with the internal manage- 
NADA man- 
agement conferences, he said, have 
made a decided contribution toward 
better dealership management. 

: ” 2 


ILES recommended that, in 
view of antitrust laws, which 
prevent unified action by either 
dealers or manufacturers in such 
areas as price packing, cross sell- | 
ing and bootlegging, that both)! 





dealers and factories recognize that 
competition is the law of the land. 


He suggested that dealers look 
to their factory for the jobs it 
can do best, such as building the 
product and for maintaining re- 
search and manufacturing facili- 
ties to meet the market of the 
future, 


“Return to the age-old techniques 
of merchandising, which are as 
sound today as they were 20 and 
30 years ago,” Wiles said. 


He warned dealers to be certain 
that enthusiasm within the dealer- 
ship organization filters down from 
the top. A demoralized leader, he 
said, can’t help but infect his men. 

4: * * 
EVELOPMENTS of the past 
few months indicate that fac- 

tories are taking a fresh look at 
factory-dealer relations, he said. 
In the case of GM, he said, new 
contracts will be in the hands of 
dealers within a few weeks. 
Changes not included in the new 
selling agreement, but promised 
in a speech by GM President 

Harlow H. Curtice last March, 
are in the process of implementa- 
tion or will be commenced soon, 
Wiles said. 

He told GM dealers that GM 
production schedules have been 
made more flexible in an effort to 
reflect more accurately the market 
as it exists in any given period. 
There will also be an attempt made 
to build cars to exact dealer speci- 


fications and orders, he said. 
GM is also reassessing dealer 
operations in view of their local 


potential, while the advertising and 
wholesale techniques of the factory 
are also under scrutiny, he said. 


ILES spent a_ considerable 
amount of time exploring the 
reasons why factories are reluctant 
to act on price packing, bootleg- 
ging, cross selling and advertising. 
These items, he said, lie “with- 
in the shadow of the antitrust 
laws,” and, as such, no factory 
could afford to risk criminal and 
civil actions by the government 
because of an action which might 
be construed as restraint of trade. 
He reminded his audience that | 


AG Fy ag 


A Boost From Toots— 


Auto-Lite’s new tuneup promotion feo- | 
| turing an elephant as the main theme 
| gets a lift from Toots, prancing pachy- 
derm at the Toledo zoo. Done in brilliant | 
circus colors, the banner, poster and pen- | 


nants highlight the theme: “Listen to your 
engine, if it's rough and noisy 
tuneup now!" 


GM is now engaged in such a suit, | 


in which the present method of 
distribution used by the entire in- 
dustry is under attack in Connecti- 
cut. 


Where NADA'’s executive vice- 
president, Frederick J. Bell, has 
stated that the Justice Department 
is “allergic” to dealer actions it 
deems to be in restraint of trade, 
Wiles suggested that in the in- 
stance of large corporations, the 
Justice Department is more than 
just “allergic.” The fact that 1956 
is an election year does not improve 
the situation, he -remarked. 

= a = 
M, HE said, takes the position 
that permissive legislation — 
in the areas of bootlegging, exces- 
sive cross selling and price pack- 
ing — would be justified. 
It was his opinion also, he said, 





— 


that the revised production 
schedules will go a long way 
toward alleviating the problems 
of bootlegging and cross selling. 
In conclusion, Wiles told the 
dealers: 


“Focus your undivided attention 
on the retail customer. Don’t waste 
time worrying about your com- 
petition. 

“It is high time that all of us in 
this business close ranks and zero 
in on the all but forgotten man, 
the retail customer.” 

* * * 
nee = SCHNURMACHER, 
president of AMANY, told the 
banquet guests that “profitless 
prosperity has given way to an 
even more serious situation. 

“The prosperity of last year has 
disappeared, but the profitless 
part of the business is still with 
us,” he said. 


Schnurmacher said that the big- 
gest factor. contributing to the 
worsening condition within the bus- 
|iness is the dealer’s willingness to 


sell his merchandise without a 
| profit. 
The solution, according to 
Schnurmacher, is simple. 
- * * 


“@ELL everything you handle — 
7 new cars, parts, service and 
used cars at sufficient markup 
to leave you a fair profit,” he said. 
“The complex part of the situation 
is to get every automobile dealer 
|to adhere to and accomplish the 
| solution. 

“I do think, however, that if 
we can accomplish as much in 
dealer-to-dealer relations in the 
next six months as we have ac- 
complised in factory-dealer rela- 
tions in the last six months,” he 
said, “we will be well on our way 
to straightening out this retail 
automobile business for good. 

The tools for doing the job are 
|at hand, Schnurmacher said. 
| “It is up to us to work in- 
| telligently and profitably. Better 
| dealer-to-dealer relations, better 
| dealer-customer relations and better 
| merchandising and selling for a fair 
|profit are the things we must 
|create for ourselves,” he said. 


Get the Finest in Top-Profit, 


Top-Prestige Alinement Service with the 


c — 
new Tomorrow-Styled BEAT lelot: one 


No matter what your space or bud- 
get limitations, you can now offer the world’s finest 
front-end service with TELALINER! It’s yours for as 


little as $43.50 per month on your jobber’s pay- 


out-of-profits plan. For “Limited Space” Service, 
Telaliner with the Bear 3831 alinement rack requires 


only 12’ x 13’ of floor area. 


Here is truly the finest front-end service. Telaliner 
does not merely give you a projection of electrical 
readings...instead, dial readings are actually faith- 


fully duplicated right on the 


screen. They are transmitted through an exclusive 
electro-magnetic system, utilizing direct cable trans- 
mission. Nothing could be more accurate. 


In addition, the new Telaliner brings you: new 
checking heads for even faster readings, more 


accurate results; tomorrow-styled design for greater 
prestige; the famous Telaliner TV-like screen for 


giant, crystal-clear Bear Sign. 


This handsome 16-page Telaliner Brochure brings you 
all the Prestige-and-Profit Facts. Send for your free copy 
from Bear Mfg. Co., Dept. A-14, Rock Island, Il. 


topnotch sales-appeal; and, of course, the business- 
building power of the 
nationally-advertised 
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From: Oldsmobile and its Quality Dealers 


suByect: GM Technical Center 





OLDSMOBILE’S ROCKETING SALES TEAM SALUTES 


GENERAL MOTORS’ NEWEST RESEARCH FACILITY—WHERE 


“TOMORROW'S 


From Oldsmobile’s sales team—a 
rocketing “welcome aboard” to the 
new General Motors Technical 
Center. 


Here, in a vast 330-acre facility 
—world’s largest devoted to 
industrial research—more than 4,000 
scientists, stylists, and technicians 
are developing important new ideas 
for famous GM products. 


Here, too, exciting new Oldsmobile 
advancements are in the making to 
set tomorrow’s pace...to continue the 
styling and engineering leadership so 
evident in Oldsmobiles of today! 


With a bright future ahead, Olds 
dealers are confident that tomorrow’s 
new ideas will have the same 
high sales impact as today’s... will 
further build Oldsmobile’s top sales 


SALES ARE IN THE MAKING TODAY'!’’ 


appeal—in the new car showroom and 
on the used car lot. 


And now, as the inquiring minds of 
able men focus on the future at the 
Technical Center, Oldsmobile and its 
Quality Dealers are proud to join in 
this opening salute to the newest 
member of the GM family—the 
latest reason why it’s smarter 
than ever to be with Olds! 


OL DSsen7riob \liL.QEeE 


DIVISION OF GENERAL MOTORS CORP. ° 






LANSING, MICH. 
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Help Build a Stable Force... 


Sales Contests Curb Wanderlust 


Eprror’s Notet-—This is another 
in a series on compensation and 
incentive plans for salesmen. 

AN ANTONIO. — Some San An- 

tonio dealers are enthusiastic 
about incentive plans for salesmen. 

They use them 
not only to spur 
sales, but also to 
keep salesmen 
from wandering 
off to other 
dealerships. 

One of the most effective plans 
used by a dealer here is to send an 
unsigned bonus check to the wife 
of a salesman with a note that the 
check will be signed if her husband 
sells a specified number of cars 
during the contest. 

“She will set her heart on some- 


Business. Upturn 
Is Reported by 
Standard-Triumph 


NEW YORK. — John Warren, 


director of export sales, Standard- | 


Triumph Motor Co., Ltd., expects 
the world market to continue to 
show a stabilized prosperity. 

“The first quarter of this year,” 
Warren said, “our company has 


had the highest rate of export to} 


world markets since 1951 — despite 
intensified world competition.” 


He said that car shipments to the | 


U. S. were up 100 percent the first 


quarter over the same period last | 


year. 

“Our American affiliate, 
Standard-Triumph Motor Co., Inc., 
reports that Triumph TR3 sales 
this year are the highest in his- 
tory,” he added. “Making a con- 
servative British estimate, it would 
be that 1956 shows every indica- 
tion of a 40 percent increase in 
sales for Standard-Triumph. 

“The 1956 output of our company 
will quadruple the best prewar 
period output which was 1938-1939, 
making Standard-Triumph Motor 
Co:; Ltd., the largest individual 
automobile-tractor manufacturer in 
the United Kingdom. 





Wage Provision Disputed 


| another dealer, “But we realize that 
|there always will be salesmen in 
|our organization who, by virtue of 
| age, 





| discourage them. 





thing the check will buy for the 
home,” the dealer said, “and will 
give active cooperation to her part- 
ner in filling his quota.” 

* t + 





NOTHER dealer has found that 

some salesmen are slow 
starters, so he has devised a first- 
half-of-the-month contest. 

“We have found it effective,” he 
said, “to offer a special bonus to 
those who meet or exceed their 
quotas for the first two weeks of 
the month. 

“If they do a good selling job 
the first two weeks, the number 
of contacts they have made and 
the prospects they have seen will, 
to a large extent, carry them on 
through the last two weeks.” 

What about new or less-able 
salesmen ? 

“We use the quota system,” says 





experience, acquaintenceship 
— or just plain selling ability — 
always will be in the lead. 
* * * 

—o LET them capture all the 

bonuses would be unfair, in a 
way, to less-able salesmen. It would 
“So we set a 
handicap. 

“This gives the salesman who is 
not so much of a go-getter an 
opportunity to compete in a sales 
contest on a more even basis — 
and makes the game worth while 
to all of them.” 

Another dealer divides his sales 
force into two teams, with a cap- 
tain for each. Then he offers a 
$50 bonus to the captain of the 
winning team and- $300 to be 
divided among members of that 
team. 

Another dealer sets a quota for 
his salesmen at the beginning of 
each month. 

*. > * 

HEN we pay an additional 
bonus of so much per car for 
all cars a salesman sells over the 
quota that has been set for him. 
This has produced results for us.” 

The cost? 
“No matter how you figure it,” 





In New Highway Bill 


WASHINGTON.—As the Federal 
Highway bill moved from the 
Senate’s Public Works Committee 
to its Finance Committee, attention 
again was focused on what many 


have called the most controversial | 









‘Day in Court’ 
Called Vital to 


Dealer Freedom 


(Continued from Page 3) 


session of the Young Executives 
Group, Micou F. Browne, Raleigh, 
vice-president of Occidental Life 
Insurance Co., said that “today, as 
never before, true salesmanship is 
on the testing block.” 

Luncheon speakers, and their 
topics, were: Fred Smith, Cincin- 
nati business management con- 
sultant, who spoke on the three 
basic qualities necessary to the 
successful businessman; Clarence 
N. Walker, Atlanta, executive 
staff representative of Coca-Colo, 
who emphasized the importance 
of goodwill and fair dealing in 
business; N. L. Watlington, 
Roanoke, Va., who outlined a six- 
point program for used-car mer- 
chandising, and Ivan L. Wiles, 
executive vice-president in charge 
of dealer relations for General 
Motors, who listed targets for 
action in improving factory- 
dealer relations. 

One afternoon session at the con- 
vention was devoted to an admin- 
istrative guidance council, com- 
posed of representatives of various 
State and Federal agencies with 
which dealers come in contact most 
frequently. 

The annual banquet and ball 
closed the convention. 









| 
! 
j 





aspect of the measure — the Davis- 
Bacon Act section. 


Briefly the Davis-Bacon Act 
provides for payment of prevail- 
ing local wages on interstate 
system projects, with the prevail- 
ing wage to be determined by the 
Secretary of Labor. 

Opponents of this clause have} 
called it a violation of state’s rights. 
They have said it will hike the 
cost of the program and will result 
in fewer miles of highway for the 
money. 

The U. S. Chamber of Commerce 
has uttered a sweeping denunciation 
of the provision and has termed it 
“the most controversial Con- 
gressional issue in the labor-man- 
agement field today.” 


Much of the dissatisfaction ap- 
pears to stem from the Labor De- 
partment’s role in the determina- 
tion of the wage rate. 

State’s-rights forces argue that 
since the states will contribute 10 
percent of interstate system 
funds, it would be a usurpation 
of sovereignty to allow the 
Federal agency to set the prevail- 
ing wage. 

During a spirited session before 
House passage of the road bill, Rep. 
George A. Dondero, Michigan Re- 
publican; offered an amendment | 
providing that the prevailing wage | 
be set at the state level rather than | 
at the Federal level. 

The amendment failed and the 
House approved the bill with the 
original Davis-Bacon provision. 

It is interesting to note that the! 
Gore bill, which the Senate Public | 
Works Committee substituted for} 
the construction provisions of the | 
House measure, contains no Davis- 
Bacon factors. 

Other opponents have called the | 

Davis-Bacon situation a danger- 

(See Roads, Page 81, Col. 3) | 
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comments one dealer, “bonuses 
must come out of commissions. 

“We figure that, on a $3,000 car, 

our sales cost is going to run 
around $90. We adjust the 
amount we are going to put into 
sales stimulants on that basis. 

“You've got to have a sales force 
to sell. 

“And, if you are going to have a 
sales force, you must keep your 
salesmen reasonably contented and 
making a fair living—or soon you 
won't have a sales force. 

“Part of our sales expense goes 
into bonuses—and it is up to our 
sales manager to think up contests 
that will keep our salesmen inter- 
ested and our sales somewhere 
near normal. We may go broke 
doing it—but we’ll surely go broke, 
and a lot faster, if we lose all our 
salesmen to other automobile 
dealers or other lines which can | 
pay them adequate commissions.” 


N. Y. City Erases 
‘Double’ Car Tax 
After GM Hearing 


NEW YORK. — New-car buyers 
here are now exempted from paying | 
sales taxes on that amount of the! 
total price which represents excise 
taxes and other nonproductive 
items, as a result of a ruling handed | 
down last week. 

The decision was made by Morris 
W. Weiner, special deputy con- 
troller in charge of New York City’s | 
Excise Tax Bureau. He acted after | 
hearing a test case brought against | 
Pontiac division by the Automobile 
Club of New York on behalf of one 
of its members. 





When. the auto club started its, 


suit in 1952, Ford Motor Co. and| 
Chrysler Corp. started providing 
dealers with a breakdown on the 
invoice listing. excise taxes and de- 
livery and handling charges sepa- 
rately. In these cases, the City 
allowed those amounts to be de- 
ducted from the taxable total. 

General Motors, advised of the 
Weiner’s ruling, has said it will 
follow suit. 

The ruling set only one limita- 
tion: Dealers can not deduct more 
than 10% percent of the total price 
of a new car when figuring sales 
tax. 


Used-Car Bulletin from Detroit .. . 


Latest Auction Prices. 


(Copyright, 1956, by Automotive News) 


(Aptco Auto Auction. Sales every Wednesday and Friday.) 


May 16 
(Buying steady and brisk. Sold 72 
percent of 197 cars entered.) 

BUICK—’56 Century Riviera, $2,740* 
(ps); Special Riviera, $2,460*, $2,- 
380°. ‘°55 Super conv., $2,155*; 
Riviera, $2,040* (ps), $1,780*; Spe- 
cial 4-dr., $1,865*; Riviera, $1,855*, 
$1,750*; 2-dr., $1,.735*. '54 Super 2- 
dr., 2 at $1,600*; Riviera, $1,505*, 
$1,275*; club coupe, $1,275; Century 
Riviera, $1,390*; RM 4-dr., $1,510*. 
‘53 RM Riviera, $1,065*. ‘52 Super 
4-dr., $525*. °51 Special 4-dr., $300, 
$295*, $285; Super 4-dr., $295*. '50 
Super 4-dr., $270*. 

CADILLAC—'56 (62) coupe de Ville, 
$4,400* (ps). '54. (62) conv., $3,000* 
(ps). "51 (60) Special 4-dr., $985* 
(ps). "48 (62) 4-dr., $300*. 

CHEVROLET—'56 Bel Air (8) conv., 
$2,000. '55 Bel Air (8) Hardtop, $1,- 
645* (ps); 4-dr., $1,465; Two-ten (8) 
4-dr., $1,350%; Two-ten (6) 2-dr., 
$1,160. ‘54 Two-ten station wagon, 
$1,150; One-fifty 2-dr., $610, $550, 
$540, $250. ‘53 One-fifty station 
wagon, $865; Two-ten station wagon, 
$775; 2-dr., $650. '52 SL Deluxe 4- 
dr., $400. '50 SL Deluxe 2-dr., $165. 

CHRYSLER—'55 NY 2-dr., $2,775*; 
Deluxe sedan, $2,105* (ps). ‘53 NY 
Hardtop, $910* (ps); Windsor 4-dr., 
$750*. 

DeSOTO—’55 Fire Dome (8) 4-dr., $1,- 
775* (ps). ‘54 Fire Dome (8) 4-dr., 
$975. '53 Fire Dome (8) 4-dr., $590* 
(ps). 

DODGE — '55 station wagon, $1,150. 
’53 Coronet 4-dr., 2 at $700*, $590. 
’52 Meadowbrook club coupe, $400, 
$150; Wayfarer 4-dr., $300; 2-dr., 
$150. . 

FORD — ‘56 Fairlane (6) Crown 
Victoria, $2,050, $2,045*; 2-dr., $1,- 
845, $1,825; Custom (8) 4-dr., $1,700; 
2-dr., $1,865; Custom (8) 2-dr., $1,- 
750; 4-dr., $1,600*. '55 Fairlane (8) 
Victoria, $1,760*, $1,575*; conv., $1,- 
775*, $1,730"; 4-dr., $1,405*; Cus- 
tom (8) station wagon, $1,500; 4-dr., 
$1,285; Main (6) Ranch Wagon, §$1,- 
460. '54 Crest (8) station wagon, $1,- 


Chrysler Starts Used-Car Awards— 


Charles G. McKimmie, center, of McKimmie Motors, Inc., Richmond, Va., receives 
one of the first Chrysler division used-car dealer awards for outstanding merchandising 
activities. From left are William Nolte, Chrysler national used-car manager; H. Noef 
sales manager; McKimmie; William Keough, Chrysler 
| Washington regional manager, and William Barrett, Chrysler Baltimore regional used. 


Pollard, McKimmie general 


| cor manager. 





LOS ANGELES.—A sales scheme | 
under which Buyers are urged to} 
pay for their cars by referring | 
other prospects to the dealership | 
has been denounced by the Los An- | 
geles Better Business Bureau. 


The plan is set up on a com- 
mission basis, but “it is simply a 
misleading device to sell auto- 
mobiles,” the BBB declared. 

Entitled “Auto Sales Procure- 
ment Plan,” it is being..peddled to 
dealers by Boka Management, Inc., 
Long Beach, the BBB. said. 

The bureau likened it to a water- 
softener referral scheme which for- 
|merly flourished in the area. Under 
|that plan, buyers of softeners were 
|told they could pay for the equip- 
ment and earn extra money by 
|turning in names of prospects. 
| “The average person usually 
| found,” the BBB said, “that the al- 

leged commissions never material- 
|ized in sufficient quantities to meet 
|the payments, let alone earn extra} 
| money as promised.” 

j The auto plan operates in this 
| manner, the bureau said: Boka 
| is supposed: to set up the refer- 

ral program and provide person- 


200; Custom (8) 2-dr., $980; 4-dr., 
$895*; Main (8) 2-dr., $765, $750. 
‘53 Crest (8) Victoria, $865*; Crest 
(6) Victoria $860*; Custom (8) 2- 
dr., $755, 605; 4-dr., $725; Custom 
(6) 2-dr., $610; Main (6) 2-dr., $560. 
‘52 Crest (8) Victoria, $665*; Cus- 
tom (8) 4-dr., $360*%. ‘51 Custom 
(8) conv., $320; Deluxe (8) 4-dr., 
$295; Deluxe (6) 2-dr., $275. ’50 Cus- 
tom (8) 2-dr., $210; Custom (6) 2- 
dr., $130. 

HUDSON — ’54 Hornet coupe, $750*; 
4-dr., $905. °53 Hornet 4-dr., $400*. 

LINCOLN—’56 Premiere Hardtop, §3,- 
770* (ps). °53 Capri Hardtop, §$1,- 
295* (ps). 

MERCURY — '55 Monterey Hardtop, 
$1,850*; 4-dr., $1,470*. '54 Monterey 
Sun Valley, $1,400*. ‘52 Monterey 
4-dr., $605*. '51 Monterey 2-dr., $200. 
‘50 4-dr., $185. 

NASH — '53 Statesman 4-dr., 
2-dr., $485*; Rambler conv., 
‘52 Ambassador 4-dr., $435*. 

OLDSMOBILE ’55 (98) Holiday, 
$2,200* (ps); 4-dr., $2,060* (ps); 
(88) Holiday, $2,065*. ‘53 (88) 4- 
dr., $905* (ps); 2-dr., $800*, $800. 
"52 (88) 4-dr., $600*. °51 (88) 2-dr., 
$380. ‘50 (98) 4-dr., $290*. 

PACKARD—’'55 Clipper Hardtop, $1,- 
825*. ‘53 Clipper 4-dr., 2 at $725*, 
$640*. 

PLYMOUTH — ’56 Belvedere (8) sta- 
tion wagon, $2,300*. °55 Savoy (8) 
4-dr., $1,225.. "54 Belvedere 4-dr., 
$820. ‘53 Cranbrook station wagon, 
760. '52 Cranbrook 2-dr., $255. ’51 
Cranbrook 4-dr., $255, $200. '50 Spe- 
cial Deluxe station wagon, $400. 

PONTIAC ’55 Chieftain (8) Cata- 
lina, $1,680*. '53 Chieftain (8) Cata- 
lina, $990*, $975*; 4-dr., $770; 2-dr., 
$670, $615; Chieftain (6) 2-dr., $730. 
52 Chieftain (8) Catalina, $660*; 


$440; 
$535. 





‘Misleading,’ BBB Charges .. . 


Referral Scheme Assailed 


| dealer agrees to pay Boka $175 for 


| to accept or reject a sale, and many 





4-dr., $520. ‘50 Silver Streak (8) 
Catalina, $210*. 
STUDEBAKER—’53 Commander Sport 
coupe, $690; Land Cruiser, $475* 
| (ps). "52 Champion 4-dr., $215. 
WILLYS — ‘54 (6) 2-dr., $485. 


j 


| 


*Indicates automatic transmission or overdrive and (ps), power steering. 


Other Auction Reports are on Pages 66, 67, 68, 69 
























































nel to supervise it. The dealer 
posts a $2,000 bond which is de- 
ductible from the first commis- 
sions earned by Boka. 


In one case, the BBB charged, a 


each Plymouth and $275 for each 
DeSoto sold through the plan until 
commissions reach a total of $50,- 
000. Thereafter the dealer pays $25 
per sale. 


Prospects, according to the BBB, 
are told they can have a car and” 
pay for it by referring persons who 
qualify as prospective purchasers, 
A commission of $100 is offered for 
each sale, but if a person who ig 
sent in doesn’t buy, the person 
making the referral is supposed to 
get a $25 commission up to a total 
of $100 a month. 

Each person 
dealer 
pitch. 

If a “second-generation” buyer 
sends in a purchaser, the BBB 
said, he receives a $100 com- 
mission and another $50 is paid 
to the “first-generation” buyer. 

The BBB said the scheme is 
spreading and reported one dealer 
is having financial difficulties be- 
cause of the many commissions that 
have to be paid particularly 
where no sales result. 

The latter point has been the sub- 
ject of numerous disputes, the BBB 
said: The dealer reserves the right 


referred to the 
is given the same sales 


persons have demanded the $25 
commission when the dealer turns 
down one of their prospects. 


“When a dealer turns down such 
a sale,” the BBB observed, “it usu- 
ally is for credit reasons, and the 
person making the referral and the 
dealer often are unable tc agree o 
what is or is not good credjt.” 


Critchfield, Dietz See 


Sales Rebounding Soon 


CHICAGO.—Two industry execu= 
tives are confident that new- 
sales will move upward before long: 
They voiced their expectations m@ 
addresses here last week. 

Pontiac General Manager R. M 
Critchfield told 140 of the division's 
Chicago zone dealers that he looke 
for an upturn with the arrival of 
spring weather, in line with pre 
World War II patterns. “4 

C.L.T. Financial President Arthu® 


O. Dietz cited a recent survey 
showing that one person out of 
is planning to buy either a new OF 
a used car in the next year. 
Dietz told the Investment An 
lysts Society of Chicago that ove 
selling last year, rather than long 
term financing, has held the ¢ 
market down. He forecast a leve 
ing-off in credit from now on. 
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George Dix Stricken 


DETROIT. — George Dix, 
troit manager for the Philadelp 
Inquirer, is recuperating in Fo 
Hospital here following a stroke. 























SNAP ON 
SIGNALCLIPS 


No need to disturb a single wire in ignition 
ve | system. Clip on exclusive Du Mont Signal- 
N AK) clips on center distributor lead and No. 1 
cylinder lead—right over insulation —even 

with the engine running. 


TURN ON 


EnginScope 


No dial-doodling here! In seconds the COM- 
PLETE picture of ignition system is on the 
EnginScope screen. No need to change a 
single connection, twist a single knob, or 
dismantle a single part during the entire 
analysis! 


ONLY 


TAKE A LOOK... $725°° 


PROBLEM SOLVED! 


This is the easy part . . . each cylinder is 
shown on a separate line . . . no bothersome 
“counting off” to locate trouble—no difficult 
interpretation. Comparison feature of screen 
makes it easy to find flashing points, re- 
versed polarity at coil, corroded distributor 
castle, too much gap at rotor tip and many 
other hard-to-spot ignition troubles. 


ASK YOUR JOBBER OR WRITE 
FOR COMPLETE DETAILS... 
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AUTOMOTIVE NEWS PLATFORM | 
1 |. Fair and equitable contracts between manufacturers and dealers in 
motor vehicles, parts and accessories; 
{ 2. Every dollar of gasoline and oi! taxes, collected by states and federal 
governments, appli to the building and maintenance of highways; 
{ 3. Guard the precepts of individual freedom, which made the U. S. A. 
great and gave its citizens more of the better things of life than anywhere 
else in the world. 


AUTOMOTIVE 





Capsule Comment 


“There’s no substitute for money,” says a dealer in dis-| 
cussing his compensation plan for salesmen. 
Dealers, busy juggling profit-loss statements, will be 
quick to agree. 





The president of the AFL-CIO has asked Congress to ex- | 
tend minimum-wage coverage. 


Fine. Now who'll speak up for minimum-profit legisla- 
tion? 
+ * * 


The National Parking Assn. convention this week will be 
addressed by a leading new-car stylist. 


Perhaps he has a design idea to make four cars fit in 
three spaces. 


New-car stocks totalled 902,270 at the beginning of this 
month, according to AUTOMOTIVE NEws’ estimate. 


Dealers may need more than faith to move this mountain. | 


The industry’s smaller makers got a larger share of the 
new-car market in the first quarter. 


Who said competition had faded away? 


* - * 


NASCAR has scheduled a stock-car road race, the first 
since Vanderbilt Cup days. 


For a preview, check any highway on a Sunday after- 
noon. 





* * ” 


Red China has announced it will begin producing its own 
automobiles next fall. 


With no plans for a customer-complaint department. 


Editorial Director—Robert M. Finlay | 
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Coming 
Events 


Dealer Conventions 


May 20-22 — Idaho Automobile Dealers 
Assn., Hotel Boise, Bcise. 

May 24-26 — Washington State Auto 
Dealers Assn., Cascadian Hotel, Wen- 
atchee, Wash. 

May 26-28 — South Carolina Automobile 
Dealers Assn., Ocean Forest Hotel, Myr- 
tle Beach, S, C. 

May 29— Oregon Automobile Dealers 
Assn., Multnomah Hotel, Portland. 

June 25-27 — Michigan Automobile 
Dealers Assn., Hotel Olds, Lansing. 

June 28-July I—New York State Automo- 
bile Dealers, Inc. Directors and County 
Vice-Presidents Sprin Meeting Lake 
Placid Club, Lake Placid, N. Y. 

July 26-28—Annual Summer Meeting, Au- 
tomotive Trade Assn. Managers, Benja- 
min Franklin Hotel, Seattle. 

Aug. 26-27—Georgia Automobile Dealers 
Assn., Genera Oglethorpe Hotel, 
Savannah. 

Aug. 26-29—Automobile Dealers Assn. of 
West Virginia, Greenbrier Hotel, White 
Sulphur Springs, W. Va. 

Sept. 7-9 — Maine Automobile Dealers 
Assn.. Marshall House. York Harbor, 
Me. 

Sept. 17-18@—Minnesota Automobile Deaiers 
Assn., St. Paul Hotel, St. Paul. 

Sept. 18-19—South Dakota Automobile 
ealers Assn. Mitchell, S. D. 

Sept. 23-25 — Texas Automotive Dealers 
Assn., Commodore Perry Hotel, Austin. 

Sept. 24-25—Wisconsin Automotive Trades 
Assn., Hotel Schroeder, Milwaukee. 

Sept. 24-25—Colorado Automobile Dealers 
Assn., Glenwood Springs, Colo. 

Sept. 26-28 — New Jersey Automotive 
Trade Assn.. Chalfonte-Haddon Hall, 
Atlantic City, 

Sept. 30-Oct. 2. — Tennessee Automo- 
tive Assn., Gatlinburg, Tenn, 

Sept. 30-Oct. 3—New York State Automo- 
bile Dealers, Inc. 33rd Annual Conven- 
tion, The Concord, Kiamesha Lake, N. Y. 


Oct. 1426—Automotive Trade Assn. of 
Virginia, John Marshall Hotel, Rich- 
mond. 


Oct. 21-22—Oklahoma Avtomobile Dealers 
Assn., Skirvin Hotel, Cklahoma City. 
Oct. 21-23—Automobile Dealers Assn. of 
Alabame, inc.. Buena Vista Hotel 

Biloxi, Miss. 

Oct. 21-23—Florida Automobile Dealers 

cam, Fort Harrison Hotel, Clearwater, 
a. 

Oct. 21-23—Tenth Annual Convention, Na- 
tional Independent Automobile Dealers 
Assn., Hotel New Yorker, New York City. 

Oct. 30-31 — Illinois Automotive Trade 
Assn., Pere Marquette Hotel Peoria. 

Nov. 3-5—Texas Independent Automobile 
Dealers 12th Annual Convention, Statler 
Hilton Hotel, Dallas. 


Nov. 1!-13—Kentucky Automobile Dealers 
Assn.. Seelbach Hotel, Louisville. 

Nov. 13—Connecticut Automotive Trades 
Assn., Hotel Statler, Hartford. 


Dec. 2-4—Ohio Automotive Dealers Assn., 
Cleveland. 

Dec. 4—Utah Automobile Dealers Assn., 
Salt Lake City. 

Jan. 26-30—40th annual NADA Conven- 
tion and NAD Equipment Exhibition, 
San Francisco. 


* . 7 

Auto Shows 
Dec. 8-i6—National Automobile Show, 
Coliseum, New York 
Jan. 5-13—Chicago Auto Show, Interna- 
tional Amphitheatre, Chicago. 


Jan. 19-27—Detroit Auto Show, State Fair 
Coliseum, Detroit. 
Feb. 4-9—Denver Automobile Show, Den- 
ver Coliseum, Denver. 
Feb. 9-I16—-Milwaukee Auto Show. 
* * * 


General 


May 26-30—Indianapolis Custom Auto & 
Boat Show, Manufacturer's Bidg., Indiena 
State Fairgrounds, Indianapolis. 

June 3-6—34th Annual Convention Auto- 
motive Engine Rebuilders Assn. Hotel 
Sherman, Chicago. 

June 3-8— Society of Automotive Engi- 
neers Summer Meeting, Chalfonte-Had- 
don Hall, Atlantic City, N. J. 

June 11-15—National Plastics Exposition, 
New Coliseum, New York. 

June 14-17—1956 National Truck, Trailer 
and Equipment Show, Great Western 
Exhibit Bldg., Los Angeles. 

(See Calendar, Page 70, Col. 3) 


30 Years Ago c%2 


The Big Stories 


The largest expansion program in history of Chevrolet Motor Co., 
involving production facilities to a peak capacity of 1,000,000 cars per 
year, was announced by W. S. Knudsen, president. The total expendi- 
ture was estimated at $10 million. 
expected to be 71 percent of the total output. 

The Ford Motor Co. is producing 6,950 cars a day, five days a week, 
for the domestic market, and 500 for the foreign market. 

Through the general use of steel bodies, the margin of safety for 
automobiles increased 50 percent in the 12 months ended April 30, 
according to the National Safety Council. 

New-car registrations in Wayne County (Mich.) during April 
totalled 10,509, or 26 percent more than were registered in March this 
year, and 20 percent more than in April last year. In the first four 





1956 





Automotive Cartoon 


Of the Week 


"I read where car production has fallen off 
— will | still be able to get a new car?" 


Letterbox 
‘Politicians Talk ...... 


This is an open forum for the discussion uf any subject of interest to our 
and your letters are welcomed. No attention is given to unsigned 








readers, 
letters but you may sign your name with the assurance that it will not be 
used, if you so request. Address Editor, Automotive News, Detroit 26, Mich. 


|the President model after World 
| War II, thus shutting off extra 
| profits and a great deal of prestige 
: : a |which this greatest of all Stude- 
Let's tell the public all about the | bakers rendered. This, along with 
7 |the merger wi ackard which in 

io cans bas alee = | turn relegated all models S Stude- 
the public, Tam sick and tired of Pavers fo the so-called low-price 
chimes pS ge -—_ | tige Studebakers have held in past 
| nothing about. —CauirorNia Deauer. | 1°°"* The old Studebaker Presi- 
& : ‘| dent, not the present one which is 
ro a actually an over-sized Commander, 

|Supports Studebaker \formerly called the Land Cruiser, 
I have been a Studebaker sales- | took a back seat to no car, whether 
'man since I was graduated from| it were a Packard, Cadillac, Pierce 
| college five years ago . | Arrow, Lincoln, or what-have-you. 
a Be that as it may, Studebaker 

denen ng Ind every Studebaker | still builds a real good automobile, 
| chemedin ‘ah “ae « wale and despite the mistakes that have 


. 
| harder on the “outside” more Stu- been made on the factory policy 


| | level, should continue to build 
debakers would be sold. This Was | quality ona. 


and is almost a necessity because|* pit with the government. re- 


Studebaker is an “Independent” | a 
and, therefore, does not have the |Portedly not giving Studebaker 


' s |enough defense contracts as com- 

public appeal that the “Big Three” | aaeat with the “Big Three” fac- 

have through the use of millions of |tories the situation is not helped 

dollars for advertising and promo- | one. bit 

tion. Sag Sd : 
And the Studebaker factory made | ot aoe is more than jus 


: . ; 2 | a car or a truck. It 
|a@ big mistake when it discontinued | ;, , part of the American tradition. 


{Since 1852 Studebaker products 
|have played a vital role in the 
|growth of these United States, 
| through both peace and war. From 
| the first Studebaker wagon built in 
| 1852 to the 1956 Studebaker cars 
|} and trucks, Studebaker has grown 
along with our country through 
thick and thin. 

But what has happened in the 
| last few years? Is our Government 
| becoming so weak and General Mo- 
tors so strong that nothing can be 
done to preserve the free American 
way of life? Admitting that Stude- 
baker has made some mistakes, but 
they can be corrected. —Marvin B. 
KaurmMan, Washington, Pa. 

x * 7 


They Like Almanac 


Congratulations on your magnifi- 


| Prices & Taxes 


Your article in the April 30 issue 
|—Kefauver urges U. S. investiga- 








Closed body production was 


months of this year, 26,722 cars were registered in the county, which |cent 1956 Almanac. The selling al- 


includes Detroit. 
of 1925. 





This is 18 percent over the corresponding period 


bum, the chronology, and the story 
|on power and performance con- 


tribute a great deal to this inter- 
(Continued on Page 70, Col, 4) 





—From the files of Automotive News. 
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Famous ’38 Speech Applies to Today’s Problems... 


AUTOMOTIVE NEWS, MAY 21, 1956 





What Was Sloan Quality Program? 


AST December Automotive News 
received and published a 
thoughtful letter from a retired 
dealer who deplored what he called 
the discarding by General wn 


advance progressively the value of 
the consumer dollar in terms of 
automotive products through capi- 
talizing technological progress and 
improvement of the efficiency of 
our operating technique.” 

Sloan noted that the factory- 
| dealer relationship is “far more in- 


of the Quality Dealer Program de- 
veloped by Alfred P. Sloan jr., who 
recently retired as chairman of the 


board. | timate” that what usually exists 
The writer was Hugh F. Gal- | between producer and retailer. 
lagher, Wilmington, Del., who had | ae 


been a GM dealer for 27 years, | Public Acceptance 

and who had served on GM’s |, : 

Dealer’s Advisory Council in its | OU, ren aan’ ~— aes 

first two years, 1935 and 1936. es Was Cae oem, 
’ | Sloan said. “The public acceptance 


Sb. Bioam Guaality ‘aa. thé | of the product you sell, as meas- 


Gallagher wrote, “I found it im- |ured year after year by its service- 


: ; ability, appearance, price and 
ite act wily auaabedl ake te Gee technical position, as well as the 


+ a . 
. . * policies of the producer and their 
om pd Rey eng +e | administration, are all of vital con- 


| sequence in determining your abil- 
gag 9 General Motors grow | ity to conduct a successful business. 


‘I am at a loss to understand | “These unusual circumstances | 
why Mr. Sloan’s program has been | demand a special type of relation- 








discarded and the conservative| Ship between the dealer and the 
dealers ... are no longer considered | Manufacturers. One that would 
an asset...” 

+ * * 


UTOMOTIVE NEWS has re- 

ceived another letter from Ex- 
Dealer Gallagher in which he wrote, 
in part: “As a tribute to Mr. Sloan’s 
far-sightedness and his ability to) 
meet a problem in 1938, comparable 
with the 1953-1956 retail automobile | 
situation, I am enclosing ... the 
talk given by Mr. Sloan before the 
NADA in Detroit, Apr. 27, 1938 (The 
Dealer, the Manufacturer and the 
Consumer). 

“Every word spoken by Mr. 
Sloan on that date 18 years ago 
applies today.” 

Gallagher also enclosed a letter 
he had received from Sloan a few 
days after the Detroit talk, in 1938. 
In that letter, Sloan told Gallagher 
his purpose was “to ask if you will 
not kindly take the time to look 
over the policies therein expressed 
(in the talk), and frankly criticize 
same from any standpoint you may 
wish. I want your real thinking on 
the subject.” 

To give readers an opportunity to 
do some “real thinking on the sub- 
ject” on their own, AUTOMOTIVE 
News herewith presents a resume of 
Sloan’s address on Apr. 27, 1938: 

* ~~ * 


Sloan’s Address 


-~ HIS opening remarks, Sloan 
said he was concerned because 
of the belief that the auto industry 
appears confused in its thinking, 
as affecting many vital questions 
of policy and procedure. 

“We are passing ... through 
difficult times,” Sloan said. “Seri- 
ous problems confront all. Such 
circumstances always bring 
dramatically to the front condi- 
tions that normally would not 
so concern us. 
“It is natural that we should ask 
ourselves: WHAT might be done, | 
either individually or collectively, 
to insure a better, a more per- 
manent order of things? And HOW | 
might it be done?” 

Sloan then told the assembled 
dealers that he had no “specific 
remedy,” no “white rabbit to pull 
out of the hat.” 

He asked the dealers to consider | 
his remarks those of an observer 
“who is of the firm belief that it 
is possible to construct ... a firmer 
foundation that will mean added 
security and accelerated progress in 
the distribution end of the auto- 
motive industry.” 

Sloan said that in coming to 
grips with any problem, one should 
strive to seek for the fundamentals, 
and out of them develop a model. 

It is impossible, Sloan said, to do 
“just what we thus find we ought 
to do, but certainly we can progress 
more soundly, more _ intelligently 
and with far greater security if we 
have a definite purpose—a well- 
developed goal toward which to 
direct our course—one that has 
stood the test of analysis and fact.” 
* * * 


Tires - Batteries 


Accessories 


Customer’s Interest 


LOAN touched first on interests 
of the consumer. In that regard, 
he said, the joint responsibility of 
factory and dealer was “to make 
available to all consumers. the 
maximum value at the lowest pos- 
sible economic price.” 
Responsibility to the consumer 
in the future he defined as, “To 


regular customers. . 





be neither necessary nor perhaps 
desirable under more usual con- 
ditions.” 

Sloan continued: “For that 
reason I believe that you have a 
right to be heard as to those poli- 
cies upon which your business life 
depends. S 2s 


Dealers’ Rights 


a are entitled to an organized 
plan that permits you to sit 
around the council table and, in a 
cooperative way, express your views 
as to what SHOULD be done and 
what SHOULD NOT be done.” 

Irrespective of how intelligent 
and how fair-minded the admin- 
istration of policies may be, Sloan 
said, errors of judgment are 
bound to occur because those 
passing judgment are subject to 
the errors that involve all human 
acts. 

“And in the strife that is part 
of any highly competitive business,” 
Sloan continued, “it is reasonable 
to expect instances where operat- 
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Mechanical-Tune-up 





others . . 


. keeps car buyers for keeps! 


Get the full Pennzoil profit story NOW! 


Call the Pennzoil distributor nearest you, listed in the yellow pages of your phone book; or write Pennzoil, Box 78, Oil City, Pa. 


ing decisions are prejudiced by 
over-ambition or the urge for ac- 
complishment, without full regard 
for the equities concerned.” 

Sloan emphasized that it is diffi- 
cult for management to control 
entirely administrative decisions in 
a far-flung organization — particu- 
larly on questions outside the scope 
of definite policy. 

For that reason he said, there 
should be a definite plan embraced 
in an organizational scheme where 
the dealer would have a right to his 
own interest, and a responsibility 
in the interest of the cause as a 
whole, to a review and a decision 
on the part of unprejudiced author- 
ity in cases where the dealer has 
reason to believe that his equitable 


rights have been prejudiced. 
+ * * 





Policy of Equity 
LOAN then outlined what he 
termed a “policy of equity” in 

his model of factory-dealer rela- 
tionships: 
“First, a forum for discussion “af 


Padded Sun Visors— 


Optional padded sun visors have been 
added to the list of safety equipment 
offered by Studebaker. Although the 
visors cover the full width of the wind- 


| policies as they affect the relation-| shield, the center corners are cut away 


ship of the dealer and the manu- |to provide full use of the rear-view mirror. 
facturer and involve the interests | Available in decorator-styled tones to 
of the consumer. match interior-exterior color schemes, the 
“Second, ways and means for an| visors are offered as factory or dealer 
(Continued on Page 26, Col. 1) installed equipment. 








Painting and Body 


Wash and P 


Pennzoil with Z-7 plus The Kontax System*— 
surest way to increased overhead absorption! 


For effective customer control and profit- 
able customer relations, there’s nothing 
like this Pennzoil profit combination: 
Pennzoil with Z-7 for your customers; 
The Kontax System for you. 

The Kontax System—favorite of car 
dealers everywhere for over twenty years 
—sells service on the basis of actual 
need ... when it’s needed, to car owners 
who need it. It sells not only lubrica- 
tion, but a// your services and merchan- 
dise. It brings in more traffic for every 
department . . . increases the number of 
items per repair order . .. develops more 


on tap for repeat car sales. It’s your best 
bet for bigger service profits and in- 
creased overhead absorption. 


Feature Pennzoil with Z-7! 


Pennzoil with Z-7 is The Tough-Film® 
motor oil with an aill-oil lubricating 
body that outperforms and outlasts all 
. in actual staying power, in 
protection against power-stealing effects 
of carbon and other contaminants. . 

in prevention of combustion chamber 
deposits, cam lobe and valve lifter wear. 
A sure way to customer satisfaction 





CRUDE OL ASSN., 


MEMBER PENN. GRADE 
PERMIT NO. 2 
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But what to do 
when high style gets 2G 
lower and lower? 


THE WORLDS FINEST, MAOST (MODERN CUSHIONING . 


Cross Section Compares ‘‘Old"’ and ‘‘New'’ Seat Construction 


Solid area indicates space saved by switch- 
ing to full-volume AIRFOAM seating. 


AIRFOAM does 


for full-volume AIRFOAM seating. 
« b 
this: om 
7 CaS 


(making more room for 
comfort—and sales!) 


Open area indicates lesser space needed 


Airfoam —T. M. The Goodyear Tire & Rubber Company, Akron, Ohio 


TO KEEP UP WITH EXTERIOR DESIGN, interiors must really 
keep down to it. This presents king-size problems when designers are 
stuck with outdated upholstering methods and materials. 


AIRFOAM, completely new and different, is not in lock step with the 

past — and AIRFOAM Development Engineers, working with foremost 

Wuadilad Goss scditees Wisse kueis aon 00 ener automobile manufacturers, are making the most of this timely 
become practical with AIRFOAM greatest sales-aid in years advantage. 


NEW AIRFOAM SEAT-UNITS are replacing old-time bulky assem- 
blies and interiors are gaining style, glamour and comfort—as well 
as priceless R-O-O-M! 

AND THAT’S ONLY THE BEGINNING! Exciting new space 


engineering by AIRFOAM is creating quite a stir in forthcoming lines 
—perhaps your own! Goodyear, Automotive Products Dept., Akron 16, Ohio. 
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ATAM to Open 
Summer Meeting 


July 26 in Seattle 


SEATTLE.—The annual summer 





meeting of the Automotive Trade) 


Assn. Managers will be held here, 
for the first time, at the Benjamin 
Franklin hotel, July 26-28, accord- 
ing to Fred K. Eells, manager, 
Washington State Auto Dealers 
Assn. 

An attendance of some 100 per- 
sons is anticipated, according to 
Eells, including members, wives, 
NADA executives and guest 
speakers. 

A considerable portion of the 
program will be given to panel dis- 
cussions by the delegates on cur- 
rent problems of new-car dealer 
associations and their managers. 

An expected highlight of the 
convention will be an air tour of 
the Seattle area, provided by 
United Air Lines. In making con- 
vention arrangements, Eells is 
working with the association presi- 
dent, E. John Lehman, Akron, O., 
and first vice-president, David P. 
Whelchel, Tennessee Automobile 
Dealers Assn. 
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Top Cadillac Buyer?— 

George E. Hahl, left, Lake Hopatcong, N. J., smiles as he takes delivery of his 42nd 
Cadillac from Birch and Birch, Inc., Dover, N. J. Jack Lake, right, general manager of 
the dealership, presents bill of sale and keys of the 1956 Cadillac at the same time 
Hahl presents his order for a 1957 model. Looking on is Charles P. Hoffman, General 
Motors representative. 





In Terms of Weeks Worked ... 
Cars Called Less Costly 


ATLANTA. — Automobiles today 
—in relation to the weekly pay 
check—are less costly than in the 
past, according to R. J. Eggert, 
Ford division marketing research 
director. 

“In 1941 and 1949 it took an 
average worker 31 weeks of his 
pay to buy a Ford. In 1956, only 
26 weeks’ pay are needed,” Eg- 
gert told the Atlanta Ad Club 
and the Georgia Chapter of the 
American Marketing Assn. 

In a talk on marketing research 
behind the Ford of the future, Eg- 
gert predicted that consumer buy- 
ing will hit a new high of $262 bil- 
lion in 1956. Eggert added that 
more than 4 percent of this would 
be spent on new autos. 

“In the years to come,” said Eg- 
gert, “there will be more and more 
customers in the automobile mar- 
ket.” He based this belief on the 
following factors: 


1. The birthrate since 1943 has 


GOLDEN GLIDE, Hercules and Husky SHOCK ABSORBERS 


NOW manufactured by 


GOLDEN GLIDE SHOCK ABSORBER CO. 


Cleveland, 


Ohio 





| increased 50 percent from the prior 


12-year period. 

2. The baby boom is leveling off, 
but fhe teenage boom is going 
strong. 

3. The college group boom is all 
set to go, which means another 
marriage boom will start in a few 
years thus swelling the lists of car 
buyers. 

Eggert noted that children do 
not buy cars. “They do influence 
the family’s decision,” he said, 
citing that only 10 percent of 
childless families bought a new 
or used car while 25 percent of 
families with teenagers were in 
the market. 

As incomes increase and families 
expand, he said, the movement to 
the suburbs expands bringing need 
of more auto transportation and 
making two-car ownership more 
widely spread. 

Eggert said that 1956 should be 
a 65 million car year, the second 
best on record. New-car sales in 
the late 1950s and ’60s probably 
will average near recent peak lev- 
els, he said. 


New Fabric Gives 
All-Way Stretch 


To Seat Covers 


TOLEDO.—A new seat - cover 
material, made of vinyl on a knit 
fabric base and named Elastolex, 
has been marketed by the Texti- 
leather division of General Tire & 
Rubber Co. 

The material, says Textileather, 
has a very high degree of stretch, 
which makes it ideal for use in 
gussets and side panels to make 
seat covers more form fitting. It 
also makes the covers easy to fit, 
the firm said. 

These stretch qualities, Texti- 
leather said, enable on model of 
cover to fit more than one make of 
automobile. Manufacturers, they 
said, can reduce the number of 
master patterns needed through the 
use of Elastolex. 

The material is available in nine 
colors. 


Chicago, New York 
Buy Mack Fleets 


NEW YORK. — Mack Trucks, 
Inc., has reported receipt of orders 
totalling more than $3 million for 
128 new buses for transit systems 
in Chicago and New York. 

Robert W. Tyson jr., bus division 
manager, said contracts have been 
signed within Chicago for 100 pro- 
pane engine buses, and in New 
York for 28 Mack Thermodyne 
diesel engine buses. 


Anti-Smog Muffler 
Being Developed 


LOS ANGELES. — Norris- 
Thermador Corp. has been working 
for nearly a year on an antismog 
auto muffler, according to Kenneth 
T. Norris, president. 

The N-T muffler uses a catalyst 
developed by Eugene J. Houdry, 
president of Oxy-Catalst, Inc. A 
price of from $50 to $60 will be 
placed upon the antismog device— 
if it is a success, according to 
Norris. 





Ike Praises GM’s Bradley 


For Work on Road Plan 


WASHINGTON, — A message 
of praise from President Eisen- 
hower has highlighted a testi- 
monial luncheon which paid trib- 
ute to Albert Bradley, General 
Motors Corp. board chairman, 
who has retired as chairman of 
the National Highway Users Con- 
ference. 

“Through your leadership,” the 
President wrote, “of a genuine 
‘grass roots’ organization, you 
have made a fine contribution” 
to an increased realization of the 
American people of the impor- 
tance of adequate roads. 








es 








ks, 
ers 
for 
ms 


on 
en 
rO- 


ne 


"y 


Veo were te ”~ 


; Ww sm YY Y 





ae 


FOR WANT OF THIS 


THE FINISH WAS LOST... 


Procrastination never pays ... . But this is especially true 
when it concerns the preservation of the finish of a car. 
It is typical of many car owners to neglect their precious 
investment and we believe it is to the advantage of all 
franchised Car Dealers to remind their customers to give 
their cars periodic BLUE CORAL TREATMENTS .... To 
preserve and protect the beautifully engineered finish which 
was originally created by the factory. It is a needed and 
worthwhile service no matter what the original paint job 
may be. Your customers, Mr. Dealer, will thank you for the 
suggestion. The BLUE CORAL TREATMENT has been famous 
for its usefulness and intrinsic value for over a quarter of a 


century. IT IS THE FINISHING TOUCH FOR ANY CAR! 


H. D. T. COMPANY FACTORS, INC. ° Creators of the Blue Coral Treatment 
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History of Decentralization .. . 


How the Auto Makers Spread 


By Martin L. Whitmyer 
Staff Writer 


LTHOUGH decentralization of 

car production operations has 
gained favor among some manu- 
facturers over the last few years, 
it is by no means a recent develop- 
ment in automotive output pro- 
cedure. 

The move away from Detroit 
and the Midwest actually began 
in 1912 when Ford Motor Co. 
opened its first full-scale assem- 
bly plant in Kansas City. 


Prior to that time, Ford built its | 


frames and its bodies at its High- 
land Park (Mich.) plant and 
shipped them to dealers throughout 
the U. S. The dealers put the cars 
together in their garages, the back- 
room of a general store, or 
wherever they could find room for 
the then simple operation. 
* * 


* 
LDSMOBILE was the first of 


the present-day manufacturers | 


to begin operations, but it and the 








other car builders who got into pro- 
duction prior to 1912 held pretty 
close to their home base until re- 
cent years. 

Oldsmobile started producing 
cars in Lansing in 1897, but it 
wasn’t until late 1908 that it 
joined the newly founded General 
Motors Corp. In 1909, its first full 
year under the corporation, Olds- 





Replacement Sales 


Up 35%, Delco Says 


ANDERSON, Ind. — First-quar- 
ter sales of Delco batteries in the 


replacement market were 35 per- | 


cent above the first quarter of 
1955, according to H. D. Dawson, 


Delco- Remy division general | 


manager. 

Dawson also said sales of Delco 
Dry Charge batteries now ac- 
count for more than 60 percent 
of the division’s total sales in the 
replacement market. 





mobile turned out 6,575 cars — a 
far cry from the 643,460 units it 
assembled in 1955. 

In 1899, two years after Oldsmo- 
bile entered the field, Ohio Automo- 
bile Co., which later became Pack- 
ard, opened in Warren, O. In 1903, 
a year after the firm became 
Packard Motor Car Co., all as- 
|sembly operation had been moved 
to Detroit, where it is still located. 

cal a” +. 
a Detroit’s oldest car 
| ‘\4 manufacturer, began produc- 
|tion in 1902 and has never moved 
|its assembly operation outside the 
Motor City. 

Studebaker and Nash also en- 
tered the automotive field in 1902 
and both are still assembling 
cars at the place of their begin- 
ning. Nash built its first car in 
Kenosha, Wis., and except for a 
short period of decentralized 
| operations in California, remained 
in Wisconsin. Studebaker opened 

in South Bend, but did produce 








| 
| 


Display Should Be Inviting— 


The modernized showroom of Holmes Oldsmobile Co., Des Moines, presents an 
attractive appearance to motorists and pedestrians acting as a silent salesman by 
day and by night. It demonstrates what can be done by the use of glass in design, 


in Detroit from 1908 to 1929, when 
all operations were returned to 
the Indiana city. It also operates 
a plant in Los Angeles, opened 
in 1935. 

Other manufacturers who opened 
prior to the big decentralization 
move by Ford were Buick, which 
began operations in Flint in 1903 
and joined the GM organization in 





KNOCKS-DOWN SALES RESISTANCE... 
Brine S0CkO' SALES FOR You/ 
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Only Armstrong gives you this solid 2-way sales punch. First: the 
world’s only tires with “Ounce of Prevention” Safety Discs. Second: the most 
dramatic advertising in tire history. Now reaching more new prospects than ever before with 
full pages in LIFE, POST, LEADING FARM MAGAZINES plus a steady diet of sensational 
TV and Radio spots. All this plus-a company financed budget program! Feature the tire that 
makes it easy for you to “up-grade” to a longer profit sale — ARMSTRONG! 
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1908; Hudson, which opened in De- 
troit in 1909 and remained there 
until it merged with Nash in 1954 
and moved all operations to Ke- 
nosha, and Pontiac, then operating 
as Oakland, which joined the GM 
organization in 1909. 
+ * = 

HEVROLET got its start in 1912 

in Detroit but within a year 
had moved all operations to Flint, 
its present home. 

In addition to the new plant in 
Kansas City, Ford also moved 
eastward and opened an assembly 
operation in 1912 in Long Island, 
N. Y. 

By 1913 it was assembling cars in 
Buffalo, Chicago, Memphis, Dallas 
and Portland, Ore. 

> * * 
. 1914, Ford opened in St. Louis, 

Seattle, San Francisco, Philadel- 

phia, Cambridge, Mass., Columbus, 
O., Houston, Indianapolis, Los 
Angeles, Minneapolis and Denver. 

Ford added Atlanta, Cincinnati, 
Cleveland, and Pittsburgh to its 
rapidly growing empire in 19135, 
and by 1916 had brought to 27 
the number of plants in opera- 
tion outside Detroit. 

Those added in 1916 were Char- 
lotte, N. C., Louisville, Milwaukee, 
Oklahoma City and Omaha. A 
plant in Kearny, N. J., was opened 
in 1918. 

* 7 * 
Aisne the pace slowed a bit 
in the ‘20s, Ford continued to 
add scattered production facilities 
in other sections of the country. 

The Des Moines plant was 
opened in 1920; the New Orleans 
plant in 1923; Jacksonville, Fla., 
and Salt Lake City plants in 
1924; the St. Paul, and Norfolk 
(Va.) operations in 1925; the 
Somerville (Mass.) plant in 1926; 
the Chester (Pa.) and Dearborn 
plants in 1928; the Long Beack 
(Calif.) and Edgewater (N. J.) 
plants in 1930, and the Richmond 
(Calif.) facilities in 1931. 

Today there are 16 plants build- 
ing cars for Ford division. Latest to 
be put into operation were the San 
Jose (Calif.) and Mahwah (N. J.) 
plants in 1955. They replaced the 
Richmond (Calif.) and Edgewater 
(N. J.) plants respectively. Ford 
division also opened a new plant in 
Louisville last year. It replaced the 
plant opened in 1916. 

= * 7” 
A UTHOUGH it did not grow as 
+*% rapidly as Ford, Chevrolet 
began to decentralize its production 
facilities after it moved to Flint 
in 1913. 

Chevrolet opened its first away- 
from-home plants in New York 
City and Tarrytown, N. Y., in 
1915. The New York plant re- 
mained in operation only until 
1918, when all production was 
moved to Tarrytown. 

In 1916, Chevrolet opened produc- 
tion plants in St. Louis and Oak- 
land, Calif., and by 1917 was build- 
ing cars in Fort Worth, Tex. The 
latter plant, however, was closed in 
1921. 


= * . 

HEVROLET’S Janesville (Wis.) 

and Norwood (O.) plants were 

opened in 1923, and by 1925 Bloom- 
field, N. J., had been added to the 
Chevrolet roster. The Atlanta plant 
opened in 1928 and the Kansas City 
operation in 1929. 

The last two plants to join 
the Chevrolet team were. Chicago 
in 1933, and Baltimore in 1935. 
Chrysler Corp., which was formed 
in 1924 with Chrysler as its first 
division, has. been pricipally a De- 
troit operation, 


* * * 
A LTHOUGH the corporaticn 
added Plymouth, Dodge and 
(Continued on Page 80, Col. 1) 
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Youwu?’ll sell 


more cars with 


“The Falcon” 


Get this man, if you want to sell more cars! He’s volume and greater profits with 39 of television’s 
Charles McGraw, better known to millions of tele- | fastest-paced half-hour films. Check now to see if 
vision viewers as THE FaLcon. He has done a great this great salesman is still available in your market. 


selling job for automobile dealers from coast to coast. 
Adwentures of 


This top-drawer mystery and adventure series will 
go straight to the audience you need. According to "The 
latest ARB reports, 85% of THE FALCON’s viewers are Fal Cc or 


adults—your best prospects for new and used cars, 
tires, batteries and accessories. Programs for All Stations —All Sponsors 


Let THE FaLcon show you the way to increased NBC Television Fi In ms 


A DIVISION OF KAGRAN CORPORATION 





663 Fifth Ave. in New York; Merchandise Mart in Chicago; Taft Building in Hollywood. In Canada: RCA Victor, 225 Mutual St., Toronto. 
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TURNINGS 


by 


John T. Benedict 


Engineering Editor 


Flame-Proof Primer Paint 


Offers Corrosion Resistance 


Sperm day last week, I checked 
my insurance policies and 
started off to witness a “fireproof 
paint” demonstration. This precau- 
tion was taken even though there 
was to be absolutely no danger (so 
I was told). 

All we did was stand alongside 
@ man who was spraying paint 
primer onto a metal panel. There 
was, however, one unusual aspect 
—since, to reach the metal surface, 
the paint spray had to pass through 
an open flame. 

This novel demonstration, with 





burner interposed between spray 
gun and metal test panel, was 
staged by Claudius Nielson, of 
Nielco Laboratories. He proved 
to be correct in his assurances 
of safety, and asbestos suits were 
not needed. 

In addition to spraying his “Niel- 
Coat” primer in the presence of an 
open flame without igniting the 
solvent vapors, Nielson showed 
laboratory trials in which a panel 
was sprayed with primer, followed 
by an auto enamel—and both baked 
at the same time. 

It doesn’t take any great amount 
of imagination to visualize the po- 


cations for both the paint and auto 





industries if such a development |Cadillac Plastic Sponsors 


can be made commercially practi- 
cable. Nielson’s tests make him con- 
fident that he has found the secret 
for combined baking of primer and 
top coat. 
= ” 

Hs primers “set up” in from 15 

to 30 minutes, depending on 
room temperatures. At 72 degrees, 
the primer reportedly is ready for 
top coat application in about 15 
minutes without forced drying. 

Another significant claim is that 
the customary pre-paint phospha- 
tizing treatments are unnecessary. 
The primer is applied directly to 
the metal surface, with corrosion 
protection provided by a complex 
phosphate compound which is 
added to the basic paint formula- 
tion. 

Sprayed on with the unusually 
low air pressure of 35 pounds 
per square inch, these new 
primers allegedly produce a bond 
with the metal that is “several 
times stronger” than the usual 
combination of phosphatizing and 
primer. 

Salt-spray tests and humidity 
cabinet data lead Nielson to re- 
port oustanding corrosion resist- 


tential time and cost saving impli-! ance as an important attribute of 


Two Designing Contests 


already in production or 


designs 
_ in tooling by Dec. 1, 1956. 


First prize in the open contest 
is $1,000. Second prizes of $150 
are offered in each of the fol- 
lowing categories: Consumer 
product, industrial or technical 
product and architectural or dec- 
orative. 

A parallel contest for students 
offers top prizes of $250 and three 
second prizes, applying to the 
same categories, of $75 each. Stu- 
dent designs are eligible whether 
in sketch, in production or imag- 
inative exercises. 





the new paint system. In his file 
of tests results, Nielson has 
photo slides of comparative corro- 
sion resistance which tend to con- 
firm his claims of superiority for 
the new primer with phosphate ad- 
ditive. 

Paint manufacturers have shown 
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Mr. Edward L, Wingert 
Advertising Director 
Philadelphia Daily News 
22nd and Arch Streets 
Philadelphia 3, Penna. 


Dear Mr. Wingert: 


WILKIE BUICK corrporRATION 
Sennsylrania's Largest Buick Dealer 


1724-70 NORTH BROAD STREET 
PHILADELPHIA 21, PA. 


STevenson 


January 5, 1956 


But as the weeks and months rolled on with the same 
kind and size copy, in the same section of your paper each week, we 
were amazed to discover that we were selling more used cars at retail, 
per dollar of advertising expenditure, as a result of our advertisements 
in your newspaper than we had previously secured through advertising 
in other newspapers and other mediums, 


Until a year ago, we seldom used the Philadelphia 
Daily News as an advertising medium and then only on a courtesy 
At about that time, our advertising agency suggested that we 
try your paper, at least once a week for one month, to advertise 
used cars. Somewhat dubiously we agreed, using four column display 
space with a direct and simple sales appeal of car description, price 


Gratifyingly enough, we had direct results from the 
first advertisement. That might have been happenstance. 


We are happy to report these results to you and will 
certainly continue using the Philadelphia Daily News as long as the 
results of the past year's experience continue. 


Very truly 
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WILKIE BUICK CORPORATION 
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“Seldom Used” 









“dubiously ageed” 









“direct results” 











+ + « we were amazed to discover that we were selling 
more used cars at retail, per dollar of advertising ex- 
penditure, as a result of our advertisements in your 
newspaper than we had previously secured through ad- 
vertising in other newspapers and other mediums. 










No matter what you sell, you'll find quicker 


results at lower cost in Philadelphia's newest 


Represented by Reynolds-Fitzgerald 
New York e Chicago e Detroit e Syracuse e Atlanta 
Los Angeles e San Francisco e Philadelphia 


selling medium. 


PHILADELPHIA DAILY 
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considerable interest in these de. 
velopments, since the noninflam- 
mable primer apparently possesses 
features long sought by the indus- 
try. If the experimental character. 
istics carry over into production 
paint products, the Niel-Coat sys- 
tem may be a boon to truck body 
builders and dealer repair shops 
as well as to the passenger-car 


makers. 
+. * = 


Engine Builders Tést 


New Steel Piston Ring 


A NEW type of steel oil control 
piston ring has been developed 
by Sealed Power Corp. A result of 
several years research and en- 
gineering effort, the new ring has 
a one-piece expander spacer made 
from austenitic steel. 

It does not require’ special 
hardening, and reportedly is more 
controllable in dimensions than 
present carbon steel rings. Tests 
thus far encourage Sealed Power 
president Paul Johnson to declare, 
“This new product could be one of 
our most outstanding developments 


in recent years.” 
* + * 


Automation Expert Says: 


‘Begin with Assembly Plans’ 


PEAKING on “Automation To- 

morrow,” a leading authority 
recently outlined these objectives 
for future manufacturing pro- 
cesses: (1) more automatic assem- 
bly; (2) elimination of precondi- 
tioning operations; (3) no manual 
labor to load and unload machines 
and (4) better coordination and 
planning between machining and 
assembly. 

These goals, according to Ralph 
E. Cross, executive vice-president, 
Cross Co., will be attained only 
through cooperation of product de- 
signer, process engineer and ma- 
chine tool builder. “The first step,” 
he said, “will be to change our 
thinking habits.” 

In processing a product or sub- 
assembly today, it is customary 
to think first of how the parts 
are to be made, after which plans 
are made for assembly. A ware- 
house then is put in between, and 
the operations are “tied together 
with conveyors.” 

“This approach must be turned 
around,” Cross said. In planning 
production of a new product or 
subassembly, the first decisions 
should involve the choice of as- 
sembly methods. 

Selection of methods should be 
determined on the basis of how 

much of the assembly can be me- 
chanized, plus processing tolerances 
and design changes necessary to 
sustain automatic assembly. Cross 
also recommends that consideration 
be given to product design changes 
required for automatic handling 
and storage between operations. 
* z + 


FTER these initial decisions are 

made, and the configurations 
and processing tolerances of parts 
established, decisions can be made 
on individual part processing. As 
an observation on design considera- 
tions in parts manufacturing, Cross 
remarked that, generally speaking, 
if a part is designed for automatic 
assembly, it will require little 
change for automatic machining. 

Using this approach of “think- 
ing from assembly back through 
the processing of the parts,” 
Cross outlined an improved pro- 
cess for automating the intake 
manifold assembly operation. 

To achieve this kind of automa- 
tion, he said that five items must 
be developed. (1) A manifold de- 
signed to be stacked on a pallet. 
(2) A pallet to accommodate the 
manifolds. (3) A device to take 
manifolds from the pallet and place 
them in the machine. (4) a hand- 
ling device to remove parts from 
pallets and place them on the en- 
gine. (5) An automatic transporta- 
tion system for banking and trans- 
porting pallets from one area to 
another. 

In conclusion, Cross noted that 
“all of these items are well within 
our reach.” He predicted that the 
time is not far off when automation 
will be applied in this manner to 
intake and exhaust manifolds, 
cylinder heads, converter housings, 
chain case covers, oil pumps and 
similar parts. 





Watson Names Anthony 


H. S. Watson Co. Emeryville, 
Calif., has appointed Mark Anthony 
assistant sales manager. Anthony 
oanten from Anthony Co., Streator, 
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So Easy On Your Eyes 
THAT YOU CAN LOOK DIRECTLY AT THE SUN AND Szilé Ketacu Full Vision of the Koad/ 


Designed by automotive engineers to replace the out- 
moded, ordinary visor with the most EFFECTIVE FILTRA- 
TION known to optical science — its patented Plexiglas 
filters out 98% of sun glare. 

The Sunban Safety Visor Eliminates sun glare — does not 
merely reduce sun glare. 

Sunban, a beautiful accessory — so good looking that it 
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ENTIRELY 
NEW 
UNIT 


sells on sight. Harmonizes with the finest car interior — 

dresses up your used car. A handsome stainless steel frame 

allows Sunban Safety Visor to be adjusted to any angle 

and extended on bar. 

Gives true color rendition of traffic lights — No blind spots. 

GUARANTEED TO SELL! GUARANTEED TO SATISFY! 
Try our ‘money back’ trial offer 


Sunban Safety Visors. 


Pontiac 

[_] V-2000—Chrysler, DeSoto, Dodge, 
Plymouth 

[-] V-3000—Ford, Lincoln, Mercury 


Minimum order — 12 per shipping carton 


howen ss = 


Ship immediately on your money back, trial 
offer, One FREE with each order for 12 


[-] V-1000—Buick, Cadillac, Chevrolet, Olds, 
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City Zone State__ 
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AUTOMOTIVE WASHINGTON 


Send Gripes to NADA, 
Bell Tells ‘Televiewers 


By William Ullman 


Washington Correspondent 
ca other day on Dave Garroway’s TV show, “Today,” 
NADA’s Fred J. Bell shared the spotlight with J. Fred 
Muggs. Before Bell went on the show, he was a little appre- 
hensive about trading dialogue with a chimpanzee. 
But there was no need for concern. Bell, a retired admiral, 


was treated with all the® 


respect due his rank and sta- 





be half a million cars. Retailers, 
however, have more than 900,000 in 


tion, and J. Fred stayed out) stock. 


of the way. 

Bell made three photogenic ap- 
pearances on the program and said 
that car dealers are overloaded to- 
day to the tune of 400,000 new au- 
tomobiles. The proper springtime 
inventory, he pointed out, should 








| Viewers were told that if they 
| had any complaints about the way 
they were treated in member 
dealerships, they could write 
NADA about it. 
There is going to be “a new 
look” in auto retailing, he added, 
and cited five points — the drive 





for more ethical advertising, bet- 
ter factory- 
dealer relations, 
mana ge - 
ment seminars, 
the end of 
‘*phantom’’ 
freight charges 
and a new em- 
phasis on dealer 
service to cus- 





tomers. 
Asked about 
discounts, Bell 


said many cut- William Uliman 
rate prices are on the level. But he 
warned shoppers to find out the 
price of the car they were buying, 
rather than contenting themselves 
with the tradein allowance alone. 

He lauded George Romney and 
Harlow H. Curtice for their efforts 
in eliminating dealer unhappiness, 
and referred to the problems of the 
industry as “transitory.” 

= * + 


More Nickel Released 


| pect million pounds of nickel 
have been diverted from the 
nation’s defense stockpile for com- 
bined military and civilian use dur- 
ing the last half of 1956. 

The Office of Defense Mobiliza- 
tion ordered diversion of 20 mil- 





lion pounds in the third quarter 
and the same amount during the 
final three months. 

The scheduled diversions will far 
from satisfy civilian demand for 
this scarce metal, however. It is 
probable that the expanding guided 
missile program will swallow up 
tremendous amounts of nickel, as 
will military aircraft. Civilian in- 
dustry might get even less than last 
year, according to some experts. 

Meanwhile, businessmen caught 
in a nickel squeeze have been 
pressing the Government to take 
some action to help relieve the 
shortage. 

Some of them, including automo- 
tive parts makers, have asked the 
Commerce Department to return to 
Govérnment rationing. This is the 
last step the Administration wants 
to take, and it isn’t likely that 
Secretary Sinclair Weeks will re- 
lent in this matter. 

The metal isn’t as expensive as 
gold, by a long shot, but in terms 
of practical needs, it is twice as 
desirable to key industries. As 
the shortage has grown more 
acute, Defense Mobilizer Arthur 
Flemming has practically stopped 
stockpiling nickel. This year, he 


ALEMITE ANNOUNCES AWN 


Protects better! Won’'f 
wash out! Won't pound 


out — stays put! 


Formulated especially 
for new ball joint 


suspensions! 


Temperature-controlled 


consistencies assure 
easy handling! 


There’s much more than its color that’s new and 
different about Alemite’s revolutionary new, 
longer-lasting Alduralube chassis lubricant! It’s 
the modern lubricant that’s scientifically formu- 
lated for today’s tighter chassis. Fortified with ex- 
clusive Alemite AO-1 to prevent oxidation and to 
give longer service life. Only Alduralube contains 
extreme pressure additives to give greater protec- 


tion against wear: 


Alemite Alduralube gives you more lube jobs 
per pound. Its selected heavy-bodied base oils pro- 
duce unusually high tackiness to make it stay 





“put.” Can’t be displaced by roughest shock loads 
or rugged driving. Gives a softer-cushioned ride 


and easier car handling. 


Switch to new Alemite Alduralube now. Your 
customers will like the difference — and let you 
know they do with steady repeat business! 


Contact Your Alemite Distributor Today! 


ALEMITE 


Alduralube Chassis Lubricant 


STEWART 


Vea 


A Product of STEWART-WARNER CORPORATION 
1826 Diversey Parkway, Chicago 14, Illinois 





—_ 


will divert 74.3 million pounds 
from stockpiles. 

The government’s long-range so. 
lution is a big nickel expansion 
program to produce another 100 to 
150 million pounds a year. Re. 
visions in this program are ex. 
pected soon, but the best that in. 
dustries can hope for is some 
loosening in a year or so. 

* + + 


FRB Finds a Frie 


5 ge. Federal Reserve Board 
sharply criticized by some Ad. 
ministration officials for its tight 
money policies, has found a friend 
in the Treasury Department, 
Undersecretary W. Randolph Bur. 
gess said in a recent address that 
he agrees inflation is a threat to- 
day and must be resisted. 

“When you have inflation,” Bur. 
gess warned, “the cost of building 
new plants increases faster than 
the rate of savings.” 

He added that Americans are 
not saving as much as they 
should. Increased individual and 
business thrift, he said, would 
help to curb inflationary trends. 

At the time of the last rediscount 
rate increase, FRB Chairman Wil- 
liam McChesney Martin said that 
inflation seemed a more immediate 
danger than recession. The secre- 
taries of Labor, Commerce and 
Treasury disagreed with his view. 

* > * 


‘Dynamic’ Remedies 
S. CHAMBER of Commerce 

* panelists came up with a good 
many ideas recently for keeping 
downtown districts “dynamic.” 

One suggestion was to eliminate 
all vehicular traffic from the cen- 
tral business district, substituting 
moving sidewalks, giant helicopters 
and small passenger cars on mov- 
ing conveyor belts. 

Panelists agreed that the down- 
town district, in some form, is here 
to stay, and one realtor observed 
that the trend toward suburban 
living has reversed itself, with a 
new movement back to the city. 

* > 7 


Generator Gyrations 


Att™ years of going back and 
forth on the matter, the In- 
ternal Revenue Service has now 
ruled that rebuilders’ sales of re- 
assembled generators contain- 
ing armatures rewound by the re- 
assembler, and of rebuilt clutch 
assemblies, are subject to the man- 
ufacturer’s excise tax. 

Previous rulings, say tax men, 
“are not sound.” Testimony was 
heard on this subject by a House 
Ways and Means subcommittee 
when it held hearings on technical 
excise tax revisions. The law- 
makers are expected to vote on 
this matter soon. Conceivably, the 
ruling could be reversed by con- 
gressional action. 

> * o 


Industry Advisors Meet 


yu Government’s passenger-car 
and truck manufacturers’ in- 
dustry advisory committee met 
last week. W. R. Heilbron, director 
of the automotive division of the 
Business and Defense Services Ad- 
ministration, presided. 

Heilbron is on leave from the 
Ford Motor Co., giving six 
months’ service to the Govern- 
ment without compensation. His 
duties have to do only with de- 
fense matters. 

It was understood the agenda 
items included development of the 
executive reserve program, cur- 
rent mobilization industrial plan- 
ning, civilian applications of atomic 
energy, materials outlook, and a re- 
view of developments since the last 
IAC meeting a year ago. 

The American Automobile Assn. 
has filed a statement with the Klein 

House subcommittee favoring 
“phantom” freight legislation and 
opposing the antibootlegging and 
territorial security bills. 

The AAA views the latter two as 
creating an exception to the basic 
antitrust laws. The “phantom” 
freight bill is supported as 
strengthening existing legislation 
by specifying types of actions “con- 
sidered to be a deceptive or unfair 
trade practice.” 

The House-approved anti- 
merger bill and other similar 
pending measures will be the 
subject of hearings to open before 
the Senate Antitrust subcommit- 
-tee this week. 

The House bill would require 
firms above a certain size to give 
advance notice to the Federal 
Trade Commission of merger plans. 
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Drivers And Dealers Alike Hail 
Nash Engineering For Developing 
a : NC Mn easie CU TaCSS 


‘riend 
ment, 
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SENSATIONAL NEW POWERPLANT AND 
ADVANCED NEW BODY DESIGN GIVE 


NASH AMBASSADOR SPECIAL V-3 


BIG CAR PERFORMANCE ...SMALL CAR HANDLING EASE 
--e- AT A NEW LOW PRICE! 


There’s never been anything like the enthusiastic reception given 

this sensational new V-8 series by owners, dealers and salesmen. For 

here is the first V-8 engine that combines blazing power with tradi- 

Wits M Vas Re ANI Wh tional Nash economy.-And coupled with this brilliant new engine in 
y the Ambassador Special is a wholly new concept in car design—a 


concept that provides the biggest room on the road in a compact-size 


7 s oo AYS TO % a i a car that will corner and park with any of them. 


It’s a Big Car in interior room, in riding comfort and luxurious 
appointments— it’s a Big Car in everything but exterior bulk. And 
it’s priced to compete with anything in its field. Here is one more 
example of how products, philosophies and prices are tailored to 
increase profits for Nash dealers. It’s one more reason why you 
should look into a Nash Franchise. 


fe CONTACT J. W. RAISBECK, VICE-PRESIDENT, SALES 
ee Lee LES 7 ee eee NASH DIVISION, AMERICAN MOTORS CORPORATION, DETROIT 32, MICHIGAN 
FOR COMPLETE DETAILS—IN CONFIDENCE! 
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L. R. Brown Doubles Showroom Area— 


Zinc Market Healthy 


Auto Boom Hiked Die-Casting Requirements 
To 392,000 Short Tons in 1955 


ST. LOUIS. — Slab zinc used for| 
die casting—the zinc industry’s sec- | 
| quired 392,000 short tons of slab 
doubled since 1946, the American | 


ond largest customer—has almost 


Zinc Institute was told last week. 

The die casters soared from 
206,000 short tons of slab zinc in 
1946 to 392,000 last year, G. H. 
LeFevre told the institute’s 38th 
annual meeting. LeFevre is vice- 


president and manager of metal | 


sales, U. S. Smelting Refining 
& Mining Co. 


Chiefly responsible for the rise, 
LeFevre said, was the skyrocketing 
production of the auto industry 
which uses between 60 and 70 per- 
cent of the production of zinc- 
based die castings. 

Illustrating this interrelationship, 
|LeFevre presented a chart which 
|showed that in 1946, when three 


Celebrating 30 years in the automobile business, L. R. Brown has doubled the| million cars, trucks and buses were 


showroom and display area of his Packard dealership in Riverside, Calif. 


The | built, the die casters used 206,000 


firm now features covered show space for 14 new cars, and has enlarged the service | short tons of slab zinc. 


area to include six entrances from two streets. 


RIGHT CARS 


SEER A a BT ONE 


ee 


Si rage 


Isn't it folly to compete with yourself? 


That’s what happens, if you sell new cars on 
long, costly terms to your better-used-car prospects! 
You slow the steady sale of late-model trade-ins. 


Repeat business is slowed up too, when you 
arrange “easy terms” on new cars for people with 
used car incomes. 


Selling the right cars to the right prospects on the 
right terms helps to keep turnover fast. 
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Last year, he continued, com- 
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bined vehicle output reached 9.5 
million units and die casting re- 


zinc. 

Zine used for this purpose was 
40 percent greater than the 280,- 
000 short tons required in 1954 


Top Hudson Dealers 
Get ‘Victory Jamboree’ 


DETROIT. — Hudson will stage 
“Victory Jamboree” parties during} 
June for top dealers and their | 
salesmen, according to V. E. Boyd, 
general sales manager. 

Boyd said parties climaxing Hud- | 
son's spring sales campaign will be | 
held in each of 21 zones. Guests will 
be members of the sales depart- | 
ment of Hudson dealerships achiev- | 
ing 80 percent of new-car sales 
quota during March, April and 
May. 





, RIGHT TERMS 
help keep sales moving 


With the GMAC Thrift-Guard Plan you can fit 
comfortable terms to the needs of all your prospects 
while offering extra values and protections. You gain 
(1) Control of the whole transaction. 


(2) Gross from time contracts. 


(3) Extra business from satisfied customers. 
(4) Repeat sales from GMAC service. 


oy 
TIME PAYMENT 


PLAN 


available to Dealers in 
CHEVROLET © PONTIAC 
OLDSMOBILE © BUICK 
CADILLAC 
new cars,-and used cars 
of all makes 


GENERAL MOTORS ACCEPTANCE CORPORATION 


when vehicle output was 6.6 
lion units. 

The 1955 zinc tonnage for 
castings was 13 times that of 
1931-35 total, LeFevre’s figu 
showed, when an average of 30,00 
tons a year were used for an aven 
age of 2.46 million vehicles. 4 

Jean Vuillequez, vice-president 
American Metal Co., Ltd., told 
convention he did not believe the: 
drop in U. S. auto production wo 
mean a decrease in the use of zing 
and lead this year. 


This year’s models are using more 
zine die castings per car than ever 
before, he said. 

He added that the consumption 
of lead is not geared so much te 
annual car production as to the 
number of cars on the road 
needing battery replacements and 
using gasoline containing tetra- 
ethyl lead compound. 

B. E. Estes jr., commercial re’ 
search director, U. S. Steel Corp, 
said the market outlook for gak 
vanized sheets in 1956 is excellent 
and that the markets which use 
galvanized seem likely to continue 
their postwar growth. 

The galvanized industry is the 
largest consumer of zinc. Consump- 
tion in 1955 was reported at 440,000 
tons. Estes said the construction 
industry uses between 65 and 7% 
percent of all galvanized sheets. 

F. S. Mulock, president, U. § 
Smelting Refining & Mining Co, 
Boston, was reelected president of 
the zinc institute. 

Other officers reelected were: C, 
Merrill Chapin jr.. St. Joseph Lead 
Co., New York; R. G. Kenly, New 
Jersey Zine Co., New York, and 
E. H. Snyder, Combined Metals 
Reduction Co., Salt Lake City, 
vice-presidents; Erle V. Daveler, 
American Zinc, Lead & Smelting 
Co., New York, treasurer, and John 
L. Kimberley, executive vice-presi- 
dent and secretary. 


Alaska Dealers 
Have Special 
Brand of Woe 


DETROIT. An Alaskan auto 
dealer is confronted with many 
problems not encountered by his 
stateside brother, according to 
James H. Vernon of the Alaska 
Sales & Service, Anchorage. 

Vernon, who attented the Chev- 
rolet Dealer Sons’ School here, 
said an accurate forecast of sum- 
mer business must be made by mid- 
winter and that there is scant 
chance of rectifying a faulty esti- 
mate. 

He said, “Under the most favor- 
able circumstances six weeks are 
required to get a car from the fac- 
tory. and this may stretch into 
three months during a period when 
the government is demanding pri- 
ority for defense shipments. I don't 
know how patient retail customers 
are in the states, but we don’t find 
many who will wait that long fora 
car.” 

Vernon asserted that the Alaskan 
dealer has no opportunity to trade 
among other dealers for a car he 
| needs and that “No dealer likes to 
| give up a model to another dealer 
| because of the same uncertainty in 
| shipments.” 

Vernon reported little business 
during the eight-month winter sea- 
son, but said this is somewhat off- 
set by the long summer days. 

“We keep open 15 hours and 
there is still plenty of light for 
demonstrations at midnight,” he 
said. 

Vernon is a native of Virginia 
who went to Alaska after war serv- 
ice. He joined the Anchorage Chev- 
rolet dealership three years ago 
and is now general manager of @ 
staff of 42. 


Chrysler 300Bs 


Win at Concord 
DETROIT. — Chrysler 300B cars 


won first, second and third places 


in NASCAR’s grand national cham- 


pionship race at the Harris Speed- © 


way in Concord, N. C. 


First place was won by Speedy * 


Thompson, second place by Buck 


Baker and third place by Herb” 


Thomas. 


* 


The third place gave Thomas & 
total of 2,400 points to hold his first-— 


place position in the 1956 NASCAR © 


stock championship competition. ~ 


Second in total points is Baker, who ~ 


has posted 2,362 points. 











Vili f poe sleeve AMO Customer’s glaze 


prefer Meguiar’s MIRROR GLAZE because oN 
it makes my car look beautiful...gives me that ° 
“pride of ownership” so important to particular 
people. And, say, I’m loyal to my dealer because 
here is visual evidence that all his service work 
is of highest quality. Not only do I visit his shop 


regularly but I buy a new car every now and then 


...and I recommend this 
dealer to my friends!” 





MIRROR BRIGHT POLISH CO. 


365 No. Foothill Blvd., Pasadena, California 


Eastern Division: Mirror Glaze Distributors, P.O. Box 6263, Washington, D.C. 
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PRODUCERS OF FINE AUTOMOTIVE, FURNITURE & AIRCRAFT GLAZES SINCE 1901 
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Avoid Excesses, 
Firestone Warns 


All U. S. Groups 


SEATTLE. — The nation’s eco- 
nomic outlook is good, but busi- 
ness, government, labor and indi- 
vidual consumers must guard 
against “excessive actions” which 
could upset the economy in the 
future, according to Leonard K. 
Firestone, president, Firestone Tire 
& Rubber Co. of California. 


Addressing the Pacific Northwest 
Conference of the Purchasing 
Agents Assn. of Washington, he de- 
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clared that while there are bound 
to be minor dips, the general trend 
of the economy is upward. 

Business, Firestone said, must 
avoid such excessive actions as 
overbuilding, overstocking and over- 
pricing while government must 
watch its taxation and regulatory 
policies. 

Labor, he continued, must hold 
its demands “within reason,” and 
consumers must beware over- 
extending themselves in credit 
buying. 

“One thing we must all realize,” 
he concluded, “is this: There must 
be no tampering with our free en- 
terprise system either by subtle 
subversive forces or by native 
visionaries.” 





RACINE, Wis. — Company presi- 
dents worry more about developing 
a top management team than on 
any other business problem, Lyle 
M. Spencer, president, Science Re- 
search Associates, last week told 
members of the Manufacturers’ 
Assn. here. 

Spencer said, “Finding, train- 
ing, and motivating key execu- 
tives, through whom a president 
must accomplish his work, is the 


What Is an Executive? 


Top Management Main Worry to Presidents, 
Says Research Expert 





thorniest and longest-lasting 
problem he faces.” 

Spencer listed this as one of the 
findings in a study conducted by 
the Young Presidents’ Organiza- 
tion, comprised of men and women 
who became presidents of their 
concerns before reaching the age 
of 40. 

Spencer said that a rule-of-thumb 
method to enable company presi- 
dents to organize and motivate key 


Whether it’s a cut, dent, tear or rust 


damage— y repairs take a lot of time, 


materials an 
way! 





Heat lamp 1 foot from 


money the conventional 


mixture in 15 minutes. Shrinkage is no 
problem. Feathered edges hold fast! 


tch hardens 


First rough out damaged area with 
hammer and dolly. Here, No. 16 grit 
abrasive disc was also used. Surface is 
now ready for patching. 


Finish sanding is final step. Even a No. 
50 disc won't “load.” BAKELITE Epoy 
Resin machines and drills beautifully. 


With new plastic patch— 


J) minutes from start to “ready to paint” 


Figure your own savings with Bake.rre Brand Epoxy Resin. Even 
a green apprentice, with little or no supervision, can do the job! 

When hard, this amazing resin resists moisture, corrosion and 
weathering. Resin holds tight enough for rough or finish sanding, 
machining and drilling—there’s no time lost “adjusting” feathered 


edges. 


The com 


und, mixed with its hardener, sets at room tempera- 
ture. If a solder torch is used, hardening takes place in as little as 
one minute; an infra-red heat lamp will harden patch in 15 minutes ! 
The photos above, taken at Mac’s Body Shop, Revere, Mass., show 
the steps in patching a fender by this fast, simple method. Write 


to Dept. QJ-10 for list of suppliers. 


BAKELITE COMPANY, A Division of Union Carbide and Carbon Corporation [ig 30 East 42nd Street, New York 17, N. Y. 





Apply compound based on BakELiTE 
Epoxy Resin (1 part hardener to 5 parts 
resin). Shaped roughly to damaged 
area, it’s easy to form needed contours. 


Patch ready for painting. Extreme hard- 
ness yields superior finish, no _ 
paints needed. Treat as any metal. 


La 


EPOXY RESINS 


The term Baketrre and the Trefoil Symbol are registered trade-marks of UCC 


executives more effectively hag 
been developed and “four outstand- 
ing characteristics of a good execu. 
tive emerged from source material.” 
They are: 

1. A good executive team pos- 
sesses flexibility. It is receptive to 
new ideas, able to adapt quickly to 
changing conditions and can with- 
stand setbacks without losing drive 
and enthusiasm. 


2. A good executive team has 
depth. The temporary absence of 
one member limits organization and 
perhaps decreases efficiency, but 
does not leave the company para- 
lyzed. 

3. A good executive team builds 
its own efficiency with a mini- 
mum of routine supervision. Ex- 
ecutive team members and divi- 
sions are in a state of healthy 
rivalry with each other. 

4. The executive team functions 
by balancing and controlling two 
impulses in essential conflict. First, 
is a desire for maintaining, improv- 

ing and continuing the status quo. 
The second impulse is toward 
growth, developing new products, 
new markets, new kinds of more 
profitable business enterprises. 


Spencer said executive teams of 
most companies are “surprisingly 
small,” and usually include only 
three or four persons besides the 
president: An administrator, who 
serves as the president’s alter ego 
and keeps the company’s day-to- 
day operations running smoothly; 
a sales manager; a production chief, 
and a financial officer who manages 
the company’s capital. Other busi- 
ness posts rarely achieve top rank- 
ing in a company’s inner circles, he 
said. 


156 Soap Boxers 
To Vie for Title 
In 56 Derby 


DETROIT. — A total of 156 local 
champions, including for the first 
time an entry from Ireland, will 
race for $15,000 in college scholar- 
ships and other valuable prizes in 
the 19th All-American Soap Box 
Derby at Akron, Aug. 12. 

This list of officially-sanctioned 
races, announced by W. G. Power, 
Derby executive director and Chev- 
rolet advertising manager, includes 
21 which are new this year. Thir- 
teen of the new sponsors are news- 
papers, making a total of 126 news- 
papers participating in the event 
with Chevrolet. 

Ireland’s champion will come to 
the United States under auspices 
of General Motors Overseas Opera- 
tions, Power said. The champion 
will be selected in a race’at Dublin 
pitting contestants from the Free 
State’s 26 counties. In addition, 
there will be representatives from 
Canada, Alaska and Western Ger- 
many. 

Other new Derby locations signed 
for 1956 are: McKeesport, Ind.; 
Uniontown and Warren, Pa.; Ful- 
ton, N. Y.; Houghton, Mich.; Port- 
land and Grants Pass, Ore.; Lan- 
easter and Norwalk, O.; Malden, 
Mass.; Sarasota, Fla.; Sioux Falls, 
S. D.; Topeka, Kans.; Lawrence- 
burg, Ind.; Minot, N. D.; Parkers- 
burg, W. Va.; St. Paul; Spokane, 
Wash., and Stockton, Calif. 

Canada is represented again this 
year by the joint entry from Mis- 
sion City and Vancouver, B. C., and 
another from St. Catharines, Ont. 
The Alaskan champ will come from 
Fairbanks. Western German will 
select its champ in a final race 
matching boys from all over the 
country. 


Sales Tax Levied 
On Rental Cars 


HARRISBURG, Pa. — (UTPS).— 
Rental services, including car- 
rental agencies, are subject to 
Pennsylvania’s 3 percent sales tax 
under the first “tentative regula- 
tions” issued Apr. 27 by the State 
Revenue Department. 

Although amendments are mov- 
ing through the Legislature which 
would specifically exempt rental 
agencies from paying the tax on 
the actual purchase of items to be 
rented, agencies will be required 
to pay the levy on. purchases of 
cars to be rented until such amend- 
ments are written into law. 


The levy went into effect March 7. 
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Working hard... getting nowhere? 


You may know men in this very predicament .. . 
sound, seasoned individuals who know every phase 
of the retail automobile business. They’re the kind 
who stay up on their toes. They’re alert, energetic, 
resourceful . . . capable of earning the rich rewards 
that many are reaping in this profitable business. 
Yet somehow their initiative and hard work 
hasn’t “paid off.” : 


You may even be one of them! 


For example, there are Dealers who have become 
aware of the limitations of their present connec- 


tions. And there are also aggressive, ambitious key 


men in this field who feel they’ve reached their 
peak working for someone else; successful General 
Managers and Sales Managers who are eager to 
assume the responsibility (and enjoy the rewards 


and satisfaction) of owning their own dealership. 


Dodge would like to set up such men in a number 
of busy, flourishing communities across the nation. 
Dodge is even prepared to advance up to 75 per- 
cent of the working capital required to get them 
off to a sound start. Men who qualify will be set 
up in facilities that will enable them to compete 
profitably in their market area. 


These are rare, once-in-a-lifetime opportunities. 
For more details, contact Byron J. Nichols, Vice- 
President in Charge of Sales, Dodge Division, 
P.O. Box 1259, Detroit, Michigan, or.the Dodge 
office in one of the following cities: 


Cincinnati, Ohio 
Atlanta, Georgia 
Chicago, til. 
Detroit, Mich. 
Omaha, Nebraska 
Pittsbargh, Pa. 
Kansas City, Mo. 
Houston, Texas 
Syracuse, N. Y. 


> 


White Plains, New York 
Jacksonville, Florida 
Milwaukee, Wisconsin 
Los Angeles, Calif. 
Denver, Colorado 
Portiand, Oregon 
Charlotte, N.C. 
Minneapolis, Minn. 

San Francisco, Calif. 


Burlingame, California 
Dedham, Massachussetts 
Cleveland, Ohio 
Memphis, Tennessee 
Philadelphia, Pa. 

St. Louis, Missouri 
Dallas, Texas 
Washington, D.C. 


Dodge Division, 
Chrysler Corporation 
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Famous ’38 Speech Applies to Today’s Problems ... 


What Was Sloan Quality Program? 


(Continued from Page 11) 


impartial review of administrative 
decisions so that the rights of all 
concerned may be broadly con- 


sidered.” 
* * + 


Number of Dealers 


N TOUCHING on the establish- 
ment of dealerships, Sloan said 
he considered “unsound and unde- 
sirable” the belief that car sales 
increase as the number of dealers 


increases. 

“I am of the opinion,” he said, 
“that the maximum penetration 
of the market within any com- 
munity can only be made possi- 
ble, with stability and equity, 
by establishing a definite rela- 
tionship between the number of 
dealers and the potential of the 
market .. .” 
The manufacturer, he said, 

should “contemplate an intelligent 
balance between what might be 


termed the dealer selling power in| 


any community and a properly 
determined sales expectancy, as 
judged over an adequate period of 
time to allow for the irregularities 
of the business cycle.” 


Basically, he said, each commun- | 
ity should have the right number | 


Get into the Profitable Tire 


said, “that changes should only be | 
involved | 


of dealers, each of the right size, 
each in approximately the right 
location. 

“And no more,” Sloan said. “That 
is the vital thing. No more. And 
the situation must be reviewed at 
frequent intervals .. .” 

Dealers, said Sloan, are entitled 
to know the conditions under 
which they are to operate, especially 
as to how many other dealers and 
where. 

“And it naturally follows,” he 
made after the dealers 
have had an adequate opportunity 
to know WHY and HOW, for again 
their equities are involved.” 

7” * * 


Territorial Security 


r AN appeal for territorial secu- 
rity, Sloan said that any group 
of dealers within any area must 
operate under a plan that “in a 
reasonable way and without preju- 
dicing the position of the cus- 
tomer as to WHERE he should 
trade, or WHEN, or HOW,” serves 
to confine the trading within the 
area.” 

“That becomes an essential step,” 
he said. 

“It is to the interest of both the 
customer and the dealer. It en- 
ables the dealer to serve the con- 
sumer better. 


“It makes possible the QUALITY | 


dealer.” 
Sloan then defined the second 


component of an equitable factory- | 


dealer relationship: 
“A definitely determined trading 


area properly protected — a defi- | 


nite number of dealer outlets in 
proper relation to the potentiality 


of the area and to their approxi- | 
mate location — the facts known) 


to those involved — changes sub- 
ject to WHY and HOW.” 

That, 
elements of responsibility and op- 
portunity necessary for effective 
dealer performance. 


> 2 x 


Dealer Income 
ce procedure .was then dis- 


said Sloan, provides the | 


| 
| 
| 
} 
| 


cussed by Sloan, who said that | 


gross income must be high enough 
so that each outlet can maintain 
quality service and receive a proper 
return on the capital employed. 
Sloan said the “factory delivered 
price,” plus freight and _ taxes, 
“should be the measure of the price 
the customer should pay under a 


properly stablized scheme of distri- | 


bution, irrespective of any and all 
circumstances.” 


* ok * 


Price Packing 


H® HIT hard at price-packing, | 


saying, “It can, in no sense of 
the word, be considered either a 
sound or desirable practice. 
“Continually raising the take- 
in level of used-car values, thus 
increasing the loss on used-car 
operation, inevitably necessitate a 
continual increase in income from 
some source. There. is no limit. 
It is a vicious circle. It is not 
a remedy. 
“On the contrary, neither do I 


| 
' 


| 








basis of the ‘Customer beware,’” 
he said. 

The proper finance charge, he 
said, is the lowest available price 
for financing, based upon a proper 
service on a national basis. 


believe the practice of discounting 
the price established is fair to 
either the consumer or the dealer. 


“It reduces the income of the 
dealer and makes a proper profit 


|impossible. It leads to the belief 
that the gross income is inade- ee 
quate.” Dealer Profits 


No gross income, said Sloan, can 
possibly be large enough if it is 
discounted or dissipated in increas- 
ing the takein value of used cars. 

Sloan said he believed in publi- 
cizing prices. He suggested. posting 
“official delivered prices” in each 
community. 

“Thus,” he said, “the world would | 
know the real price.” 

ad * cod 


Finance Charges 


N LASHING out at “packing” of 
finance charges, Sloan urged d te i 
dealers. not to capitalize on “the|*" *°©4"#© os ° 
lack of understanding” of the con- | 
sumer. . New-Car Stocks 
“Certainly we do not want our LOAN then touched on inven- 
great industry to operate on the tories. It is the manufacturer’s 


LOAN then discussed how to de- 

términe the proper amount of 
gross profit for a dealer, taking 
into account business cycles. 

“In years of poor business,” 
he said, “we should not expect 
to make much of a profit. In 
years of bad business we may 
even expect a loss. 

“But in years of good business, 
we should expect to make a gen- 
|erous profit.” 
All conditions, 


| 


he said, should 








The tire change-over business is the biggest 
extra profit opportunity that has come the 
car dealers’ way in a long time. Amazingly, 
there are actual cases on record where the profits 
on change-overs to Seiberling Sealed-Aire tires 
amounted to more than the profits on the car sales! 
The percentage of change-overs to premium 
quality Seiberling Tires on new car sales runs 
high. For example: Don McCullagh Inc., 














CAR DEALER PROGRAM: 












NO capital investment is 
needed for tire stock and you 


have no storage problem. tires. 


NO equipment to buy and no 
trained service personnel to hire. 






needed. 
NO extra “paper work” is required. 








Car Dealer Premium Tire Program ... and you will be 





| am interested in hear- 
ing the details of your 


: Name. Title 
Car Dealer Premium Tire 
Firm Name DRDO ecceeensennes 
representative contact 
me for an appointment. address 


Street City 


| 
| 
| 
| 
| Program. Please have a 
| 
| 


average out to provide the dealer | 


wit} SEIBERLING’S 


NO problem in disposing of the 
“take-off” original equipment 


NO advertising expenditure is 


It takes just 28 minutes to get the whole story on Seiberling’s 


no obligation. Why not hear it? Mail in the coupon below. 


MR.L.M. SEIBERLING, Vice-President in Charge of Sales 
Seiberling Rubber Company, Akron 9, Ohio 








D Check here if reprint of NADA article 
“Tire Profit Without Tire Worry” is desired 


1956 


Youngest Ace? 
22-Year-Old Joins Leaders 


In Plymouth Contest 


OSWEGO, N. Y. Sidney L. 
Shapiro, 22-year-old salesman in 
his father’s Chrysler - Plymouth 
dealership here, has been cited as 
one of the nation’s top Plymouth 
retailers. 

Young Shapiro received a $100 
| check for finishing seventh highest 
in the Syracuse region in a Plym- 
outh sales contest. His father, Leon 
Shapiro, said he believes Sidney 
is one of the youngest sales win- 
ners. 

The dealership ranked third in 
the region in the contest. 





duty, he said, to estimate the num- 


absorb. 

“Errors of judgment are bound 
to occur,” he said. “Our pattern, 
therefore, should contemplate 
some equitable adjustment to the 
dealer for liquidation of excessive 
stock when such circumstances 
arise ... 

“Progress has been made in this 
|direction. Further progress should 
| be made.” 
| The important problem, he said, 





ber of units that the market can| 


is that of having the right number 
;of cars of the right type in the 
| right place at the right time. 

| “I believe it to be possible,” he 
said, “to determine the number of 
cars that should be available every. 
where, giving weight to the seasonal] 
variation, the trend of consumer 
sales and the many other factors 
that enter into the situation. 

= x * 


Over production 


N ANSWERING charges that the 

industry had overproduced in 
the previous year, Sloan said, “A 
comparison down through the years 
of the national income in relation 
to the value of automotive prodiic- 
tion at retail prices shows a 
remarkably consistent and rela- 
|tively healthy relationship. 
“It demonstrates again that the 
| best regulation is a natural ad- 
| justment. 
“During periods of improving 
| business, automobile buying _in- 
|creases slightly faster than the 
|national income. This _ justifies, 
| statistically, what has been said 
| frequently that the automotive 
| industry leads the country out of a 
| depression.” 
He continued: 


| 





“In years of de- 
(Continued on Page 27, Col. 1) 





Detroit, Michigan, world’s largest Chevrolet 
dealer, sells change-overs to Seiberling tires on 
over 55% of the cars sold! 


Take the advice of the National Automobile 
Dealers Association publication, NADA... 
check into the tire change-over business. We 


will be glad to send you 


a reprint of NADA’s 


article, “Tire Profit Without Tire Worry”... 


just send us the coupon 


under 


State 






below. 
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What Was Sloan’s 
Quality Program? 


(Continued from Page 26) 


clining business automotive produc- 
tion falls somewhat behind in re- 
lation to the national income. That 
is natural because replacement is 
deferred. 

“In other words, it can be well 
said that the production of auto- 
mobiles in value, down through the 
years, has maintained at all times 
a close relationship with the pros- 
perity of the nation, as measured 
by its yearly income.” 

. oe 


Contract Cancellation 


N MOVING on the field of sales 


agreements, Sloan said he had 
been “giving much 
cancellation of contracts 
notice and without cause. 


without 


thought” to} 


the standpoint of the general 
equities involved. 

“It can not be denied,” he said, 
“that in by far the great majority 
of our relationships the question 
(of contract cancellation) is never 
raised, yet when such _ circum- 
stances develop it is important to 
the individual concerned. 

“Important progress has been 
made by the manufacturer toward 
accepting definite obligations in the 
way of liquidating the dealer’s 
operating assets and in participat- 
ing in any losses that might occur 
incident to obligations more or less 
fixed.” 

He urged further exploration of 


the problem. 
* * * 


1956 


greatest liability.” No single prob- | 
lem, he said, has been given so} ° 
much consideration or has pre- 
sented so much difficulty, as that | 
of the used car. 


“The best answer at the mo- 
ment,” Sloan said, “may be intel- 
ligent business management both 
on an individual basis as well 

| as through some form of col- 
lective cooperation on the part of 
dealer groups.” 


Sloan said he questioned the 
“economic soundness” of an arbi- 
| trarily established tradein value on 
jused cars. 

“Certainly a used car is worth | 
more to some dealers than it is to 
others, and to different dealers at 
different times,” he said. iim ° 

Anything that approaches price Williamson Ford Opens New Building— 
fixing in inflexibility on used-car! his 11,000-square-foot building is the new headquarters of Williamson Ford, Inc., 
prices, he said, should be avoided | gettendorf, la. The dealership features a 16,000-square-foot parking and used-car 


because it is economically unsound, | lot. Officers include Roy Henning, president, and W. H. Williamson, secretary-treasurer. 
entirely aside from legal consider- - ee — — 
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: 
—— * *« *& | indicate, must be founded upon | not fail to see the progress that 
° ° | service to the customer,” he said. |is being made... 
Attitude of Mind “I recognize that many... es 


N CONCLUSION, Sloan noted! dealers, irrespective of affiliation, 
that in factory-dealer relations, | feel that many things must be done 
“the important thing is the attitude | which are not done, and too many 


Government Regulation 


ae: Y REMARKS would not be 








He said he was inclined to Used Cars of mind, the spirit that actuates|things now being done should be | complete without taking rec. 
think that cancellation without QGLOAN described used cars as | us.” | eliminated,” Sloan said. |ognition of the apparent beliefs of 
cause is subject to criticism from |’ “our greatest asset and our “That spirit, as I have tried to “On the other hand, they can |many of you that the satisfactory 
ee eeu . s | solution of our problem lies in 

| superimposing the answer from 





so fine a tire that it is guaranteed without limit on time or 
mileage—even against road hazards—and within the first 
30% of tread wear will be replaced free if it fails to give satis- 
factory service! You establish better customer relations and 
make an extra profit, too, when you sell Seiberling Tires. 


ONLy the Seiberling Sealed-Aire Tire provides lifetime 





SEIBERLING 


Makers of Americas Finel Tires 


SEIBERLING RUBBER COMPANY © AKRON, OHIO © TORONTO, CANADA 





without by Government edict, as 
| against developing it from within— 
| through the spirit of cooperation. 
“On this we stand at the cross- 
roads. What we may do during 
the next few years will have an 
important influence on the ability 
of our industry to accomplish in 
the great future.” 
Sloan warned again against Gov- 


oem 


ernment intervention. He called i* 
the direct road to regiments ior 
from which there “is ne ‘6 7% 
back.” 


“Remember this too. 
a policy, even expressed in «it 
law, is unsound and unecon® 
even the all powerful can not make 
it work 

“Therefore, I ask you, is it bette 
to look to the council table or to 
political control?” 

Sloan’s address was broadcast 
over the National Broadcasting 
Co.'s Blue network. 


Ashtabula Dealers Tap 


Marr for Presidency 
ASHTABULA, O. Thurman 
Marr, Andover, has been elected 
president of the Ashtabula County 
Automobile Dealers Assn. 
Walter McGill, Ashtabula, is vice- 


president. Trustees are: Ted Blair 
and Harold Marcy, Geneva; Ted 
Hirsimaki, Conneaut, and Glen 


Grawford and William Pearson, 
Ashtabula. 





puncture protection and lifetime balance with exclusive 
“BULKHEAD” construction which rmits more sealin 

pe & 
gum to be used and keeps the gum from shifting! 





IT TAKES 


&- 






Your customers are seeing this tire in action-tests on the 
NBC-TV Steve Allen “TONIGHT” Show ... and reading 
about it in leading national magazines. 






TO TANGO 


see page 62 








PLY 


breaks spring selling season wide 


NEW TRAFFI 


It begins May 25... another great 
Plymouth traffic-building sales contest 
for Plymouth dealers coast to coast. 


Plymouth backs up this giant jackpot 
of prizes with advertising that reaches 
every car owner in the country. That 
Every contestant is q sales prospect, be- will mean more Prospects and more 
cause each one is a car Owner (just as sales for Plymouth dealers everywhere. 
every one of the 2,700,000 entrants in Millions of Prospects will see and 
Plymouth’s midwinter contest was a read about the SOLID GOLD LICENSE 


live Prospect), 


. NEWSPAPERS 
° TELEVISION 


PLATE JACKPOT. Advertising in: 


°° RADIO 
* BILLBOARDS 


Car owners everywhere will be entering their license numbers! 
ave to go to Plymouth dealers to enter them | 
Plymouth dealers will get thousands of new car prospects! 











Any car owner can enter * Nothing to buy ° He visits any 
Plymouth dealer ¢ He registers the license number of his car (any 
make, any year, any model) * He completes the simple entry 
blank ¢ Drops his entry in the contest box! 


This new Plymouth contest is more exciting than ever! Another 
chance for Plymouth dealers to cash in on sales! 446 huge cash 
prizes will bring customers into Plymouth dealers as the big selling 
season opens! 


Anyone who owns a car can enter. The prospect takes his regis- 
tration certificate or other proof of ownership to any Plymouth dealer 
and registers his license number . . . completes the simple entry form 
... and he’s set to be a Jackpot winner! And Plymouth dealers are set 
to make a sale right then and there! 


EVERY PLYMOUTH DEALER 
WILL BE A WINNER IN THIS 
NEW PLYMOUTH TRAFFIC- 
BUILDING CONTEST. ANOTHER 
REASON WHY PLYMOUTH 


IS A GREAT CAR TO SELL! 
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Braeger's Modern Used-Car Lot— 


Featuring a showroom and a paved lot, this modern used-car center at King Braeger 
Chevrolet Co., Milwaukee, accommodates approximately 125 cars. In addition, two | 
other buildings serve as the firm's new-car showrooms and service facilities. The | 


dealership is operated by O. H. Braeger, president, and his son, Robert W., who is 
general manager. 









Dozens of smart dealers through- 
out the country have already dis- 
covered this ideal way to keep 
yearly profits evenly distributed. 
You who have the proven ability 
to sell... and with practically no 
increase in personnel or facilities 
---Can now gain extra profits from 
selling STEWART Mobile Homes. 


















ACCEPTED LINE 


Stewart Mobile Homes...seen and 
bought everywhere ... are accepted as 
one of the very best manufactured to- 
day. A complete line of coaches, with 
merchandising aids that back you up, will 
assure you, as an exclusive Stewart dealer 
in your area, of real sales potential. 


well-known trailer 


For details, write, 
wire or call today. 





I don’t depend 
on automobile 
sales alone — 


EASY FINANCING 


Stewart Coaches are recognized by all 


quirements as to sturdiness, long life, high 
resale value, and backing by a well 
established financially responsible manvu- 
facturer, have been fully met. For qual- 
ified dealers, we can arrange financing. 


Department AN 
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& Safety 


Highways 


A nationwide Safe Driver League 
program to enroll millions of 
American motorists in support of 
| President Eisenhower's traffic safe- 
ty crusade has been announced in 
Baltimore. 

Backed by B. F. Goodrich Tire & 


will be supported by a newspaper 

advertising campaign in 134 major 

markets. Some 30,000 Goodrich 

dealers throughout the nation will 

recruit memberships in the league. 
* * + 


Auto Maker Criticized 


By Ontario Premier 
Automobile manufacturers have 
been criticized by Premier Leslie 
Frost of Ontario for bad high- 
way safety publicity. 





| One of the big jobs in foster- 


ing safety, he said, was in coun- 
tering the publicity of the manu- 
facturers stressing speed and 
power. He felt the industry had 
an obligation to help defeat the 
emphasis on speed it had placed 
















Equipment Co., the safety program | 





in the public mind. Frost’s criti- 
cism came during discussion of a 
conference on the railway cross- 
ing problem. 

ra 


* * 


Car Increase Seen 


Ontario roads may be clogged 
with two million vehicles by 1957, 
| James Allan, minister of highways, 
|has told the 49th annual meeting 
|of the Ontario Motor League in 
Toronto. 

The number of vehicles on On- 
tario roads may hit 1,800,000 before 
the end of this year, compared with 
| 1,500,000 a year ago, he said. 


| Los Angeles Auto Deaths 
Rise 21 Pct. for Quarter 


First-quarter traffic deaths in 

the City of Los Angeles were 21 

| percent above the same period in 

| 1955, according to the Automobile 

Club of Southern California, The 
figures were 102 against 84. 


The club also said Los Angeles 









financing firms. Re- 













VAST MARKET 


Nearly two million Americans are residents 
of mobile homes. In 1955, approximately 
96,000 coaches were sold at a retail 
sales figure of nearly $400,000,000. 
Why don’t you share in this great market? 
Be a franchised Stewart dealer and cash 
in on plus profits month after month. 










STEWART COACH INDUSTRIES, INC. 


Bristol, indiana 


| County deaths rose 8.8 percent to 

| 232 and first-quarter fatalities in 
the Southern California area 
climbed 8 percent to 478. 


‘Value ot ‘Example’ 
In Driving Cited 
By Safety Official 


| A fourth “E”—for “example”’— 
should be added to “education, 
enforcement and engineering, the 
three ‘Es’ of traffic safety,’ ac- 
cording to Norman Damon, vice- 
| president, Automotive Safety Foun- 
dation. 


Damon addressed the Profes- 
sional Driver Awards luncheon of 
the District of Columbia Junior 
Chamber of Commerce. 


Explaining that example means 
common courtesy, he said, “All of 
us in our daily driving can set the 
same example as the professional 
driver. Further, how we drive has 
its effect on the other guy—for bet- 
ter or for worse.” 

Damon said he believed that lit- 
tle emphasis has been placed on the 
positive side of the driving picture. 

This, he said, is the “lasting and 
constructive example set by the 
really good and safe driver who 
knows how to stay out of trouble 
and who puts his knowledge and 
skill to work for his own safety 
and that of others.” 


* * * 


Vancouver ‘Outparks’ 


Other Canadian Cities 


Vancouver, B. C., has some 15,000 
off-street parking spaces, almost 
double the number in any other 
Canadian city, according to the 
Canadian Chamber of Commerce. 

Montreal has 8,000; Toronto, 7,- 
379; Ottawa, 5,820; Edmonton, 2,- 
868, and Victoria, 2,000. 


Shock Absorber 





‘Guarantee Adds 


| date of 


$4 Labor Refund 


MONROE, Mich. A $4 labor 
|refund guarantee has been offered 
by Monroe Equipment Co. to 
| dealers using the 60-day “free ride” 
plan of installing Monroe shock 
absorbers, according to Charles Mc- 
Intyre, Monroe executive sales vice- 
president. 

Under this plan, the car owner, 
if not satisfied with the new, can 
have his old shocks~ reinstalled at 
|anytime up to 60 days after the 
installation. 
Monroe _ replaces 


the returned 


|shock absorbers with new ones, 


McIntyre said. Now the firm also 


| will pay the dealer a labor refund 
| of $4. 





McIntyre said the plan was de- 
veloped to help and encourage 
dealers to tap the potential market 
of 80 million shock absorber re- 


| placements. 


This figure is reached by an esti- 


|}mate of more than 20 million cars 


on the road needing a set of four 
new shock absorbers. 


A Safe '500' 


Testing Company Returns 
To Indianapolis 


INDIANAPOLIS. — For the 20th 
consecutive year, Magnafiux Corp. 
testing equipment will again be 
used in “Gasoline Alley” at the 
Indianapolis 500 Race. 


All during May, a Magnaflux- 
Magnaglo unit will be supplied at 
no charge to help eliminate parts 
failure from invisible cracks in the 
metal components of the cars. 

When Magnafiux inspection be- 
gan in 1936 amid many objections, 
only steering gear was checked. 
This has been extended until now 
almost every mechanical part and 
element can be inspected, with 
most emphasis put on rear axles, 
drive shafts, crankshafts, connect- 
ing rods, wrist pins and gears. 

In 1936 about 60 percent of the 
steering parts were rejected. This 
was reduced to 20 percent in 1937, 
5 percent in 1939 and 1.5 percent 
since then as drivers began to 
insist on higher quality from man- 
ufacturers. 





Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 













Who buys the new car- husband or wife ? 


There used to be a simple answer. Women ruled the table as it is of the car in the driveway. 


a This is one of the major reasons why The Saturday 


Not so today. Increasingly, husbands and wives are Evening Post has a greater influence today than ever 
shopping together. Decisions are being made in a family before. Pick out a husband who reads the Post, and 99 
council. And this is becoming as true of the food on the chances out of 100 you’ll find a Post-reading wife! And 


most of their kids over the age of ten will be waiting 






for their turn, too. 






Automotive men seem to be aware of these trends— 
and these reading habits: 






For The Saturday Evening Post has just racked 
up the biggest first quarter of automotive-adver- 
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tising revenue in its entire history! 
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Diesel Demonstration Unit— 
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Meeting the Practical Problems .. . 


Dear Ed: 


Post Intermedi- 
ate. 

Lots of us 
parents with 
more than one 
child will sort 
of see in them 
resemblances or 
characteristics 


Eprror’s Note: This is one of a 
series of letters on practical 
problems encountered in auto sell- 
ing. It is written by a veteran 
salesman, Bert Simons, who 
active in today’s market. 

* * 


ERE’S a story I take personal 
pride in writing. It’s about 
my son Jerry, 13, a student at 





after me while brother Ted fa- 
vors his mother. 

Anyhow, the way things look 
today, Jerry is a natural to be a 
salesman. I’m not so sure I’m 
glad, but this is what happened 
about a month ago. 

We had quite a lot of birddog 
activity at the dealership. One 
evening at supper I mentioned a 
certain deal I made with a bird 
dog. And, too, that I hadn’t taken 
care of him. 

* * * 
Y WIFE and older son knew 
all about bird dogs and bird- 
dog fees but Jerry didn’t so I 
explained briefly by saying, “A 
bird dog is a person who finds 
a prospect for a regular salesman 





Case Histories of a Salesman 


you.” And with that we dropped 

the subject. 

Ed, about three days later, 
while I’m working the floor, who 
comes in but Jerry Simons and a 
matronly looking woman. Of 
course, I was surprised to see my 
son (and with a strange woman) 
but I soon learned that Mrs. 
Duncan was no strange woman 
to Jerry. 

* oe of 

HE was his school teacher and 

here she was with nothing on 
her mind but to get a good deal 
from Jerry’s father—and that’s 
just what she was going to get, 
I told her, because if I didn’t 
treat her nice, goodness knows 
when bird-dog Jerry Simons ever 
would graduate. 


Cummins Engine Co., Inc., Columbus, Ind., is sending this unique “Mobile Diesel| of the father or 
Center” to the field to bring service information on Cummins diesels to servicemen.| mother. Well, 4 
Transported on an International model CO 205 tractor, the unit has its own stage,| being much like 3 f 
lights, chairs, public address system and props, all built into a single package. The| the other par- 
body is lowered by three hydraulic jacks to a point 10 inches above the floor before| ents, I kind of Bert Simons 
it is opened fora meeting. think Jerry looks like and takes 


and gets $25 for doing it.” 

After this Jerry asked, “Can 
anybody make $25 just for get- 
ting you a customer?” And I 
answered, “Yes, anybody. Even 


Mrs. Duncan was very much 
at ease in my presence and had 
no doubt about the facts and 
figures I gave her because she 
was certain that “with my con- 
nection,” as she so cleverly put 
it, she had nothing to worry 


“Let’s be sure to specify | oo 


STEERING LINK AGE And she didn't. It was a pleas. 
BY THOMPSON” 





course, the biggest kick out of 
the whole deal was when I 
handed Jerry a check for his 
first bird-dog fee. By the way, Ed, 
the check went right in the bank. 
I think there will be more. 

Bert Simons. 


W. Va. Mechanics 
To Get State Exam 


On Inspection Law 


CHARLESTON, W. Va. Me- 
chanics in private garages who 
check cars under the State’s com- 
pulsory annual motor vehicle in- 
spection program will be required 
to qualify in written examinations 
this year, according to R. W. Boyles, 
State Police superintendent. 

Boyles said his department will 
draft the examination which prob- 
ably will include 50 true-false and 
completion type questions. 

In 1955, the program's first year, 
garage owners were required to 
certify that their mechanics were 
| qualified to conduct the inspections. 
| This was done because the rela- 
| tively short time between the pass- 
| age of the law and the start of the 
program made it impossible to set 
up examination machinery. 

Boyles hopes the examinations 
can be completed by June 1. The 
next inspection period begins July 1. 








ORE and more automotive 

manufacturers today specify 
“Steering Linkage by Thompson” 
when designing and planning their 
cars, trucks, buses and tractors of 
tomorrow. 


And for good reason—for they’ve 
learned that “You Can Count on 
Thompson” as a dependable source 
of supply. And they’ve learned, too, 
to count on Thompson for important 
developments in ball joint design, 
for steering linkage,as well as other 
applications. Thompson’s steering 
linkage units are in yesterday’s cars 
and today’s cars. And they'll be in 
tomorrow’s cars, too. 


Typical of these developments is the 
revolutionary Thompson-engineered 
front suspension ball joints, the 
greatest advance in automotive front 
suspension in 20 years. For over 50 
years Thompson has played an im- 
portant role in the automotive world. 


If you use steering linkage assem- 


blies, specify “Steering Linkage by 
Thompson”. For details on how 
Thompson’s skilled’ steering engi- 
neers can help you with your steering 
linkage developments, write, wire 
or phone Thompson Products, Inc., 
Michigan Div., 7881 Conant Ave., 
Detroit 11, Michigan, WA 1-5010. 


Thompson. Products 


MICHIGAN DIVISION 
DETROIT + FRUITPORT » PORTLAND 





IT TAKES 


TO TICKLE 


turn to page 62 











NUL 


THAT ATTRACTS ATTENTION 
TO YOUR NAME! 

Bright, beautiful, heavy chrome 
frames that lend a touch of elegance 
to any automobile. Bright ideas in 
styling ... to make your name 


cSt easily read. 


EVERY CUSTOMER 

IS AN ENDORSEMENT 
OF YOUR 
ORGANIZATION! 


bearing your name, 
he is giving you his 
stamp of approval 

. telling the world 
that he believes in 
you, your sales and 
your service. With 
today’s trend in 
advertising, each 
customer imparts to 
his fellow drivers that 
he obtained the best 
deal possible within 
your organization. 
Night and day your 
name is advertised 
near and far, 
impressing prospective 
buyers with the fact 
that thousands of 
owners have gone to 
you for that 
automobile, or service. 


COLOR WORKS 
MAGIC 

Color Works Magic 
in Attracting the 
Eye of People 
Everywhere. Robert 
W. Brown & Co. 
offers you a 
complete rdnge of 
unusual irridescent - 
colors and color 
combinations. 


Write 
for complete information 
today! 
There's a Salesman in Your Area 


8241 PHLOX DOWNEY; CALIF. TOPAZ 1-8255 


FRAMES FOR 44 STATES 





ROBERT W. BROWN CO., INC. 


for that special touch of individuality and 


distinctiveness Robert W. Brown & Company 


monograms can be obtained in script 

or in the particular lettering style of your 
company. In addition to your advertising, 
these monograms spell quality and reliability 


to your customers and prospective buyers. 


Write or wire for information. 
Your order can be in production 
shortly. You'll be proud to 

see your monograms on the 
automobiles you sell for years 


to come. 


8241 PHLOX DOWNEY; CALIF. TOPAZ 1-8255 
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Service Managemen 


{4 Regular Monthly Section for Those Who Maintain America’s Motor Vehicles 


Backshop 





... by Jack Weed 


UT of all the “hassel” that 
has been going on in Washing- 
ton and in the field regarding the 
‘rth of a dealer's franchise, I 
ye yet to note anyone pointing 
._p the idea that getting a franchise 
to sell a make of car opens up an 
opportunity for an automotive- 
minded man or organization to 
build a solid business that he can 
control for the rest of his life or 
at least as long as he is successful 

» * building customers. 
+ 
. any business is in the 


built. An automotive franchise is 


even more stable from this stand- | 


point than the selling of insurance 

or the so-called professionals 

such as a doctor, lawyer or en- 
reer—who set up their own of- 

‘Ss. 

In all of these other businesses, 
sooked upon by most of us as 
sound and stable, the building of 
service is dependent upon the 
personal factor. When the man 
who runs the business drops out 
-f circulation, it usually follows 
‘hat the business dies. His reputa- 

.on and standing with his cus- 

mers is built on the personal 
vervice factor. 

But with a man going into the 
retail selling of automobiles, the 
acquiring of a franchise to sell a 
certain make of car or truck only 
opens the door for that man to 
‘art to build a solid business that 


eancellation by the factory can | 


.e away from him in its entirety. 
And if he has been able to build 
a solid customer following of 
owners who come to him regularly 
because his service is better, no 
factory man in his right mind is 
zoing to cancel the franchise unless 
‘e dealer has completely fallen 
_wn on other factors of perform- 
ce that the man assumed when 
ne signed the contract. 


+ * a 


He'll Be in Demand 


A> EVEN if his franchise for 
one make of car is cancelled, 
*me other make will want him 
aediately because of his good re- 
ition in his community and his 

«comer following. 

This is nothing new. It has 
always been true in the automobile 
business and especially true in the 
truck end of the business. 

The dealer may not control his 


Service Reception Area— 


Che basis of integrity and worth | 
number | 
of loyal customers that have been | 


selling franchise, but he can con- 
trol every other phase of his 
business. If he is a good sound 
business man, imbued with a sin- 
cere desire to build loyal cus-. 
tomers, he is building a business 
that no factory can take away 
from him and that all factory 
men in the area would like to 
take advantage of. 

AvtTomotive News is starting, in 
this issue, a series of stories about 
dealers who have built such busi- 
nesses and to whom loss of vehicle 
franchise would hardly mean a 
skipped beat in the regular rhythm 
of business. 

One of these dealers took on an 
automotive vehicle selling franchise 
years after he, or they (as two 
brothers built the business), had 
been outstandingly successful in 

(Continued on Page 37, Col. 1) 


|Calls Rise 2 Million in °55... 


| 


‘Can t-Starts’ Clim 


7. battery, light and gas line 
troubles jumped alarmingly in 
1955, according to an American 
Automobile Assn. survey of road- 
service calls. All four complaints 
reached five-year peaks. 

In addition, carburetor and igni- 
tion failures were well above 1954 
and were exceeded only by 1951 in 
the five-year span. 

The AAA estimated that 50,139,- 
000 motorists had automobile 
breakdowns last year, up 9.06 per- 
cent from 1954. The estimate was 
based upon a projection of re- 
ports from some 18,000 garages 
furnishing emergency road serv- 
ice to AAA members. 

Perhaps the most significant in- 
creases in road trouble during 1955 


line and ignition troubles. AAA said 


responsible for 713,000 more calls 
last year than in 1954, that gas line 
complaints increased by 405,000 
service calls and ignition failures 
climbed 538,000. 





were those caused by battery, gas| 


battery and electrical trouble was| 


In addition, the recap also showed 
that 114,000 more cars than in 1954 
had to be shoved in order to get 
them started and 272,000 more calls 
were necessitated by carburetor 
trouble. 

* * 


Can’t Blame Weather 


4 y= AAA report indicates that 
the industry had well over two 
million more “can’t starts” last year 
than the year before. 

Unfortunately it has not been 
possible to get a state-by-state or 
area-by-area breakdown on these 
| figures, to determine definitely what 
| part weather conditions played in 
the increased number of service 
calls. 

AAA, however, was able to 
check five clubs in the south 
where weather would not affect 
the national average and five 
clubs in the north where weather 
might have played a part. 
| Their findings from these clubs 
were: Carburetor trouble in the 
| south increased .591 percent against 





Five-Year Summary of Automobile Breakdowns 


1951 
Percent 


21.36 


Type Service Calis 


Electrical . 
Ignition 
Tow 
Stuck 


10,266,000 
6,468,000 
5,226,000 

. 3,877,000 
2,127,000 
2,312,000 
1,393,000 
1,608,000 

733,000 
596,000 
763,000 
440,000 
2,635,000 


21.00 
13.23 
10.69 
7.93 
4.35 
4.73 
2.85 
3.29 
1.50 
1.22 
1.56 
90 
5.39 


Out of Gas 
Carburetor .... 
Lock & Key.. 
Gas Line . 
Brakes 
Lights 

All Others...... 


42,398,000 100.00 


Calls 
11,015,000 


10,837,000 


1952 
Percent 


1953 
Percent 


23.01 


Calls 
9,523,000 


9,196,000 
5,662,000 
3,584,000 
2,305,000 
2,268,000 
1,995,000 
1,142,000 
989,000 
803,000 
522,000 
493,000 
406,000 
2,500,000 
41,388,000 


22.22 
13.68 
8.66 
5.57 


5,033,000 
4,308,000 
3,023,000 
1,399,000 
1,124,000 
1,272,000 
538,000 
424,000 
534,000 
920,000 
492,000 
1,479,000 


11,613,000 


11,305,000 


45,972,000 


1954 
Percent 


25.26 


1955 
Percent 


12,460,000 24.85 


Calls Calls 


24.59 
12.67 
6.84 
5.18 
3.99 
3.92 
3.82 
2.55 
1.56 
1.16 
1.12 
1.06 
6.28 
100.00 


12,018,000 
6,363,000 
3,259,000 
2,477,000 
2,111,000 
1,895,000 
1,900,000 
1,444,000 

772,000 
938,000 
506,000 
542,000 
3,454,000 
50,139,000 


23.97 
5,825,000 
3,145,000 
2,381,000 
1,834,000 
1,802,000 
1,756,000 
1,172,000 
717,000 
533,000 
515,000 
487,000 
2,887,000 


—From data supplied by AAA 


Volume Geared to Service 


T CAN be done. 

Jamestown Buick, Los Ange- 
les, just four years old in April, not 
only is said to be the world’s larg- 
est Buick retail dealer but it has 
been averaging 70 percent service 
absorption while getting a “satis- 
factory” rating from 98.3 percent 
of its customers in a recent nota- 
rized survey. 

This survey of customer satis- 


The service customer reception area at Jamestown Buick, Los Angeles, opens on a 
private driveway with four large entrance doors. Inside, the floor is marked in lanes 
to avoid congestion. In the background is the Jamestown General Tire store. 


| faction is a standard program 
with Jamestown. Company offi- 
cials know that to stay success- 
ful and to make a _ reasonable 
profit they must not only sell cars 
but must satisfy customers, And 
their desire to satisfy customers 

| extends for as long as the buyer 

drives a Buick. 

The company isn’t content to get 
customer reaction simply by the 
return-paid postal-card method. 

It employs an outside firm to call 
at least 2,000 of its service custom- 
ers every month and ask them how 
they were treated when they 
brought their car into the shop, 
whether they had to wait, whether 
the employes contacted were polite 
and courteous and whether every- 
thing was satisfactory. In other 
words they go to a lot of trouble 
to get a complaint if the customer 
has one. 

* * * 
Complaints Almost Nil 
ERE’S an indication of how this 
has “sharpened up” the service 
operation: Last August Jamestown 
received 68 registered complaints 


out of 2,141 telephone calls. In Feb- | 


ruary of this year, up to Feb. 22, it 


had received but nine registered | 


complaints, less than four-tenths 
of one percent. 

Ed James and his alert crew 
are doing this job practically in 
downtown Los Angeles. They 
don’t have a modern dealership 
building designed to take care of 
over 200 service customers a day 


a distributorship with four floors 
and ramps to take cars from the 


ground level up to each floor and 
the roof. 

The entrance to the shop is in 
the 1300 block on S. Figueroa St. 
A driveway stretches from Figueroa 
through to the street behind the 
plant. On one side is the big four- 

(Continued on Page 40, Col. 1) 


New Warranty Putting 
Heat on Quality Control 


MUCH closer control of quality 


will become standard among 
all make cars now that vehicle 
| manufacturers have stepped up the 
|labor warranty payable to dealers 
}to 100 percent. 


| At Plymouth a real proving 
| ground test of new-car makeready 
has been added to the normal fac- 
tory quality control. 

This program points up things 
that dealers have to contend with 
in their own shops, if they make 
an effort to turn out cars free 
from “bugs.” 


| It also will act as a check both 
| on factory assembly and on things 


NEW PRODUCTS 
Page 48 





—their building was designed for | 


1.7 percent in the north. On gas 
|line trouble, southern state clubs 
| reported an increase of .233 percent 


while the northern clubs were up 
1.5 percent. 


As all figures were well .under 
the national average and both were 
comparisons with the previous year, 
indications are that the isolated 

| tough weather spots of last fall had 
llittle bearing on the national pic- 


| 
ture. 


It likewise is impossible to break 
these calls down as to age of the 
cars or to determine what percent- 
age were cars that switched to 12- 
volt ignition systems and four- 
barrel carburetors last year. 

* a * 


Inadequate Servicing 


Bu it is commonly known among 
the experts that at least two 
new cars did go into production 
last year with carburetion problems 
not thoroughly worked out by the 
engineering departments. It also is 
known that ignition wiring had a 
tendency to develop leaks when not 
properly isolated or insulated. 


Experts further will attest that 
far too many cars were delivered to 
new owners without adequate prep- 
aration and that this lack of serv- 
icing could have resulted in many 
|“can’t-start” calls with the first 
drop in temperature. 


It is also known that in far too 
many dealerships, cars with four- 
barrel carburetors and _ 12-volt 
ignition systems have not been 
getting the thorough tuneup pro- 
cedures that the owners have 
bought and thought they were 
getting. 

And more than one factory has 
experienced a rash of complaints 
due to failure of original-equipment 
batteries. 

These service calls were made by 
garages and dealers and many 

| times the driver-mechanic may not 
| have been too accurate in reporting 
the actual cause of the trouble. He 
|may have called something that 
was strictly carburetion “gas line” 
|trouble or just starter trouble. 
However, all the causes of “can’t 
|starts” have to be handled under 
the general heading and it is not 
possible to be too explicit in pin- 
ning down the true cause of the 


trouble. 
* * 


847,000 More Tire Calls 


UT industry men will agree that 

25,917,000 trouble calls that seem 

to indicate “can’t-start” trouble is 
(Continued on Page 34, Col. 3) 





that dealers will expect factories 
to pay for under the new warranty 
program. 

* * x 


| pas proving ground test is in 

a recently-installed department 
|set up to do new-car makeready 
| for customers who come to the fac- 
| tory to take delivery of their new 
| cars. 


The new program was conceived 
|amd initiated primarily to prevent 
| customer troubles on the trip back 
|/home and was started before 
|Chrysler entered the 100 percent 
warranty agreement. 


It -now is providing many very 
valuable facts and pin-pointing 
areas that need attention. 

Cars are brought direct from 
the assembly line to the “make- 


ready” proving ground and de- 
(Continued on Page 38, Col. 1) 











Guide Middle Atlantic Automotive Show— 


More than 200 manufacturers and jobbers had exhibits at the Middle Atlantic 
Regional Automotive Show, sponsored by wholesalers from eastern Pennsylvania, 
southern New Jersey, Delaware and eastern Maryland. MARA officers who planned 
the show in Philadelphia include, from left, Arvid Lillmars, chairman, management 
committee; Robert S. McPherson, treasurer; Michael Shapiro, president; Hugh Hart, 
vice-president; Charles H. Bauer, secretary and show manager, and Maury Bolhm, 
chairman, publicity and promotion committees. 
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2-Million Rise Noted 
In ‘Can’t-Start’ Calls 


(Continued from Page 33) 


far too important for the automo- 
bile industry to overlook. 

In addition to the electrical 
trouble, tires—which have headed 
the list of road-trouble complaints 
for three years—resulted in 847,000 
more service calls that in 1954. 
However due to extensive use of 
tubeless tires, this increase was 
only about half the 2,109,000 in- 
crease in tire-trouble calls in 1954 
over 1953. 

Lights, another safety item, 
called for 55,000 more service calls 
in 1955 than in 1954. Part of this 
increase can be laid to the fact 
that the number of cars on the 
road increased approximately 
5.96 percent during the period. 

Brakes, however, seem to be get- 
ting more attention from the serv- 
ice shops. Or maybe vehicle 
owners are becoming more quality 


conscious, since the number of calls 
due to faulty brakes decreased by 
| 9,000 or about 1.75 percent from 
| 1954. 
| As indicated above, complaints 
| reported as gas line trouble jumped 
|the highest in percentage of calls 
over 1954. They were up 75.98 per- 
|cent. Next highest in percentage of 
increase was carburetor trouble 
which jumped 23.21 percent, fol- 
lowed by lights, 11.29 percent; ig- 
nition, 9.24 percent; tires, 7.29 per- 
;cent, and battery and electrical, 
6.31 percent. 
= 





+ * 
Broken Keys Disturbing 
T LEAST 55,000 more owners 
cussed keys that broke off when 
trying to open a frozen lock. A 
total of 772,000 calls—or 1.87 percent 
of all 1955 service calls—were for 
lock and key trouble. The third 
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NEW ADJUSTABLE VISUALINER 


Foreign cars? Sports cars? Passenger cars? Light trucks? 
Yes! The new adjustable Visualiner handles them all — any 
tread width from 40” to 66”. And it's easy. In a matter of 
seconds, you can adjust the ball and roller bearing-mounted 
heads and runways to any desired tread width. Both floor 
and pit-types are available, as well as changeovers for 
modernizing your present installation, You get all this, plus 
the same pinpoint accuracy that has always been built into 
John Bean equipment — the aligning accuracy demanded 
by automobile and tire manufacturers for their engineering, 
final assembly and service departments. 


Other 





John Bean service equi 
Wheel Balancers, Tire De-Skidders, Steam Cleaners, 
Testers, Accessories and Allied .Tools. Complete 


FROM UNDER 


these remote controls. 


pment: 


catalog on request. 


combined Visvaliner precision with more speed and new, revolutionary adjustability. 
Send today for complete facts on these time and labor-saving features .. . the remote 
steering wheel turner; remote chart control; exclusive Visuvaliner long-life 


lamps; complete tread-width adaptability and easy rear wheel alignment. 


FINGER-TIP CONTROL 


THE CAR 


With the new 1956 John Bean Visualiner you can 
check and control everything from under the car 
without taking a single step! With finger tip con- 
trols you can turn the steering wheel and check 
caster, camber, toe-in and steering geometry. You 
can knock out more jobs in a day . . . step up 
profits. Present equipment may be modernized with 


Frame Straighteners, 
Car Washers, Headlight 





highest increase in percentage of 
calls over the previous year was in 
the “all-other-causes” bracket 
which popped up 19.64 percent. 

Perhaps the bad weather in New 
England and the northwest had 
something to do with the 15.10 per- 
cent increase in need for the 
wrecker to pick up the car and 
tow it which resulted in 2,111,000 
calls, and the 4.03 percent increase 
in “stucks” which accounted for 
2,477,000 calls. 

But only the negligence of the 
driver can be blamed for the 8.20 
percent boost in the number of 
“out-of-gas” calls that reached a 
total of 1.9 million. Some in- 
dustry experts however believe 
the increased fuel used by some 
of the newer cars might be par- 
tially to blame for many owners 
getting caught without enough 
gasoline. 

However getting back to the 
“can’t-start” category which runs 
the gamut from battery to carbuie- 
tor, the AAA breakdown for 1955 
certainly points up that smart 
dealers are going to do whatever 
they can in their shops to make cer- 
tain that the electrical and car- 
buretion systems of the cars they 
sell are properly serviced so that 
the product and their shop doesn’t 
inherit the stigma of being the 
cause for perhaps one of the most 
irritating types of breakdowns to 
which the average motorist is sub- 
jected. 

One way to make certain, of 
course, is to provide some type of 
a quality-control check between the 
shop and the customer to make cer- 
tain that the car when delivered, 
both after servicing and from new- 
car delivery, is properly timed and 
tuned. 


Dealers Offered 
2 Ways to Control 


Muffler Inventory 


TOLEDO. Two muffler and 
pipe inventory control systems have 
been prepared for distributors by 
Merit Mufflers. 

One system is designed especially 
for the moderate-volume distribu- 
tor, and the second for the large- 
volume distributor. 

For the firm which needs a less 
extensive control system, Merit 
now provides an “Inventory Con- 
trol Book.” This makes possible 
accurate inventory control with a 
minimum of bookkeeping effort. 

Merit officials said the system 
allows dealers to balance their or- 
ders with “sales flow” or movement. 
The system is also designed to re- 
duce losses due to obsolescence 
and provides a convenient, accurate 
system for orderly return of slow- 
moving merchandise, they said. 

For large-volume distributors, 
Merit has revised its “Perpetual 
Inventory-System.” This system 
consists of a file-type drawer which 
holds about 1,000 cards. The cards 
are divided by tabs into sections, 
providing ample room for records 
on exhaust pipes, clamps, brackets, 
mufflers, tail pipes and dual ex- 
haust systems. 


°*57 Midwest Auto 
Chiefs in St. Louis 


ST. LOUIS. — Officers and direc- 
tors of the Midwest Automotive 
Trade Show scheduled here May 
9-12, 1957, met and heard reports 
from chairmen in Chicago, Indi- 
anapolis and Kansas City. Interest 
among jobbers and manufacturers 
was reported to be high. 

Officers are C. W. Corcoran, pres- 
ident; L. C. Dobrunz, vice- 
president; John R. D’Agostino, sec- 
retary; William M. Hudgins jr., 
treasurer, and Tom Mills, finance 
committee chairman. Joseph L. 
Haenny is show general manager. 


Guaranty Story 


Valvoline Aims Program 
At Dealers 


FREEDOM, Pa.—A booklet 
planned for new-car dealers has 
been issued by Valvoline Oil Co. 

Entitled “A 33,000 Mile Guaranty 
Will Build Sales,” the booklet ex- 
plains in detail Valvoline’s mer- 
chandising plan. 

The booklet shows sample signs, 
ads, stickers, service sheets, direct- 
mail items and guaranty certifi- 
cates. 
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“Our 48 years of experience have taught us to take 
our mechanics’ advice when buying test equipment 
—then we know it will be used and become an 
income-producing piece. 

“Our employees indicated to us that the Sun Tune- 
Up Tester fitted into our tune-up picture so well 
that it was the unit they d.vired. Thus, our pur- 
chase of seven Sun Tune-Up Testers. 

“We have found these units have reduced our 
comebacks 15% along with increasing our cus- 
tomer labor sales and parts sales by a sizable 
amount. Our service volume is up 20% since we 
bought our Sun test equipment.” 


Tsun Tune-Up 
Testers Hike 
Volume 20% 


for Garber Buick 
Saginaw, Mich. 








N. F. Geyer, 
General Service Manager 


“We have found at Garber Buick Co. that Sun 
equipment is of the finest made. It is the kind of 
equipment needed today to keep pace with 
today’s cars. 

“Sun equipment is used throughout our customer 
service department and our new car make- 
ready department. 

“Sun equipment goes hand in hand with Buick 
Tune-Care. It gives the mechanic a fast, efficient 
check of engine performance. 

“In our customer service department alone, it has 
cut down our comeback work 15%, which means 
more profit for us.” 








Raymond Brueck, 
Service Manager 


“The purpose of a tune up is to restore power and 
performance due to wear, corrosion or deteriora- 
tion of one or more parts. The complexity of the 
modern engine creates many new problems making 

a . rule-of-thumb work impossible. We find the Sun 
vy eT Ce A \sik Tune Up Tester will quickly and efficiently check 
he out a tune-up and pinpoint any troubles not found 
in the course of the job. This eliminates customer 
comebacks. Thus, I sell my customers Tune-Care 
with confidence that I can guarantee.” 


= Ree rs 


= = 


Ed Miller, 
Service Adviser 









These pictures show Sun test equipment in con- 
stant use at Garber Buick Co., Saginaw, Michigan 


sun 


SUN ELECTRIC CORPORATION 






if you want to know how YOU can make more money with the SUN Tune-Up 
Tester—just like Garber Buick does—MAIL THIS COUPON TODAY. 


ewe 


Sun Electric Corp., 6323 N. Avondale, Chicago 31, Illinois 
Please send me full details of the SUN Tune-Up Tester. 
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Service Schools in Field 


Make and Open Sessions in Next Month Listed 
By Vehicle, Equipment Makers 


DETROIT.—Here is the schedule 
of field service schools for the next 
month — a regular feature of the 
monthly Service Section of AvuTo- 
motive News. 

FOR MAKE SERVICEMEN 


CADILLAC—Carburetion Course 
—Boston, May 21-June 3; Buffalo, 
May 28-June 3; Chicago, June 4-7. 
Air Conditioning—-Denver, May 21- 
June 2; Portland, Ore. May 21- 
June 2; Tarrytown, N. Y., May 21- 
June 2, and Union, N. J., May 28- 
June 13. Engine Test and Tuneup 
—Dallas, May 28-June 3; Los 
Angeles, May 21-June 3; San Fran- 
cisco, May 21-June 3. Power Brakes 
—Buffalo, May 21-23; Chicago, May 
21-June 2; Kansas City, May 28- 
June 2, and St. Louis, May 23-June 
2. Partsmen’s Course — Charlotte, 
N. C., May 30-June 7. 

CHRYSLER—Master technicians 
service conference which consists 
of a kit containing a film, record, 





5164-GS-B 
164-pc tool set 
$32.35 down 


only $6.68 a week 


ATTENTION SHOP OWNERS 
AND SERVICE MANAGERS 


charts, reference booklets and 
other like material supplied 
monthly for the training of me- 
chanics in the dealer’s place of 
business. 

FORD-—-For the period covering 
May 21-June 18 most _ service 
schools will be conducting a door- 
glass adjustment course, a Select- 
Aire conditioner course, a 40-hour 
Fordomatic course, a Fordomatic 
reconditioning course, a carburetor 
course and an electrical course. 


The door-glass adjustment course 
covers glass and weatherstrip ad- 
justment procedures necessary to 
properly align door glass assem- 
blies. The SelectAire conditioner 
course covers the theory of refrig- 
eration, operation of all controls, 
overhaul and trouble shooting pro- 
| cedures. 
| The 40-hour Fordomatic course 
|eonsists of principles of construc- 
tion and operation; demonstration 


Be sure to pass this advertisement to 
your mechanics — and remember, the 
Snap-on Credit Plan also applies to 
the latest in profit-building shop equip- 


ment. 









VR-300 
valve refacer 
$45.00 down 
only $9.45 

a week 








SNAP-ON TOOLS 
CORPORATION 


8082-E 28th Avenve © Kenosha, Wisconsin 


of operation of gears, clutches and 
servos for all ratios; function and 
operation of the hydraulic control 
for all transmission situations; 
overhaul procedures including in- 
spection and adjustment; review of 
all linkage adjustments, and appli- 
cation of principles to trouble 
shooting including all checks and 
adjustments. 

The Fordomatic reconditioning 
course covers repair and bushing 
replacement procedures necessary 
to recondition older model Fordo- 
matic transmissions in the dealer- 
ship. The carburetor course covers 
principles of operation, adjustments 
and trouble shooting procedures 
pertaining to four-barrel carbure- 
tors. The electrical course covers 
the basic electrical theory, princi- 
ples of operation and construction 
of the electrical supply circuit and 
its components, diagnosis and re- 
pair procedures. 

HUDSON Refresher courses 
will be conducted at zone level on 


May 21-June18. 
NASH — Classes are being con- 
ducted on Flashaway transmission 


the new Flashaway transmission country Contact UMS distributor 


jand V-8 engine. 


PLYMOUTH—Schools in dealer- 








trict field service engineers. Con- 
tact Plymouth regional service 


manager. Master technicians serv- | 


ice conference meetings in dealer- 
ships on four-barrel carburetors. 
PACKARD — May 21-June 18, 
classes on automatic transmission 
and electric pushbutton transmis- 


sion controls. Contact zone service | 


managers for dates and locations 
of schools. 

STUDEBAKER—May 21-June 18, 
classes on automatic transmission. 
Contact zone service “ianagers for 
dates and locations of schools. 

UNITED MOTORS SERVICE — 
Continuous instruction on various 


phases of automotive service. In- | 


struction in factory approval serv- 
ice methods, using the latest equip- 
ment is available in automotive 
electricity (Delco-Remy), carbure- 
tion (Rochester), electronics (Delco 
auto radio and Guide Autronic eye), 
and transmission (Hydra-Matic) at 
30 United Motors classrooms at GM 
training centers throughout the 


for training center locations and 
classroom schedules. 

WHITE — Classes in engine and 
transmissions, cooling systems, car- 
buretors, fuels, preventive mainte- 


ships on selected subjects by dis-| nance, shop equipment and tools, 


Yes, it’s a fact, men — you can be earning more 
money today with the Snap-on tools you pay for 
tomorrow. 












TEN PERCENT DOWN puts any Snap-on tools to 
work for you. That’s all it takes to start using 
the world’s finest tools and shop equipment. 


LOW MONTHLY PAYMENTS fit into most every- 
one’s budget . . . make it easy and convenient 
to own Snap-on tools. It costs only a few dollars 


a month to own some sets. 


UP TO 20 MONTHS TO PAY THE BALANCE, keeps 
payments low. The Snap-on Credit Plan offers 
a choice of payment periods — 6, 9, 12, 15, 18 or 
20 months. Under terms like these, every Snap-on 
tool is within reach of all mechanics and shop 


owners. 


It will pay you to investigate how easy it is to own 
and use Snap-on tools. The Sriap-on man who calls 
at your shop can give you the simple details in a 
few minutes. Ask him about it. 


*Snap-on is the trademark of 
Snap-on Tools Corporation. 







| fleet safety. Frank A. Novak, in- 
| structor in charge. 

FOR ALL SERVICEMEN 
ALLEN ELECTRIC & EQU:P. 
|MENT CO., Kalamazoo, Mich. — 
Allen Power-Tune course is being 
| conducted throughout the U. S. and 
Canada by ‘Allen wholesalers and 
authorized field service stations. 
| Additional information can _ be 
obtained by writing directly to 
Allen Electric, 2101 N. Pitcher St., 
Kalamazoo, Mich. 

AMMCO TOOLS, INC., North 
| Chicago—Instruction on engine re- 
|pair and brake service. No set 
schedule but three to five-day 
classes started when needed. No 
instruction charge. Contact Richard 
D. Stevenson, Ammco Tools, Inc., 
2128 Commonwealth Ave., North 
Chicago, Ill. 

BEAR MFG. CO., Rock Island, 
Ill.—Courses will be given in align- 
ment, frame straightening, wheel 
balancing, safety service equip- 
ment and the comfort ride pro- 
gram. Contact Mrs. Mildred T. 
Clark, registrar. 

BENDIX PRODUCTS, South 
Bend—(Power brakes and Strom- 
berg carburetors). Specialized serv- 
ice schools in both of the above 
products available through Bendix 
central service distributors. Special 
instructor’s technical schools are 
available at the Bendix factory for 
all qualified distributor personnel. 
No definite schedule and no tuition 
expense. 

BINKS MFG. CO., Chicago, IlL— 
Classes are held for a period of 
one week once a month. Anyone 
interested in spray painting and 
spray painting equipment may at- 
tend. Next class will be held June 
4-8. No tuition. Contact W. 
Beachan, instructor. 

CARTER CARBURETOR CORP., 
| St. Louis—Classes of 12 men in car- 
buretion starting May 21; classes 
|for 12 women mechanics starting 
May 28; all Negro class beginning 
June 11. All three-week classes. 

DEVILBISS CO., Toledo — One- 
week classes of limted size cover- 
ing theory, maintenance and serv- 
icing of spray painting equipment. 
The subject of spray painting is 
broken down into four categories, 
industrial, auto refinishing, auto- 
motive jobber, portable equipment 
jobber. No instruction charge. Ap- 
plications may be obtained by writ- 
ing DeVilbiss Co., 300 Phillips Ave., 
Toledo 1, O. 

ELECTRIC AUTO-LITE, Toledo 
—Courses open to anyone in the 
automotive trade. No fee for tui- 
tion or materials. Students learn 
basic information and fundamentals 
of electricity, magnetism and test- 
ing equipment; the battery as re- 
lated to electrical system; com- 
ponent parts of electrical system, 
circuit by circuit, and wiring. Next 
class June 4-22. Write William 
B. Selb or H. M. Riddle, instructor 
in charge, 511 Hamilton St. 
Toledo, O. 

INLAND MFG. CO., Omaha — 
Classes start each Monday morn- 
ing. Time required to complete 
course varies from one to two 
weeks. No tuition if equipment is 
purchased—$100, otherwise. Course 
teaches: all aspects radiator clean- 
ing, repairing and recoring; use 
and maintenance of equipment; 
fundamentals of merchandising, ad- 
vertising and pricing. Write J. V. 
Grasso, 1108 Jackson St., Omaha, 
Neb., for reservation or further 
information. 

STEWART-WARNER (Alemite 
Div.) — School is for the training 
of Alemite depot servicemen and is 
held in factory service training 
school at 1826 W. Diversey Park- 
way, Chicago. Depots represented 
are from all distributors’ territories 
throughout U. S. Normal classes 
include a maximum of 14 trainees. 
Next class, June 11-15. 

SUN ELECTRIC CORP.—Classes 
in modern tuneup procedures, June 
18-26; service merchandising, June 
25-29; test equipment operation, 
July 2-6; automotive electricity, 
July 9-13. Classes will be held at 
Chicago technical training center. 
K. R. Powers instructor. 


GMC Zone Men Meet 


PONTIAC.—A week-long meeting 
has been held here to familiarize 
GMC Truck zone service managers 
with 1956 product improvements 
and review service policies. The 19 
managers, along with service per- 
sonnel from General Motors of 
Canada and GM overseas opera- 
tions division met with GMC ad- 
ministrative officials each day. 
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Backshop . 


ee e Jack Weed 


(Continued from Page 33) 


developing a money-making busi- 
ness wholly on service and the sale 
of accessories and necessities of 
vehicle operation. 

In practically every community 
there is at least one dealership 
which took on a vehicle selling 
franchise long after the owner of 
the business had made his mark as 
being able to make money and 
build a customer following on pro- 
viding either service or selling used 
cars. 

* * * 


Offer Honest Values 


HREWD dealers use their new- 

car or truck franchise to build 
a solid substantial business for 
themselves. They don’t stop at 
meeting or exceeding the rule of 
measurement of dealer worth, per- 
centage of price class, that is the 
“poogie man” of the dealer who 
lacks foresight and fails to de- 
velop good management. 

They build up a following of used- 
car buyers who come to depend 
upon them for getting honest 
values every time they purchase. 
They develop a service following 
that pays practically all of their 
fixed overhead and is a compelling 
sales force for the selling of new 
vehicles. 

The all-important thing, from a 
dealer’s standpoint, is to start 
developing the plus factors of 
his business the minute the fac- 
tory contract is signed. 

This is not to be done by neg- 
lecting new vehicle sales, which 
constitute a wholly independent 
operation, but by setting up a com- 
petent organization in each of the 
fields: of used-car merchandising, 
accessories and parts and cus- 
tomer labor where a net profit can 
be earned by these activities alone 
if the dealer ever is forced to fall 
back on them. 

Thousands of dealers, in the 
early days of World War II, found 
to their great surprise that these 
pius factors can provide a very 
satisfactory net profit if properly 
managed. 


* * 


Need Help for the Haul 


WELL remember a skit that Bill 

Power, of Chevrolet, used to act 
out in his dealer meetings right 
after the war. Perhaps many Chev- 
rolet dealers would have been much 
happier during the past year if 
Bill had hit the road with the same 
skit last spring. 

Bill took a couple of hours and 
a lot of hard manual labor to 
demonstrate that no man can carry 
four full pails of milk at one time. 
The only way he can successfully 
get the milk from the cows to the 
milk house is to have help in car- 
rying the load. 

I feel that most of the troubles 
that the majority of dealers have 
been complaining about during the 
past two to three years are the 
direct result of the lack of good 
management. 

Many dealers say they don’t 
like the truck end of their busi- 
ness or the service or ysed vehicle 
end. I may not like “rabbit food” 
but I know that if I am to con- 
tinue being healthy, I have to eat 
a certain amount of roughage. So 
while the very name “salad” is 
abhorrent to me, I religiously dive 
into one every noon and night. 

When dealers step up to a new 
designation for their business, I feel 
that more of them will come closer 
to running a well-managed car or 
truck dealership. That designation 
is the sale and maintenance of “on 
rubber” transportation, the most 
fluid and essential transportation 
we have in this great nation of 
ours. 

A transportation dealer will im- 
mediately have a much broader 
concept of his business. He will not 
let himself even think he is a car 
or truck trader. He will envisage 
himself as the bulwork of mass 
transportation in his area. 

r * 


Franchise Sets Stage 


A a factory contract only puts 
that dealer in a position to get 
into the transportation business, a 
business that is vital to the eco- 
nomic welfare of this, the greatest 
nation in the world. 

In no other way can a man get 
into a profitable used vehicle busi- 


ness as easily and as soundly as 
by being a franchised dealer. Surely 
he has to take much of the used 
stuff that is offered him and can- 
not be quite as selective in his buy- 
ing as the used-car dealer. 

But he does have the advan- 
tage of buying his merchandise 
right and giving it a much better 
sales background when he offers 
it for sale. 


In no other way can a man get 
into the service business or the 
parts business as easily or with 
any degree of the assurance of suc- 
cess than by having a factory fran- 
chise. 

It is up to him whether he wants 
to be a retailer or a wholesaler or 
both. It is up to him whether he 
wants to limit his customer labor to 
one make of vehicle or service “any 
make.” All he has to make sure of 
is that he takes care of his cus- 
comers. 

The first requisite of success in 
the franchised dealer field is to 








have an efficient, well-trained or- 
ganization from the lowest porter 
to the general manager, if the 
business is large enough to stand 
for one. 
+ * * 

Supervision Required 
. dealer or a capable as- 

sistant must do the thinking for 
each department of an automotive 
transportation agency. And every 
operation must be supervised. 
Seldom does a dealer find a sales 
manager or a service manager who 
does not need some degree of 
supervision. These men no doubt 
would be dealers if they didn’t. 
And in this age of miracle en- 
gineering, where new things and 
devices are popping even between 
model changes, there is no question 
but that the mechanics need con- 
stant schooling to keep them 
abreast of the new developments. 

The dealer who feels that he 
can’t afford to give his mechanics 
every opportunity to get addi- 
tional instruction hasn’t visited 
many successful operations with 
his “eyes wide open.” 

And the dealer who is afraid to 


| delegate authority to his depart- 


ment heads had better start look- 
ing for some new department heads 





or make up his mind to head up the 
activity in that department himself. 

A successful dealer’s business is 
built on a sound foundation wholly 
under the control of the dealer. It 
must function as a departmental 
business, not as a trading post with 
several hit-and-miss associate ac- 
tivities. 

No factory sales executive in his 
right mind is going to be critical 
of a dealer who conducts a well- 
rounded business, 


Dealer Sandager’s Estate 


Probated at $102,783.08 


CRANSTON, R. I.—The value of 
the estate of Harry Sandager (Ford) 
was $102,783.08, according to an in- 
ventory filed here in probate court 
last week. 

Mr. Sandager also was a former 
congressman from the Second Dis- 
trict. Thirty percent of the stock 
in his dealership was bequeathed 
to John Merchant, a nephew, and 
10 percent each to Mary Langston 
and Oresto Gambardella, employes. 
Mrs. Mildred A. Sandager, his 
widow, was named executrix and 
was the principal beneficiary under 
the will. 





Drive to Live 


Keep Mind on the Road, 


Advises Trucker 

NEW YORK. — Henry Mond- 
schein, a truck driver for 25 years, 
has developed a formula for traffic 
safety. “Forget everything but driv- 
ing when behind the wheel,” is his 
advice. 

Mondschein should know. He has 
driven more than one million miles 
without an accident. His father, 
David, an ex-trucker, never had a 
mishap, either, and his son Melvin, 
has won a top award in an Army 
safety driving contest. 

At 43, he said he has watched 
motorists “commit suicide on the 
highways.” During the years he has 
driven a White for Yale Transport 
Corp., his only employer. 

Mondschein contends that most 
accidents result from loss of judg- 
ment, with most drivers only half 
aware of what they are doing. “An 
angry driver is a potential mur- 
dered,” he said. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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Opened by more mechanics 
».. every day... 
for finest overhaul work! 
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Where performance counts most 


GIVE THEM Fm QUALITY! 


Reach into that red-and-black engine bearing box . . . the Fm 
bearing there is a known and preferred quality part! 


Federal-Mogul quality pays off in performance. Surveys prove it. 
Fm bearings are the best known brand for car, truck, bus and 


tractor replacement. Ask your jobber! He provides fast Federal- a 


Mogul service! 


FEDERAL-MOGUL SERVICE 


Division of Federal-Mogul-Bower Bearings, Inc. 
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Warranty Ups Quality 


Plymouth New-Car Makeready Charts Course 
For Dealer Guidance 
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livered to a separate crew which 
is in charge of preparation and 
inspection. 

Brakes are tested first. Then 
front wheels are checked for align- 
ment and head light focus is 
checked and corrected. The car is 
then put through a dynamometer 
test. 

When required adjustments are 
made, the car is checked to make 
certain that the engine is deliver- 
ing proper horsepower to wheels. 
Acceleration is checked under all 
driving conditions and so is the 
automatic transmission. 


* + * 
—— are installed and 
the car is road tested. Per- 
formance is watched closely and 
the inspector listens for squeaks, 
rattles and thumps that indicate 
faulty assembly. 

The car next is brought back 
to the department and body and 
trim are given a thorough going 
over. Doors, hoods and trunk lids 
are checked for fit and easy oper- 
ation. 

Paint is examined closely and all 
trim is checked to see that it is in 
proper shape and properly applied. 

On the road test, such things 





as noisy tappets are noted. 
Brakes are given a severe test 
under actual driving conditions 
to see if they “pull” or swerve the 
car. 

When these checks are completed 
and noted on the inspection form, 
corrections are made and the car is 
road tested again to make certain 
that everything has been caught. 
Wiring is checked, especially under 
the dash, paint and upholstery ad- 
justments are made. 

Then and only then is the car 
sent to the driveaway lot to await 
arrival of the new owner. When 


the customer comes for the car, 
its number is flashed to the stor- 
age lot and an attendant brings the 
car for washing and final touches 





Wheels in Line— 


‘ One of the jobs undertaken on the 
new-car makeready “line” of Plymouth at 
the Chrysler proving ground is lining up 
the front wheels. Here a mechanic is shown 
doing that operation. These cars will be 
delivered to “driveaway" owners in De- 
troit. 


138 Distributors 
Make 3-Day Tour 
Of Mack Plants 


NEW YORK.—Some 138 distribu- 
tors of Mack trucks from all parts 
of the U. S., Canada and Mexico 
made a three-day tour of Mack 
Truck facilities last week. 

Included in the tour were demon- 
strations of the latest Mack prod- 
ucts, talks by Mack officials and a 
visit to company plants in Allen- 
town, Pa, and Plainfield and 
Somerville, N. J. Concluding the 
trip was a dinner at the Waldorf- 
Astoria at which awards were made 
to the oldest distributors. 

P. O. Peterson, Mack president, 
told the visiting distributors that 
1956, barring unforeseen difficulties, 
should be one of the best in the 
company’s history. 

Other speakers were Elliott G. 
Ewell, saies vice-president; Lewis 
E. Minkel, general sales manager; 
James B. Morehead, manager of 
distributor’s sales, and Albert J. 
Crockett, director of sales develop- 
ment. 


while clearance papers are being 


prepared in the delivery office. 
* * * 


roe are grouped under 
five main headings: 

Roap Test AND MECHANICAL IN- 
SPECTION: Light bulbs and switches; 
tire pressure; brake service and 
parking; clutch operation and free 
play; transmission and gear shift; 
overdrive and Powerflite transmis- 
sion operation; gauges and instru- 


ments; windshield wiper; engine 
performance and _ acceleration; 
steering and roadability; overall 


quiet operation; operation of all ac- 
cessories such as radio, heater, de- 
froster and other special equipment. 

LUBRICATION AND CHASSIS INSPEC- 
TION: Complete chassis lubrication; 
engine oil; master cylinder; power 
steering and Powerflite; transmis- 
sion and axle lubricant; fuel, oil 
and brake line connections; wheel, 
brake, transmission and throttle 
linkage. 

Service Fioor INSPECTION AND Ap- 






JUSTMENT: Tappets adjusted; mani- 
fold and carburetor attaching bolts, 
cylinder head bolts, fuel, oil, brake 
line and hose connections checked 
and tightened; wiring connections 
checked; engine idle speed; ignition 
timing, spark plugs, fan and drive 
belts, front wheel toe-in and head- 
lights checked. 

Bopy Inspection: Doors, deck lid, 
hood and fenders adjusted for 
proper fit and operation; lock 
cylinders checked with keys; win- 
dows checked for ease of operation; 
front seat adjusting mechanism 
checked; headlining inspected; up- 
holstery and trim fit and cleanliness 
checked; cowl vent :checked for 
operation and fit; wiring connec- 
tions under instrument panel 
checked. 

FinaL CLEANING, WASHING AND IN- 


SPECTION: Exterior bright metal 
cleaned; car washed, tags and 
sticker removed; floor mats or 


carpets checked; exterior paint ex- 
amined; jack and handle operation 
checked and secured; owner’s 
manual placed in glove compart- 
ment; owner’s service certificate 
filled out and special equipment 
checked. 


* * * 


fbn new-car makeready check 








Final Engine Check— 


Here is shown a mechanic testing a new 
Plymouth engine with a dynamometer on 
the new-car makeready line at Chrysler 
proving grounds. He is checking to make 
sure that the horsepower of the engine is 
transferred to the wheels. 

> * ®@ 
quality control checks that are 
made by another special crew on 
production cars. This includes not 
only autos from the Detroit assem- 
bly, but also “samples” from Evans- 
ville, Ind., and Los Angeles. 


These vehicles are rated on a 


is in addition to the regular | demerit system and results are tab- 


Safety-Wise 


Fleet 





ulated for engineering and manu- 
facturing departments. 

Checks constantly are being 
made on the eight assembly lines, 
Three cases of improper assembly 
or faulty parts call for instant 
checking at the point in the line 
where the infraction occurred. 

If a product from an outside 
supplier is at fault, a man im- 
mediately is sent to that plant 

to straighten out the troubie. 
All similar parts or assemblies 
in stock are examined and other 
faulty parts are sent back to the 
supplier. 

Since these checks have been in 
force, complaints have been cut in 
half, according to John P. Mans- 
field, Plymouth president. 

If dealers will follow a planned, 
orderly and thorough new-car 
makeready such as utilized by 
Plymouth, customer satisfaction 
with dealer and product will be 
greatly improved and dealers will 
find that their costs will be re- 
duced, according to George C. Cut- 
ler, Plymouth service manager. 

Allowing little faulty details to 
go uncorrected not only makes cus- 
tomers “picky” and causes them to 
complain of many things that actu- 
ally are not at fault. Constant 
“come-backs” “nickel and dime” a 
dealer to death. 


Operators 


appreciate 


its 


extra value 


THEY USE 





DELCO SUPER 11 BRAKE FLUID improved with HTD 


This new, heavy-duty hydraulic brake fluid provides an extra margin 
of safety under extreme driving conditions as well as in normal traffic. 
Delco Super 11 improved with HTD is four ways better: (1) efficient 
at 50° higher temperatures; (2) minimizes chance of vapor lock; 

(3) reduces loss of fluid by evaporation; (4) has better lubricating 
qualities. Delco Super 11 improved with HTD is the original equipment 
brake fluid in General Motors cars and trucks. And it’s available to 
you everywhere through the United Motors System or General Motors 
car or truck dealers, in convenient sized containers—from 
pint cans to 54-gallon drums. 
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Service World in Brief 


NEW YORK. — Steam cleaning 
in the service shop is the subject on 
an article in the March-April, 1956, 
issue of Oakite News Service, pub- 
lished by Oakite Products, Inc. 

It tells how steam detergent 
cleaning does a variety of jobs and 
makes it easier to inspect and re- 
pair engines, transmissions and 
chassis. i 


25-Year Club Elects Berlin 


PHILADELPHIA. — Irving Ber- 
lin, president, Dennis Mitchell In- 
dustries, has been voted into the 
Quarter Century Club of the Auto- 
motive Accessories Manufacturers 
Assn. 

* + * 
MEWA Plans Conference 
Before Minneapolis Show 


MINNEAPOLIS.—The Motor and 
Equipment Wholesalers Assn. has 
announced it will conduct a busi- 
ness conference June 6, preceding 
the Upper Midwest Automotive 
Show here which opens June 7. 

Virgil C. Smith, president, Auto 


DELCO LINED BRAKE SHOES are built to 
igi equipment specifications. 


oO 
They’re best for replacement. 








Parts Co., Inc., Ann Arbor, Mich., 
president of MEWA, will preside at 
the conference. B. W. Ruark, 
| MEWA general manager, said such 
|affairs will be held “when the re- 
| gional show authorities desire it.” 
| + = * 


| 125 Customers ‘Attend’ 


| Sales Meeting by Phone 


| PHILADELPHIA, — In a tele- 
|phone conference, 125 accounts of 
| Auto Equipment & Service Co. lo- 
|cated in four states heard a sales 
| meeting conducted by John A. Mc- 
| Cuen IIT, sales manager. 

R. A. Harp, president, said that, 
as a result of the favorable re- 
sponse, he is planning a meeting to 
| broaden this activity so that the 
|firm’s accounts will receive first- 
j}hand information immediately. 
| + * ~ 


| Canadian Group Reelects 


Light, Johnson and Betts 


VANCOUVER, B. C. — W. A. 
Light, London, Ont., has been re- 
elected president of Canadian Auto- 








Pit-Bar’s New Plant 





WHEEL CYLINDER REPAIR KIT 
All the parts 


motive Electric Assn. Also reelected 


were Ben F. Johnson, St. Thomas, “ee a 
Ont., vice-president, and B. C. Betts, CALISTS CAR Guimic 


secretary-treasurer. 





CUSTOMER'S VISITING 


Directors continuing in office are 6 To 7pm 
N. T. Hunter, Sherbrooke, Que.; SS 
Mrs. A. F. Pryal, Toronto, and E. 8S. 

Vernon, Vancouver. New directors 

are Earl Morash, Halifax, N. S.; 

C. S. Van Wagner, Toronto; J. W.| = 

Harris, Barrie, Ont., and W. T.| S=> 

Dedman, Regina, Sask. =—— 
* * * =—— 


Grey-Rock Unit Moves 
CLEVELAND. — Grey-Rock divi-| _ 
sion, Raybestos - Manhattan, Inc., 
has moved its warehouse here to| 
new and larger quarters at 1976 E.| 
Sixty-sixth St. 


sn ih 
S97 


Opens in Los Angeles | Glow 

LOS ANGELES. — Pit-Bar Mfg. 
Co. has announced that its new 
plant is in full operation at 3311 E. 
Forty-fifth St. here. 

Sam Barsky is president of the| Atlantic Steamship Corp.s new 
firm, which makes lambswool and | coastwise sea-land service has been 
chamois products. | announced. 


dl cite The new service, which will be 

- 2 ’ 2 , 
Fishy-Back’ Service |inaugurated later between New 
Adds 3rd Ocean Ship | York and Houston, provides for 
MOBILE, Ala.—Acquisition of a} driving trailer bodies to the dock 
third T-2 type tanker for Pan-!on detachable chassis and lifting 


“Visiting hour is 
Tigley!” 








MASTER CYLINDER REPAIR KIT 
needed to put a wheel cylinder or 


master cylinder back in normal operating condition. 


Moraine Products 


Division of General Motors, Dayton, Ohio 


them aboard ship by crane. At des- 
tination, they will be unloaded in 
the same manner, and placed on a 
waiting chassis for highway deliv- 
ery to the consignee. 

+ * - 


Fargo-Moorhead Area 


Forms Booster Club 


MOORHEAD, Minn.—The newly 
formed Automotive Booster Club 
B-47 has received its charter here. 
It is composed of members from 
Moorhead and Fargo, N. D. 

Presentation was made by Arthur 
F. Snyder, Minneapolis, past inter- 
national president. Walter Arnold 


J;is president, Eugene Brown, vice- 


president; Joseph Illa, second vice- 


president; Rolley Brigs, secretary 
and Gordon McDonald, treasurer. 
Board members are: Joseph 


Locken, Walter Hurley, Harry Hel- 
gerson, Max Wilson, Raymond 
Price and Harold Bruso. 

* +. * 


Leaders to Meet 


BILOXI, Miss. — More than 2,- 
000 leaders of Southern industry, 
representing management and labor 
in the skilled trades, will meet here 
July 5-7 to confer on problems of 
apprentice training. 

aa * + 


Chassis, Engine for School 

SOUTH SAN GABRIEL, Calif.— 
Oldsmobile has presented a com- 
plete chassis and engine to the 
Don Bosco Technical High Schoo! 


here. 
= + - 


Apeco Plans Move 

PUENTE, Calif. — Edward Kip- 
ling sr., president of Apeco Auto 
Parts Exchange Co., has announced 
that operations of the company 
will be moved here from Burbank. 
Apeco will build a 45,000-square- 
foot plant. 


King Karr Expands; 
Builds New Plant 


HIALEAH, Fla. — King Karr 
Consolidated, manufacturer of auto 
polish, has announced completion 
of an expansion program, including 
a new production plant here. 

Doug Keys, sales manager, said 
the expansion has touched on every 
phase of operation, including equip- 
ment, production, warehousing and 
distribution. 

+ * i 


NSPA Young Executives 


To Attend Ohio Course 


CHICAGO. — Young executives 
from wholesaler member-firms of 
National Standard Parts Assn. will 
attend a wholesale management 
course at Ohio State University, 
Columbus, O., June 10-16, accord- 
ing to the NSPA. 

The one-week course will include: 
executive leadership; sales manage- ~ 
ment; advertising and sales pro- 
motion; personnel administration; 
operations management; financial 
management; em ploye relations; 
union negotiating, and materials 
handling. 

aa - 


Automatic Picks Whiteley 


Appointment of C. P. Whitely as 
regional application engineer has 
been announced by Automatic 
Transportation Co., Chicago. 
Whitely will coordinate sales ac- 
tivities in North and South Caro-. 
lina, Tennessee, Georgia, Alabama, 
Florida, and the western portion 
of Virginia. 


More Aluminum 


Predicted for °57s 


LOUISVILLE.— The 1957 auto- 
mobile will use 42 to 45 pounds of 
aluminum compared to an average 
of 33 pounds for current models, 
according to David P. Reynolds, 
sales vice - president, Reynolds 
Metals Co. 

He pointed to an increasing use 
of aluminum grilles, moldings, win- 
dow frames and emblems and 
added that conversion of automatic 
transmissions to cast aluminum is 
expected to boost usage about 20 
percent. 

Reynolds also predicted that 
more aluminum in sterling and gold 
finish will be used for wheel covers 
and hub caps. “One high production 
model,” he said, “will present a 
frontal appearance approaching a 
complete sterling look through use 
of aluminum.” 
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Customers Laud L.A. Dealer .. . 








Volume Geared to Service 


(Continued from Page 33) 
story main sales and service build- 
ing and on the other is the “fast 
service” building with five large | 
doors designed to get cars in and| 
out in a hurry. 

In this “fast service” building 
where practically all minor repairs 
are made, the area is open and is 
set up with stalls and tool equip- 
ment to enable the mechanics to 
take care of the customers speedily. 


. * > 


Advisor Helps Customers 


oo halfway back on the left 
side is the large entrance to the 
service customers’ reception area 
that will take care of 25 or more 
cars at a time while the service ad- 
visors write up the orders. Back of 
this area is one of the finest lubri- 
toriums a dealer could wish to 
have, with all reel equipment hung 
from the ceiling out of the way. 
Jamestown handles customers 


differently than most so-called 
“volume” dealers. In the first place, 


the customer is met by a uniformed | 


“greeter” who directs him to the 
proper building and lane depend- 
ing upon the type of service needed. 

If the job is more than just a 
quick service operation, the 
greeter finds out what service 
advisor has waited on this cus- 
tomer before, and calls him to 
take care of the customer. 


All customers are asked to select 
one of the nine advisors and always 
to go back to him. Incidentally the 
advisor is held responsible for the 
service and the customer's satis- 
faction. 

The service advisor also is re- 
sponsible to the mechanic for writ- 
ing up the order so it covers the 
service work that the customer 
came in for. If the order does not 
correct the difficulty, the advisor 
must take the matter up with the 
customer and arrange to make it| 
satisfactory. Under these conditions | 
the mechanic is absolved of all | 
blame. 


* 


$124,500 a Month 


UT if the mechanic does not do} 
his work right, he has to do it 
over on his own time. The mechan- 
ics don’t complain about this ar-| 


rangement because the service} 
advisors all are trained men who| 


know how to diagnose the job and 
write the ticket so the mechanic 
doesn’t have to waste any time 
guessing or in exploratory work. 

These men, all of whom have 
been with Jamestown for some 
time, are paid a flat salary of $200 
a month and a commission of 3 
percent on all work booked in- 
cluding parts, 10 percent on ac- 
cesseries and 5 percent on the 
tires that are sold on a repair 
order. They average about $575 
a month. 

To get an idea of the size of 
Jamestown’s service business one 
has only to appreciate that its serv- 
ice volume is approximately $124,500 


per month. Customer labor runs " . 
about $55,000; retail parts, #2000; St. 
* * * 


|wholesale parts, $14,000; parts sold 
| with customer labor, $27,000; acces- 
|sories sold in the service shop, 
$3,500; retail tire sales on repair 
orders about $8,000; gas, oil and 
|grease, $10,000, and sublet work, 
| $5,000. 

| The service advisors average total 


sales of about $10,000 a month. The | 


average repair order runs about $24 
and they estimate it costs at least 
$2 to write a repair order. 
Mechanics average about $110 a 
week working on a 42 percent split 


in the flat rate plus bonuses. 
z= *- * 


| Teamwork is Byword 

f geer ew spirit is in evidence every- 
where in the Jamestown opera- 

tion. 

As Ed James, the guiding spirit 
of this entire enterprise, put it on 
the occasion of the firm’s fourth 
birthday, “Our phenomenal expan- 


Bendix Honors Tilden 


‘For Power Brake Sales 


BROOKLYN, N. Y.—The prod- 
ucts division of Bendix Aviation 
Corp. has presented a gold-plated 
Hydrovac mounted on a walnut 
plaque to S. G. Tilden, president, 
| Tilden for Brakes, for what was 
|ealled an outstanding sales record 
in automotive power brakes. 

The 33-year-old company, which 
operates 11 shops in Brooklyn, Long 
Island, New Jersey and Connecti- 
cut, has sold 4,000 Bendix Hydro- 
vac units in the last two and a half 
years—a quarter of a million dol- 
lars’ worth of power brake business. 
| Tilden said these figures do not 
| cover sales of units to car dealers. 


sion to become the largest Buick 
dealership in the world could have 
been achieved only by the remark- 
able team spirit, the sense of co- 
| operation and helpfulness, shown by 
| every one of our personnel. 


“This team spirit puts an or- 
ganization years ahead of its 
competition. Certainly it has been 
invaluable in enabling us to give 
our customers the consistently 
fine service that has prompted 
them to rate Jamestown 98.3 per- 
cent satisfactory in a recent in- 
dependent notarized survey.” 

Savings, selection, service and 
satisfaction are given by James as 
the 


foundation of Jamestown’s| 


climb. And he accents service and | 


Easy to Enter— 


satisfaction. 


+ James believes it is not what the 


competition or the factory says 
about a dealer that makes or breaks 
him, it is what his customers say 
about him and his service tc them, 

Perhaps that is why Jamestown 
can give year-round employment 
to 22 men working on the roof of 
the main building who do nothing 
but polish cars all day. 

Perhaps that is why Jamestown 


never has a mechanic shortage and 
why it can give an additional 30,000- | 


mile guarantee that goes into effect | 
immediately at the completion of | 
the regular 90-day or 4,000-mile | 
warranty. 


James has proved it pays to sat- | 


isfy customers while one sells, that 


it pays big returns to have three | | 
mammoth parking lots on expen-| § 
sive downtown property and that it | 


pays to have an unwritten law that 
never shall a_ dissatisfied owner 
leave the service shcp. 


Fix-Fender Drive Adds 


ST. PAUL. A “magic touch” has 
been added to the fifth annual 
“Dents Out of Fenders” (DOOF) 
campaign with emphasis for the 
| June promotion on a program of 
repainting in two and three colors 
as well as body repair, according to 
| Minnesota Mining & Mfg. Co. here, 
sponsor of the plan. 

It is aimed at encouraging car 
owners to modernize their cars 
with contemporary color after 
having dents and scratches re- 
moved. The “magic” in magic 
touch stands for “Modernize And 
Glamorize In Color,” according 
to the company. 
| The program will be conducted 


|car dealers, 
|service departments and independ- 


ent refinishing shops. 


paign will 
free promotional materials to help 
sell refinishing services. 

A free promotion kit is avail- 
able from Minnesota Mining & 
Mfg. Co., Dept. F6-74, 900 Fau- 
quier St., St. Paul 6, Minn, In- 
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through automotive wholesalers, | 
auto manufacturers | 


With an accent on color, the cam- | 
offer suggestions and| 


Mie 





A Magic Fender Touch— 


Magician Chris Higgins, shown above, helps to carry out theme of a magic touch | 


to 1956's Dents Out of Fenders program. A touch that can add beauty to millions 
of cars in the three-to-four-year-old age bracket, according to Minnesota Mining & 
Mfg Co., sponsor of the program. Magician Higgins is shown with some of the 
materials in the free DOOF promotion kit. The ‘“magic’’ stands for Modernize And 
Glamorize In Color. 


A ‘Magic’ Touch of Color 


cluded is an illustrated booklet 
which explains the program in 
full to shop and garage person- 
nel and offers suggestions on how 
to use promotional materials. 

These include estimate tags, post- 
ers, business-getting postcards, 
newspaper ad mats, radio spot an- 
nouncements and a one-minute 
television film is available to any 
TV station which requests it for a 
dealer advertiser. 


14-Inch Wheel Poses 


Tire Inventory Problem 


SANTA BARBARA, Calif.—The 
14-inch wheels which will appear 
on many 1957 automobiles will 
mean a serious inventory prob- 
lem for the tire dealer, according 
to Martin F. O'Neil, dealer rela- 
tions representative, Firestone 
Tire & Rubber Co. 

The new tire sizes, coupled with 
the present changeover to tube- 
| less tires, will increase tire types 
| and sizes from 140 to 174, he told 
the California State Tire Dealers 
Assn. 








CLEVELAND. — The automotive 
parts industry has formed an anti- 
|monopoly committee to fight coer- 
cion, misleading advertising and 
other unethical competitive prac- 
tices on the part of major auto- 
manufacturing, oil and rubber com- 
panies. 

“It is our objective to get back 
the more than $2 billion yearly 
business they have taken from 
us by cocrelon,” said oe a. 


Two M ore Deslershis ps 


|Handle White, Autocar 


| CLEVELAND. — White has an- 
|/nounced the opening of two new 
{outlets for White and Autocar 
trucks. 

In Waukegan, Ill. Economy 
|Truck Sales & Service has been 








franchised. In Watertown, N. Y., a! 


branch office has been opened by 
|Purcell White Trucks, Inc., Syra- 
' cuse. 


All to Please Customers 


Jamestown's ‘“‘quick-service’’ building, 


department, has five large doors. 
behind the see at — three large 


my 
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Jamestown's Parts Bar— 


Jamestown's parts counter, 


across the driveway from the 
The driveway runs from S. Figueroa to the street 








main service 


service customer parking lots are located. 


ai 


where wholesale and retail parts are sold, opens off 


the private drive so garagemen can back their trucks right up to the rail near the 
counter for leading perpeces. The dealership does a $43, 000- a- month parts business. 


©—- _a 





Warehouse Group 
‘To Study Catalogs 
And Packaging 


KANSAS CITY. The Automo- 
tive Warehouse Distributors Assn. 
has appointed a new committee to 
study catalog and packaging prob- 
lems, A. P. Walter, association pre- 
sident, announced. 

anaes of the committee are C. 

Rogers, Long Island City, N. Y., 


z beste Irvin M. Cook, Balti- 
_*!more; W. J. Bertsche, Cincinnati, 
and J. R. Dailey. 


Meets Customers— 


Uniformed “‘greeters’’ meet Jamestown 
service customers and direct them to the 
proper area for the work they want done. 
A service advisor, who has worked with 
the customer before, then takes over. 





‘Greeter' 





Antimonopoly Group Formed .. . 


Parts Goliaths Challenged 


executive director of the new 
committee. 

The committee, formerly known 
as the Anti-Monopoly Committee of 
the Automotive Service Industry, 
has the backing of national, state 
and local wholesale and retail 
trade associations and many inde- 
|pendent manufacturers, 

The group grew out of hearings 
regarding the auto parts industry 
which were held last December by 
the Senate antitrust subcommittee. 

At those hearings, representa- 
tives of independent wholesales, re- 
tailers and manufacturers testified 
on methods used by major firms 
in moving in on the service indus- 
try. 

“The results of this monopo- 
listic march by the big com- 
panies,” said Saks, “is evidenced 
in comparative figures. which 
show that in the past 15 years 
the wholesaler’s share of the. 


volume of this business, for~ ex- 
(Continued on Page 49, Col.1) 


| AWDA has added two members 
to its membership committee. They 
are F. R. Middleton, Herbrand 
division, Bingham-Herbrand Corp., 
Fremont, O., and Reub Schrank, 
Lee Motor Products, Inc., Cleve- 
land. Middleton also was named to 
represent the tool and equipment 
industry on the AWDA manufac- 
turers’ advisory council. 

J. S. Connell, Dallas, is chairman 
of the membership committee. Re- 
gional representatives are L. E. 
Zimmerman, Minneapolis; Robert 
A. Farris, San Francisco; Sol 
Fuchs, Chicago; Walter Devine, 
Boston; E. A. Tapp, Kansas City; 
Irvin M. Cook, Baltimore, and 
Thomas oe Atlanta. 


Detroit J ide Group 


Reelects Kleinschmidt 


DETROIT. — The Automotive 
Jobbers Assn. of Greater Detroit at 
its third anniversary meeting re- 
elected G. Walter Kleinschmidt, 
Automobile Equipment Co., as pres- 
ident. , 

Ernest S. Sluggett, Detroit Cylin- 
der Grinding Co., vice-president, 
also was elected. Directors are E. R. 
Blake, Deluxe Motor Service, Inc.; 
J. D. Churchill, Wayne Motor Sup- 
ply, Inc.; Willard Doll, Piston Serv- 
ice Co., Inc.; Thomas A. Jenkins, 
E & L Electric Service; E. C. Leav- 
enworth, Automotive Parts Co.; 
William J. Taylor, Taylor Automo- 
|tive Supply Co. and George V. 
| Versnick, Versnick Bros. Co. 
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GENERAL VINYL decorates the interiors 
of America’s most beautiful motor cars 
Interior stylists are no longer limited in expressing their design ideas 
” in beautiful durable vinyl. General’s new deep-embossing and 


superfinishing process gives them the freedom to transpose the most 
luxurious living room fabrics into an easily cared for vinyl automobile 
interior. Such modern deep-dimension effects and colors can be 
combined in one easily applied piece . . . an important 

step in providing the public with appealing beauty. 





THE GENERAL TIRE A RUBBER COMPANY GEN ERAL 


TEXTILEATHER DIVISION, Toledo, Ohio . . . BOLTA PRODUCTS DIVISION, Lawrence, Mass. 


PLASTICS 
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Discuss Unemployment Benefit Plan— 


The Chrysler-UAW joint administration board for the Supplemental Unemployment 
Benefit Pian meets in Detroit. Discussing the plan, which goes into effect June 1, 
are, from left, G. Lee Philp, of the company's legal department; John T. Kenney, of 
the central labor relations staff; William Doonan, of the company's treasury depart- 
ment; Norman Matthews, vice-president and national Chrysler director for the UAW; 
Arthur Hughes, administration assistant to the UAW vice-president, and Harold Julian, 
assistant national Chrysler director for the UAW. 


Calls Track Safer... 
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Race Pilot Views Traffic 


DETROIT. — “Driving on the 
race track is much safer than driv- 
ing on the highway,” according to 
Frank (Rebel) Munday, 1953 and 
1955 national AAA racing cham- 
pion. 

“Look at it this way,” he ex- 
plained. “Everyone on a race 
track is going in the same direc- 
tion so there’s no chance of a 
headon collision. 

“The way a driver takes a turn 
is a good example. If we see a 

driver swing to the outside as he 
approaches a turn, we know he’s 
going to cut for the rail when he’s 
in it. The reverse is just as true. 
If he comes into the turn low, he'll 
swing wide coming out of it — 
no guesswork. 

“Maneuvers like these are auto- 
matic and perfectly safe on race- 
tracks, but they’re an invitation to 
real trouble on the highways. 

“In the first place, you never 
know what the other fellow is 
going to do on the highway — on 





the straight sections as well as the 
curves. The race track corner- 
cutting stunt means going into the 
wrong lane on a highway, but you'll 
see them do it on blind curves. 

“In racing we have all possible 
safety equipment for our protec- 
tion. We all wear safety helmets 
and use seat belts. Our cars are 
carefully checked and in perfect 
running condition. 

“I don’t try to drive marathons. 
I fly between all races. When I do 
have to take a cross-country trip 
I always carry an alarm clock. 
If I get the least bit tired or 
drowsy, I stop, set the alarm and 
sleep for a couple of hours. The 
idea that coffee will keep you awake 
for all-night driving is foolish. 

“Lack of courtesy is the main 
cause of many highway accidents. 
People don’t consider the other 
driver. They don’t use their turn 
signals and they ‘swerve without 
warning. 

“In racing we know where the 





DeVilbiss paint shop helps solve sales 
problems created by multi-colored cars 


«+.@ report from Fred Jones Ford, Tulsa, Okla. 





Working conditions are improved at Fred Jones Ford with DeVilbiss 
spray-paint setup so that operator no longer has to wear uncomfortable 
Operators find DeVilbiss equipment easy to use. They report 
film coverage is better — smoother, more uniform—and no overspray. Be- 
cause of simplicity of the DeVilbiss system, maintenance costs are low. 


respirator. 





Factory-quality multi-color finishes are easily applied without continuous, 
costly reworking at Fred Jones Ford. DeVilbiss equipment includes: Traveling 
infra-red oven, and combination truck and auto spray booth; three produc- 
.tion spray guns; two 5-h.p. air compressors; air hose, and hose connections; 


and two heavy-duty air transformers. 


SPRAY GUNS e AIR COMPRESSORS e 


HOSE AND CONNECTIONS e 


ing new car sales,” 
shop foreman, “our 


Less capital tie-up. As you know, multi-color 
styling has created sales problems: for ex- 
ample, you know how difficult it is to give 
prospective buyers the color combination 
they want without some delay; you know 
the large inventory necessary to stock cars 
in the various color combinations available; 
you know this ties up your capital. 


One-day delivery. Fred Jones Ford, Tulsa, 
Oklahoma, has solved these problems with 
the help of a modern DeVilbiss spray-paint 
and bake shop. Now they can provide fac- 
tory-quality two-toning easily and efficiently. 
Says Service Manager Romie Clyburn: 
DeVilbiss paint shop has substantially helped 
our new car sales by enabling us to deliver 
any color combination our customers want 
. . . often on the same day they buy.” 


“Our 


Triples paint-shop volume. “As well as help- 
adds Howard Roberds, 


DeVilbiss setup has 


tripled our paint-shop volume in recondition- 


ing used cars. One operator does as many as 


* 


TRANSFORMERS e 





eight complete paint jobs daily. What's more, 
our DeVilbiss installation more than paid for 
itself during the first year of operation.” 


Improve your business. Why not let a skilled 
DeVilbiss representative look over your fin- 
ishing methods? His know-how and experi- 
ence qualify him to make recommendations 
that might well improve your business, too. 


THE DEVILBISS COMPANY 
Toledo, Ohio’ 


Santa Clara, Calif. * Barrie, Ontario * London, England 
Offices in Principal Cities 


FOR BETTER SERVICE, BUY 


DeEVILBISS 


SPRAY BOOTHS e 


ACCESSORIES 





other cars are before we turn in 
any direction. People shine their 
bright lights on the fellow ahead 
and don’t stop to realize that if 
the car ahead has an accident, 
they’ll be involved, too. 


“The highway driver, particularly 
the holiday leadfoot, doesn’t know 
how to pass. He drives on the 
other fellow’s bumper and concen- 
trates only on the car ahead. In 
racing, we watch the car ahead, 
but keep a constant view of every 
possible mishap that could occur 
for blocks ahead. 


“Always leave at least one car 
length per 10 miles of speed be- 
tween you and the car ahead,” 
Munday advised, “When you plan 
to pass, make your move from 
this distance. You have a better 
view of the road ahead; you 
have space to gain speed, and 
you have room to pull back if 
there isn’t enough room to pass. 

“In racing we drive hard, but 
we always keep the left foot on 
the brake. If I took the time to 
move my foot from the accelerator 

to the brake, I’d be in trouble all 
the time. Remember, driving is a 
full-time, important job. If you're 
not in good shape, don’t try to act 
like Barney Oldfield!” 

Munday, who preceded his 13 
years of racing by seven years of 
thrill and stunt driving, was in De- 
troit to take delivery of a Dodge 
D-500 convertible which he will 
drive this season in races spon- 
sored by the National Assn. of 
Stock Car Auto Racing. 


Ford Executive 
Tells Company’s 
Faith in South 


MONTGOMERY. — Ford Motor 
Co. and its dealers have more than 
$400 million invested in southern 
economic growth, three times as 
much as before World War II, ac- 
cording to C. J. Seyffer, Ford divi- 
sion assistant general sales man- 
ager in charge of dealer relations. 

He said that “in every respect we 
believe we are doing our full share 
towards building a greater future 
for the south.” He addressed the 
Montgomery Sales Executives Club. 


“The Ford dealer organization is 
a very important part of the south- 
ern economy. In our southeastern 
region, dealers’ payrolls amount to 
almost $194 million a year. They 
provide 46,500 jobs for people in the 
south,” Seyffer said. 

Last year, Ford shipped 200,000 
ears and trucks from its southern 
plants into markets in other re- 
gions of the country, Seyffer said. 

Ford is continuing to increase its 
investment, creating more jobs in 
the south. Since 1954, the company 
has completed or launched plant 
building projects costing $105 mil- 
lion. These include new plants in 
Tennessee and Kentucky, and a 
new aluminum foundry at Sheffield, 
Ala., Seyffer said. 


22 Dealers Join 
Hudson in April 


DETROIT. — Hudson added 22 
dealers to its retail sales organi- 
zation during April, according to V. 
E. Boyd, general sales manager. 

They are: England Motors, Har- 
risburg, Pa.; Glocksine Motor Sales, 
Bay City, Mich.; Import Motors, 
Springfield, Mo.; Gene’s Auto & 
Truck Sales, Crestline, O.; Wonder 
Car City, Inc., Chicago; Limberis 
Motors Co., Pueblo, Colo.; De- 
Loach Motors, Tuscaloosa, Ala.; 
Randall Motor Co., Inc., Lakeland, 


Fla.; Forest Hills Motors, Boston, 
and Jaffarian’ Service, Haverhill, 
Mass. 


John’s Garage, New York; Wil- 
kinson Motor. Co., Cresson, Pa.; 
Stupar’s Motor Service, Pittsburgh; 
Westfield Motor Sales, Chicago; 
Seelye’s Garage, Manito, Ill.; Mc- 
Lean County Hudson Sales, Bloom- 
ington, Ill.; Henry Lawrence Mo- 
tors, Sante Fe, N. M.; Sullivan 
Sales & Service, Temperance, 
Mich.; Beckley Motors, St. Joseph, 
Mo.; Ramberg Motors, Havre, 
Mont.; Peterson Motors, Aberdeen, 
Wash.; and Joe Hinote, Reno, 
Nevada. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 


every week throughout the year. 
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- IT SUCH a big joke? When 
the lady smashed in the front 
end of her car, she said, “I hope it 
hasn't hurt the horsepower my 


husband’s so crazy about” 
when the southern lady, stranded 
on a country road, said to the 
mechanic, “Will you fix it please? 
It’s just plumb tuckered out.” 

Funny? Yes, but also sad and 
so true. Isn’t the automotive in- 

dustry missing a bet? 

Unless you’re a hotrod enthusi- 
ast, a mechanic or perhaps a 
rather unusual automobile sales- 
man, what do you or certainly 
most of us know about the way 
a car works? 

I plead guilty. In the days when 
the old vacuum tank was high up 
in front, I was going somewhere 
in a hell of a hurry. I ran out of 
gas. In a few minutes the gas 
station sent over a can of gas. The 
ear still wouldn’t run. 

My daughter happened along and 
said, “You big dope, you didn’t 
prime the vacumn tank!” She 
never did treat me with quite the 
respect due me after that. 

Eg * * 


People Want Information 


pero there’s still a place for 
romance in selling cars... and 
women are still influencing the 
buying. But today people want to) 
know “what makes it run.” 
Look what’s happened to mag- 
azines. The most popular give IN- 
FORMATION. Even the women’s 
magazines have gone that way. | 
Short story writers have become | 
article writers. That’s the big 


market now. Publishers say the | 


| (1) The best modern motor oil, made 


books that sell best are the “how 
to” books. 
Radio and TV producers know | 
their ratings go up when they start 
telling how to do something. Think 
of your “home” programs... Ding 


Salesman Program 
At Chrysler Called | 


Huge Success 


DETROIT. — Chrysler division’s 
“Operation Manpower” is the most 
successful retail salesman-producer 
in the history of the division, ac- 
cording to Clare E. Briggs, sales 
vice-president. 

“Operation Manpower” is de- 
signed to recruit 
experienced sales- 
men with execu- 
tive and manage- 
rial ability from 
other fields and to 
train them in the 
peculiarities and) 
techniques of car| 
selling. 

In the first four | 

q" months of the 

3 program, Chrys-| 

Clare E. Briggs ler’s five recruit- | 

ing-and training teams—now oper- 

ating in Detroit, Boston, St. Louis, 

Portland, Ore., and Amarillo, Tex.— 

have placed over 700 trained sales- 

men in Chrysler division outlets. 
The goal is 5,000. 


Briggs said: “Of 31 men trained 
for Los Angeles dealers, one is 
earning as high as $1,100 per week 
and several others are making 
$1,000 per month.” 

Every trainee assigned to the 
course is first approved for hiring 
by the Chrysler dealer who will 
employ him when the course is 
completed. The expense of the 
training is split between the dealer 
and the division. 





City Auto May Buy 

TOLEDO. — City Auto Stamping 
Co. has announced plans to pur- 
chase administration building and 
manufacturing plants occupied by 
its subsidiary, Globe-Wernicke Co., 
Cincinnati. Price was not disclosed. 
The property has been occupied 
under a short term lease arrange- 
ment. 


Dong School . . . the science pro- 
grams. Documentary movies ‘are 
coming into their own. Walt Dis- 
ney’s success lies in the educational 
value of his films. 

* * att 


‘How Your Auto Works’ 


} greene an ad is not the place 
+ to do it. Though think of those 
wonderful Container Corp ads. 
They even sell them to people for 
framing. No sense copying Con- 
tainer Corp. The punch provided 
by uniqueness would be gone. 

So here’s an idea. Here’s how 
the automotive industry could 
get on the band wagon. 

Why not a booklet that describes 
ithe inner workings of an auto- 
mobile in a language the 
unmechanical-minded could under- 
about her husband’s 
power.. 


pet 


for all she knew only needed some 
vicamin B or perhaps a shot of 
adrenalin? 
* * * 

Maps Will Be Revised 

EEMS it’s an ill Arctic wind that 

blows no good. Many believe 
the change in the cold jet stream 
from the polar cap is responsible 





} With the exacting needs of modern motors, 
pe and with the chemical additives that are 
being used to help motor oils meet their 
special requirements, it is more important 
than ever to sell oils that will stand up... 







Nature’s BEST Crude 
--.and that means PENNSYL VANIA! 





stand ... the lady who was worried | 
horse- | 
. the southern lady whose | 
car was “plumb tuckered out” and | 





| 
| 
j 
| 
| 
} 





“Oh come, Mr. Hoskins! Things 
aren't that bad!” 





for the new hurricane paths, but 
|the fact that the crop line has 
|moved 100 miles north making ara- 
ble a third of the earth’s surface 
never before usable is a good 
|thing for the world’s 2% billion 
inhabitants who are running out 
of space and food. 


in lot more about all this by the 
;end of the international Geophysi- 
| cal Year, July, 1957, to December, 
| 1958. 

But the most immediate im- 
| portant result they expect to get 

is a more precise mapping of the 
| world. Errors of as much as a 
| mile probably will be reduced to 
| a few feet. And the boys who 
| are working on the interconti- 

nental ballistics missiles can use 
that knowledge. 

For instance, if North Ameri- 
;can’s long-range missile, Navajo, 
| were to take off today, even though 
it can steer by the stars day or 
|night, can be instructed to zigzag 
|or feint and can 
|darkened city by its warmth, the 
| brains that launch it have to know 
|where they want it to go. With 
|maps that are even slightly in- 
|accurate, many small errors can 
multiply over a long distance. 


* = a 


Iceberg Idea Intriguing 


P. S. MAYBE I’m just getting 
*old. In 1950 when K. T. Keller, 
then president of Chrysler Corp., 


But somehow 





industry underway. 


was put in charge of the missile | 
program by President Truman, he | Soo-oh, let’s get started right now. 
did a big job getting the missile | 


seek out a|-- 





into the Humboldt Current by little 
tugboats appeals to me a lot more 
than electronic monsters nosing 
around my chimney some dark ° 
night. 

And I sure hope the scientists 
are wrong about the ice cap. I 
don’t mind their predictions about 
dikes being built around Manhat- 
tan, but I can’t quite see Boston- 
ians in sarongs — and where the 


hell would Santa Claus live? 
* * * 


Just Grab a Pencil 


— public loves to be educated. 

In addition, a better knowledge 
of a car might make better drivers 
. people would take better care 
of their cars... it would be a con- 
tribution to highway safety . 
more people could afford more cars 
oftener if insurance rates were 
kept down your used cars 
wouldn’t have needed sand in the 
clutch if more people understood 
what happened when they rode the 
clutch. 

It would be a public service. And 
think of the publicity! Magazines, 
newspapers, radio, TV and the 
movies would lap up your stuff. 


No retooling needed. Just hire 


| yourself a writer with imagination 


The scientists are going to know |the idea of an iceberg being eased‘/and let him go to work on it. 


Be Ede. tery 
xd 


you can cash in on 


Carry a brand of Pennsylvania motor oil, 
and you'll have this profitable combination 
for every customer: 





from nature’s finest crude; 


(2) Long-standing reputation ...a 
reputation that gets increasingly 
important as motorists learn the 
hard way how different motor oils 


can affect the way their cars 


oils that are made from a rugged crude... oils 
that come from the Pennsylvania region! 


Today’s BEST Oils 


start with 





These are the seven large and important maga- 
zines that regularly carry interesting and color- 
ful ads telling 111,539,730 motorists why they 
should buy a brand of Pennsylvania motor oil. 
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Equipped for Police Operations— 


‘Studebaker jor the first time is offering special equipment packages for police 
cars and taxicabs. The police car is available with a modified 210-horsepower V8 
engine and carries a factory-list price of $1,829. The taxicab offered is either a 
Champion custom four-door with a six-cylinder, 101-horsepower engine, or a Com- 
mander four-door body and frame with the 170-horsepower V8. Factory-list price 
for the Champion is $1,717. The first 1956 police car, above, is inspected by Chief 
Rozanski, right, sheriff's police, St. Joseph, Ind., and Deputy Gene Zombik. 
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By Leo T. Parker 
Attorney at Law 

CCORDING to a late higher 

court decision a child who is 
old enough to realize a dangerous 
condition cannot recover damages 
from an innocent and nonnegligent 
person for his injuries. 

For example, in Hamrick v. 
Wilhite, 278 S. W. (2d) 578, it 
was shown that an eight-year- 


old boy was injured in an explo- | 


sion which occurred when the 
boy’s companion removed the top 


from a gasoline tank truck and | 


threw a lighted match into the 
tank when the truck was parked. 

In subsequent litigation the 
higher court refused to hold either 
the truck owner or the service sta- 
tion operator liable in damages for 
injuries to the boy. 


“There the child realized the 
danger,” the court said. 
* . * 


Liability Ruling 
oe time ago I received an in- 
quiry from an automobile 


Lawsuits Affecting Dealers .. . 
Court Decisions 


dealer who wanted to know whether 
an insurance company is liable 
in damages to an automobile dealer, 
when the testimony shows that the 
insurance company failed to auto- 
matically increase the dealer’s in- 
surance to comply with new state 
laws. 


According to a late higher court 


| decision, the answer is no. 


For example, in Oksa v. Ameri- 
can Employer’s Insurance Co., 218 
Fed. (2d) 585, it was shown that 
an automobile dealer took out a 
liability insurance policy, which 
complied with the state laws then 
in force. The state laws were 


Territory Law Fought 


By Vt. Farm Bureau 

MONTPELIER, Vt. — (UTPS) — 
The directors of the Vermont Farm 
Bureau have gone on record in 
opposition to a bill in Congress 
which they said would set up “mo- 
nopolistic sales territory contracts” 
among automobile dealers. 


mace 199-549 a nav: 


sell shocks the sure, 





Remind customer shocks need testing every 10,000 


miles. Tell him you can test his in just 3 minutes! 





Jump off—see how fast car snubs into “‘safe”’ range. 
If it bounces over 3 seconds, shocks are shot! 





3 cars in every 5 need new shock absorb- 
ers. And here, for the first time, is a selling 
tool and a selling program you can use to get 
a big share of this big business. Your Gabriel 
Jobber can supply you right now with 
a Gabriel Shock Tester and everything that 
goes with it for fast, easy sales ... window 
poster, attendants’ badges, convincer folders, 
reprints of current national advertising reach- 
ing more than 5,000,000 customers. Remem- 
ber—you can make $15 or more every time 
you install four Gabriel HydrOshox, even 
more with Silver “Es” or AjustOmatics. Get 
going . . . get Gabriel! 


The Gabriel Company, Cleveland, Ohio 


easy Gabriel Way 





Adjust Shock Tester to center on front bumper. 


Climb on—use body weight to bounce front end. 





If front shocks are gone, most likely the rears are too. 


Sell Gabriels ali around—make a fast $15 or more! ; 


abriel 


SHOCK ABSORBERS 


changed, the company failed to 
notify the dealer of the new state 


law, and the dealer 
damages thereby. 


The lower court refused to hold 
the insurance company liable. The 
dealer appealed to the higher court 
which sustained the lower court's 
verdict, saying: 

“The complaint contained four 
counts alleged respectively in terms 
of contract, custom, negligence and 
conspiracy to defraud. The appeal 
is utterly futile. How the appelland 
(dealer) could have hoped to suc- 
ceed is beyond comprehension.” 

Therefore, according to this new 
decision, an insurance company igs 
not obligated to increase an auto- 
mobile dealer’s insurance to com- 
ply with new laws. In other words, 
it is the dealer’s obligation to be- 
come informed of new state laws 
which affect his insurance policy 
and notify the insurance company 
to rewrite his policy in conformity 
with these new laws. 

* + + 


State Confiscates Auto 


ONSIDERABLE discussion has 

arisen from time to time over 
the legal question: Can state of- 
ficials confiscate an automobile used 
for illegal transport of narcotics, al- 
cohol and the like, if the court 
refuses to prosecute the automobile 
owner under a criminal charge? 


According to a late higher court 
decision, the answer is yes. 

For example, in Matthews v. One 
| 1950 Cadillac, 284 Pac. (2d) 119, the 
testimony showed: One Matthews 
owned an automobile. He was driv- 
ing along a highway with a passen- 
ger named Percy when the car was 
stopped by police officers. It was 
discovered that Percy was in pos- 
session of heroin. 

Later Matthews, the registered 
and legal owner of the car, was 
acquitted of any criminal act. 
However, the State confiscated 
the automobile because it was 
used to transport a narcotic il- 
legally. 

Matthews contended that he had 
been acquitted of a criminal charge 
growing out of the same transac- 
tion and therefore, had been once 
in jeopardy and that the State 
could not legally confiscate his car. 

It is interesting to observe that 
the higher court held that notwith- 
standing Matthews was acquitted of 
criminal charges, the State could 
lawfully confiscate his automobile. 
The court said: 


“The sole contention made is 
that the forefiture was imposed as 
a penalty or as punishment, and 
that an acquittal ‘of a criminal 
charge, as a matter of law, is a bar 
to a forfeiture based upon the same 
transaction. Acquittal on a criminal 
charge is not a bar to a civil action 
by the Government, arising out of 
the same facts on which the crimi- 
nal proceeding was based.” 


The importance of this new de- 
cision is apparent. This is so be- 
cause in the past the courts have 
held that if an automobile dealer 
fails to investigate the reputation of 
a prospective purchaser of an auto- 
mobile, the State may seize and 
confiscate the automobile used for 
illegal purposes although the dealer 
holds an unpaid mortgage on the 
car. 


Industrial Trucks 


Readied for Debut 


CHICAGO, — A complete line of 
operator-led, electric-driven indus- 
trial trucks will be introduced by 
Automatic Transportation Co. on 
June 6 at the Material Handling 
Institute exposition in Cleveland. 


The Golden Anniversary Trans- 
porter series will include pallet 
models, high and low-lift platform 
trucks, high-lift suspended load 
stackers and tractors. 

The trucks feature three-point 
lubrication, spring-loaded pawls 
that hold unloaded pallets firmly 
while the forks enter and three- 
speed inching controls. The trucks 
measure only 21% inches, plus 
length of load, yet have a stand- 
ard 8%-inch battery compartment. 


suffered 





Kelsey-Hayes Signs 

DETROIT.—Kelsey-Hayes Wheel 
Co. has announced signing of a 
licensing agreement with Control 
Specialists, Inc., Inglewood, Calif. 
Kelsey-Hayes will manufacture and 
sell automatic control systems and 
components engineered by Control 
Specialists. 
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At this new 





Left to Right: Main Research Building, Service Building, Manufacturing Develop- 
ment Building (behind water tower), Engineering Building, Styling Building and 
Styling Auditorium Dome facing 22-acre lake, focal point of GM Technical Center. 


Technical Center 


we welcome the 
challenge of the future 


projects ever undertaken by an American business. 


} W: have just dedicated one of the most far-reaching industrial 





It is the vast General Motors Technical Center, built on 330 acres of 
beautifully landscaped campus northeast of Detroit. 


More than four thousand scientists, engineers, stylists and technicians 
are at work within its twenty-five modern air-conditioned buildings 
—making it the largest institution in the world devoted to progress 
in the industrial arts and sciences. 


As such, through Research, Engineering and Styling it helps make 
next year’s automobiles, home appliances, Diesel engines and our 
other products better than this year’s models. 


Beyond that, at the Technical Center men of inquiring minds are 
delving into the unknown in search of new materials, new forces, new 
techniques that will maintain America’s technological leadership for 
generations to come. 

Here — working with the very latest equipment — scientists are 
rearranging molecules and repatterning alloys to produce sturdier 


in technical prog 


metals, more efficient lubricants, more powerful fuels. 


Here engineers are experimenting with ways and means of adapting 
these discoveries to the production of more useful things for the public. 


Here stylists are plotting new designs that will insure greater beauty, 
comfort and convenience in the shape of things to come. 


One result of all this—seen by millions at our recent Motoramas— 
is GM’s latest dream car Firebird II. Built of gleaming titaniim, 
powered by a gas turbine engine and styled like a jet aircraft, it may 
foreshadow the motorcar of tomorrow. 


But the horizons of the Technical Center stretch far beyond the motor 
vehicle. It has already developed the first successful mechanical heart, 
a new Centri-Filmer for purifying vaccines, and is engaged in many 
important humanitarian projects. 

Thus equipped, General Motors welcomes the challenge of the future. 
We hope to open new fields of knowledge that will help to build an 
even more dynamic and prosperous national economy—and attract 
more and more young people to technical careers. 


ress 


GENERAL Motors 


leads the way 
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MOTOR ANALYZER — The Allenyzer 
motor analyzer is said to include the 
units required to test the complete ig- 
nition, electrical, compression, fuel and 
combustion system in an automobile, in- 
cluding voltage and current regulator, 
generator, ignition timing, distributor, 
carburetor, combustion, compression, 
vacuum, cam angle and engine r.p.m. 
The unit, available in two models, is 51 
inches high. The cabinet, featuring a 
flat table top work area and storage 
space, is 324% inches wide by 21 inches 
front-to-back. Allen Electric & Equipment 
Co., 2101 N. Pitcher St., Kalamazoo, 
Mich. 

- 8 # 


Epoxy Plastic Body Solder 


Used to Repair Small Dents 


An epoxy plastic body solder, de- 
signed to replace lead solder, has 
been marketed by Arndt-Palmer 
Laboratories, Inc., 17730 Dora St., 
Melvindale, Mich. 

Non-toxic, the solder is recom- 
mended for use in repairing small 
dents or irregularities in new sheet 
metal and parts damaged in transit 
or in handling, such as fenders, 
body tops, door and rocker panels 
and mufflers. A single two-quart kit 
is said to do the work of 36 pounds 
of solder. 





CARBURETOR—The Tillotson “HL” series 
diaphragm carburetor is said to have a 
gross weight of 9% ounces, better than 
five ounces less than previous Tillotson 
corburetors used in the power chain saw 
field. The unit includes a fvel pump 
and strainer as integral parts. Features 
are said to include: Location of idle and 
high speed adjustment screws on the left 
side of the carburetor with an optional lo- 
cation in front side underneath the air 
intake; complete uninterrupted 360-degree 
angle operation; and rotatable nylon fuel 
line connection. Parts & Service Division, 
Tillotson Mfg. Co., 765 Berdan Ave., 


Toledo 12, O. 
* * 








NEW PRODUCTS 


and a free Hi-Gloss sealer towel. 


Details on the offer are available 
from Chisholm Industries, Inc., 
Lynn, Mass. 





VACUUM CLEANER — A lightweight, 
portable vacuum cleaner for dry pickup, 


the D-110 is powered by a _ universal 
type AC/DC, 115-volt, Y horsepower 
motor, which is said to deliver ample 


power for all vacuum cleaning jobs. Suc- 
tion is created by a two-stage turbine 
which develops 66-inch water lift at the 
end of a 1'%-inch hose, eight feet long, 
with closed orifice, it is claimed. The 
tank is all-welded steel construction with 
Yq bushel capacity. Weighing 29 pounds, 
the unit stands 21% inches high, and is 


14%, inches in diameter. Multi-Clean 
Products, Inc., 2277 Ford Parkway, St. 
Paul 1, Minn. 


GAS LOCK — The Chevrolet rear-lamp 
gas lock, manufactured by Imperial 
Handle & Lock Mfg. Co., 858 East Twenty- 
ninth St., Brooklyn, N. Y., is expressly 
made to fit the 1956 model. The unit 
is said to have a “dual locking device” 
that locks the gas tank and the hinged 
rear lamp at the same time. 





SPEED CONTROL—An electronic speed- 
alarm, adjustable for automatic warning 
at any speed, has been marketed by 
Autoelectronics, Inc., Elwood, Ind. In- 
stalled at eye level, the unit flashes a 
red light whenever the car exceeds the 
preset speed limit, it is claimed. Designed 
to operate with ox. or even systems. 


Chisholm Announces 


A Combination Offer 


Chisholm Industries, Inc., Lynn, 
Mass., maker of Hi-Gloss finish 
process, is offering a combination 
package of Hi-Gloss cleaner polish 


AUTO KEYS—A jewel-studded key, left, 
and a combination nail clipper-auto key, 
right, have been added to the line of 
personalized and decorative keys pro- 
duced by Signa-Craft, Inc., New York, 
N. Y. Each is attached to a safety lock 
key ring and snap-away swivel. Another 
newcomer, related to the key, is Signa- 
Craft's “Lock-O-Gram,” a self-adhering 
monogram shield which sets over the car 
lock on the door. 

= = 


Soft Seal Developed 
A new synthetic rubber, devel- 
oped for high-temperature fuel 
service by the Parker Rubber Re- 


search & Development Laboratory 
is said to be ideally suited for soft- 
seat sealing applications. Additional 
information is available from T. J. 
McCuistion, Rubber Products Divi- 
sion, Parker Appliance Co., 17325 


Euclid Ave., Cleveland 12, O. 
* * * 





REAR-VIEW MIRROR—Designed to give 
added vision, Safe-T-Vision consists of two 
individual mirrors that are clamped on 
either side of the car's standard mirror. 
Resembling wings, the mirrors swivel into 
correct position, enabling the driver to 
see through the left and rear right win- 
dows, it is claimed. U. S. Precision Mfg. 
Corp., 624 Broadway, New York 12, N. Y. 

* * + 


AUTOMOTIVE 
WELDING A CUTTING 


ourTriT 





WELDING UNIT — Everything neces- 
sary for cutting and welding operations 
{except the gases) are said to be in- 
cluded in a combination cutting and 
welding outfit marketed .by Alexander 
Milburn, Inc., Baltimore, Md. The outfit 
includes a welding torch, cutting attach- 
ment, oxygen regulator, acetylene regula- 
tor, four welding tips, one cutting tip, 
12% feet of “twin” hose, torch lighter, 
combination wrench, goggles and a set of 
Wypo tip cleaners. The welding torch, 
which weighs 10 ounces, has a capacity 


up to % of an inch. 
 -—. * 





GENERATOR, REGULATOR SERVICER— 
The Allen “Genreg Vari-Speed"” is a 
generator and regulator servicer that is 
said to provide enough torque and power 
to test six and 12-volt generators with 
output up to 60 amperes at any r.p.m. 
from 900 to 6,000. The unit, 504% inches 
high by 41 inches wide by 26 inches 
front-to-back, can handle car and truck 
generators for tests of generator output, 
generator field current draw, cutout open- 
ing reverse current, cutout closing voltage, 
regulator current setting, regulator voltage 
setting, generator motoring test, genera- 
tor field coil test and regulator cycling, 
it is claimed. Allen Electric & Equipment 
Co., Kalamazoo, Mich. 


Chemade Adds Cheante, 


Wax, Chrome Conditioner 


Three products have added to its 
automotive specialty line by 





Chemade Products Co., 777 Bayside 
Ave., Detroit 17, Mich. 

They are a surface cleaner and 
conditioner, a chrome cleaner- 


polish and a wax. 
* * + 





SOLDERING IRON—The Wall ‘‘Pencil" 
soldering iron is said to be one of the 
smallest, lightest and most efficient ever 
produced. In spite of its midget size (it 
weighs only one ounce and has a \% inch 
tip), the iron is designed and built to 
survive “production line punishment,” it 
is claimed. Thermostatic action is said to 
eliminate fusing and tip-burning. The 
unit operates on 110-120 volts, AC or 
DC. Overall length is 7%, inches, with 
either copper or special ‘“Walloy" tip. 


Wall Mfg. Co., Grove City, Pa. 
a 





HUB CAP REMOVER—The Presto hub 
cap remover is said to make quick work 
of removing hub caps and wheel discs 
from cars and trucks. The steel tool also 
features a rubber-coated handle that can | 
be used to tap the hub cap back into | 
place. Maymac Co., Dept. AN, 79 West | 
Grand St., Mt. Vernon, N. Y. | 

* * 











COOLING SYSTEM FILTER—A cooling 
system anode filter, made of patented 
feridium magnesium alloy, has been mar- 
keted. In coil form two inches long, 
the anode is merely dropped into the 
radiator, It inhibits by an electrolytic, 
galvanic principle, it is claimed. The 
unit, unlike chemical inhibitors, is said 
to be highly stable and does not boil 
off. It is said to keep the water in the 
cooling system rust-free and clear, a 
major factor in heat exchange efficiency. 
Lee Filter Corp., 41 River Rd., N. Arling- 
ton, N. J. 





TIRE CHANGER — The Coast Tireman 
Junior is said to be ruggedly constructed 
and precision engineered to handle either 
tubeless or conventional tires for all cars 
and trucks. The basic tool, model 101, 
comes complete with stand, simplified 
hold-down, and a combination . mounting 
and demounting tool. Accessories avail- 
able include Roll-A-Way base and a bead 
breaker. Jack P. Hennessy Co., Inc., 12 


'Depot Square, Englewood, N. J. 





CORD REEL — The series 800 Benjamin 
portable extension cord reel is available 
in five models with cord sets up to 50 
feet in length. The units, approximately 
2% inches wide by 8% inches in di- 
ameter and 10 pounds in weight, are 
offered with either two or three conductor 
cord, and with or without a ground wire. 
Benjamin Reel Products, Inc., 10700-10 
Broadway, Cleveland 25, O. 





SPONGE—Auto-Kleem is a durable cel- 
lulose sponge impregnated with a cleaner 


that is said to provide instant dirt- 
cleaning suds for car washing. No 
chamoising is necessary, for Auto-Kleem 


leaves no dirt or streaks, it is claimed. 
United States Sponge Corp. 


* * * 





BENCH SYSTEM—The Product-A-Flow is 
an expandable bench system with inter- 
changeable work panels, legs and tele- 
scopic frames. The system makes bench 
assembly-line layout quick and flexible 
by locking members together and setting 
in place, it is claimed. Any bench ar- 
rangement is possible, according to the 
manufacturer. The benches are offered in 
basic six-foot lengths. Work panel sizes 
range from 18 to 30 inches deep, in 
three-inch increments; and either 36 or 
48 inches long. Bench height is adjust- 
able from 29 to 35 inches. Products For 
Industry, 49 Washington Ave., Stamford, 
Conn. 
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Temporary or Permanent 


N.Y. Service 


By Ed Brown 
Staff Correspondent 

NEW YORK. Service business 
in this area during the first 10 days 
of April took a healthy surge 
forward, according to the N. Y. 
Society of Automotive Service 
Managers. 

At their April meeting, mem- 
bers discussed this development 
and several admitted they were 
faced with the problem of trying 
to decide whether the upswing 
is temporary or permanent. 

If it is temporary, they do not 
fecl justified in hiring additional 


help. However, if the increase con- 
tinues, it will be necessary to in- 
crease the skeleton staffs most 


service departments have been 
maintaining since last fall. 

The meeting was skeptical as to 
permanency of the upward trend, 
but Frank Falvo (Cadillac-Oldsmo- 
bile), Westchester, said he definitely 
was of the opinion that service 
business will continue to gain. 

He feels that many owners of 
1954 and 1955 cars have tied them- 
selves up for two and three years. 


Because of long terms, they will 
not be returning to the new-car 
market for some time. So Falvo 


said, they will look to dealer serv- 
ice for continued maintenance. 

He also pointed to the number of 
automobiles sold in the past few 
years which he feels indicated an 
increasing need for service. In| 
Falvo’s own experience, 1955 busi- 
ness increased over 1954 and 1956 
is ahead of last year. 

Service managers, anxious to hire 








New Committee 
Aims to Combat 
Parts Monopoly 


(Continued from Page 40) 
ample, dropped from 60 to 30 per- 
cent, while that of just one group, 
the car manufacturers, rose from 
30 to 50 percent. 

“If allowed to continue un- 
checked, the big companies will, 
in a few short years, completely 
control the automotive service mar- | 
ket... 

Saks charged that the big firms | 
use veiled or outright threats to 
force their dealers to purchase 
from them parts, accessories and 
supplies or lose their franchise. 

“For fear of reprisals, few of | 
these independent dealers will even 
admit that they are being coerced,” 
Saks said 

Saks also slashed at manufac- 
turers’ advertising which implies 
that “genuine” factory parts per- 
form better than those supplied 
by automotive wholesalers, 

The aim of the committee, he 
said, is to get detailed facts and 
definite information on specific in- 
stances of coercion. Findings of 
professional investigators, he said, | 
would be brought to the attention | 
of “proper governmental agencies.” | 

Members of the group’s execu- | 
tive committee are J. B. Bushyhead, | 
S. Lcuis; Henry Clark, Waukegan, | 
Ill.; L. J. Messer, Lincoln, Neb.; | 
Robert E. Phelps, Washington, and 
Henry Trauscht, Evanston, Ill. 


Stewart Tops , 
DeSoto Dealers | 


DETROIT. Stewart Motors, 
Inc.,- Baltimore, led the nation’s | 
DeSote dealers in sales for March, 
according to A. B. Nielsen, division 
general sales manager. | 

Second place went to Roy Bur- 
nett Motors, Inc., Portland, Ore. 

Following them in the top 10 
were: Rosenstock Motors, Houston; | 
Harold B. Robinson Auto Sales Co., 
Philadelphia; Armory Garage, Al- 
bany; Al Wagner Motor Sales, Inc., | 
Youngstown, O.; Neumann Motors, | 
Ine., Buffalo; Geo. Byers & Sons, | 
Ine., Columbus, O.; Colonial Sales, | 
Ine., Philadelphia, and James F. 
Waters, Inc., San Francisco. 


Thompson Picks Saefkow 

Thompson Products, Inc., Cleve- 
land, has announced appointment | 
of William F. Saefkow as manager | 
of its valve division’s Detroit dis- 
trict office. Saefkow, formerly was 
Detroit district sales manager. 
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Boom Noted 





more men are being held back by | 
|customers into the shop were dis- | 


two considerations. 

First, dealers are accustomed 
to a skeleton force, they are 
pleased with reduced overhead 
and unwilling to increase it with- 
out reason. Second, they find that 
their own men, when pushed a 
little harder, and when acquainted 
with the situation, are capable of 
increasing output. One service 
manager said: “My men are com- 
plaining now because they have 
to work.” 

A Ford service manager said he 
had found a temporary way to 
overcome manpower shortages. He 
shifted service testers during the 
middle hours of the day. They 
still tested 
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| made late afternoon check outs, 
| but between the busy hours he 
| diverted them to minor repair jobs. 
| He admitted some early opposition 
| but that had been cleared up when 
| he explained that this was his only 


| hope of keeping all of them on the | 


| job. 

Direct-mail campaigns to bring 
cussed. One manager said that on 
specials he never included the lube 


job. It was his experience that the | a 
customer always comes in for this | 
service anyhow and he found no} 


difficulty selling it along with the 
special, once in the shop. 
Seasonal specials throughout this 


area average $16 to $17 for a $25) 


job. 

One manager reported that on 
a mailing of 2,500 pieces, his re- 
turn averages 600 customers. 

Another service manager said he 
was able to buy 200 sets of tires at 
a very low cost. Through a direct 
mail campaign to 3,000 owners, he 


in the morning and/sold every set within two weeks. 








| Carr Opens New Building— 
A new building has been opened by Carr Chevrolet Co., Beaverton, Ore. 
Carr is the owner. 


G. C. 
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New 135 Kwik-Slik Non-Sanding 
Primer-Sealer gives slick enamel 
jobs quicker and with lower cost 


Like its 


So, the 





Your priming, sealing and ground coat requirements are all roiled into 
one fast-working product ... Acme’s new 135 Kwik-Slik. 





It's a synthetic product—so it works wonderfully with Fleet-X Enamel. 
Our chemists say that because it’s a synthetic undercoat, it has a real 
“affinity” for synthetic enamel. Let’s just say they’re made for each 
other and work well together to give the proper bond. 


name says, it requires no sanding. That’s one reason it’s quick. 


Another: it dries in 30 minutes for recoating with Fleet-X Enamel. 


next time you want to turn out a really good, low-cost enamel 


job quickly, try Acme’s new all-synthetic system with 135 Kwik-Slik. 
And to thin it just right, add DV-61 to your team—for even more profits 
. since it can be thinned 100%. 


ACME 


AUTOMOTIVE FINISHES 


ACME QUALITY PAINTS, INC. 





8250 St. Aubin + Detroit 11, Michigan 
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Eight Receive Diplomas— 


: : : ; " ° ‘p: ’ 
Eight maintenance supervisors from six states have been graduated from an ad Multra automatic assembly ma- Aluminum ‘Biz-Raks 


vanced training course conducted by White Motor Co., Cleveland. The class, and 
instructors are shown (left to right) above: George E. Lashley, Chariton Bros. Transpor- 
tation Co., Hagerstown, Md.; F. J. Suriano, Fyda White Truck Co., Youngstown, O.; 
Thomas Ingala, Waterbury White Truck Co., Waterbury, Conn.; J. M. Cotton, W. S. | 
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Bulletin Board... 


Variable-S peed Drives | ice,” revised companion manuals. 

A booklet with selection tables i toi “w Congress 
for “Texrope” variable-speed drives, | fi e “ fa 

plus information on design fea-| 

| 


Seat Cover Catalog 


tures, drive principles and horse- 


power rating — 44 pages, free. Jumbe Seat Covers — catalog, 
Allis-Chalmers Mfg. Co., 1244 S.| free. Schoellkopf Co., 806 Jack- 
Seventieth St., Milwaukee, Wis. | son, Dallas, Tex. 
* aa * | * * * 
Trailer Folder Wirebound Boxes 

Folder CV-156 covering features| “Materials Handling, Stacking, 
of the Brown aluminum cargo van| Warehouse Applications of Wire- 
body, free. Brown Trailers, Inc.,| bound Boxes and Crates” — eight 
Cargo Van Division, Spokane, | pages, free. Wirebound Box Manu- 


— |facturers Assn., 327 S. LaSalle St., 
agree : Chicago 4, Ill. 
Automatic Assembly ores 
chine brochure — 12 pages, free.| For Office Literature 


ae A line of aluminum “Biz-Raks” 
to hold business and institutional 


Boyd Co., Raleigh, N. C.; D. L. Mecca, Bronx-Westchester White Truck Co., Bronx, Lubrication Manuals literature and magazines has 
N. Y.; A. F. Celone, Connecticut White Truck Co., West Haven, Conn.; Peter Arena,| “The How and Why of Automo-| been introduced by The Rak 


Henley-Kimball Co., Worcester, Mass.; George Waddell, instructor; W. R. Pearce, W.| tive Lubrication” and “The How | Makers. 


S. Boyd Sales Co., Raleigh, N. C., and Frank A. Novak, instructor. 


j}and Why of TBA Sales and Serv- They are planned to keep 









LYON 


METAL PRODUCTS, INC. 
General Offices: 

590 Monroe Avenue 

Aurora, Illinois 

Factories: 

Aurora, Illinois 

York, Pennsylvania 


A PARTIAL LIST OF LYON 





FOR AUTOMOBILE DEALERS 


® From original, space-saving floor plan to actual placing of parts 
—your Lyon Automotive Distributor is prepared and qualified to 
do the entire job. 

He will make a complete floor plan utilizing your space to the 


best possible advantage—dismantle and refinish present units—erect 
and install present and new equipment—label all bins—place iden- 
tifiable parts in proper sequence throughout the entire system. 

You save space, time and money by having this work done by 
qualified experts. Your Lyon Automotive Distributor is familiar 
with every car manufacturer’s requirements. 


Write tor catalog and name of your nearest Lyon Distributor 


STANDARD PRODUCTS 





offices, salesrooms, waiting and 
reception rooms neat, and to save 
time by keeping needed literature 
quickly available. The Rak 
Makers, 111 Hamilton Place, New 
London Conn. 

* o * 


Dehumidification Facts 

“Facts About Dehumidification 
for Industrial Plants, Warehouses, 
Stockrooms and Laboratories and 
Home Requirements”—Information 
Bulletin 496, six pages, free. Abbeon 
Supply Co., 179-15 Jamaica Ave, 
Jamaica, N. Y. 

* + * 


Brake and Engine Tools 


Listed in Ammco Catalog 

Brake service and engine repair 
tools and equipment are described 
in a new catalog issued by Ammco 
Tools, Inc., 2100 Commonwealth 
Ave., North Chicago, IIl. 

Equipment is listed for such 
jobs as drum turning, brake-shoe 
grinding, cylinder reconditioning, 
pin fitting and bearing boring. 


Leatherhide Material 
Made of Scrap Leather 


Leatherhide Industries, Inc., 545 
Fifth Ave., New York, has an- 
nounced development of a new 
material made from scrap leather. 

Leatherhide said it can be used 
for shoes, luggage, upholstery, 
clothing, etc. It comes, the firm 
said, in sheets of almost any length, 
width, thickness and color. 

= a * 


Hoists & Steel Bodies 
Steel platform body catalog (LL- 
2945) — two pages, free. Truck- 
mounted telescopic hoist catalog 
(LL-3059) — four pages, free, 
| Galion Allsteel Body Co., Galion, O. 


Management Study 


“Manual of Excellent Manage- 
ments, 1956,” an appraisal of man- 
agement practices of more than 4,- 
000 U. S. and Canadian firms—192 
pages, $20. American Instjtute of 
Management, 125 E. Thirty-eighth 
| St., New York 16, N. Y. 


NSPA Steps Up 
School Program 


For Mechanics 


CHICAGO. — The National 
Standard Parts Assn., in a report 
on its program for automotive in- 
struction in schools, has announced 
that a stepped-up pace has been at- 
tained. 

The mechanic shortage, which 
NSPA estimates at 100,000, is re- 
ceiving attention from NSPA 
| wholesalers and vocational school 
officials in 19 states, the association 
| said. 

These states are Arkansas, Cali- 
fornia, Illinois, Kansas, Kentucky, 
Maine, Montana, Nebraska, Ne- 
vada, New York, Ohio, Oklahoma, 
Pennsylvania, South Dakota, Ten- 
nessee, Texas, Vermont, West Vir- 
ginia and Wisconsin. 

This step to put the school pro- 
gram on a “much broader basis,” 
said NSPA, will enable wholesalers 
to work more closely with local 
school officials. 


a 
Rent-A-Trip 
Avis Announces Tour 
By Rail-Auto 

BOSTON. — A nation-wide plan 
for vacation tours by rented auto- 
mobile to scenic and historical 
areas reached through 25 major air 
and rail terminals in the U. S. and 
Puerto Rico has been announced 
by R. S. Robie, president, Avis 
Rent-A-Car System. 

Reservations can be made through 
any of the more than 900 Avis Rent- 
A-Car stations, major airlines, rail- 
roads and travel agencies. 

The new car rental service is ex 
plained in a 176-page Avis Rent-A- 
Car System tariff directory, reser- 
vation and tour guide now being 
distributed. 

The directory specifies: 218 tours 
from major air and rail terminals, 
rates for auto rentals at domestic 
stations in the U. S., Canada, Puerto 
Rico, Hawaii and Alaska, and rates 
for auto rental service serving 
Europe and North Africa. 
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Peak Sales Predicted 
For Rubber Industry 


Cf preci iey the decline in auto pro-| 
duction, the rubber industry is 
expected to reach alltime record 
sales in 1956, according to a survey 
by Standard & Poor’s Corp. 

Nonautomotive lines will take 
up the slack, S&P says, and adds 
that even the dropoff in tire 
shipments is not expected to be 
of serious proportions. 

The replacement market is ex- 
pected to minimize the contraction 
in original-equipment tire _ ship- 
ments. Standard & Poor’s notes 
that the passenger-car replacement 
tire shipments fell 3.4 percent in 
the first two months of 1956, but 
believes this market will pick up 
and show a “moderate full-year 


increase.” 
* + 


* 

YOMBINED car and truck tire 

shipments (original equipment 
and replacement) were down 8.7 
percent for the first two months of 
1956. Original equipment truck tires 
gained 45 percent. 

On the sales side, S&P reported 
that the rubber industry’s 1955 sales 
were about 1.4 percent of national 
income of about $322 billion. A 4.6 
percent income rise is tentatively 
projected for 1956 and the financial 
firm expects rubber industry sales 
to keep pace with that rise. 

That would mean record sales 
of about $4.7 billion compared 
with about $4.5 billion last year. 

The New York analysts say the 
high level of economic activity as- 
sures continued heavy demand for 
industrial rubber goods, and diver- 
sification and enlarged facilities are 
seen spurring sales in the foam 
rubber, chemical and plastic fields. 
* * * 

NOTHER important factor is 

synthetic rubber. The former 
Government-owned plants have 
been expanded greatly and their 
full-year sales and production fig- 
ures will be included in rubber- 
industry annual reports for the 
first time. 

Standard & Poor’s expects over- 
all prices to average slightly 
higher than in 1955 but it says 
competitive influences may bring 
cuts in some lines. 

Wage increases and fringe bene- 
fits are seen boosting the rubber 
industry’s costs in one area, but 
S&P also points out that prices of 
some materials have been reduced. 

Nylon and rayon tire cord now 
costs less and natural crude rubber 
has dipped from a high of 50 cents 
a pound last December to as low 
as 32 cents. The 1955 average was 
39.47 cents a pound. 

* . 





o 


QYNTHETIC rubber prices, S&P 
says, have hovered around the 
23-cent level since 1952 and the 


San Antonio Gets 
Its First Negro 


Car Salesman 


SAN ANTONIO. (UTPS) 
Negroes have always been em- 
ployed by San Antonio automobile 
dealers as porters, car washers or 
to get and deliver cars. 

But now, for the first time in 
San Antonio, a Negro has been em- 
ployed as a fulltime automobile 
salesman. 

He is Rudy Webb, who has been 
employed by Smith Motor Sales 
Co. (Chevrolet) and assigned to the 
company’s growing list of Negro 
prospects and clients. 

“Webb’s employment as a sales- 
man,” says an official of the com- 
pany, “comes as a natural result of 
the changing picture in the Negro 
field. 

“We have always had Negro cus- 
tomers. But, in recent years, the 
number of Negroes who could af- 
ford new cars in San Antonio has 
steadily increased —and here, we 
felt, was a market that should be 
better developed. 

“How develop it better than to 
appoint a Negro salesman to care 
for this business?” 

Webb feels that he is pioneering 
in the automobile selling field for 
his race and that, if he makes a) 
Success of the venture, it will en- 
courage other automobile dealers | 
to employ Negro salesmen. | 





financial firm does not expect them 
to go much higher. 

The reduction in material costs 
and an increase in inventories 
are mentioned as suggesting some 
downward pressure on tire prices. 
Tire inventories at the end of 
February were 20,933,457 units 
compared with 15,367,848 a year 
earlier. 

In connection with the compara- 
tive prices of natural crude and 


synthetic rubber, Standard & Poor’s | 
notes that the proportion of syn-| 


thetic to total new rubber con- 
sumption was 60.2 percent in Feb- 
ruary compared with 58.2 percent 
for all of 1955 and 51.4 percent in| 
1954. 
* * + 
Aluminium 


Aluminium Lt., will report a con- | 
solidated net profit of approximate- 
ly $10.5 million for the first quarter 


of 1956, compared with $9.1 million 

in the 1955 period, the Canadian 

firm said in a preliminary estimate. 
* * * 


Elastic Stop Nut 


Elastic Stop Nut Corp. of Amer- 
ica, first quarter, 1956 vs. 1955: 
Earnings, $457,606 and $345,631; 
sales, $5,722,970 and $4,653,102. 


* * * 


Federal Screw Works 


Federal Screw Works has re- 
ported a net profit for the nine 
months ended March 31, 1956, of 
$453,445 after taxes, compared with 


months ended March 31, 1955. 

* * * 
Sheller Reports Decline 
In Sales, Earnings 


Sheller Mfg. Corp. has announced 
earnings of $573,309 in the first | 
quarter of 1956, compared with | 
| $880,488 in the 1955 period. 


amounted to $12,194,583, compared 
with $13,854,475 last year. 
| * 


|\Cummins Sales Boosted 


43% in First Quarter 
Sales of Cummins Engine Co. of 





a net profit of $373,489 for the nine 





| 
| 








| 
| 
| 


“The boss 


believes salesmen 
are born—so he is going to place 
his order for 1977.” 








Columbus, Ind., and its subsidiaries | 


| Sales in the 1956 quarter| gmounted to $24, 744,000 in the first | 


1956 quarter. This was 43 percent | © 
greater than the $17,304,000 in sales 
| reported for the first 1955 quarter. | 
R. E. Huthsteiner, president, ged 
that net income after taxes for the | 
first 1956 quarter was $1,227,000, | 


| $12,194,583 and $13,854,475; 
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compared with $889,000 for the 
comparable period last year. 
* * +” 


Sealed Power 
Sealed Power Corp., first quar- 
ter, 1956 vs. 1955: Earnings, $463,- 
000 and $412,000; sales, $6,107,000 


|and $5,565,000. 


* * * 


Sheller Mfg. 
Sheller Mfg. Corp., Detroit, first- 


|quarter report, 1956 vs. 1955: Sales, 


profit, 
$1,197,709 and $1,805,788. 


* * * 
General Contract 


General Contract Corp., first 
quarter, 1956 vs. 1955: Earnings, 


| $1,054,081 and $872,019. 


| Butler Elected to Board 


(Of Approved Products 


Oscar L. Butler has been elected 
executive vice-president and board 

ember of Approved Products, 
| Inc., and its sales divisions. 


For more than 30 years he had 
been general sales manager of Uni- 
versal chemical division of R. M. 
Hollingshead Corp. 








For UNDERCOATING Bay 









off life . . . off driveway. 





with Bay to show steam 
Used Car buyers, too! 






For BODY AND FENDER 
the area to be worked 
“workbench level.”’ 






For ENGINE WORK... 
mechanic look AT his work 


head beams to block undercoating areas. — 
angles best for operator and finished job . 
from any angle. Hose off lift . 


For onal in BRAKE, TIRE AND WHEEL 
WORK Bay Rocker-Head Stands with the Bay 
Lift put all four wheels off the ground. Hose 


STEAM CLEANING with Bay means easy, fast 
control of car-angle, steam, and dirt removal 
-all AWAY from operator. Raise cars fast 







on to comfortable 
Allows 
changes for maximum convenience and effi- 
ciency with minimum operator fatigue. 


under or over . 
on any car, cab or truck. . 


is ideal. No over- 


. . off floor. 














cleaning results to 





REPAIR Bay raises 


faster position 







Bay lets "the 
not strain UP to it. 





MEMBER M.E.M.A. 








THE BAY-LIFT ELIMINATES THE TOUGH ONES... 
PUTS CARS AND TRUCKS IN 3 CONVENIENT WORK- 
ING POSITIONS ... AND EACH IS A REAL 


PUOSITTON -/ 08 -PROHT 


WHATEVER THE JOB 


BAY ROCKER-HEAD STANDS 
MODEL B 





Copyright 1956 by Bay M 


Only a few of the many jobs which can be done better and faster with BAY are shown 
here. BAY is the most versatile piece of equipment a modern shop can own. It eliminates 
Waste-time and makes money. There's no waiting to get cars UP in a POSITION-FOR- 
PROFIT for you, or cabs and trucks out of the shop . 
POSITION-FOR-PROFIT for their owners. A BAY, under the car, will work for you— 
selling parts, oil changes and grease jobs—wherever an air hose can go, indoors and 
outdoors. Double-locks automatically in raised position. Then, air. hose can be pulled 
off for use with impact tools, etc. You'll put your BAY to work a new way every day. 
BAY is truly the POSITION-FOR-PROFIT lift. Get full details from your jobber. Or write 
Bay Mfg. Division, Life Time Products Corp., Box 537-A-5, Youngstown 1, Ohio. 


THERE’S NO END TO YOUR /QSV//OMN-FOA-PROAIT 
WITH THE BAY COMPLETE 3-WAY PROFIT-PACKAGE 


£ tbh J. 


BAY LIFT 


MODEL P-3000 
AND HEAVY-DUTY 
TRUCK MODEL T-5000 


back on the road . in 


BAY BUMPER JACK 


MODEL H-3000 
HINGE TYPE 


’ BAY 


Bay Overseas Division, 276 West 43rd St., New York 36, N. Y., Cable Lopreh New York 





fg. Div., Life Time Products Corp. 





ree Syan 
are 


SL SOS SITS 


Sn etsy rae ane 


innerliner seaasalein-allaibisailncinie dacsia iad agaidicmntaintacisaalapiaailage Ral tiaa Te 


ae ee earner ——— 


Sane Spear 





52 AUTOMOTIVE NEWS, MAY 21, 1956 





Auto Personnel 


Paul A. Barkmeier, former vice-| for the development of new mar- 
president of Radio Corp. of Amer-| kets in this field for the past 25 
ica, has joined Borg-Warner Corp.| years. 


in the newly created position of . Verein 
director of marketing services. | Blue Bird’s Western Sales 


Barkmeier was associated with) Taken Over by Schofield 
RCA from 1948 to 1955 in various | 
; : Ray Schofield has been ap- 
executive capacities. In 1950, he be-| pointed western division sales 


came a vice-president and was ap-| manager of Blue Bird Body Co 
pointed general manager of the Fo tV alle Ga. ” 
RCA Victor Record division. Three | "ys P 4 

years later he was named vice-| _ He has been associated with 
president and director of distribu-| the school-bus industry for 11 
tion for all products. years. 


* * * 


* * cad 


. : IHC Appoints Brown 
General Tire Names R. C. Brown, formerly Interna- 
Bradley in Products tional truck district manager at 
‘ Des Moines, has been named assist- 
Appointment of Robert G. Brad-| : 
ant manager for the southern re- 
a, . ee ede ena gion. Brown has been 16 years with 
eee ; 5 | International Harvester. 
Vibration department, with the) x * « 
manufacturing at Logansport, Ind., i 
as been announced, Packard Picks Hinshaw 
Former sales vice-president for| LL. M. Hinshaw has been named 
Harris Products division of Clevite| to the newly-created position of 
Corp., Bradley has been responsible| manager of retail operations for 


National Carbon's Touring Exhibit— 


National Carbon Co., New York, is launching an unusual program that will send a 
touring exhibit of auto cooling system data directly to service stations and dealers. 
The program is designed to provide dealers with a dramatic: presentation of the 
latest and most authoritative information available. The fleet of station wagons, 
loaded with motion pictures, slide films and actual product demonstrations, will go 
into operation in the next few months and tour the country continuously thereafter. 


ONLY one in its class... 


the GREATEST NAME in 


f 


aa 





UNLIKE most any other product in the highly competitive 
Automotive Industry, HOLMES stands alone in the Wrecker 
Field. The one standard for Wrecker Users that is universally 
recognized throughout the automotive world. 


HOLMES is today, the world’s most widely used 
Wrecker because Holmes Products are broadly accepted as 
the safest, most satisfactory units available for the handling 
of disabled motor vehicles. For more than 41 years the trade 
has looked to Holmes Engineering for Wrecker and Towing 
Equipment to meet every service requirement. During this 
time the Ernest Holmes Company has designed and developed 
a wide variety of models for the handling of jobs under every 
possible working condition. The combined results of these 
years of working with users to meet actual road problems 
gives Holmes’ Engineers a rich background of experience 
unequaled by any other manufacturer. 


The New Holmes Line includes six streamlined wrecker 
units all varying in price, size and capacity. Although each 
model has its own desirable points, each unit has built into it 
all the established features of Holmes construction plus many 
new and important engineering improvements. Today only 
HOLMES offers such Tried, Tested, and Proven perform- 
ance in such a wide choice of models. See your jobber or 
write direct to factory for details. 





HOLMES 650 MODEL 





ERNEST HOLMES COMPAN Y 





Chattanooga 7, Tennessee 








Packard’s Minneapolis zone. He 
formerly was Packard district man- 
ager in northern Minnesota «nd 
North Dakota. Walter Peterson, 
former Packard city manager from 
Minneapolis, has been named 
Packard assistant zone manager in 
Dallas. 


= + oe 
Porter Names Holbert 


Exec. Vice-President 


Charles L. Holbert has been ap- 
pointed executive vice-president of 
H. K. Porter Co., Inc., New York. 

Holbert, who will be operating 
head of Porter, succeeds Clarence 
R. Dobson, who has retired. Hol- 
bert joined Porter this year. 

* + a 


Lyle Succeeds Donnell 


In Timken District Post 


Sherman R. Lyle has been named 
district manager in the Cleveland 
offices of the steel and tube divi- 
sion of Timken Roller Bearing Co. 

He replaces R. P. Donnell, who 
becomes district manager of the 
division’s New York City territory. 

* + * 


Payne, Allison Chosen 
To Manage I-H Outlets 


International Harvester Co. has 
|opened McCormick farm equip- 
ment stores in Fergus Falls, Minn., 
and Parsons, Kans., as truck sales 
and service outlets. 

Dale W. Payne was named man- 
ager of the Fergus Falls store. The 
Parsons operation is managed by 
W. D. Allison. 


* * * 


Choldun Appoints Gailzaid 
Eastern Sales Manager 


Choldun Mfg. Corp., New Haven, 
Conn., has announced appointment 
of Mel Gailzaid as eastern division 
sales manager. 

Gailzaid joined Choldun in 1952 
as a manufacturer’s representative 
covering New England states. In 
1953, he served as assistant to the 
sales manager of the chemical divi- 
sion and later as field assistant to 
the general manager in the equip- 
ment division. He was appointed 
field manager in 1954. 


Wood Named Sales Director 
Of 3 Clayton Divisions 

Walter Wood has been appointed 
sales director of Clayton Mfg. Co.’s 
steam cleaner, dynamometer and 
chemical divisions. 

He succeeds R. B. Wilson, who 
has been transferred to Detroit as 
coordinator of auto manufacturer 
programs on the firm’s steam clean- 
ers and dynamometers. 


Williams Named Director 


Of Scovill Mfg. Company 
Selden T. Williams, general man- 
ager, A. Schrader’s Son, Brooklyn, 
N. Y., has been named a director 
of Scovill Mfg. 
Co., Waterbury, 
Conn., Schrader’s 
parent company. 
Williams was 
elected president 
of A. Schrader’s 
Son, Inc., in 1950, 
and is also presi- 
dent and treas- 
urer of Schrader- 
Scovill Co. Pro- 





prietary, Ltd., of 
Australia. He was 
appointed a Scovill vice-president in 
charge of manufacturing of Schra- 
der’s. domestic and foreign plant in 
1944. 


8S. T. Williams 


Rambler Output Post 
Assigned to Warner 


Earl F. Warner has been ap- 
pointed an assistant works mana- 
ger at the Kenosha (Wis.) plant 
of American Motors Corp. 

Warner will be in charge of 
Rambler body, sheet metal and 
paint operations. Warner recently 
returned to Kenosha, following sale 
of the El Segundo (Calif.) assembly 
plant of American Motors, where 
he was plant manager. 

oe * * 


Six Personnel Changes 


Announced by Fram 


Fram Corp., Providence, has an- 
nounced changes at Fram and sub- 
sidiary companies, Warner Lewis 
Co., Tulsa, Okla., and Fram Can- 
ada, Ltd., Stratford, Ont. 

Steven B. Wilson board chairman 


of Fram has been elected honor- 
(Continued on Page 53, Col. 1) 
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(Continued from Page 52) 


ary board chairman of Warner 
Lewis. J. Norman Fitzgerald has 
been named president succeeding 
Warner Lewis who took over as 
chairman of the board. Frederick 
A. Knight has been named presi- 
dent of Fram Canada, Charles B. 
Benton is sales vice-president and 
Paul Hartz is vice-president and 
treasurer. Pi 
= = 


DeLuxe Corp. Announces 


Personnel Appointments 
Robert K. Ruland has_ been 
elected vice-president and general 
sales manager of Deluxe Products 
Corp., LaPort, Ind., a subsidiary of 
Walker Mfg. Co., Racine, Wis. 
The election of Harold Parker | 
as DeLuxe vice-president and plant 








Cc. 0. Van Vactor 


R. K. Ruland 


manager also was announced. C.| 
N. Bentley was reelected sales pro- 
motion vice-president, and CC. O. 
Van Vactor was appointed assist- | 
ant sales manager. G. H. Yelinek | 
will continue to serve as chief engi- | 
neer of DeLuxe products and the} 
parent company’s line cf oil filters | 
and cartridges. 

= % 


Chrysler Appoints Hatcher 


To Merchandising Post 


William H. Hatcher has been 
appointed assistant merchandising 
manager of Chrysler division. 

From 1949 until November of this 
year, Hatcher held a variety of | 
executive positions in the new-car 
promotion department, general sales | 
office, service sales department, 
parts and accessories sales depart- 
ment and sales training and pro- 
motion department of a major 


auto company. 
* * * 


AP Corp. Names Williams 


Sales Representative 


Appointment of Burt K. Williams 
as a sales representative has been 
announced by AP Parts Corp.,| 
Toledo. 

Williams has spent six years in 
the automotive jobbing field. He 
was on the sales staffs of Permatex 
Co., Ine., E. I. Dupont Co. 
Esso Standard Oil Co. 

* 


* + 


Trailmobile Shifts Roy 
Francis V. Roy, formerly chief 
industrial engineer for the Cincin- 
nati plant of Trailmobile, Inc., has 
been named manager of the new 
Longview (Tex.) plant. 
= . a 





Dodge Promotes Cook 


Robert E. Cook, Rockford dis- 
trict manager for Dodge has been 
promoted to Elgin district manager. 
Cook’s district includes Aurora, 
Elgin, Highland Park, Lake Yorest 
and Waukegan, IIl. 

x £ 


x 


Stine, Baron and Burch 
Are Appointed by Thor 


Three electric tool service engi- 
neers have been named zone man- 
agers by Thor Power Tool Co., 
Aurora, Iil. 

J. P. Stine is Newark (N. J.), zone 
manager; C. B. Baron, is Los 
Angeles zone manager, and R. J. 
Burch, Birmingham (Ala.) 

” aa * 


Sealed Power Elects 
Botruff Vice-President 


Paul C. Johnson, president, Sealed 
Power Corp., has announced that 
Harris W. Botroff has been elected 
to the newly created position of 
vice-president in charge of indus- 
trial and public relations. He also 
becomes an officer of the company. 

In addition to Botroff’s responsi- 
bilities in personnel and labor re- 
lations, the new function of public 
relations has been added, Johnson 
said. Botroff joined Sealed Power 
February 19, 1934. In 1946, he was 


and | 


appointed head of the personnel 
and labor relations division, a posi- 
tion he held until his recent ap- 
pointment. 

* * * 


Hein-Werner Chooses 


Wilkinson in Sales 
Hein-Werner Hydraulic Jacks, 
Waukesha, Wis., has named George 
B. Wilkinson general sales mana- 
ger. Harry J. Scullin has been ap- 
pointed assistant sales manager 
for all Hein-Werner divisions. Wil- 
kinson has been associated with 
Hein-Werner for 21 years. 
* * * 


Dodge Appoints Four 


To Managerial Posts 


Appointment of 
managers and a city manager has 
been announced by Dodge. 


They are Francis M. O’Donnell, 


| Lowell, Mass.; George J. Buttrick, 
| Springfield, Mass., and Madison R. 


three district | 





Hancock, Bristol, Tenn. The city 
manager is William J. Lowe jr., 
Baltimore, O’Donnell and Buttrick 
have been associated with dealer- 
ships, Hancock and Lowe joined 
Dodge in 1953. 


* + * 
Mack Appoints Coffey 
In Off-Highway Sales 

Appointment of Stanley J. Coffey 
as western off-highway equipment 
sales representative has been an- 
nounced by Mack Motor Truck 
Corp., a division of Mack Trucks, 
Inc. 

Coffey, whose headquarters will 
be in Los Angeles, also will handle 
fleet accounts among larger com- 
mon carriers. Previously, Coffey 


was sales manager for eight years|~ & 
for Cummins Diesel Sales of Ore-|. 


gon, Portland. 


* * * 
Pittsburgh Glass Names 


Carlisle and Nutter 

Pittsburgh Plate Glass Co. has 
announced appointment of Maurice 
E. Carlisle and Alfred D. Nutter jr., 
to newly-created positions in the 
glass division. 

Carlisle, formerly general pur- 
chasing agent for the glass division, 








has been appointed manager of 
construction and purchasing. Nut- 
ter, purchasing agent for the glass 
division during the past 10 years, 
has been appointed director of pur- 
chases. 

* * * 


Thompson to Manage Sales 


For Chrysler Export 


K. E. Thompson has been ap- 
pointed sales manager of the export 
division of Chrys- 
ler Corp. 

An interna- 
tional automotive 
marketing execu- 
tive, Thompson 
joined Chrysler in 
1942. He has held 
various export 
assignments, in- 
cluding regional 
sales manager for 
Latin America 
and general parts 

division. 
* * 


K, E. Thompson 
manager for the 
* 


Willard Names Donovan 


Leo W. Donovan has been ap- 
pointed zone manager for northern 
New England, it has been an- 
nounced by Willard Storage Bat- 
tery, Cleveland. Donovan will 


to 10 horsepower 


for your particular 
requirements 


BASE MOUNTED UNITS 
Add air capacity to existing tanks or use a 
multiple installation with one tank to insure 
positive air supply. 


eexactly the right compressor 
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headquarter in Dorchester, Mass, 
Donovan was with Union Oil Co., 
Los Angeles, for five years. Dono- 
van succeeds G. A. Bradford, who 
is retiring. 





* * * 


DeSoto Picks Bergeron 


Arthur Bergeron has been named 
DeSoto service representative in 
South Dakota and part of southern 
Minnesota. He previously was serv- 
ice manager with Miller Motors, 
Inc. (DeSoto-Plymouth), Mankato, 
Minn. John H. Mosal has been 
named DeSoto service representa- 
tive in the Minneapolis-St. Paul 
area. 

= * = 


Cleveland Cap Picks Unger 

Cleveland Cap Screw Co., Cleve- 
land, has appointed Emil J. Unger 
to the inside sales force, in charge 
of a territory including all of Michi- 
gan and the Chicago area. 


Unger joined Cleveland Cap in 
1940. 
x * a 
Kerns Replaces Young 
For Raybestos-Manhattan 
Raybestos-Manhattan, Inc. has 


announced that George Young, De- 
(Continued on Page 54, Col, 1) 


UNITED STATES AIR.COMPRESSOR CoO. 


S300 Harvard Avenue Cleveland 5S, Ohio 
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president of Willett Truck Leasing 
Co., and Edward J. McKernan was 


sistant parts and service merchan- 
dising manager. 


mer Akron district manager, as 


Pittsburgh district manager. 


Auto Personnel 


(Continued from Page 53) 


troit branch manager since 1947, 
has retired. 


Jack Kerns has been appointed 
to succeed Young. Kerns has 
been associated with Raybestos- 
Manhattan since 1948. He has been 
assistant branch manager at De- 
troit since 1953. 

* 


* x 


Thompson Appoints 


Hall and Osborne 


R. T. Hall has been appointed 
sales manager of 
the accessories 
division, Thomp- 
son Products, 
Inc., Cleveland. 

Hall, 14 years 
with the division, 
has held various 
offices in the In- 
stitute of Aero- 
nautical Sciences. 
James C. Osborne 
has been appoint- 

R. T. Hall ed manager of 
aircraft engine accessories sales, 
and Frank A. Flower, manager of 


government sales. 


* * + 


American Bosch Names 


Miller, Sennstrom, Leaman 
Sidney E. Miller, engineering 
vice-president of the American 
Bosch division of American Bosch 
Arma Corp., has been named gen- 
eral manager of the Springfield 
division. 
Harold 
development 
ceeds Miller. 


R, Sennstrom, product- 
vice - president, 
Kenneth F. Leaman 


suc-| 


supervisor, and C. A. Holzmann 
and Pete Hunt as West Coast sales 
representatives. 

Holzmann’s territory encom- 
passes Oregon, Washington, and 
western Idaho, while Hunt, former 
field secretary of the National 
Standard Parts Assn., will cover 
southern California, Arizona, and 
southern Nevada. Signal-Stat has 
|established warehousing facilities 
at 2720 S. San Pedro St., 
Angeles. 


* * * 
Chevrolet Picks Coyle 
| Leonard F. Coyle has been named 


| manager of Chevrolet’s Atlanta as-| 


| sembly plant, succeeding L. R. Ma- 

|son, who becomes manager of the 

St. Louis plant. 
* 


* * 


| Firestone Reassigns 


| Thomas and Copple 


| Firestone Tire & Rubber Co. has 
appointed Harley M. Thomas, for- 


Los | 


New manager of the Akron dis- 


trict is Larry B. Copple, former 


manager of truck and tractor tire 
sales for the central division. 
* * * ° 


Alloy Steels Elects 
Phillips and McHalpine 


Alloy Steels, Inc., Detroit, has an- 
nounced election of T. J. Phillips 
as president and director. He previ- 
ously was executive vice-president. 

The Board also has elected Her- 
bert F. McHalpine sales. vice- 


president. 


* * 


Dowsley Is Promoted 


| G. W. Dowsley has been pro- 
|moted to assistant region manager 
|}of the south-central district of 
| Parker Rust Proof Co. Dowsley has 
| been with Parker since 1950. 

| * * + 


Top Officials Elected 
By Willett Companies 


Directors of Willett Companies 
have named Howard L, Willett sr., 
board chairman of Willett Co. and 
Howard L. Willett jr., president of 
that firm. 

James B. Keating was elected 


named sales and operations mana- 
ger of both Willett Co. and the 


leasing firm. 


* * x 


|Nash Promotes McLellan 


In Parts and Service 


D. L. McLellan has been pro- 
moted to parts and service man- 
| ager of Nash. 

McLellan, for 
the past year ad- 
ministrative man- 
ager of the Nash 

g parts and service 
| department, suc- 
Be. ceeds OC, M. Till- 
ee, inghast, who has 
ak been elevated to 

4 parts and service 
manager of Amer- 

ican Motors’ au- 

tomotive division. 

| D. L. MeLellan McLellan en- 
| tered the automobile industry in 
| 1934 as a trainee in manufacturing 
and assembly operations. He later 
|served in sales, purchasing, engi- 
neering and administrative capaci- 
ties. He joined Nash in 1946 in serv- 
ice promotion. A year later he was 
| promoted to assistant service man- 
ager and in 1953 was appointed as- 


MANU imstsTA' dome OLLIE 


becomes assistant general manager | 


and manufacturing vice-president. 
* > * 


Timken Names Freese, 


Richey and Hershey 


Timken Roller Bearing Co., Can- 
ton, O.. has announced appoint- 
ments of James Freese as general 


James Freese Ross Hershey 
production manager and Charles L. 
Richey as his assistant. 

At the same time, Timken named 
Ross Hershey, a sales engineer in 


Detroit, to be Buffalo district sales | 
manager. Freese joined Timken in| 


1929, Richey in 1934 and Hershey 
in 1940. 


* * 


Thieleman Transferred 


Charles F. Thieleman jr. has been 
appointed assistant manager of the 
Buick Los Angeles zone, succeed- 
ing C. Alloo, who has resigned. 
Thieleman was assistant manager 


in the Portland (Ore.) zone. 
* * ” 


American Motors Announces 


2 Canadian Appoiniments 
Robert J. Orr has been named 
sales vice-president in one of two 
appointments announced by Ameri- 
can Motors (Canada), Ltd., Toronto. 


= 


tty ~ ce 
L, E. Fenn R, J. Orr 

The firm also announced the 
appointment of Leo E. Fenn as 
Hudson sales manager, with head- 
quarters in Toronto. Fenn is a 30- 
year veteran of automotive in- 

dustry. 
x 
Signal-Stat Appoints Hunt, 
Lagerstrom and Holzmann 


Sigrial-Stat Corp., Brooklyn, N. 
Y., has anriounced appointment of 
R. E. Lagerstrom as regional sales 


® * 


VN evi sl leat) ee 


+ 


Narwitz Gets Extra Job 


N. H. Narwitz, manager of the 

Portland offices of Goodyear "ire 

|& Rubber Co., has been named 

manager of the company’s new 

offices in San Francisco. He will 

also continue as Portland manager, 
+ * * 


McCarthy, Rice Picked 


Elbert D. Peck, president of Bar- 
reled Sunlight Paint Co., has an- 
nounced the election of Fred Me- 
Carthy as sales vice-president and 
Wayland W. Rice as manufactur- 
ing vice-president. 

* * 


4. District Service Heads 
Appointed by Cadillac 


Cadillac has announced the ap- 
pointment of three men to head 
the parts and service operations of 
three new service districts and the 
promotion of one man to this posi- 
tion in the Erie district. 

Named were H. B. Wilhoyte, In- 
dianapolis district; J. I. Hamilton, 
Cincinnati district, and J. R. Sand- 
strom, Harrisburgh district. D. G. 

(Continued on Page 55, Col. 3) 


= * 


* 








Tops at California Flower Show— 


Judges picked the Dodge LaFemme and orchid exhibit, along with model Patsy 
is, as the best display at the California International Flower Show at Hollywood 
. More than 20 Chrysler Corp. special-model cars were exhibited at the show. 


were set in floral displays. 
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Adams was given a similar post in 
the Erie district. 
. * . 


Lippmann and Siebenthal 


Promoted by Textileather 


Textileather division of General 
Tire & Rubber Co. has announced 
two staff promotions. 

William D. Lippmann has been 
named administrative assistant, 
moving from the plant to the gen- 
eral offices, and William T. Sieben- 
thal becomes production manager 
at the Textileather plant. 

* + * 


Fram Promotes 7 Men 
To U.S. Sales Posts 


Fram Corp. has announced the 
following promotions: 

Gordon W. Gifford, former Okla- 
homa district manager, to assistant 
sales manager, jobber division; C. 
David Strong, former Alabama and 
Georgia field engineer, to dis- 
trict manager in Oklahoma; James 


DELCO-REMY DEVELOPS 
REVOLUTIONARY NEW 
EXTERNAL ADJUSTMENT DISTRIBUTOR 


E. Stanton to district manager, 
Arizona, New Mexico and Texas; 
Norwood IL. Glassey, former eastern 
representative for manufacturers 
sales division, to representative of 
the Washington office; A. Robert 
Campbell, former district manager 
in Rhode Island and Connecticut, 
to eastern representative for the 
manufacturers sales division; 
Thomas A. Ackerman, former Mis- 
sissippi and Tennessee field engi- 
neer, to district manager in Rhode 
Island and Connecticut, and Robert 
E. Burnett, former New York field 
engineer, to South Dakota district 
manager. oS 


AP Parts Appoints 


Warrick in East 


Duane E. Warrick has been ap- 
pointed a territory manager for AP 
Parts Corp. 

Warrick will sell AP “Longer 
Lasting” mufflers and pipes in east- 
ern Pennsylvania and western New 


Designed especially for present and future high-compression engines, Delco-Remy’s 
trend-setting new external adjustment distributor increases timing accuracy, pro- 
vides greater electrical efficiency and durability combined with unprecedented 


ease of servicing. 


Contact point opening (and hence cam angle) is adjustable through a “window” in 
the cap while the engine is running. No special tool is required—just a simple “‘hex”’ 
wrench. The contact point set is a unit completely assembled and adjusted before 
being attached to the breaker plate . . . is easy to replace, in servicing, with a new 
factory-adjusted set, simply by removing two attaching screws. 


Centrifugal advance components have been relocated to a position above the circuit 
breaker mechanism, making it possible to locate the high-rate-of-break cam and 
the high speed breaker lever directly adjacent to the main bearing, for maximum 
rotational stability. The new one-piece circuit breaker plate rotates about the 
upper main bearing on a precision-fit. bearing surface concentric with the shaft. 
Because of this new low-friction, concentric-rotating breaker plate, vacuum 
advance performance and hence fuel economy, are improved. 


The new all-weather cap is easy to remove and replace—even in crowded underhood 
areas—by simply turning the spring loaded latches with a screwdriver. Removal 
of the cap completely exposes the entire distributor mechanism for easy access. 


This all-new design in ignition distributors is another example of Delco-Remy 
leadership ‘““Wherever Wheels Turn or Propellers Spin.” 


DELCO-REMY 


DIVISION OF GENERAL MOTORS ~ ANDERSON, 


INDIANA 
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Jersey. He joined AP in 1951 and 
has served in 34 states as a special 
representative. 

: * * 


Polk Appoints Ober 


Lawrence E. Ober, formerly an 
auditor with Touche, Niven, Bailey 
& Smart, Detroit, has been ap- 
pointed controller of R. L. Polk & 
Co. 


Van Norman Appoints 


Moulton Vice-President 


Philip D. Moulton, general sales 
manager of Van Norman Auto- 
motive Equipment Co., has been 
elected a vice-president of the 
firm. 

Moulton has been with Van 
Norman since 1929 and has served 
in the Philadelphia area 20 years. 
He now is based in Springfield, 
Mass., the company’s home office. 

* * * 


Permacel Picks DeNoia 


Appointment of John 8S, DeNoia 
as automotive sales manager for 
Permacel Tape Corp., New Bruns- 
wick, N. J., a Johnson & Johnson 
company, has been announced. De- 
Noia joined Permacel in 1940. 


* * * 


Pittsburgh Picks Culler 


Appointment of Theodore E. 
Culler to the newly created post of 
assistant manager of operations, 
merchandising division of Pitts- 
burgh Plate Glass Co. has been an- 
nounced. Culler had been manager 
for Pittsburgh Plate’s Baltimore 
distributing branch during the past 
year. He joined the company in 
1929. 


* ® * 


Lumite Appoints Hafner 


Chicopee Mills’ Lumite division 
has appointed Henry Hafner, stylist 
and manufacturer, as manager of 
the automotive and decorative fab- 
rics division. Hafner, until April, 
1955, was head of Hafner Associ- 
ates. Last April his company 
merged with Burlington Industries 
and he became head of Burling- 
ton’s Hafner-Goodall division, He 
resigned from Burlington last 
December. 

* = * 
Phillips and Hofmeister 
Are Elected by Holley 


George M. Holley jr., president, 
Holley Carburetor Co., has an- 
nounced election of Byron B. Phil- 
lips as finance vice-president and 
treasurer and Carl H. Hofmeister 
as vice-president in charge of plan- 
ning and new products. 

Phillips was a partner in Arthur 
Anderson & Co. Hofmeister has 
been an officer of Holley Carbure- 
tor Co. since 1947. é 

* * 


Brandon, Matthews Rise 


At Rochester Products 


C. C. Brandon has been appointed 
works manager of General Motors’ 
Rochester Products division, and 
J. S. Matthews has been named 
production manager. 

Brandon, who joined GM in 1933, 
has been director of production and 
control at Rochester since last July. 
Matthews formerly was superin- 
tendent of material and production 
control. He has been with the divi- 
sion since 1941. 

- * 7 


Auto-Lite Picks Rohrbaugh 


Appointment of John C. Rohr- 
baugh to the industrial relations 
department of Electric Auto-Lite 
Co. has been announced. 

Rohrbaugh served for the past 
three years on the staff of Philip 
Ray Rodgers, member of the Na- 
tional Labor Relations Board. 

of * * 


Joy Names Drastrup 


A. B. Drastrup has been ap- 
pointed vice-president of Joy Mfg. 
Co., Pittsburgh. Drastrup formerly 
was president of A M. Byers Co. 


Dodge Picks O’Connor 


Promotion of Richard L. O’Con- 
nor to supervisor of trim material 
purchases for Dodge has been an- 
nounced. O’Connor was formerly a 
trim material buyer for Dodge. He 
joined Chrysler Corp. in 1951. 

. * 


Dodge Promotes Ottati 


Promotion of Michael A. Ottati 
to manager of administrative meth- 
ods for Dodge has been announced. 
Ottati joined Chrysler Corp. in 1954 
as systems and procedures staff 
assistant in the records develop- 
ment division. 
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As Motor Vehicle Administrators Meet .. . 





Recriprocity Tangle Unsolved 


By Carroll C. Hall 
Staff Correspondent 

SPRINGFIELD, Ill.—“Unless the 
states establish fair and uniform 
motor vehicle regulations and reci- 
procity agreements and do it 
quickly, the Federal Government 
will—and we don’t want that to 
happen,” said Charles F.. Carpentier, 
Illinois’ secretary of state and ad- 
ministrator of its motor vehicle 
laws. 

He was speaking to the 24th An- 
nual Conference of the North Cen- 
tral region of the American Assn. 
of Motor Vehicle Administrators 
at its opening session here. 

More than 200 administrative 
officers from 12 states and the 
Province of Manitoba and high- 
way user representatives were 
present as Carpentier sounded the 
keynote for the conference. 
Outstanding among panel 

sions was one devoted to 
procity. 


ses- 
reci- 


son, of the Wisconsin Motor Vehicle 
Bureau, it found the two differing 
principles of reciprocity in use now 
apparently not reconcilable. 

The Western States Agreement, 
presented by Fred E. Gulick, secre- 
tary-member of the Kansas Motor 
Vehicle Reciprocity Commission, is 
based on permitting owners of com- 
mercial fleets operating in two or 
more states to prorate registration 
fees of such vehicles on the basis 
of miles operated within such states. 

Discussion of-the so-called Ten 
States Reciprocity Agreement—ac- 
tually used by 11.Southern and bor- 
der states—was presented by David 
A. Bryan, Missouri Supervisor of 
Vehicle Registration. He was aided 
by Chester Lamb, Motor Vehicle 
Commissioner of Virginia, and John 
M. Kinnard, Kentucky, formerly an 
administrator in the Motor Vehicle 
Bureau of that state, now with Con- 
solidated Freightways. 

These states recognize licenses 


Presided over by Melvin O. Lar- | of and give reciprocity to motor 


For smoother, better-looking work 


2. 
3. 


4. 
5. 
6. 


FOR AIR DRY— 


e@ Resists wrinkling when enamel is loaded. 
Added protection during hot humid weather 
or premature oe peony to hot sun. Helps 
eliminate sags and runs. 


FOR BAKING— 


e@ Concentrated baking converter. Economi- 
cal (only 1 oz. per quart). No special baking 
type reducers needed. 


GIVES YOU- 


1. Improved flow-out 


carriers from other states in the 
agreement, registered from a base 
location designated by such car- 
rier’s operators, which must then 
be maintained by them. 

Departure from such a base for| 
30 days or more make the operator 
liable for new license plates in the 





states in which they are operating. 

Differences between states in the} 
agreement are settled on a basis of | 
mutual understanding and little! 
difficulty is experienced, it was 
stated. 

Through questions directed to 
Gulick, Kinnard and Lamb, it be- 
came clear that it is unlikely either 
of the areas would accept the reci- 
procity principle of the other. Dif- 
fering mileage and traffic density 
conditions made reconciliation of 
the two plans improbable, it was 
indicated. 

Harry E. Boot, counsel for Amer- 
ican Trucking Associations, Inc., 
addressed the conference on “Mark- 
ings, Plates and Stickers on Inter- 
state Trucks. He appealed to motor 





Increased build of enamel film 
Excellent depth and gloss 
Harder finish 


FOR HOT SPRAY— 


ae! 


Martin Aids Firemen— 





Dudley J. Martin, left, Martin Chevrolet, Manassas, Va., turns over Chevrolet station 
wagon to city’s volunteer fire department for use as an ambulance-car for rescue 
work. Accepting the vehicle are James Barron, right, fire chief, and Sedrick Saunders, 


assistant chief. 


vehicle administrators for a return 
to sanity in regard to truck plates, 
tags and stickers, 


He said most such markings 








Better control on matching metallics 


Economy and flexibility in air-dry 
or baking applications 


e@ Provides added safety factor. Equalizes 
stresses set up when hot enamel hits cold 
surface. Allows heavy film to flow out for top 


appearance value. 


FOR ANY APPLICATION— 


e DX-1400 Ditzler Enamel Equalizer will 
make enamel jobs easier—give your customer 
more satisfaction when the job is completed. 


DITZLER COLOR DIVISION, Pittsburgh Plate Glass Company, 8000 West Chicago Avenue, Detroit 4, Michigan 


DITZLER 


PAINTS * GLASS « CHEMICALS « BRUSHES + PLASTICS + FIBER GLASS 





IN CANADA: CANADIAN PITTSBURGH_INDUSTRIES LIMITED 








are of little actual value, as en- 
forcement officers do not rely on 
them, but on identification’ cards 
and other authorization issued 
truck drivers with such tags, 
plates or markings. 


Another panel discussion was on 
“Registration and Certification of 


| Motor Vehicle Titles.” Dale A. Rog- 


ers, director of the Bureau of Mo- 
tor Vehicles of Nebraska, panel 
chairman, introduced C. Ervin 
Nofer, of the Ohio Motor Vehicle 
Bureau, who led a discussion on 


| “Vehicle Identification Numbers.” 


Maurice J. Carter, Indiana com- 


|missioner of its Bureau of Motor 


Vehicles, discussed and answered 
questions relating to the problems 
of fictitious names and addresses 
on applications for title and regis- 
tration of new cars. 


Paul Mason, Sacramento, Calif., 
presented the subject of a “Pro- 
posed Uniform Title Law.” He told 
of developments to date and the 
need for such laws to check thefts 


|and make easier title handling be- 
| tween states. 


The two final panel sessions were 
“Law Enforcement and Communi- 
cations,” presided over by David 
Herrick, Des Moines, and “Safety 
Education and Accident Preven- 


| tion,” conducted by Joe Lingo, of 


the Indiana Bureau of Motor Vehi- 


| cles. 


Speakers during the conference 
included IHinois Gov. William G. 
Stratton, who discussed the state’s 
highway and safety program; and 
R. B. Baillie, international presi- 
dent of the association and com- 
missioner of motor vehicles of 
Manitoba, who spoke on the work 
and program of AAMVA., 

He said a*new manual, “Driver 
Improvement Through Licensing 
Procedures,” now is on the press. 

It is designed for the use of state 


| administrators of driver licensing 


laws. 


.Elected president for the coming 
year was U. C. Felty, director of 


| the Ohio Department of Safety. He 


succeeds William B. Westbrook, of 


|the Illinois Motor Vehicle Depart- 


ment. 


Other officers elected were 
George C. O’Connor, deputy direc- 
tor of driver and vehicle services 
of Michigan, vice-president; Mau- 
rice J. Carter, commissioner of 
Indian’s Bureau of Motor Vehi- 
cles, secretary-treasurer. 


Lee C. Richardson, director of 
driver and vehicle services of Mich- 
igan, was reelected to a three-year 
term on the executive board. West- 
brook was elected for a two-year 
term to that body, to fill the vacancy 
created by the death of E. S. Goff, 
South Dakota. 


David A. Bryan, supervisor of 
motor vehicle registration of Mis- 
souri, was elected secretary of 
AAMVA. 


Chicago Buick Dealers 


Elect Hufstader 

CHICAGO. — T. W. Hufstader, 
president of Bonnie Buick Co., has 
been elected president of the Met- 
ropolitan Buick Dealers Assn. of 
Chicago. 


Robert Foley, president of Foley 
Motor Sales, was named vice-presi- 
dent. Jack Levy, vice-president of 
Northwest Auto Co., was chosen as 
treasurer. George Kleeburg, presi- 
dent of Kleeburg Buick, Inc., was 
reelected secretary. 
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Nylon Cord Tires 
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i. | TODAY’S NEW-CAR BUYERS ARE SAFETY- 


| 
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ROME te, 


if. CONSCIOUS. They are looking for safety 
ua features in the cars they buy. That’s why 
— a nylon cord tires have such a strong sales 
= appeal. They offer the customer extra 
> safety ... surest protection against tire 
rid failure. 


| TESTS PROVE that thefourthingsatirecord must 


; do, nylon does best! Nylon gives superior 
af resistance to bruise damage, moisture, 
; heat and flex fatigue. And nylon tires 
k | have proved their superiority on military 
- | and commercial planes and on heavy- 
> a duty trucks. Today, the people whose 
— 7 lives and livelihood depend on car per- 
i formance rely on nylon tires—turnpike 
“4 police, professional auto racers, and high- 
- speed test-car drivers, for example. 

aa 

: NOW SOME OF AMERICA’S finest cars have 
nylon cord tires, and Du Pont is prepared 
to supply nylon tire yarn to meet the 
F needs of the automotive industry. 

th 

4 Du Pont produces the nylon fiber. Tire manufacturers 
r, make nylon cord tires—in tubeless or conventional types. 


REG. U.S. PAT.OFF 


BETTER THINGS FOR BETTER LIVING 
--»-THROUGH CHEMISTRY 





mi ast 
AN A NEI BLUE! Tt re ane eect 


| NYLON CORD TIRES ARE IDENTIFIED ON THE SIDEWALL... 
, AN IMPORTANT SELLING FEATURE! 
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Auto Dealer Changes 


Packard-Clipper has added 30 
new dealers. 

Packard appointees are: Kiley 
Sales, Inc., Marion, Ind.; Bovee Mo- 
tor Co., Laramie, Wyo.; Noske Mo- 
tors, Stillwater, Okla.; Roberts 
Motor Co., Fairfield, [ll.; Standard 
Motor Co., Richmond, Calif.; Lind- 
sey Motors, Chehalis, Wash.; De- 
Leigh Motors, Medford, Ore.;. Roy- 
als Motor Service Co., Hampton, 
Va. 

Faulkner’s Sales, Hazard, Ky.;| 
Empire Motor Co., Grand Junction, | 
Colo.; Harry Kellogg and Son, 
Brookings, S. D.; Gjertson Service, | 
Redwood Falls, Minn.; Granite City | 
Packard Sales, Granite City, IIl.;) 
Marin Motors, San Rafael, Calif.; | 
Piedmont Motor Sales, Inc., Wins-| 
ton-Salem, N. C. 

Visnick Bros., Mattapan, Mass.; | 
Dennisport Motors, Inc., Dennis-| 
port, Mass.; Wenslaff Auto, Pipe-| 
stone, Minn.; Crown Packard, Beth- 
page, N. Y.; Neil Burgess Co., Inc., 
Huntington, N. Y.; Mide Motors, 
Inc., Clifton, N. J.; Colonial Pack- 
ard Sales, Colonial Heights, Va.; 
ao Papa Motors, Inc., Lyndhurst, 

Thomas F. Rowland, Cos Cob, 
Conn.; Mountain Motors, Placer- 
ville, Calif.; Brevard Motors, Inc., 
Melbourne, Fla.; Wendall Hawkins 
Packard, Inc., Houston, Packard 
White Plains, Inc., White Plains, 
N. Y.; Pritchard Motor Co., War- 
ren, O., and Burgess Motof Co., 
Rosiclare, Ill. 

Rose Motor Sales, Dunbar, Pa.; 
Snyder Packard Sales & Service, 
Greensburg, Pa.; Sam Kaido’s Serv- 
ice, Sharon Springs, N. Y.; Planck 
Motors, Cortland, N. Y.; Mikkel- | 
son's, Devils Lake, N. D.; Packard | 
Atlanta, Atlanta; Plymouth County | 
Motor Sales, Inc., Brockton, Mass. 

Rudman Motors, Inc., Rochester, 
N. Y.; Knox Motors, Knox, Ind.; 
Oklahoma Packard Co. of Tulsa, 
Tulsa, Okla.; Kelsey Motors, Tus- | 
cumbia, Ala.; Ace Motors, Ham- 
mond, La.; Horner-Evans Co., 
Clarion, La. and Zell Motor Car | 
Co., Baltimore. 


Nash Signs up 87 
Dealers in April; 
136 Total for °56 


Nash has added 87 new dealers, 
according to John W. Raisbeck, | 
sales vice-president, bringing to 136 
the number of new dealers signed 
in the first four months of this | 
year. 

New dealers are Birmingham | 
Nash, Inc., Birmingham, Mich.:; | 
Amentini Motors, Inc., Cleveland; | 
Karl Motor Sales, Troy, N. Y.; | 
George Hill Motors, Chicago; Mc- | 
Millen Auto Service-Nash, Roswell, | 
N. M.; Thomas F. Cemo, Porter- | 
ville, Calif.; Ernest J. Camy, Sali- | 
nas, Calif.; Al & Chuck Nash Sales, 
Detroit; E. W. Ralston, Culver City, | 
Calif.; Marietta Truck & Imple- | 
ment Co., Marietta, Ga. 

Conrad Car Sales, Ortonville, | 
Minn.; Rilling Motor Service, De- 
corah, Ia.; Andy’s Garage, Ontario, 











Ore.; Galloway Motors, Tucson, 
Ariz.; Caldwell Equipment Co., 
Strasburg, Colo.; Hudson’s Nash 


Co., Greenville, N. C.; Chase Motor 

Sales, Lake City, Pa.; Robey & 

Ewing Motor Co., Forest Grove, 

Ore.; Douglas Motor Co., Gallup, 

af M.; Nash Waukesha, Waukesha, 
is. 

Robert O. Mace, Lancaster, N. 
H.; R & C Motor Sales, Walled 
Lake, Mich.; Cunningham Nash 
Sales, Howell, Mich.; Midtown Mo- 
tors, Middlesex Boro, N. J.; Boone 
Motors, Hamlet, N. C.; H. L. Mc- 
Coy, Oakland, Calif.; Mahoney’s 
Lancaster Nash, Lancaster, Calif.; 
Broomall Motors. Inc., Broomall, 


-Pa.; Paul’s Auto Sales, Inc., Middle- 


ton, Mass.; Weisfeld- Motors, Phil- 
adelphia; Eschner Motor Sales, Gil- 
lett, Wis.; McLatchy Motors, Inc., 
Chadron, Neb. 

Niemack Motor Co., Torrington, 
Wyo.; D. Avery Smith Motors, Ash- 
land, Ky.; Burt’s Garage, Roulette, 
Pa.; Cullen’s Garage, Springfield, 


Minn.; Cargo Nash Motors, Inc., 
Gadsen, Ala.; Royce Motors, Inc., 
East Aurora, N. Y.; Pontero’s Inc., | 
Utica, N. Y.; Brown County Nash, 


Brownwood, Tex.; Sam Bigham 
Motors, Tyler, Tex.; Roslyn Nash, 
Roslyn, N. Y.; Parkside Garage, 
Lake Placid, N. Y.; Hereford Sales 
& Service, Inc., Hereford, Md. 
Reynolds Nash Sales, Cheboygan, 
Mich.; Wolff’s Tractor Service, 
Edon, O.; Courtney-Murphy Motors, 
Inc., Aiken, S, C.; LaGrange Imple- 
ment Co., LaGrange, Ga.; Stang 
Implement Co., Osage, Ia.; Frontier 
Motors, Inc., Helena, Mont.; Moun- 
tain Motor Co., Salem, Va.; Coastal 


Tractor & Truck, Jacksonville, N.C. | 
s |ment Co., Las Vegas, N. M.; Owa- 


Kelley Nash Co., Attalia, Ala.; 
Fremont Truck & Implement Co., 
Lander, Wyo.; Naylor Nash Motors, 
Lakeland, Fla.; Surroz Nash, Inc., 


Grants Pass, Ore.; Bellingham 
Nash, Inc., Bellingham, Wash.; 
Clark & Son Nash Co., Dumas, 


Tex.; Lockhart-Collins Nash, Big 
Spring, Tex.; Jack Mitchell, Inc., 
Dallas Tex.; Hallstrom Motors, 


|C.; Fayhee Implement Co., 


| American Fork, Utah; S-M Service, 


Ine., Wenatchee, Wash.; Olive’s, 
Kamiah, Id. 

Coma’s Nash Sales & Service, 
Inc., Hightown, N. J.; Barney’s 


| Garage, Holland, N. Y.; Lea Motors, 
|Medford, Ore.; Corsett Nash, Ful- 
ton, N. Y.; Hoyt Motor Sales, New- 
buryport, Mass.; “Y” Motor Sales, 
Williamsport, Ind.; Bristol Nash 
Co., Bristol, Pa.; Hammonton Nash 
Motors, Hammonton, N. J.; Smith 
Auto Supply, Weatherford, Tex.; 
Monarch Motors, Elizabeth, N. J.; 
Woodbury Nash, Woodbury, N. Y.; 
Walker Motor Co., Orange Park, 
Fla. 

Borstorff & Fitch, Corry, Pa.;| 
Demrod Motor Co., Pine Bluff, 
Ark.; Werner Truck and Imple- 
ment Co., Leesville, La.; Heilman’s 
Kittanning Nash, Kittanning, Pa.; 
Houghton Motors, at S.| 
ne¢., | 
Seward Equip-| 





Prairie -City, Ill; 
tonna Nash, Owatonna, Minn.; | 
Amentini Motors, Inc., Cleveland; | 
John O. Ouimette, Clinton, Mass. ; | 
Cole Motor Co., Lubbock, Tex., and) 


Fortuin Nash, Grand Rapids, Mich. | 
* * o 


Packard Retained 
Billingsley Motor Co., recently 





named as an exclusive Plymouth | 


dealership in Portland, Ore., will 

continue to handle Packard, 

according to S. W. (Bud) Fraser, 

general manager. The Packards 

will be sold at a separate location. 
* ” * 


Crawford Sold 


Crawford Chevrolet Co. of Glen- 
wood, Ark., has been sold to Alvin 
Wisener, according to H. T. Craw- 
ford. 


* * * 


Susk Opens in Chicago 
A new Pontiac dealership, Henry 
Susk- Pontiac Co., has been opened 
at 1510 North Clark St., Chicago. 


* * 


Carmody Buys Out Partner 

Leonard H. Carmody, a used-car 
dealer, has purchased controlling 
interest in Plummer Carmody Pon- 
tiac Co. in East St. Louis, Ill., and 
renamed the firm Carmody Pontiac. 
He has been a partner in the com- 
pany and formerly was car distri- 
bution manager for Pontiac in the 
St. Louis Area. 

* * * 
Barnett Reorganized 


L. C. Barnett, Topeka (Kans.) 
Nash dealer for 33 years, has re- 
organized his dealership as Barnett 


vice-president, 





Nash, Inc. Fred Allgeod ig 
and Tom Mix is 
secretary-treasurer. The former 


sales firm, Barnett Motors, will 
continue with auto financing. 
* * * 
Copeland Moves 
John Copeland Motor Co. has 
moved to a new location — 1111 


Granby St. in Norfolk, Va. 
* + * 


Ballard Takes Mercury 


C. B. Ballard & Son, a Seattle 
Nash dealership for the past 18 
years, has been named as a Mer- 
cury outlet. C. B. Ballard is presi- 
dent of the firm and C, R. Ballard, 
his son, is vice-president. 

* * * 


8 Willys Dealers Named 


In Upper Midwest 

Eight new Willys dealerships 
have been appointed in the Upper 
Midwest. 

They are Johnson Motors 
(Dodge-Plymouth), New England, 
N. D., Joseph L. Johnson, dealer; 
Dakota Motor Co. (Chrysler- 
Plymouth), Lemmon, S. D., Anton 
Sattler and N. H. Fogel, partners; 
Ernie Frederickson Co. (Dodge- 
Plymouth), Madison, S. D., Ernie 


(Continued on Page 59, Col. 2) 
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Be Now THREE gasolines, one 





Across the Nation .. . 





partners; 
| (Dodge-Plymouth), 





This hot rod, called a “Speed 
3 Bug,” was introduced in London 


in 1920. A writer at that time re- | and Gordon Steele, partners. 
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Auto Dealer Changes | 


| J Edward Wilde has sold his} 


(Continued from Page 58) 


| Frederickson, dealer; Ruud Pon- 
|tiac, Albert Lea, Minn., John F.+ 
Ruud, dealer; Brayer Motor Co. | 
(Chrysler-Plymouth), Osseo, Minn., | 
|James Brayer and Louis Brayer, 
Valley Implement Co. 
Grand Forks, 
N. D., D. G. Kelly and G. L. Kelly, 
| partners; Lorenz Garage (Chrysler- | 
| Dodge-Plymouth), Bowman, N. D., 
|Ray J. Lorenz and Leo R, Lorenz, 
partners, and L & F Jeep Sales, | 
Hot Springs, S. D., John A, Lintz 





Co. In Kenova, O, J. Adkins pur- 
chased Tri-State Chevrolet Co. and 
|is operating it as C. K. Chevrolet 
| Sales. 





* * * 


Wilde Sells to Heislers 


Studebaker dealership in Plymouth, 


| will sell both Studebaker and Pack- 


| jr. have purchased N & W Motors, | ard. 


Inc. (Ford), Oak Hill, and will a. a «6 


operate it as Bill Jones Ford, Inc. | 
DeLoach Hudson Opens 


Martin Ford Sales, Lewisburg, 
has been purchased by S| DeLoach Motors (Hudson), Tus- 
Martin. It formerly was Lewisburg | caloosa, Ala., has opened, Owner is 
Motor Co. | James G. DeLoach. 
In Fairmont, Charles P. Helmick Se Se 
has bought Wolfe Motors, Inc., 
(Lincoln-Mercury), and in Union,| Anderson Sells to Graves 
R. N. Allen and J. T. Bostic have | Dayl B. Graves has purchased the 
opened Allen-Bostic Chevrolet, Inc.| interest of Sidney A. Anderson in 
It formerly was Blume Chevrolet.| Graves-Anderson Pontiac Co.,, 
W. Wilson Norman has opened} Walla Walla, Wash. 





O., to Heislers, Inc., Willard, O. It} 


ported that “an ingenious stroke 
is the use of an ordinary window 
shade on a roller to prevent the 
radiator from doing too good a 
job and cooling the engine below 
the point of best operation.” This 
could mean anything, and prob- 


ably does. gina. 











THESE ARE THE FACTS: 


No one gasoline can eco- 
nomically satisfy the widen- 
ing power needs of today’s 
| cars. 


No two gasolines can give 
every motorist full value for 
his gasoline dollar. 


Sof which will give each car 
the right fuel . . . at the most 
economical price! 


| Q@AVINGS OF MILLIONS of dollars for the 
: American motorist are possible through a three- 
grade system of marketing gasoline. On June 20, our 
company will begin marketing three grades of gaso- 
line — Esso at “regular” price, Esso Extra the pre- 
‘mium grade, and now new Golden Esso Extra, a 
' still higher quality fuel for automobiles with high- 
compression engines. This new power fuel should 
be available to 75 per cent of our company’s cus- 
| tomers by mid-August. 
In announcing the higher quality motor fuel, our 
‘company moved about four years ahead of schedule. 
The new gasoline contains power-producing ele- 
ments of an advanced motor fuel that was originally 
scheduled for production by Esso in 1960. 


ex Motorists are demanding cars with better per- 
formance, and to deliver performance most effi- 
ciently, automobile manufacturers have increased 
compression ratios. These higher ratios demand a 
higher grade of fuel. Our new gasoline is designed 
to meet that need. 


Traditionally, the petroleum industry has mar- 
| keted two grades of gasoline — regular and premium. 
Recently, however, an acute problem arose from the 
increasingly greater percentage of new cars which 
are not satisfied by existing premium gasolines. 
| We decided that merely increasing the octane rat- 
ing of the current premium grade would be uneco- 
nomical to the millions of motorists whose automo- 
biles cannot take full advantage of a higher grade 
of fuel. 








SSO 


8 Deals Switch 
In West Virginia 


Eight recent dealership changes | Motors, Inc. 
have been reported in West Vir- 


William Jones sr. and William It formerly was Smith Chevrolet 


STANDARS 


Norman Motor Sales, Inc. (DeSoto- | * *« *& 
Plymouth), Clarksburg, and David 
F. Clarke has bought out Paul R. | 
Murrin’s interest in Clarke-Murrin | 
Motors, Inc. (Chrysler-Plymouth), | Harold Cummings, Ltd. 


Samuel A. Foster is operating 
Sam Foster Chevrolet Co., Elkins. 











Obviously, if only two grades — regular and a new 
higher quality premium fuel — were marketed, many 
motorists would be caught in the middle. The 
“quality spread’”’ between the two motor fuels would 
be far too wide. 


Both the motorist and the oil industry save when 
the proper fuel is used in an automobile engine. The 
three grades system will accommodate all cars, new 
and old, and save muny motoring dollars. 

The current regular and premium grades of gaso- 
line are doing an outstanding job for a large per- 
centage of the motoring public and will continue to 
do so for some years to come. Since higher quality 
fuel must be made by new processes that are more 
costly, Esso Standard feels it would be unfair to 
most motorists at this time to increase the octane 
and other qualities — and cost —of our present 
premium fuel. 


Esso researchers estimate that the adoption of 
the three-grade gasoline plan by the American mo- 
torist could save the public over half a billion dollars 
a year in 1961. 


We are confident that new Golden Esso Extra, 
perfected by new refining processes, will deliver the 
efficiency and mileage intended by the automobile 
manufacturers when they designed their new en- 
gines. And, by marketing three — not two — grades 
of motor fuel, we will continue to provide the right 
fuel for every car, and the motorist will not be pay- 
ing for quality he can’t use. 





President 


OIL COMPANY 


Cummings Chevrolet Opens 
Harold H. Cummings, president, 


Wheeling. The firm now is Clarke | let), has opened the new dealership 
in Montreal. Cummings said that 
Humphrey Kassis will be general 
manager. Cummings also is presi- 
dent of Bonn Chocolate Corp. and 


59 
| Merchandisers, Inc. New York 
City. 


* * * 


\Spainhower & Kiland Opens 


Spainhower & Kiland Motors, 
|}owned by Arthur Spainhower and 
|G. J. Kiland, is the new Stude- 
baker dealership in Wheaton, Minn. 


* * * 


Light Adds St. Paul Outlet 


A Studebaker franchise has been 
| granted to Downtown Studebaker, 
635 N. Robert St., St. Paul, Minn. 
Owner is Randolph Light, who also 
operates a Studebaker dealership 
in Minneapolis. 

* ok * 


Chevrolet Outlet Formed 


Ashley Chevrolet has been in- 
corporated in Alliance, O., by Ernest 
E. Ashley, William H. Hoover and 
O. B. Blumensteil. 


* * * 


| Heintzelman Heads Deal 


Heintzelman Chevrolet, Hinckley 
Township, Medina County, O., has 
been incorporated by Dean H. 
Heintzelman, Fred M. Greenwood 
and Duane C. Weber. 


+ * * 


Nash Firm Incorporated 


Incorporation papers have been 
issued to Ashland Nash Motors, 
Ashland, O. Incorporators are 
Arthur A. Vanosdall, Charles A. 
Cooper and Harold E. Andrews jr. 


* 





Willys Deal Set Up 


Willys of Bedford, Bedford, O., 
has been incorporated by K. J. 
Ertle, James M. Smith and Janet 
Kurah. 


* * Ed 


Buick Firm Organized 
Davis-Jenkins Buick has been in- 
corporated in Jackson, O., by Ray- 
mond F. Davis, Arthur Jenkins 
and Thomas H. Monger. 


x * * 


Miller Buys Schroeder 


Wendell H. Miller, Binghampton, 
N. Y., has purchased Bud Schroe- 
der, Inc. (Dodge-Plymouth), Vestal, 
N. Y. Miller will continue to 
operate Miller Motors (Dodge- 
Plymouth) in Binghampton. 


* * * 


Smith Sells to White 
Al White, Mt. Washington, O., 
has purchased Dick Smith Chev- 
rolet Co., New Richmond, O. 


z Bd * 


Welborn Buys Ashley 
Ashley Chevrolet Co., Honea 
Path, S. C., has been sold and now 
is operating as Welborn Chevrolet 
Co., Inc. 





* * * 


Surroz Nash Opens 


| Surroz Nash, Inc., Grants Pass, 
|Ore., has been organized by F. V. 
| Surroz, K. M. Wood and C, O. 
Wheelock. 
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|| A Miracle of Modern Chemistry 
New Epoxy Plastic Body Solder 


SOLDERS WITHOUT LEAD 


Completely Replaces Old Fashioned andExpensive Hard to Handle Lead Solder 


Simple Procedure — Requires No Special Skill 


Anyone can quickly learn to use it. AUTOMOBILE DEALERS — quickly repair small 
7 dents or irregularities in new sheet metal.or parts damaged in transit or in handling. 


© Easier to Use 
No Sag on Vertical 
Surfaces 
No Special Skill Required 
Non-Toxic 
No Air Holes 
Smooth Finish Without 
Fillers 
Eliminates Waste 


Faster Working 
Higher Quality Work 
Greater Profit 
In Repairing 


Fenders Rocker Panels 
Quarter Panels Door Panels 
Gasoline Tanks 


Mufflers 


Body Tops 
Radiator Tanks 


A single 2-quart kit will do the 
work of 36 Ibs. of solder. 


Plastic Solder 
No. | 





also plastic and metal Boat Hulls — Piping — 


Tanks automotive 


Fabricating non-functional 


and household metal, items. 


2-quart kit — $15.75 


ARNDT-PALMER LABORATORIES, INC. 


17730 DORA STREET, MELVINDALE, MICH. 


plastic and wood 


2-pint kit — $9.00 










‘idly’ PROFIT PACKED MARKET WITH 


DUAL EXHAUST SYSTEMS 
and DUAL EXHAUST HEADER SYSTEMS 





————— a 


and W\GH-EFFICIENCY 


FIBERGLASS PACKED MUFFLERS 


——— 






QUIET-TON 


Attention All Dealers! 


In most instances, factory-in- 
stalled optional duals are not 
available as an accessory kit. 
The demand from your cus- 
tomers whose cars are not 
equipped with duals is tremen- 
dous. Additional horsepower 
for their cars means additional 
profits for you. 

Grand manufactures perfect fit- 
ting duals for all V-8 installa- 
tions. 


Order Grand duals from your 
Guaranteed To Fit All V-8 Cars and 6Cyl.Chevrolets Grand jobber today! 


GRAND AUTOMOTIVE PRODUCTS 


2055 Ruby Street °¢ Melrose Park, Illinois 


eee ee eee 





ORIGINAL 
TAIL PIPE 






TAIL PIPE 


ORIGINAL 
TAIL PIPE 
















DUAL SIDE 
TAIL PIPE 


WILLIAMSPORT, Pa. — An auto 
factory once occupied the building 
which now houses Van Campen 
Motors, Inc. (Dodge-Plymouth). 

And that factory turned out a 
car called the Imperial, the name 
Chrysler Corp. — Van Campen’s 
manufacturer—applies to its pres- 
ent-day luxury line. 








These facts came to light re- 
cently when Charles B. Van Cam- 
pen jr., and Louis Rabert and Phil 
DeGregory, his parts and service 
managers, were building racks in 
the second-story rafters. 

There in the dust they found early 
automotive magazines and pamph- 
lets including booklets describing 
the 1907 model offered by Imperial 
Motor Car Co., featuring “The Car 
with the Straight-Line Drive.” 

Although the company operated 
from 1907 to 1911 and for four more 
years as Rentz-Chevrolet Co., mem- 
ories of the Williamsport industry 


Testing Society 
Offers Big Display 
At June Meeting 


ATLANTIC CITY, N. J.—Forty 
leading manufacturers and distrib- 
utors from the U. S. and Canada, 
including representatives of Euro- 
pean companies, will take part in 
the 12th Exhibit of Testing and 
Scientific Apparatus and Labora- 
tory Supplies to be held in connec- 
tion with the 59th Annual Meeting 
of the American Society for Testing 
Materials here June 17-22. 


On display will be hundreds of 
items ranging from small hand- 
manipulated instruments to uni- 
versal testing machines. 


Conforming to the theme estab- 
lished at the first exhibit in 1931, 
the displays will be limited to sub- 
jects related directly to the work 
of the society. 


Some 32 technical sessions will 
cover a wide variety of subjects. 
Highlighted will be seven sym- 
posiums on the following subjects: 
Specific Gravity of Bituminous 
Coated Aggregates, Ion-Exchange 
and Chromatography in Analytical 
Chemistry, Solder, pH Measure- 
ment, Tension Testing of Non- 
Metallic Materials, Steam Quality, 
and In-Place Shear Testing of 
Foundation Soil by the Vane 
Method. 

Individual papers also will be 
given on rheological problems, 
metals, concrete, fatigue, stainless 
steel, soils, and general testing. 

Featured on the program are two 
lectures, the Edgar Marburg Lec- 
ture and the Gillett Memorial Lec- 
ture. The Marburg Lecture this 
year will be given by Dr. Charles 
E. Reed, general manager of the 
silicone products department, Gen- 
eral Electric Co., on “The Chemical 
Properties, and Applications of Sil- 
icones.” 

Dr. D. K. Crampton, director of 
development, Chase Brass & Copper 
Co., will give the Gillett Memorial 
Lecture on “Structural Chemistry 
and Metallurgy of Copper.” 





Corner Lot Boosts Sales— 





Produced 1907 Imperial .. . 


Dealership Once Was Plant 


had faded from the community un- 
| til the recovery of the booklets 

Van Campen’s father, who died 
while hunting in the fall of 1954, 
took over the Dodge-Plymouth deal. 
ership at the site only 10 years be- 
his death. The young men who run 
the business today had little reason 
to suspect the property’s history 

But now the Van Campen staff 
can thumb through books that 
tell of a roadster with a folding 
rumble seat that sold for $2,500 
and a “Second Imperial” with 
four individual bucket seats at 
$2,650. 

The four-cylinder 1907 model] 
boasted 30 to 35 horsepower, a dou- 
ble drop frame and the featured 
“straight-line drive” that retained 
“the regulation universal joints at 
either end of the shaft” but had 
them only “as a safety factor” and 
“simply transmitting power, not ab- 
sorbing it.” 

The makers explained, “Very few 





| people realize how much of the ac- 


tual developed motor horsepower is 
absorbed by the practice of having 
the driveshaft at an angle, where 
the universal joints are absorbing 
from 7% to 25 percent of the en- 
gine’s power.” 

The officers of the early company 
were Garrett Cochran, president; 
Henry D. Brown, treasurer; Harry 
A. Bubb, secretary; Fred P. Brand, 
vice-president and general manager, 
and N. Burrows Bubb and E. B. 
Campbell, directors. 





* * * 
e 
A TNR 


THE CAR with the 
“STRAIGHT-LINE DRIVE” 





Glance into the Past— 


This is the 1907 Imperial Roadster 
which was manufactured in Van Cam- 
pen's dealership. Company officials 
learned of the building's history re- 
cently when they discovered dusty 
pamphlets and booklets in the rafters. 

-a ~S 





In the early days of the industry, Imperial Motor Car Co. produced autos in the 
present quarters of Van Campen Motors, Inc., (Dodge-Plymouth), Williamsport, Pa. 
Today, dealership officials point proudly to a 250 percent sales gain in the first 
quarter. An important factor in the increase, they say, is their corner used-car lot. 
Sales have been rising ever since the corner spot was acquired last summer. 
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Correspondent George L. Glaser Writes . . . 


Auto Letter from Europe 


pee gee Germany. — Dur- | 


ing my recent U. S. visit I was|chances are 
asked by a number of GM and | greatly. 


Ford dealers what German- made | 


GM and Ford cars I could suggest | |growing in Germany, where last | 


for sale in the U. S. 

While I don’t know what the 
Government and corporation poli- 
cies are on this matter, I imagine 
the station wagons made by both 
firms here would be rather 
attractive small cars to many 
Americans. . 

GM's Opel four-cylinder Olympia 
Caravan and the Ford Taunus M15 
station wagon would both be inter- 
esting to the dealers of these 
corporations. 


Accident 
reportedly reduced | 


breathing the fresh air. 


Concern about traffic safety is 


year, 12,000 died and 350,000 were 


|injured in 500,000 accidents. Dam- | 


age was estimated at $600 million. | 
* od * 
Europe’s Traffic Problems 


ONCERN is also growing in 
other countries. In September 


}an international traffic conference 


Both cars have large tires, 6.40) 


by 13, attractive styling and ade- 
quate power. The Taunus has the 
hollow-cast crankshaft, recently 
discussed in AUTOMOTIVE NEws. 
Further information is probably 
obtainable from the import divi- 
sions of both firms in New York, 
> ¢ 
* * » 

Pyramid Out in °57 

HE PYRAMID or Delta, an 

unusual small car developed by 
the German Dornier airplane man- 
ufacturer, will soon be put into 
production by the Zuendapp Works 
of Nuernberg for sale in 1957. 

The Pyramid has no side doors 
— entry being made through 
front-center and rear-center 
swing-up doors. It also has a 
mid-ship motor, rear seats fac- 
ing backward and will sell for 
less than $1,000. 

Zuendapp is Germany's third 
largest producer of two-wheeled 
vehicles, scooters and motorcycles. 
The firm also has plans for pro- 
ducing motors for small boats, and 
sewing machines. 

There appears to be a trend in 
Germany away from the round 
type of lamp, for which there is 
no particular reason anyhow. 

The new “wide beam headlights,” 
already appearing on scooters and 
other vehicles, are rectangular. Less 
glare and better light distribution 


is claimed. 
> = 


Mercedes Stages Run 


ao the supervision of the 
German Club ADAC, Mercedes 
(Daimler-Benz) recently arranged 
an economy run from its plant in 
Sindelfingen to Hamburg. 

Five teams competed, all with 
orders to drive this distance at no 
more than Pullman train speed, 
using the least amount of diesel 
fuel. 

The ‘contest revealed, after 11 
hours of driving, that one can 
travel this distance for about 
one third the price of a third 
class train ticket. 

In the Park Hotel in Lueneburg, 
Northern Germany, motorists can 
buy a cup of coffee and 100 liters 
of oxygen for one DM (25 cents). 

Why oxygen with the coffee? 
Herr Tackmann, a doctor, has re- 
cently concluded that many drivers 
suffer from slight but chronic car- 
bonmonoxide poisoning, producing 
headaches, outbreaks of intolerent | 
driving and other symptoms. Simi- | 
lar oxygen stations are planned for | 
Stuttgart and Vienna, Austria. 

The oxygen is served in a bottle | 
which directs the stream toward | 
the motorist who is greatly re-| 
freshed after about 10 minutes of | 





Missouri Dealers 


Elect Directors 


JEFFERSON CITY, Mo. — The} 
Missouri Automobile Dealers Assn. 
has elected 19 men to two-year 
terms as district directors. 

Elected were: District 1—Glenn 
Miller, Chillicothe, and O. P. Pitts, 
Cameron. District 2—W. E. Zenge, | 
Lewiston, District 3—R. G. Bentrup 
and Jerome A. Smith, Kansas City; 
Lloyd Ketcham, Liberty, and J. E. 
Latimer, Independence. District 4— 
J. M. Allton, Columbia. District 5— 
W. M. Robertson, Joplin, and Leslie 
Mason, Menett. 

District 6—Leo Baumgart, Poplar 
Bluff. District 7—Dave Riesmeyer, 
Webster Groves; L. P. Francis, 
Overland; A. H. Roeper and Fred 
F. Vincel, Maplewood, and R. G. 
Riefling, Tom Dickerson, J. A. Al- 
brecht and W. J. Rasmussen jr., all 
of St. Louis. 





will be held in London to learn 
reasons for the tremendous Euro- 
pean traffic toll. 


Some officials in Germany say 
the postwar city planners missed 
the bus when rebuilding the 
bombed-out towns. In most places 
they stuck very closely to the 
centuries-old plans with the narrow 
streets and numerous buildings. 
Inside-city turnpikes are gaining 
popularity as possible solutions for 
eliminating the congestien. 


In Berlin, a circle of freeways 





replaces 
15 vital 


car radio 


parts 


WITH A “GOLDEN HEART 


THAT WON’T WEAR 
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fransistor 


around the city will be started 
soon. The Soviet zone has been 
included in the plans. Interior 
radii will connect. the various 
sections of the city to the free- 
ways. 

Recently it has been suggested 
that a mandatory vehicle inspec- 
|tion be made every time a used 
|car changes owners. Registration 
| would be possible only when an 
inspection sticker is obtained from 
a designated inspection station. 

New traffic regulations in 
Germany require that all cars have 
outside mirrors, that scooter pas- 
sengers refrain from  side-saddle 
riding and that heavy trucks stay 
off the roads on Sundays and holi- 


days from midnight until 10 p. m. 


Grinels Motor Burns 


APPOMATTOX, Va. — A fire did 
damage estimated at $75,000 to the 
plant of Grinels Motor Co. (Ford) 
here. A new car and truck were 
destroyed in the fire. 


AI eow motorola 


our” 


Motorola Transistor- Powered Car 


Radio. (Model 6TAS-8, 


$99.95.Othernew models from $39.95 


Most trouble-free car radio ever built—The amazing 
transistor heart won’t ever wear out. And ii replaces 
15 parts that do wear out in conventional sets. (Includ- 
ing the vibrator and vacuum tubes.) 


Cuts battery drain 50% 


—Transistors use hardly any 


power. Even with the engine off, this radio can play 
for hours without running down the battery. 


Fits most cars—Custom 


fits instrument panels of most 


cars. Takes just a few minutes to put in. 


MOTOROLA 


World's Largest Exclusive Electronics Manufacturer 








| Metal Building for Used-Car Operations— 
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Constructed of heavy galvanized steel panels, this metal building has been added 
to the used-car facilities of B & G Motor Co., Kansas City. The building, designed 
by Behlen Mfg. Co., Columbus, Neb., is equipped with an air compressor, hot water 
heater and tool cabinet, and is used for washing, polishing, repairing and recondi- 
tioning cars. The firm is operated by George Powell and William George. 


PLUS—NEW TWIN BAR STATION 


FINDER Most automatic tuning of 
all! Electronically picks and pinpoints 
any station. Twin Search Bars move 
station selector either right or left 
from any point on the di 


12 volt) 


Here’s how you fit in — Many car dealers are discover- 
ing that Motorola Car Radios can bring big extra profits 
on car sales. Motorola’s deep profit margins let you 
make the deal you want. And installation charges yield 
still more profit. Get the facts from Motorola. Send this 
coupon now. No obligation. 


ee 


Motorola, Inc., Dept. AN-58 
4545 W. Augusta Bivd. 
Chicago 51, Illinois 


Attn: Car Radio Department 


onliaedinaiaeasianminmaeiaeiaeinientiens| 


Please give me all facts about the Motorola Car 
Radio business. Thank you. 

Name speeds antag 
Firm___ at Ea, Bis ete 
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Cobre Valley Motors Opens New Building— 


Cobre Valley Motors (Chevrolet), Globe, Ariz., has moved into its new home, | 


culminating a two-year program to concentrate facilities at one location. 





AUTOMOTIVE NEWS, MAY 21, 1956 





The new | 


building contains 12,000 square feet of floor space, with more than 7,000 feet on 


the first floor. 


vice-president. 












Kenneth Schminke is president of the firm, and his son, William, is 








DETROIT. — Lighter engine 
blocks, transmissions, radiators and 
brake drums are among the 
developments being explored by 
aluminum makers to decrease the 
weight of automobiles and to get 
more of their product into every 
ear, according to the Aluminum 
Assn. 

The association reported that a 
die-cast, six-cylinder engine block 
weighing 50 pounds when cast 
and 43 pounds trimmed now is in 
the test stage. Present engine 
block weight is about 175 pounds, 
according to the aluminum group. 

Auto makers are highly inter- 
ested in the applications of alumi- 
num as a means of increasing fuel 
economy and performance through| 
the elimination of dead weight. 

The aluminum makers say that 
use of the light metal increased 
from an average 29.6 pounds per| 
car in 1955 to 35.2 pounds in 1956. | 

One producer believes this aver-| 


Autos Embrace Aluminum 


Light Engines, Radiators, Brake Drums Due, 
Metal Producers Predict 


age will climb to 50 pounds by 1960 
and 81 pounds by 1965, while 
another optimistically predicts the 
average 1957 car will contain 42 to 
45 pounds of aluminum. 

Today’s major application of 
aluminum, the association said, 
is in automatic transmissions 
where about half the 35 pounds 
per car is used. The engine 


Flathead Group Elects 


Pelletier President 
KALISPELL, Mont. — Vic Pelle- 
tier, Pelletier Motor Co., has been 
elected president of the Flathead 
Auto Dealers Assn. 
He succeeds M. C. Johns, former 


|}owner of Johns Buick, Inc. Other 
officers include Matt Himsl, Himsl- | 


Wohlwend Motors, Inc. (Dodge- 
Plymouth), vice-president, and Rob- 
ert Falkner, Gary Motor Co. 
(Ford), secretary-treasurer. 


[EXTRA] 3M BODYSHOP NEWS [EXTRA 








3M Launches Another BIG PROMOTION: 


OOF ADDS M-A-G-I-C TOUCH 
O BOOST SHOP PROFITS IN ‘56 


Same Car... 
NEW FINISH! 


Exclusive 3M M-A-G-I-C TOUCH 
color styling transformed this dull, 
drab 1953 model on top to the up-to- 
the-minute, two-tone beauty below. 





MAGIC TOUCH 
MOVES USED CHRS FAST 


Field men report there’s good money 
waiting for auto repainters who go after 
business in used car lots. Used car dealers 
find that bright, clean cars with modern 
paint jobs move off lots faster and pull 
down top market prices. Plenty of op- 
portunities are available for auto 
repainters to work out mutually profit- 
able deals on fleet orders with used car 
dealers. 





: “ ~ poe =; 
FREE Sales Helps offered to Launch 
M-A-G-I-C TOUCH Campaign 

Radio commercials, business-getting 
postcards, estimate tags and wall banners 
are just a few of the promotion items 
Minnesota Mining and Manufacturing, 
the 3M Company, is giving free to body- 
shop owners to introduce the new DOOF 
with the M-A-G-I-C TOUCH Campaign. 
The pretty girl holding the items in the 
above picture is not included in the free 
promotional aids. 


An indication of the consumer trend and preference for modern two-tone color styling 
is seen in the fact that two-thirds of all 1955 Chevrolet buyers chose two-tone bodies. 
On some models the percentage was much higher. For example, nine out of ten sport 
models carried dual color styling and seven out of every ten station wagons were two- 
tone. This growing two-color trend makes reStyling of older model cars a promising field. 





Famous DOOF Campaign 
Brings M-A-G-I-C TOUCH 
Color Styling to Capture 
Big Auto Repaint Market 


National Dents Out Of Fenders month 
is coming again this June—with an ex- 
citing “‘plus” feature that’s sure to start 
business booming in bodyshops across 
the nation. 

* * * * 


DOOF—best known promotion in the 
autobody field—adds extra profit punch 
this year to bring even more work into 
shops and boost year ’round income. 
This year 3M makes it possible to cash 
in year ’round on high-profit autobody 
repaint business with the new M-A-G-I-C 
TOUCH colorstyling method—Modern- 
ize And Glamorize In Color. 


* * * * 


M-A-G-I-C TOUCH Makes 
Old Cars Look NEW! 


3M’s M-A-G-I-C TOUCH color technique 
transforms old cars to new through a system 
of easy creation of one, two and three-tone 
paint jobs. M-A-G-I-C TOUCH makes 
modern color styling now readily available 
to owners of older model cars. 


FR PROMOTIONAL AIDS 
AVAILABLE! 


3M is making available free of charge colorful, 
hard-hitting promotion materials to identify 
auto repaint shops as color stylers and auto- 
body repair headquarters. 

DOOF and M-A-G-I-C TOUCH promotion 
offers a real opportunity for autobody shops 
to cash in on a new source of profitable 
business. All autobody and repaint shops are 
urged to get in touch immediately with their 
3M representative to get complete facts about 
new DOOF—M-A-G-I-C TOUCH promo- 
tion—the two it takes to make an impression 
in the autobody market. 


NOTICE —Tie in with the big DOOF 
and the new M-A-G-I-C TOUCH 
promotion now! Order your sales aids 
from your 3M representative or direct 
from the 3M Company, 900 Fauquier 
Ave., St. Paul 6, Minnesota. 


@eeeeeaeeeeoeaeeeeoeeeeeaee eee 
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trim 2% pounds. 

A special radiator alloy now igs 
available which has led one pro- 
ducer to predict that aluminum 
| radiators will appear on some 1957 
| models. 

Surveying aluminum usage in 
1956 models, the association said 
| Chrysler four-door sedans carry 
|about 75 pounds of the metal, 


| About 90 percent of it was said 
|to be in cast form — oil filter 
housings, fuel pumps, automatic 
transmission parts, housings for 
| power steering units, power brake 
components and door sill plates. 
The 1956 Packard average, the 
assocjation said, is 78 pounds, 
Packard’s Ultramatic transmis- 
sion is encased in aluminum and 
seat backs on Caribbean models 
are strengthened by aluminum 
struts, 


Among other auto makers using 
aluminum extensively, the associa- 
| tions said, are Pontiac—with alumi- 
num flywheel housing rear bearing 
retainer for its automatic transmis- 
sion—and Cadillac — with optional 
gold aluminum grilles and alumi- 
num spoke wheels. 


Ford uses about 60 million 
pounds yearly and American Mo- 
| tors models have aluminum battery 
| cables and extruded window frames, 


| the association said. 


| uses about 10 pounds and body 
| 
| 


Hold Back Extras, 
Leasing Company 
Urges Dealers 


| DETROIT. — One of the nation’s 
largest auto leasing companies re- 
|ports that some salesmen driving 
| leased cars are now trying to put 
| the “bite” on dealers — sometimes 
| for free — for equipment not spe- 
| cified in the purchase agreement. 


In some cases the dealers pro- 
vide this extra equipment to avoid 
making an enemy of the salesmen, 
who are sometimes able to per- 
suade their companies to cancel 
the order or to continually com- 
| plain about the car, causing the 
dealer much expense. 

This leasing company has _ in- 

structed its dealers to tell all sales- 
|men that they have been specifi- 
cally instructed to add nothing that 
| isn’t in the order. 
An official for this firm said he is 
| certain that the company’s clients 
would not want to be a party to 
such a “squeeze” if they knew 
about it and that the dealers 
shouldn’t be placed in a position 
where they feel they must meet a 
| salesman’s demands just to sell 
|a@ car, 





| Baxley and Greene 


| Buy Tractor Deal 


| HARTFORD. L. E. Talcott & 
Sons, Inc., East Hartford, distribu- 
tor of Ford tractors and farm im- 
|plements, has sold its assets to a 
new organization, Baxley & Greene, 
| Inc. 


Robert V. Baxley, president, 


| served 17 years with the Detroit 
| diesel engine division of General 
| Motors. He resigned as operations 
|sales manager to enter the new 
venture. 


Harvey B. Greene, vice-president, 
is secretary of National Automotive 
Fibres, Inc., and has been with that 
firm nine years. 


Look! No Hands 


Induction Coil Powers 


Driverless Car 


WASHINGTON. — A driverless 
vehicle that moves automation 
from the factory to the driver’s 
seat has been patented by Jerry 
Hagen, Minneapolis. 


It does its own steering and 
stopping and gets its power by in- 
duction from a charged wire strung 
overhead. If the car wanders off 
the path, an electric sensing ap- 
paratus turns the wheels and cor- 
rects it. 


The vehicle is stopped by slipping 
a shield between the wire and the 
induction coil. Hagen developed 
the steering and control apparatus 
for Minneapolis-Honeywell Regula- 
tor Co. 


i bce i id lc 


cli lS 


< E 





DE’ 
sociat 
Coast 
Top § 
vertib 
cessor 
Co., 1 
ping. 

The 
Angel 
its pr 
merly 
of Aré 


Synti 


' Clim 


NE 
thetic 
time 
tons 
factu: 
previt 
in Jal 

RM 
Marc! 
whick 


; 49,534 
» tion ° 


Q 


; 


Marc 


Alde 


Cost. 

BU 
An a 
mitte 
ask I 
for i 
purcl 
cars 
years 

On 
on t 
cused 
gettir 
City 
deale 


y 


MC 
of V 
cars 
cost 
allow 


Trai 
Con. 


rials, 
trans 
for 1 
num 
in tk 


) to th 


Tr: 
coun 
total 
the f 


Hig! 
One 


for | 
tion 


gine the | 


ain fs ROEM ARCO ATS STE lle Ne nm 


prec 
Bure 


in : 
awa! 
men 


wart 
deal 
Sale: 
proh 
fines 





dy 


la 
TO- 
um 


957 


iS- 


‘Is 


ing 
‘ia- 
mi- 
ing 
Lis- 
nal 
ni- 


ion 
To- 
ory 
es, 


l- 
l- 


=~ a we 


ses was ira acta ate 





News to Note... 


Auto World in Brief 





DETROIT. — Cragie-Hamlin As- 
sociates has been named West| 


' Coast sales representative for Aro | 
' Top Sales Co., distributor of con-| 
' yertible replacement tops and ac- 


cessories, and Haartz Auto Fabric 
Co.. maker of Jonarts sports top- 
ping. 

The sales firm has offices in Los 
Angeles and San Francisco. One of 
its principals, Quentin Hamlin, for- 
merly was assistant sales manager 
of Aro Top. ed 


Synthetic Rubber Output 


Climbs to Monthly Record 

NEW YORK. — American syn- 
thetic rubber production set an all- 
time monthly record of 94,339 long 
tons in March, the Rubber Manu- 
facturers Assn. announced. The 
previous high was 93,522 long tons 
in January. 

RMA said rubber consumption in 
March was 128,135 long tons of 
which 78,601 were synthetics and 
49,534 natural. February consump- 


| tion was 126,164 long tons and in 


March, 1955, it was 136,042. 


® * * 


Aldermen to Probe 


Costs of City Fleet 
BURLINGTON, Vt. — (UTPS)— 
An aldermanic investigation com- 
mittee has tentatively decided to 
ask Burlington’s department heads 


for itemized reports covering the 


purchase and upkeep of municipal 
cars and trucks for the last five 
years. 

One of the aldermen—who is not 
on the committee—had been ac- 
cused by political opponents of 
getting an unfair proportion of 
City business through the truck 
dealership he operates. 

cd + * 


Vermont Buys 31 Units — 
MONTPELIER, Vt. — The State 
of Vermont has purchased 29 new 
cars and two new trucks at a net 
cost of $21,210.93 after tradein 


allowance. 
* 7. * 


| Transportation Equipment 


Consumes More Aluminum 


NEW YORK. — Building mate- 
rials, consumer durable goods and 
transportation equipment accounted 
for nearly half of wrought alumi- 
num products shipped by members 


+ in the last half of 1955, according 


Po Ali RNIN aC RRR 


to the Aluminum Assn. 

Transportation equipment ac- 
counted for 17.5 percent of the 
total, compared with 16.6 percent in 
the first half of last year. 


Highway Costs Climb 


One Pct. in Quarter 


WASHINGTON.—The price level 
for Federal-aid highway construc- 
tion was one percent higher during 
the first quarter of 1956 than in the 
preceding quarter, according to the) 
Bureau of Public Roads. | 

The figure is based on bid prices 
in all Federal-aid contracts 
awarded by state highway depart-| 
ments: 

* ss s | 
Sunday Warnings 

COLUMBUS, O. — Police have | 
warned several new and used-car | 
dealers to refrain from making 
sales on Sundays. A City ordinance 
Prohibits such sales and imposes 
fines of $5 to $50 upon conviction. 


a = + 
e 
Light Dimmer 

Electronic Accessory Made 
By Rollins 

LEWES, Del.—A new auto acces- 
Sory which electronically dims 
headlights has been developed by 
the Rollins Electronics Corp. of 
Lewes, Delaware. 
Named the Rollco Dim-O-Lite, 
the unit is designed for installation | 
in all model cars and is available) 
in both six and 12 volt units. 
A unique fingertip control per-| 
mits the driver to adjust the dim-| 
mer for all driving conditions, or | 
to suit personal preferences. The 
new unit can be adjusted to oper-| 
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| 


ate from the taillight of a leading | 
car, thus courteously dimming 
headlights when following in close 
traffic. 

Aside from the small sensing 
head which is easily mounted on 
the dash panel of any car, the com- 
pact control unit of the Dim-O-| 
Lite fits under the hood, out of | 
sight. All wiring is concealed. 


® * * 


Safety First at Thompson 


MILWAUKEE. — Thompson| 
Buick, Inc., has been honored for 
working an entire year without a 
compensable injury. J. E. Koehler, 
president, was awarded a plaque 
by the company which carries the 
dealership’s insurance. 

= * = 


Goodrich-Gulf’s New Plant 
Begins GR-S Production 


CLEVELAND. — Production of | 
man-made rubber has been started 











by Goodrich-Gulf Chemicals, Inc., 
in the former Government-owned 
plant in Institute, W. Va. 
Production is the first there since 
1953. Goodrich-Gulf took over the 
plant last February. It has an an- 


nual capacity of 122,000 long tons | 


of GR-S. : 
Moving West 

ST. JOSEPH, Mo. — American 
Chemical Paint Co. has acquired 
office and plant facilities here and 
expects to be operating by mid- 
year. General offices will remain in 
Ambler, Pa. + +* # 


Schoon Elected Mayor 
LUVERNE, Minn. — Warren 
Schoon (Pontiac-Cadillac-GMC) has 
been reelected mayor. It is his sec- 
ond term. 
ed cd * 
Wilson Deal Burns 
MARSHALL, Okla. — Damage 
was estimated at $50,000 in a fire 
which destroyed the Dale Wilson 
Chevrolet dealership here. Two new 
cars, a new truck and 13 used cars 
were lost in the blaze. 
* * * 


Grafton Destroyed 





and 34 vehicles, including 12 new 
cars and six new trucks, were 
destroyed by fire Apr. 13. Loss 
was estimated at $125,000 to $150,- 
000. 


* * * 
Sunday Ban Repealed 
BEAUMONT, Tex. — The City 


Council has repealed an ordinance 


| prohibiting the sale of automobiles 


on Sundays. The law was passed 
in 1955 at the request of automo- 
bile dealers but has been contested 
much of the time since. 


Sales Outlook in Canada 
Held Better Than in U. S. 


OTTAWA.—Industry sources here 
believe the 1956 sales outlook is 
better than in the U. S. They say 
that if sales do not reach last 
year’s levels, the drop will be pro- 


portionately less than that expected” 


decrease below the border. 

Dealers said inclement weather 
hurt March sales but they expect 
a good April. Many believe it will 
surpass April, 1955. It is reported 
that some larger dealers are doing 
their own financing in an attempt 


GRAFTON, W. Va. — The build-|to boost business and that cash 


ing of Grafton Motor Co. (Ford) 


sales have increased. 





Do YOU get a complete 
operating statement every morning? 
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| Longer Hours 
Recommended for 


Montreal Dealers 


MONTREAL. — A recommenda- 
tion has been made to the Mon- 
treal executive committee and the 
City Council that auto dealerships 
be permitted to remain open 
around the clock on weekdays. 

At present a City law compels 
dealers and most other retailers to 
close at 7 p.m, Monday through 
Thursday, 10 p.m, on Friday and 11 
p.m. on Saturday. 

Either the executive committee 
or the council could reject or 
amend the recommendation, which 
was made by a committee headed 
by Councilor Gerard Niding. 

Auto dealers have been cam- 
paigning for more than a year for 
exemption from the law. How- 
ever, two earlier recommendations 
providing for such exemption have 
been rejected by the council. 

Labor Councillor Jean-Baptiste 
Delisle voted for the amendment 
but said, “I’m not in favor of ex- 
tending working hours. I don’t 
want to go back to the slavery 
days of 40 years ago. Too many 
cars are being sold already.” 








Underwood Sundstrand gives you day-by-day control! 


You need up-to-the-minute daily operating statements—and need 
them fast in today’s competitive auto business! The Underwood 
Sundstrand Accounting Machine gives you these day-to-day 
figure facts in minutes. Monthly Financial Statements will be 
ready on the first of the month. . . not days or weeks later. That’s 


because basic information is 


posted only once... All accounts and 


related journals are automatically balanced and automatically 


proved accurate each day. 
automatically . . 


Anyone in your office can 


Accounting Machine. It’s simpler than a typewriter. . . 


And all control totals are produced 


. instantly, after the last posting for each day. 


operate the Underwood Sundstrand 
only 10 


numeral keys. Let us show you how Underwood Sundstrand is 
geared to your financial record-keeping. Fill in the coupon and 


mail it today! 


UNDERWOOD 





a 


CORPORATION 


ONE PARK AVENUE, NEW YORK 16, N. Y. 


Gentlemen: 


me more 
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Underwood Corporation 
One Park Avenue, New York 16, N. Y. 


The Underwood Sundstrand Accounting Machine sounds good to me. Tell! 


and show me a complete system that's tailored for my franchise 
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Auto X-Ray 


Book Compares Rambler || Roundup from State Capitals . . . 
To Other Makes 











opernor — amercae | — Legislation Affecting Auto Industry 


1956 X-Ray, compares Rambler to 
other cars in the low-priced field— 
Chevrolet, Ford, Plymouth and By Bethune Jones 
Studebaker. Staff Correspondent 


nee toe eee ae | PROPOSALS for dealing with financially irresponsible mo- 
and chrome,” the book begins, list- . : : . 

ing “actual excerpts from letters” | — _torists, compulsory motor veh icle inspection, speed 
written by Rambler buyers, such as | limits, drunk driving, automotive equipment regulation and 
“Rambler construction saved my/ other aspects of highway safety are being raised increasing- 
=." |ly as issues in state capitals. ®———— 


This is followed by “typical com- ‘ ‘ satisfied judgment funds for pay- 
plaints from owners of low-priced This trend willsprea d 7 ment of uncollect- 
cars with old style ‘nuts and bolts’| widely next year when more), ible claims arising 
construction.” These included legislatures convene. out of motor hr 

rattle driving me crazy,” “only 10| , Sa cnnteees With tis Meow Zeck! hicle accidents 


or 11 miles per gallon,” and “start- 2 were turned down 
ing to rust already.” Legislature’s enactment of a new in New York, 


Point by point the book com-|compulsory motor vehicle liability | Rhode Island and 
pares Rambler to other models on| insurance law, similar proposals Virginia. 
grilles, air intake, rear pillars and| Were rejected this year in Arizona, A aaaiee ae 
entrance room. Body construction, | Georgia, Kentucky, Michigan,| ee a 

Sa ; : ‘ studying the un- 
safety roadability, interior room, Rhode Island, South Carolina and | insured motorist 
economy and convenience features Virginia. problem and a 
also are taken up. Proposals for the creation of un- 


similar study is 


REMOTE TIREFLATOR 
SAVES YOU TIME IN 
YOUR SHOP 


| 
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Bethune Jones 
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Convenient—Always Correct—ideal to 
meet new tubeless tires need for 
uniform all-around inflation. 


You can tuck a Bennett ECO remote tireflator in anywhere 

around your shop — above or below floor or ceiling, 

on wall or post. Wherever you install your ECO, you know you'll 
have convenient automatic, accurate air supply at your 

finger-tips. ECO delivers exactly the pressure it’s set for — 

from 5 to 110 lbs. — highly important when you consider the 
need for equal all-around inflation stressed by tire makers 

for their new tubeless tires. ECO gives you long, trouble-free 
service — more than pays its way because first cost is last 

cost in most cases, and its convenience saves your workers valuable 
time. Ask your John Wood Representative for details. 


ECO dependability is also available in 
ee Islander models handling air alone or air 
and. water service. 


JOHN WooD COMPANY 


BENNETT PUMP DIVISION © Muskegon, Mich. 


In Canada: Toronto ® Montreal © Winnipeg © Vancouver 





| being made in New Hampshire. 
| + * * 


| Inspection Laws Studied 


YOMPULSORY insurance sugges- 

tions were rejected by a special 
Rhode Island State legislative study 
commission which instead proposed 
a number of other recommenda- 
tions for highway safety, including 
stiffening of the State’s present 
motorists’ financial responsibility 
law. 

New York has a new law calling 
for a start next year on compul- 
sory inspection of motor vehicles 
more than four years old, but com- 
pulsory inspection programs were 
rejected this year by Arizona and 
Michigan. 

Compulsory inspection is one of 
several proposals being studied by 
the Rhode Island Council on High- 
way Safety. 

It also is looking into a point 
system to rate driving performance, 
development of more extensive 
driver training courses in high 
schools, creation of a highway and 
traffic safety section in the State 
education department, police use of 
radar in traffic law enforcement 
and chemical tests of driver so- 
briety. 

Members of the Tennessee gov- 
ernor’s emergency traffic safety 
committee recommended renewal 
of efforts for enactment of a com- 
pulsory inspection law. 

* * * 


Chemical Tests Debated 


pie JERSEY plans to build 50 
new state-operated stations to 
speed up its motor vehicle inspec- 
tion program. 

A bill strengthening the use of 
chemical tests in drunk-driving 
cases was enacted in Virginia, but 
Rhode Island rejected a measure 
which would have legalized such 
tests. A new South Carolina law 





provides that bond forfeitures shall | 


be counted as convictions in drunk- 
driving cases. 

Virginia’s Legislature enacted 
a bill adding seat belts to the 
many items of automotive equip- 
ment which require the approval 
of the State Police superintend- 
ent. Bills requiring or providing 
for the regulation of seat belts 
were introduced this year in the 
legislatures of a number of other 
states. 

Among other new developments, 


a special session of the Kentucky | 


Legislature enacted a bill increas- 


ing maximum unemployment in-| 
surance benefits from $28 to $32 a| 


week for a maximum of 26 weeks. 


It also raises from $300 to $450 the) 


minimum base period wage before 
an unemployed worker becomes 
eligible for benefits. 

An opinion that employer-financed 
supplemental wage plans may be 
legally integrated with Arkansas 
unemployment compensation was 
given recently by Luke Arnett, gen- 
eral counsel of;the State Labor 
Department’s employment security 
division, in reply to an inquiry from 
James L. Bland, State employment 
security administrator. 

* = x 


Compensation Boosted 


ICHIGAN lawmakers enacted a 
measure increasing workmen’s 
compensation benefits an average 
of $4.71 a week in all categories, 
ranging from a boost of $1 for a 
single worker to $15 for a person 
with five dependents. The maxi- 
mum weekly sate for a worker in 
the latter category now is $57. 
Two bills enacted in Rhode Island 
increase workmen’s compensation 
benefits available under certain 
conditions. 


One permits payment at total dis- 
ability rates of $32 a week to a 
worker who is only partially dis- 
abled, if he is qualified for light 
work but can’t find work suitable 
to his ability. Such a worker pre- 
viously would draw the partial dis- 
ability rate of $22 a week. 


The other Rhode Island meas- 
ure boosts the statutory ceiling 
for combined cash sickness and 
workmen’s compensation benefits 
from $53 to $538 a week. Rhode 
Island cash sickness benefits go 
to -wage earners unable to work 

















because of nonoccupational il}. 
ness or disability. 


Also enacted in Rhode Island wag Ye 
a bill which will require employerg = 
of more than three workers in in- 


trastate business to pay wages of 
no less than 90 cents an hour, start- 
ing Oct. 1. 

A bill passed by the Massachu- 
setts House of Representatives and 


sent to the State Senate would in- 7% 

crease from 90 cents to $1 the j MID 
hourly minimum wage which must | at 28 
be paid by all employers not coy- 4 guto. 
ered by special wage board o:derg motio 
permitting lower minimums. As a 


+ * * ¢ legiti 
Minimum Wages Rise servic 
EW JERSEY labor and indus. } pitt 
try commissioner Carl Holder- oe 
man signed a wage order providing ome 
a basic hourly minimum of $1 for } "Rec 
an estimated 20,000 women and | f sil 
minors employed in mercantile oc- offeri 
cupations, starting in six months. Stes 
Wisconsin’s State industrial com- = a 
missioner ordered into effect May 1 a : 
increased minimum wages for _ 
women and minors, as follows: In plugs 


cities of 3,500 or more population, ~~ 


70 cents an hour, an increase of 25 = : 
cents; in cities’ of 1,000 to 3,500 | motte 
population, 60 cents an hour, an in- aad 
crease of 20 cents; elsewhere, 50 a 
cents an hour, an increase of 12 gal se 
cents. _— 

Bills to permit municipalities Opry 
to grant tax exemptions to en- show! 
courage the construction of off- : — 
street parking facilities were —~ : 
enacted by the legislatures of ~ wasl 
New York and Rhode Island. The | !™ 
measure in the latter state was | bag 
amended prior to passage to ap- Pont 
ply only to the city of Provi- — 
dence. moti 
Rulings that minimum resale fic. 
prices established by manufacturers He 
under fair-trade contracts cannot =. 


be made binding upon nonsigning 
retailers have been handed down | ® 44 





by the highest state courts of Ore- © ™E€"- 

gon and Virginia. Urs 
.* ~~ 2 dulge 

Ky. Hikes Income Tax 

THE opinions in both states held L 


unconstitutional fair-trade-law 9 
“nonsigner” clauses allowing manu- | 
facturers to bind all retailers in the | ‘S@ ‘ 


state to minimum resale prices for } Hast 
their products through contracts § “¥_°¢ 
requiring the signature of only one } while 
retailer. | intot 
Meanwhile, a suit involving a i 
challenge of fair trade law consti- ; 
tutionality is pending in New 4} Al 
Mexico. | have 
In the state tax field, Kentucky comp 
lawmakers enacted a bill boost- from 
ing State income taxes on indi- $10,0( 
viduals and corporations by about the s 
50 percent, to raise $18.5 million 
in additional annual revenue. Gare 
Rejected, however, were a num- ‘ 
ber of other new revenue pro- } To. 
posals, including one calling for a Ie 
new sales tax. mis: 
A new Rhode Island law extends for | 
for another year “emergency” tax loca 
increases yielding about $10 million “am 
a year. Originally voted in 1951 and sho} 
continued each year since, the tax D 
increases continue the State sales port 
tax at 2 percent, the corporation + seer 
income tax at 5 percent and the off 
parimutuel betting levy at 7 per- lisic 
cent. to t 
Louisiana voters recently ap- sce! 
proved a State constitutional den 
amendment requiring a two-thirds oe ers 
instead of majority vote of the fav 
State Legislature for new or in- 
creased taxes. ] 
” * * A 
Proposed $10 Auto Tax be g 
Under Fire in Toronto | n} 
A $10-a-year extra tax .on autos . rr 
in Toronto has been described asa | by t 
“preposterous proposition” by War- — | 
ren Hastings, general manager, On- | N 
tario Motor League. : 
Renewal of the proposal to tax Ds 
cars, with graded levies on trucks, mote 
to raise an estimated $5 million a of N 
year, drew general protest from cuse 


(See Legislature, Page 65, Col. 1) 
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Young Pontiac Dealer Says: 
‘Gimmicks Are Obsolete’ 


By Donald M. Lyons 
Staff Correspondent 


MINNEAPOLIS. — Ervin Pentel, 
at 28 one of the nation’s youngest 
auto dealers, says, “Gimmick pro- 
motions are a thing of the past. 
As a sales tool you can’t beat the 
legitimate deal backed with honest 
service.” 

However, Pentel, who heads 
Pentel Pontiac, does not shy 
away from dramatizing legiti- 
mate deals. 

Recently he put a $1,000 jackpot 
of silver dollars in his showroom, 
offering a $10 scoop to any prospect 
who could find a better deal than 
Pentel’s. Armed guards added 
glamor to the promotion which was 
plugged heavily on TV and in the 
papers. 

In connection with another pro- 
motion, Pentel has labeled Satur- 
day as All-Western day at his 
dealership. The salesmen wear 10- 
gallon hats and a country singing 
favorite, Johnny “T” of Grand Old 
Opry fame, whoops it up in the 
showroom. The “shindig” is broad- 
cast over local radio station KEYD. 

Pentel also gives a free car 
wash with every appraisal and 
furnishes a free clothes storage 
bag to every person taking a 
Pontiac demonstration ride. The 
primary function of all his pro- 
motions is to increase floor traf- 
fic. 

He hires inexperienced salesmen 
only, teaching them to sell his way. 
Ten postcards and 10 phone calls 
a day are the minimum for his 
men. 

Urging aspiring salesmen to in- 
dulge in personal advertising, Pen- 


Legislative News 


(Continued from Page 64) 
car owners, dealers and operators. 
Hastings pointed out that Toronto 
car owners would be asked to pay 
while 100,000 tax-free cars drove 
into the city daily. 


* 


Insurance Boost Dies 


A Massachusetts bill which would 
have doubled the coverage of the 
compulsory auto insurance law 
from the present $5,000-$10,000 to 
$10,000-$20,000 has been defeated in 
the Senate. 

a 
Garage Licensing Urged 
To Check ‘Crash Pirates’ 


Joseph A, DeCillis, police com- 
missioner of Buffalo, has appealed 
for legislation which would license 
local garages and crack down on 
“ambulance chasing” collision 
shops which charge high rates. 

DeCillis’ action came after re- 
ports that police officers on the 
scene of accidents are being paid 
off by some local garage and col- 
lision shop operators for the right 
to tow a damaged auto from the 
scene. Harry Tomchuck, presi- 
dent of the Buffalo Garage Own- 
ers Assn., went on record in 
favor of licensing legislation. 

= > * 


lowa Income Tax Study 


A suggestion that consideration 
be given to adoption of a withhold- 
ing system for Iowa income tax 
collection has been offered for study 
to the State Tax Study Committee 
by the State Tax Commission. 


New Process Ups Brown 


David H. Brown has been pro- 
moted to operations vice-president 
of New Process Gear Corp., Syra- 
cuse. He formerly was research and 
engineering director. 









AUTO 
TURNTABLES 


* 
Manufactured by 


Macton Machinery Co. 
DYKE LANE 
Stamford 2, 

Cona. 


tel advises, “Make outside personal 
contacts. Let it be known who you 
are, where you are and what you’re 
selling. Above all, get to know the 
auto business inside out.” 

Pentel applied for a job selling 
used cars in 1949, but was told to 
come back when he was 21. He 
returned the next day — his 21st 


Milwaukee Steps Up 
Traffic Safety Drive 


More than 30,000 bumper stickers, 
posters and billboards are being 
spread through the Milwaukee area 
as part of Milwaukee County’s 
efforts to cut the rising traffic 
death toll. 

The printed matter will carry 
the National Safety Council slogan, 
“Slow Down and Live.” In the first 
four months of the year, a record 
246 persons were killed in Wiscon- 
sin traffic. April’s toll was 71. 
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9 Perfect Undercoating Jobs at the Cost of 6... 
50% More Cars Coated from Every Nokorode Drum 
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birthday — and got the job, sell- 
ing used cars for the next year. 

The following year he sold new 
cars and then became manager of 
a Twin City dealership. Two 
years later Pentel bought a 
Chrysler-Plymouth dealership in 
South Minneapolis. In February, 
1955, this dealership was de- 
stroyed by fire. 

Three months later he bought a 
Pontiac dealership about two 
miles from his former location and 
named it Pentel Pontiac. 

Pentel says that any success he 
has had is the result of “living 
with the business. I’m right behind 
the gun every day from 8:30 am. 
to 10 p.m. 


Gar Wood Names Hager 


Manufacturing Director 

Appointment of Joseph R. Hager 
jr. as director of manufacturing for 
Gar Wood Industries, Inc. has been 
announced. 

Hager formerly was associated 
with Baldwin-Lima-Hamilton Corp., 
and held the position of works 
manager of the firm’s transporta- 
tion division. Hager had been with 
Baldwin in Eddystone, Penn., since 
1932. 


* 


Lion’s patented process results in a coating so dense... 
so uniquely tough that heavy applications, such as are 
recommended for other nationally advertised brands, are 
absolutely unnecessary. The thinner coat recommended 
for Nokorode gives added protection . .. better sound dead- 
ening for the life of the car. The thinner application 
gives you 50% more satisfied customers with each drum. 


MADE UNDER THE PROCESS OF U. 8. PATENT NO. 2.393.774. 
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Low-Cost Storage Space— 


Fred Elstrod, antique dealer, stands beside a 1922 Fard roadster he is storing 
in his pole-type storage building in Syracuse, Ind. A former Indianapolis used-car 
dealer, Elstrod recommends this inexpensive type of building as ideal for dealers 
to use for protecting cars against the elements. 
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LION OIL COMPANY 

A Division of Monsanto Chemical Company. 
Dept. AN-B 

El Dorado, Arkansas 


Please send me complete information about Lion 
Nokorode and tell me the name and address of the 
nearest Nokorode jobber. 
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Market Trend 


Another $6 shrunk from the 
overall average price of used cars 
sold at wholesale auctions last 
week, Automotive News’ weekly 
index showed the average at $851, 
which represented a new low. 

Only model-year categories 
showing strength were 52s, up $3, 
and 50s, up $1. The amount of 
the drop in the overall average 
was matched by ’56s, off to $2,172. 

The other categories stacked 
up on the negative side in the 
following order: ’55s, off $15; ’54s, 
off $8; 53s, off $18; "51s, off $1, 
and ’49s, off $3. 

Because of the record-breaking 
Dyer (Ind.) birthday auction, the 
average consignment was 237 
units at a representative group of 
auctions. Sales amounted to 68.4 
percent. Comparable week-previ- 
ous figures were 190.5 units and 
70 percent. 


Prices marked with an * indi- 
cate a unit equipped with an au- 
tomatic transmission or overdrive 
and (ps) indicates power steering. 


PHILADELPHIA 


(Harold B. Robinson Auto Sales Auction. 
Sale every Tuesday. Prices are for sale of 
May 8.) 

(Today's sale very active. Prices are 
stili holding their own but we need more 
cars. Sold 129 out of 146 offerings.) 

BUICK—'56 Century Riviera, $2,410°; Spe- 
cial 2-dr., $1,960*. ‘55 RM Riviera, $1,- 
990° (ps); Super Riviera, $2,265* (ps); 

Special Riviera, $1,870*, $1,820*°; 2-dr., 

$1,710*. ‘54 Century conv., $1,410*; Rivi- 

oan $1,320*. '53 Special 4- dr., $835°. 
DILLAC—'55 (62) coupe de Ville, $3,- 

ee (ps). "49 (62) conv., $370°. 
CHEVROLET —'56 Two-ten (6) 2-dr., $1,- 

600. ‘55 Bel Air (6) Hardtop, $1,600*; 

station wagon, $1,550; Two-ten (8) sta- 

tion wagon, $1,500; 4-dr., $1,060, $1,025, 
$1,010; Two-ten (6) 2-dr., $1,160, $1,150, 


$1,110; One-fifty (6) 4-dr., $1,130, §1,- 
075. ‘54 Two-ten station wagon, $1,110, 
$1,050; 4-dr., $930, $910, $885; 2-dr., 


$870, $860, $840, $830, $790, 2 at $690; 
One-fifty 2-dr., $690, $680, $620, b 
"53 Bel Air 4-ar., $850°; Two-ten 4-dr., 


$680. 

CHRYSLER—'54 Windsor 4-dr., $1,125*. 
‘53 Windsor 4-dr., $700. ‘52 Windsor 4- 
dr., $490, $470. "51 Windsor 4-dr., $300, 
$285. ‘50 4-dr., $240. ‘48 4-dr., $190. 

DeSOTO—'54 Fire Dome (8) 4-dr., $1,110*. 
‘53 Fire Dome (8) 4-dr., $700, $570. ‘51 
4-dr., $340, $290. ‘50 4-dr., $275, $240. 

DODGE—’54 Roya! 4-dr., $890*. ‘53 Coro- 
net 4-dr., §700*; Meadowbrook 4-dr., 
$740, $550. "51 Coronet 4-dr., $440*, $325, 
$290. ‘50 4-dr., $280. ‘48 2-dr., $140. 

FORD—'56 Custom (8) 4-dr., $1,630. ‘55 
Fairlane (8) 2-dr., $1,360; Main (8) 
Ranch Wagon, $1,310; Custom (8) 2-dr., 
$1,225; Main (6) 2-dr., $950. ‘54 Crest 
(8) Victoria, $1,225*; Custom (6) 4-dr., 
$825*; Custom (8) 2-dr., .$960°, $930*, 
$760. '53 Crest (8) conv., $650*; Custom 
(8) 4-dr., $730, $710, 2 at $670; Main 
(6) 4-dr., $520. 

KAISER—'54 Darrin Sports car, $1,160. 

LINCOLN—’'54 Capri 4-dr., $1,380*. 

MERCURY—'S4 4-dr., $1,170. ‘52 conv., 
$560; 4-dr., $500. 

NASH—'53 conv., $560. ‘51 4-dr., $235. 

OLDSMOBILE—'54 (88) 4-dr., $1,600*. 

PACKARD—'55 Clipper Hardtop, §1,890*. 

PLYMOUTH—'56 Plaza (6) 2-dr., 
‘55 Plaza (6) Business coupe, $825. 
Plaza 4-dr., $750. *53 Cranbrook Belve- 
dere, $820; Cambridge 2-dr., $690, $645, 
$470. ‘52 Cranbrook 4-dr., $650, 

"51 Cranbrook 4-dr., $360, $300; Cam- 
bridge 2-dr., $400, $370, $200, $170. 

PONTIAC—'55 Chieftain (8) 2-dr., 
"53 Chieftain (8) 4-dr., $790*, $780*. 

STUDEBAKER—’'53 Commander Hardtop, 
$670*, $640*. 

MISCELLANEOUS 
$125; Studebaker \%-ton pickup, $370. 
Henry J 2-dr., $170. 


PORTLAND, ORE. 


(Portiand Auto Auction. Sale every Tues- 

day. Prices are for sale of May 8.) 

(Market good as clean cars are scarce. 

Sold 134 cars out of 277 offerings.) 

BUICK —- ‘56 Special conv., $2,725*. ‘55 
Century coupe, $2,050*; Special sedan, 
$1,855*, $1,830*, $1,780. '54 RM coupe, 
$1.575* (ps); Super 4-dr., $1,555*. ‘53 
Super coupe, $1,095*, $1,090*; 4-dr., 
$965* (ps); Special coupe, $850. 51 Super 
conv., $550*. '50 Super 4-dr., $180*. ‘49 
RM conv., $165*; Super 4-dr., $155". 

CADILLAC—'56 (62) sedan de Ville, $4,- 
600* (ps); coupe, $4,515* (ps). "53 (62) 
4-dr., $1,695* (ps). ‘52 (62) coupe de 
Ville, $1,875* (ps); 4-dr., $1,460* (ps); 
coupe, $1,315". ‘50 (61) coupe, $1,030*. 
*49 (62) 4-dr., $360*. 

CHEVROLET —'56 Bel Air (8) coupe, $2,- 
325*; Two-ten (8) coupe, $2,150*. ‘55 
Bel Air (8) 4-dr., $1,715* (ps); Bel Air 
(6) 4-dr., $1,675* (ps); Two-ten (8) sta- 
tion wagon, $1,625; 4-dr., $1,390; One- 


$1,500. | 
54 | 


$1,390". | 








'62 Henry J 2-dr., | 
Si | 12:30 — SALE EVERY WEDNESDAY — 12:30 


Sept. Oct. 


fifty (6) 2-dr., 
coupe, $1,070; 4-dr., 


010, 
4-dr., 


wagon, $970. 


Suburban, 
$485; 2-dr., 
$405°, 


2-dr., $205, 


4-dr., 


$720°; 


$300°. 


$470; FL Deluxe 4-dr., 

49 SL Deluxe 4-dr., 

$170. 

CHRYSLER — '53 NY 4-dr., 
Windsor sedan, $750* (ps). 

$655°. 

DODGE — '53 Coronet (8) 


$943* 


Nov. 
* Prices of '56s added; 


$900. 


(Compiled by Automotive News from auction reports.) 
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Average Used-Car Auction Prices 


1956 





Dee. 
"48s dropped. 


'54 Two-ten Delray 


$1,035, 
$950; 2-dr., $1,025, 
$1,025*, 


$925°; 


$1,030, $1,- 
$980. '53 Bel Air 
Two-ten station 


*52 SL Deluxe 2-dr., $630; 
$600. 


‘51 SL Deluxe 4-dr., 


$235. 


Meadowbrook sedan, $580*. 
Coronet 4-dr., 


FORD—’55 Thunderbird, 
Ranch Wagon, $1,850*, 


2-dr., 
200° ; 


"53 Crest (8) Victoria, $1,125*. 


$1,335. 
, $1,075°*, 


54 Crest (8) conv., 
$990; 


$425, 
$235; 


$900° (ps); 
‘52 Saratoga 


$750°, 
"49 


coupe, 


$2,560°; 
$1, 825°, 


Main (8) 
$1,680°; 
$1,- 
$1,015°. 
‘52 Crest 


2-dr., 


Jan. 













Feb. March 






to date 





(8) Country sedan, $925*; Main (8) 4- 
dr., $525*, $495, $465; Custom (8) coupe, 
$440; Custom (6) coupe, $460. '51 Cus- 
tom (8) Victoria, $415*; 2-dr., $350*; 

Custom (6) coupe, $355. 50 Custom (8) 


2-dr., $315, $250°. 

HUDSON—’'52 Wasp 2-dr., $345. 50 4-dr., 
$130*. ’°49 coupe, $195*. 

LINCOLN — '56 Premiere coupe, $3,760* 


(ps). °55 Capri coupe, $2,605* (ps). '53 
Capri coupe, $1,520. 

MERCURY — '55 Monterey 4-dr., $1,720. 
’54 Monterey 4-dr., $1,225*; Custom se- 
dan, $1,025. '53 Monterey 4-dr., $950* 


(ps). 

OLDSMOBILE — '56 (88) Super Holiday, 
$2,820° (ps), $2,665* (ps). °54 (98) 
coupe, $1,670* (ps). '53 (88) Super 4-dr., 
$1,145°; 2-dr., $1,055° (ps). ‘52 (88) 
Super 4-dr., $730*, $670°*. 


"50 (98) Holi- | 


day, $500°, $320; 4-dr., $180°; (88 
Super sedan, $395°. '49 (98) 4-dr., $175°. 
PACKARD—’53 Clipper 2-dr., $750°. "52 
(300) 4-dr., $955*. ’51 (300) "a-dr., $475°. 
PLYMOUTH—’54 Savoy 4-dr., $985*, $955, 
$855. '53 Cambridge 2-dr., $640; 4-dr., 
$500*. '50 Special Deluxe 4-dr., $315. 
PONTIAC—’55 Chieftain (8) Catalina, $1,- 
805°. '53 Chieftain (8) Catalina, $1, 115°. 
‘51 Silver Streak (8) coupe, $410°. "50 

Silver Streak (6) 4-dr., $325, 

—s BAKER — '55 Commander coupe, 
1,450°*. 

MISCELLANEOUS — '53 Henry J sedan, 


$300*. °51 Ford %-ton pickup, $335; 
Henry J 4-dr., $230*; Chevrolet %-ton 
pickup, $565. '50 Chevrolet %-ton panel, 
$380. 
DENVER 
(Jack Layton’s Auto Auction. Sale every 
Tuesday. Prices are for sale of May 8.) 
(Strong demand for clean cars.) 
BUICK—’56 Special Riviera, $2,515*. °55 
Century Riviera, $2,195* (ps); 2-dr., $2,- 
050° (ps); Super Riviera, $2,105* (ps). 
'54 Super Riviera, $1,580°; 2-dr., $1,500*. 
'53 Special 4-dr., $785°. "51 Super 4-dr., 
$450°. ’'50 Super Riviera, $260*°; RM 
4-dr., $175°*. 
CADILLAC—’56 (62) sedan de Ville, $5,- 
000* (ps). '55 (62) coupe de Ville, $3,- 
770* (ps); 4-dr., $3,500* (ps). "53 (62) 


coupe de Ville, $1,920* (ps). 

CHEVROLET — ‘56 Two-ten (8) station 
wagon, $2,300*; Bel Air (8) Sport sedan, 
$2,250*, $2,140*: 2-dr., $1,740; Two-ten 
(6) 4-dr., $1,765. '55 Bel Air (8) Sport 
coupe, $1,825*; Bel Air (6) station wag- 
on, $1,640, $1,600; Handyman, $1,595*; 
Two-ten (6) 4-dr., $1,275, $1,170; 2-dr., 
$1,155, $950. '54 1 Air 4-dr., $1,070*; 
Two-ten station wagon, $950. 53 Bel Air 
coupe, $950; 2-dr., $750*; Two-ten 4-dr., 
$510. '52 SL Deluxe 4-dr., $355*, $295. 
'51 SL Deluxe 2-dr., $420, $325°. 49 SL 
Deluxe 2-dr., $175. 

FORD — '56 Fairlane (8) 4-dr., $2,280*, 
$2,080*; Main (8) 4-dr., $1,785. ‘55 
Fairlane (8) Crown Victoria, $1,895 (ps), 
$1,855*; Country sedan, $1,700; 4-dr., 
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COLORADO 


AUTO AUCTION 
LITTLETON, COLORADO 
SOUTH DENVER 


DEALERS ONLY 
Sale Every Monday—11:00 a.m. 
Owners: 
Francis R. Cassell 
Carrell Kopfer 
Phone Denver, SUnset 1-7821 
Wire Colerade Auto Auction FAX 

Denver, Colo. 


’ 


Auctioneers: 
Johnny Wood and Dean Davis 


Colonels 
All cars paid for 
the Fi 


by our own check 


irst National Bank of Englewood. 








DENVER AUTO AUCTION 
(Denver's Oldest Auto Auction) 


4595 S. Santa 


Fe 


Littleton, Colo. 


Ph. SU 1-6673 — Ed Smith or Mil Nace 


Auction Every Friday at 11:00 A.M. 
We Issue Auction Checks and Guarantee Titles 





12 Noon). 


ILLINOIS 


CHICAGO — Greater Chicago Auto 
Auction, 7750 S. Cicero (Thursday 


MICHIGAN 





Flint Auto Auction, Inc. 


3711 Western Rd. 


Flint, Michigan 


Exclusively for Dealers 


Here in the shadow of General Motors, you 
get the best buys. 


NEW CAR DEALERS balance their stock here 
—Why not visit us real soon? 


Michigan's Finest Sale 
Titles and Checks Guaranteed 


|M. D. McCollum, Mgr. 


-+» For 


Phone Cedar 9-4492 








GRAND RAPIDS AUCTIONS, INC. 


Auctioneer: 


Col. 


Mich. 
EVERY TUESDAY—CHECKS INSURED 
At 1:00 P.M, Sharp—Dealers Only © 


WwW. E. 


/On M2I—One Half mile west of Grandville, 


“Bill Nagy 


“Michigan's Best" 
Phone: ARdmore 6-4720 








LUCAD 


(Leading Used Car Auction Directory) 


-+-is the key to a dealer’s problem 


MICHIGAN 


Detroit's Barometer 
APTCO AUTO AUCTION 


7 Years Old 
Conveniently located 4 mile from Detroit City Limits 
TWO BIG AUCTIONS EACH WEEK - - - 


WEDNESDAY AND FRIDAY AT 12 NOON 


19241 DIX-TOLEDO HIGHWAY (U. S. ROUTE 25) 
MELVINDALE, MICHIGAN 


Fidelity Insured Checks 


MISSOURI 


ST. LOUIS AUTO 


AUCTION BARN, INC. 
3807 Easton Ave. 


St. Louis, Mo. 
Phone Franklin 1-3845 


SALES EACH TUESDAY 
AND FRIDAY 


Checks and Titles Guaranteed 

Owned and Operated by 

BILL McCRACKEN and 
ROY McMANAMA 


{Dealers Only) 
Operating Since 1946 








NEW YORK 


NEW YORK CITY'S 
SKYLINE 
|AUTO AUCTION 


EXCLUSIVELY FOR AUTO DEALERS 


You are 100% safe because all titles 











and checks are insured 


EVERY TUESDAY 12:30 P.M. 


GREENPOINT AVE. & PROVOST ST. 
BROOKLYN 22, N. Y. 


Tel. EVergreen 3-4800 
Auctioneers—David B. Spielman 
John W. Becker 





when 
looking for a place to buy or sell cars. LAFAYETTE—Syracuse Auto Auction, 


contact Automotive News, 
2666 Penobscot Bidg., Detroit 26. 


rates, 





Center of Empire State, Fidelity 
Insured Checks and Titles (Wed.).! 


Phone Dunkirk 3-0150 





NEW YORK 


NATIONALLY 


TIM ANSPACH 


Dealer Auto Auction 


NEW YORK STATE’S OLDEST 
KNOWN 


Albany 5, N. Y. 


Monday — I! O'Clock 
80 car sale average 


All Titles and Checks Guaranteed 


Eve 


OHIO 








MONTPELIER AUTO AUCTION CO. 
MONTPELIER, OHIO 
Sale Every Monday, 12:30 P.M. 
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Model Breakdown 
Of Auction Averages 














May, 1956 Apr., March 

Model to date 1956 1956 
1956.............. $2,172 $2,256 $2,240 
1,572 1,620 1,608 

1,081 1,115 1,100 

738 157 157 

485 499 508 

335 329 349 

246 241 246 

i icvcdnnsiine 179 177 183 
Overall —_- -— 
Average $ 851 $ 874 $ 873 
$1,540; Custom (8) 4-dr., $1,280; 2-ar,, 
$1,205. °'54 Crest (8) Victoria, $1, 260: 
conv., $1,250; Custom (8) 2-dr., $935, 
$910. '53 Crest (8) Victoria, $860; Cus. 


tom (8) 2-dr., $700, $575; 4-dr., $655, 
"52 Crest (8) Victoria, $730; Main (8) 
Ranch Wagon, $720. '51 Custom (8) club 
coupe, $375, $290. 

HUDSON — ‘52 Commodore 4-dr., 


$345; 
Wasp club coupe, $340. 


LINCOLN — '56 Premiere 4-dr., $4,025* 
(ps). '54 Capri 4-dr., $1,545* (ps). '53 
Cosmopolitan 4-dr., $940*. 


MERCURY — '56 Monterey coupe, $2,660* 


(ps). °'55 Monterey 4-dr., $1,780°. ’54 
Monterey 4-dr., $1,055*°. ‘53 Monterey 
2-dr., $1,000*. '51 4-dr., $325*. 

NASH—’ 53 Statesman 4- ar., $630. °51 4- 
dr., $160. 

OLDSMOBILE—’56 (98) Holiday, $3,175* 
(ps), $3,140° (ps). '55 (98) 4-dr., §2,- 
085* (ps), $2,080* (ps); (88) Holiday, 
$2,200*; 4-dr., $1,705* (ps). "54 (88) 
4-dr., $1,340*° (ps). ‘51 (98) Holiday, 
$550*; (88) 4-dr., $480*. 

PLYMOUTH — °51 Cambridge Suburban, 
$395; Cranbrook Belvedere, $360. 

PONTIAC—'56 Star Chief (8) 4-dr., $2,- 
390° (ps). '54 Chieftain (8) 4-dr., $750*. 
‘53 Chieftain (8) conv., $705*; 4-dr., 
$650, $625°. 

WILLYS — ‘52 station wagon, $625. ‘48 


Jeepster, $400. 

MISCELLANEOUS — '56 Chevrolet %-ton 
pickup, $1,490. "55 Chevrolet %-ton pick- 
up, $1,090. °53 Ford %-ton pickup, $550; 
GMC %-ton pickup, $505*. '50 Chevrolet 
%-ton pickup, $400. 


CHICAGO 


(Arena Auto Auction. Sale every Tues- 
day. Prices are for sale of May 8.) 
(Seld 273 cars out of 401 offerings.) 
BUICK—’56 RM 2-dr., $2,955° (ps). ‘55 
Special 4-dr., $2,110*, $1,700°; Super 
2-dr., $2,100° (ps), $1,740°. ‘54 Super 
4-dr., $1,470* (ps), $1,375° (ps); Special 
4-dr., $1,405*, $1,320; 2-dr., $1,385. ‘53 
RM Riviera, $1,200* (ps). 
CADILLAC—’56 (62) coupe, $4,115* (ps), 
$4,105* (ps). ‘55 (62) coupe, $3,250° 
(ps). "54 (62) comv., $3,045° (ps). ‘53 
(62) 4-dr., $1,640° (ps). "52 (62) 4-dr., 
$1,270° (ps). ‘51 (62) 4-dr., $1,000° 
(ps), $925°, $905°. 
CHEVROLET—'56 Bel Air (8) conv., §$2,- 
045. °55 Bel Air (8) conv., $1, ‘350°; 
Sport coupe, $1,805°, $1,665°; "4-dr., $1,- 
470° (ps), $1,450° (ps); Bel Air (6) 
Sport coupe, $1,735*; Handyman, $1,510°; 
Two-ten (6) Handyman, $1,485; 4-dr., 
$1,345° (ps), $1,155; Two-ten (8) 2-dr.. 
$1,240; One-fifty (6) 2-dr., $1,105. ‘54 
Bel Air Sport coupe, $1,200* (ps), $1,- 
155°; 2-dr., $1,050. 
CHRYSLER—’52 Imperial 4-dr., $410°. ‘51 
Windsor Newport, $420°; NY “club coupe, 


‘55 Fire Dome (8) Sportsman, 


$1,695. °53 Fire Dome (8) 4-dr., $805*, 
$685°. °51 Custom 4-dr., $290°; 2-dr., 
$235°. 

DODGE—’'55 Coronet (8) 4-dr., $1, 820°, 
$1,775*. ‘54 Coronet (8) 4-dr., 
Royal (8) 4-dr., $980°. '53 Coronet cs) 
4-dr., $620°, $400°. "52 Wayfarer 2-dr. 
$235° . 


FORD—'56 Fairlane (8) Victoria, $2,175* 


(ps); conv., $2,035*, $2,000*, $1,975°. 
"55 Thunderbird, $2,615°; Fairlane (8) 
Country sedan, $1,750*; conv., $1,650°; 


'54 Crest (8) Vie- 


4-dr., $1,545, $1,540. 

toria, $1, 385°; Crest (6) Victoria, $1,140° 
(ps); Custom (8) conv., $1,155*, $1,115*; 
2-dr., $1,135. 

HUDSON—’55 Hornet Hollywood, $1,805* 
(ps), $1,605*. ‘54 Hornet Hollywood, 
$900*; Wasp 2-dr., $690. '53 Wasp 4-dr., 
$500°. 


KAISER—'54 Manhattan 4-dr. 

LINCOLN — '56 Premiere 4- dr., 
(ps). ‘54 Capri coupe, $1,585* ‘(ps). 
Cosmopolitan 4-dr., $375*. 

MERCURY—’'56 Montclair coupe, $2,495*; 
Custom coupe, $2,205*. ‘55 Montclair 
coupe, $2,075*; conv., $2,030* (ps); 4- 
dr., $2,020* (ps); Monterey 4-dr., $1,- 
810*; coupe, $1,780*, $1,740*. 

NASH—’55 Rambler station wagon, §1,- 
480; 4-dr., $1,425. '54 Statesman 4-dr., 
$820*; Rambler 4-dr., $855. ‘53 States- 
man 2-dr., $700*; coupe, $570*; 4-dr., 
$640*, $380*; Rambler conv., $410. ‘52 
Rambler club coupe, $450, $280. 51 Ram- 
bler conv., $275. 

OLDSMOBILE—’56 (88) Super 4-dr., $2,- 
475*. °'55 (98) Holiday, $2,450* (ps), 
$2,445* (ps); (88) Holiday, $2,275* (ps), 
$2,200* (ps), $2,100* (ps); 4-dr., $2,- 
195* (ps), $2,125* (ps). '53 (98) Holi- 
day, $1,300* (ps), $1,280* (ps); 4-dr., 
$995*. ‘52 (98) 4-dr., $655*. ‘51 (98) 
4-dr., $400*. 

PACKARD—’51 (200) 4-dr., $395*, $365*. 

PLYMOUTH—’55 Belvedere (8) conv., $1,- 
545*; 4-dr., $1,205*; Plaza (6) Subur- 
ban, $1,210* (ps). °54 Belvedere Sport 
coupe, $1,060*; 2-dr., $945*; Savoy 4- 
dr., $855; 2-dr., $830; Plaza 2-dr., $700. 

PONTIAC—’56 Star Chief (8) conv., §$2,- 
535*. °55 Star Chief (8) conv., $2,075* 
(ps); Catalina, $2,040* (ps), $1,960*; 
4-dr., $1,750*; Chieftain (8) 2-dr., $1,- 
370*, $1,250*. °54 Star Chief (8) Cata- 
lina, $1,500*; conv., $1,405*. 

STUDEBAKER—'56 Golden Hawk sedan, 
$2.550* (ps). ’54 Champion 2-dr., $630*. 
’53 Champion club coupe, $555; 2-dr., 
$415*. '51 Champion 4-dr., $235*. 


LITTLETON, COLO. 


(Denver Auto Auction. Sale every Fri 
day. Prices are for sale of May 4.) 
(Market was extra strong on nice, 
clean cars.) 
BUICK — '56 RM Riviera, 
(Continued on Page 67, 
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(Continued from Page 66) 


Century Riviera, $2,700*, $2,655*; coupe, 
$2,665*; Special 4-dr., $2,640*; Riviera, 
$2,600*. "55 RM Riviera, $2,165* (ps), 
$2,085* (ps); 4-dr., $2,045* (ps); Super 
Riviera, $2,165* (ps); Century Riviera, 
$2,090*. 

CADILLAC—'56 (62) 

(ps). ‘55 (62) 

(ps), $3,730* (ps); 4-dr., 
(60) Special 4-dr., $3,535* 
54 (62) conv., $2,860* (ps); (60) 
cial 4-dr., $2,860* (ps). 

CHEVROLET— 56 Bel Air station wagon, 
$2,570*; Sport coupe, $2,160, $2,150*; 
4-dr., $2,100, $2,045; Bel Air (6) coupe, 
$1,980; Two-ten (8) station wagon, §2,- 
295*, $2,190*; 2-dr., $2,085*, $2,050, 
$1,925; 4-dr., $1,945; Two-ten (6) 2-dr., 
$1,600; One-fifty (6) 2-dr., $1,585. °55 
Bel Air (S) 4-dr., $1,465; Two-ten 
4-dr., $1,300. 

CHRYSLER—'55 Windsor Nassau, $2,025* 
(ps); 4-dr., $1,925*. ‘54 Windsor 4-dr., 
$1,330* (ps). °53 NY 4-dr., $905* (ps); 
Windsor 4-dr., $725*. 


$4,- 
$3,- 


coupe de Ville, 
775 coupe de Ville, 
950* 
(ps); 


(ps). 
Spe- 


DeSOTO—'56 Fire Dome (8) Hardtop, §2,- 


(ps). °55 Fire Dome (8) 4-dr. $1, - 
775*,. '54 Fire Dome (8) 4-dr., $200*. "50 
Carryall, $200*; club coupe, $195. 

DODGE '56 Royal (8) 4-dr., $2,555*; 
Coronet (8) 4-dr., 2,460*; Suburban, 
$2,420*. ‘55 Coronet (8) 4-dr., $1,500. 
54 Coronet (8) 4-dr., $935. °53 Coronet 
4-dr., $675. 

FORD "56 
Fairlane (%) 


690* 


Thunderbird, $3,457* 
Victoria, $2,020*, $1,830; 
4-dr., $1,850, 3 at $1,775. ‘55 Country 
sedan, $1,825; Main (8) Ranch Wagon, 
$1,700, $1,630, $1,405*, $1,400; Custom 
(S) 4-dr., $1,265, $1,250. '54 Crest (8) 
Victoria, $1,135; Custom (6) 4-dr., $960. 

HUDSON—'52 Hornet 4-dr., $445*. 

KAISER—'53 club sedan, $500 

LINCOLN 53 Cosmopolitan 4-dr., $1,270*. 
52 Capri 4-dr., $825*. ‘49 Cosmopolitan 
4-dr., $150 

MERCURY 


(ps); 


'56 Monterey 4-dr., $2,325*; 
Sport coupe, $2,295*. '55 Monterey coupe, 
$2,000; 4-dr., $1,810* (ps), $1,745*, $1,- 
310*. ‘54 Custom Sport coupe, $1,070; 
Monterey 4-dr., $1,060* 

NASH '55 Rambler station wagon, $1,- 
645*; 2-dr., $1,590. ‘54 Ambassador se- 
dan, $925 

OLDSMOBILE— 55 
(ps), $2,185* (ps); 
$1,750*. ‘54 (98) 
"53 (98) Holiday, 
4-dr., $810° (ps), 
$610* 

PACKARD 

PLYMOUTH 
‘55 Plaza 
Suburban, 


(98) Holiday, $2,320* 
(88) Holiday, $2,160*, 
Holiday, $1,815* (ps). 
$1,065* (ps). "52 (98) 
$750*; (88) 2-dr., 


"52 (200) 4-dr., $220°. 

56 Plaza (8) 4-dr., $1,600. 
(8) station wagon, $1,550; 
$1,450. ‘54 Belvedere 4-dr., 
$1,000* (ps); Plaza 2-dr., $675. '53 Cam- 
bridge Savoy, $580; 4-dr., $460. ‘52 
Cranbrook Belvedere, $450 


PONTIAC—'56 Chieftain (8) 
on, $2,976* (ps), $2,400*, $2,230; 4-dr., | 
$2,050*; Star Chief «(S8) Catalina, $2,560* 
(ps), $2,450° (ps); 4-dr., $2,325° 

STUDEBAKER—'56 Golden Hawk 2-dr., 
$2.850*. "54 Commander Hardtop, $1,055. | 
‘52 Commander coupe, $560*; 4-dr., 
$265*. 

WILLYS—'54 (4) station wagon, $1,140. 
"50 Jeepster, $290 

MISCELLANEOUS—'56 Willys ‘~-ton pick- 


up, $1,520; Chevrolet 
430. '55 Ford %-ton panel, 
Studebaker \%-ton pickup, $700. 
debaker '.-ton pickup, $280. 


N. PLAINFIELD, N. J. 


(Lebanon Auto Auction. Sale every Wed- 

nesday. Prices are for sale of May 9.) 
(Prices firm to slightly off. Sold 67 
cars out of 91 offerings.) 

BUICK—'54 Special sedan, $1,350. '53 
per Riviera, $975*; Special sedan, $600. 
"52 Super sedan, $640*, $620*°. ‘51 RM 
conv., $485* (ps). ‘41 sedan, $135. 

CADILLAC—'54 (62) sedan, $2,900* 
‘52 (62) conv., $1,340* (ps). ‘49 
sedan, $590°*. 

CHEVROLET 
$1,670*; Two-ten 
400. '54 Two-ten sedan, 
Two-ten sedan, $610, $590. 


$1,115°. °54 
°53 Stu- 


(ps). 
(62) 


—'55 Bel Air (8) Sport coupe, 
(8) station wagon, $1,- 
$940, $890. '53 


sedan, $455; SL Special sedan, $340. ‘51 
SL Deluxe Bel Air, $550*. ‘49 SL Deluxe 
sedan, $125. 

CHRYSLER—'54 NY conv., $1,235* (ps). 


"53 Windsor sedan, 
sedan, $440°. 

DeSOTO — '52 
Custom sedan, 
$220 


$710°. 


Custom conv., $480*. ‘51 
$370. '49 Custom sedan, 


DODGE — °'53 Coronet sedan, $770, $710. 
‘51 Coronet sedan, $375. 
FORD — '55 Main (8) sedan, $1,025. ‘54 


Custom (8) sedan, $980, $960. '53 Crest 
(8) Victoria, $940*; sedan, $720*; Main 
(8) sedan, $500, $460. '52 Custom (8) 
sedan, $545. '51 Custom (8) sedan, $350; 
Deluxe (8) sedan, $300. 

KAISER—’51 sedan, $150, $140. 

MERCURY—’56 Monterey Sport coupe, §2,- 


050°. '55 Monterey sedan, $1,725* (ps). 
"53 sedan, $825*, $790°. 
NASH—'52 Ambassador sedan, $340. ‘51 


Statesman sedan, $250. 


OLDSMOBILE—’53 (88) sedan, $980*. '52 
(88) Holiday, $750*. ‘51 (98) sedan, 
$430°, $380°. 


PLYMOUTH—’55 Savoy (8) sedan, $1,350*. 
‘53 Cranbrook sedan, $680, $610. ‘52 
Cambridge sedan, $350. '51 Cambridge 
sedan, $300. 

PONTIAC—’ 53 Chieftain (8) Catalina, $1,- 
030*; sedan, $900*. ‘52 Chieftain (8) 
Catalina, $790*, °51 Silver Streak (8) 
sedan, $510. '50 Silver Streak (8) sedan, 
$240. 49 sedan, $160. 

STUDEBAKER — ‘51 Commander sedan, 
$150. 

WILLYS—’53 Aero Lark sedan, $390. ’51 
Jeepster station wagon, $400 


JENISON, MICH. 


(Grand Rapids Auction. Sale every Tues- 
day. Prices are for sale of May 8.) 


121 cars out of 176 offerings.) 

BUICK—'55 Special conv., $2,055; 4-dr., 
$1,810*; Super Riviera, $2,025° (ps); 
Century Riviera, $1,990*. '54 Super Rivi- 
era, $1,525*, $1,495°, $1,460°, $1,450°; 
conv,, $1,580*. 53 RM Riviera, $1,025* 
(ps); Super Riviera, $835*; Special 4-dr., 
$775*, $745, 52 Super Riviera, $560°: 
51 Super 4- dr., $265°; $235°. 

CADILLAC—’55 (62) 4-dr., oon gs145° (ps), 


$3,425°* | 


(8) | 


station wag- | 


\%-ton pickup, $1,-| 


Su- | 


"52 SL Deluxe | 


‘51 Windsor | 


$3,100* (ps). ‘52 (60) Special 4-dr., $1,- 
525* (ps). '50 (62) 4-dr., $725°*. 

CHEVROLET—’56 Bel Air (8) conv., §2,- 
250*. ’55 Bel Air (8) Hardtop, $1,685*; 
4-dr., $1,510*; 2-dr., $1,450*; Two-ten 
(8) 2-dr., $1,360%; 4-dr., $1,340*; Two- 
ten (6) 4-dr., $1,300. '54 Bel Air station 
wagon, $1,375; Sport coupe, $1,220*; 
4-dr., $900; One-fifty station wagon, §$1,- 

| 050; Two-ten 4-dr., $965, $960*. '53 Bel 
Air conv., $850, $785*; Two-ten 4-dr., 
$770*; 2-dr., $700, $660, $475. °52 SL 
Deluxe 4-dr., $550*. '51 SL Deluxe 2-dr., 
$350, $270. "50 SL Deluxe 4-dr., $325. 

DeSOTO—'53 Fire Dome (8) 4-dr., $655* 
(ps). '52 Custom 4-dr., $505*. 

DODGE ’53 Coronet Diplomat, $580*; 
Meadowbrook sedan, $545, $500. '52 Cor- 
onet conv., $200*. ‘50 4-dr., $155. 

FORD—'56 Main (8) Ranch Wagon, §1,- 
“840. '55 Fairlane (8) Victoria, $1,715*; 
4-dr., $1,450*, $1,380; Custom (8) 2-dr., 
$1,230*; Custom (6) 2-dr., $1,030. '54 
Main (8) Ranch Wagon, $995*; Custom 
(S) 4-dr., $900*; 2-dr., $960, $905, 2 at 
$815. '53 Crest (8) Victoria, $880*, $840; 
conv., $700; 2-dr., $805*. '52 Custom (8) 
2-dr., $520*, $425. "51 Custom (8) 2-dr., 





$400*; Deluxe (8) 4-dr., $310, $290*; 
Deluxe (6) coupe, $170. 

KAISER—’'51 4-dr., $185. 

MERCURY—’'54 Monterey 4-dr., 
coupe, $1,195. '51 club coupe, 
4-dr., $210. 

NASH—'54 Ambassador 4-dr., 
Statesman 2-dr., $580. 
4-dr., $150*. 

OLDSMOBILE 
$2,275* (ps); 
(ps), $2,025*, $2,015*, 
$1,875*; (98) Holiday, 
dr., 2 at $2,050* (ps). °54 (98) Holiday, | 
$1,935* (ps), $1,865* (ps); 4-dr., §1,- 
660*; (88) club coupe, $1,750*; 2-dr., 
$1,300. ‘53 (98) 4-dr., $1,135; (88) Super | 
4-dr., $950*, $915*. °52 (88) 2-dr., $750°, | 
$605*. '51 (98) Holiday, $475*. ‘50 (88) | 
4-dr., $190*; (98) 4-dr., $185* | 

ome ‘53 Clipper 4-dr., $§780*. °51) 

4-dr., $185* | 

PLYMOUTH ‘53 Cambridge 2-dr., $495; | 
Cranbrook 4-dr., $450. ‘53 Cranbrook | 
4-dr., $335. ‘50 4-dr., $235; club coupe, 
$150. 

PONTIAC 
725° 
conv., 
235. 


$1,290*; 
$375, °49) 


$1,115*. '53 
‘51 Ambassador 


Super Holiday, 
Holiday, 2,050* | 
$1,725*; 4-dr., | 
$2,160* (ps); 4- 


"55 (88) 
Deluxe 


‘55 Chieftain (8) Catalina, §1,- 
4-dr., $1,620*. ‘54 Star Chief (8) 
$1,240*; Chieftain (8) 4-dr., $1,-/| 

‘53 Chieftain (8) 4-dr., $725*. '51/ 
Silver Streak (8) 2-dr., $305, $265. °50 
Silver Streak (8) 2-dr., $260*. 

STUDEBAKER—'54 Champion 2-dr., 
‘53 Champion club coupe, $660. 

MISCELLANEOUS—'53 Ford ‘'-ton pick- 
up, $595. 


FT. WAYNE, IND. 


(Carl Marker’s Auto Auction. Sale every | 
Wednesday. Prices are for sale of May 9.) | 
(Market very good, Sold 91 cars out of | 
106 offerings.) 


$715. 


BUICK—'54 Special 2-dr., $1,345. 53 
| cial 2-dr., $830; Super 2-dr., $795*. ‘52 
Super 2-dr., $595. ‘51 Special 4-dr., $460, 
$375, $160 
| CADILLAC 





‘55 (62) conv., $3,580* (ps). 
‘53 (62) sedan, $1,675*. ‘51 (62) sedan, | 
$1,185*, $1,000*. ‘50 (62) sedan, $1,000°, | 
$815 

CHEVROLET—'56 Bel Air (6) 4-dr., $1,-| 
680. '55 Bel Air (8) 2-dr., $1,485*, $1,- 

280*, $1,220; Two-ten (8) 2-dr., $1,285. | 

‘54 Two-ten 2-dr., $825. '53 Two-ten 2- 

dr., $690, $545. "52 FL Deluxe 2-dr., | 

$475; SL Deluxe 2-dr., $600*, $565. ‘50 

SL Deluxe conv., $295*; sedan, $165. '47)| 


2-dr., $115 

CHRYSLER—'50 NY 2-dr., $375, $265. 

DeSOTO—'52 Fire Dome (8) 2-dr., 
$470*. '50 Custom 2-dr., $200. 

DODGE—’'53 Coronet 2-dr., $450. 
net 2-dr., $245. '48 2-dr., $100. 

| FORD—'56 Fairlane (8) Victoria, $1,930*; 
Fairlane (6) Victoria, $1,680. '55 Fair- 
lane (8) Victoria, $1,745*, $1,700*, $1,- 
545; 2-dr., $1,200. ‘54 Crest (8) Vic- 
toria, $850*; Main (8) sedan, $770. ‘53 
Crest (8) Victoria, $850* (ps); Main (8) 
sedan, $770; Main (6) sedan, $400. '51 
Deluxe (6) 2-dr., $165. "50 Deluxe (8) 
2-dr., $320. '46 2-dr., $100 

HUDSON—'54 Jet 2-dr., $395. ‘53 Hornet 

| 2-dr., $205. "51 Hornet 2-dr., $305, $215. 

LINCOLN—’54 Capri 2-dr., $1,730*. ‘53 

Capri 2-dr., $1,175*. 

| MERCURY—’'56 Custom 2-dr., 
2-dr., $285, $240. 

NASH—'55 Rambler 2-dr., $1,500. ‘54 
Rambler 2-dr., $820, $775. "53 Ambassa- 
dor 2-dr., $940*. ‘52 Ambassador 2-dr., 
$480°. 

OLDSMOBILE—'56 (88) Super 2-dr., §2,- 
670* (ps). '48 2-dr., $175. '36 2-dr., $190. 

PACKARD—’53 Clipper 2-dr., $770*. 

PLYMOUTH—’55 Savoy (6) 2-dr., $1,090. 
’52 Cranbrook 4-dr., $460. '51 Cranbrook 

(8) 2-dr., $1,- 


station wagon, $515. 

PONTIAC—'54 Chieftain 
280*, $1,225*, $945, $865. °53 Chieftain 
(8) 2-dr., $800*, . "52 Chieftain (8) 
2-dr., $620°, $520*. ’51 Silver Streak (8) 
2-dr., $250. 

STUDEBAKER — '56 Golden Hawk 2-dr., 
$1,945*. °51 Commander 2-dr., $175. 

MISCELLANEOUS — '55 Chevrolet %-ton 
pickup, $1,015. '49 Ford %-ton pickup, 
$165. '48 Chevrolet 1-ton truck, $225. 


DYER, IND. 


(Dyer Auto Auction. Sale every Friday. 

Prices are for sale of May 4.) 

arket down a little this week, al- 
though our sale was so far above nor- 
mal it couldn’t be an accurate barome- 
ter. Sold 548 cars out of 818 offerings. 
Partial listing below.) 

BUICK—’56 Special Riviera, $2,430*. ‘55 
Special conv., $2,230*; Riviera, $2,025*, 
$1,950* (ps), $1,885*; 2-dr., $1,695; 
Super Riviera, $2,225, $2,110, $2,060°. 

CADILLAC—’56 (62) 4-dr., $4,170* (ps). 
’55 Eldorado conv., $4,425* (ps); (62) 
conv., $3,630° (ps); 4-dr., $3,145* (ps); 
(60) Special 4-dg., $3,530° (ps). '54 (62) 
coupe de Ville, $3,000* (ps). 

CHEVROLET—’56 Bel Air (8) 4-dr., $2,- 
050°; Bel Air (6) 4-dr., $1,810. '55 Bel 
Air (8) conv., $1,755*, $1,740*, $1,705°, 
$1,670*, $1,650*; $1,700*, 
$1,625*, $1,605*, $1,595°; 4-dr., $1,725°, 
$1,255*; Bel Air (6) 2-dr., $1,395*, $1,- 
315, $1,280; Two-ten (8) 4-dr., $1,395*, 
210 (6) 2-dr., $1,270*, $1,195, $1,175, $1,- 
165, $1,125, $1,050. ‘54 Bel Air Sport 
coupe, $1,225*, $1,160*; 4-dr., et 
$1,010*; Two-ten 2-dr., $945*, $875 , $850, 
$845; One-fifty 4-dr., $725, $680, $635. 


$475°*, | 


‘50 Coro- 


$2,170*. '50 





| NASH — ’54 


| 
OLDSMOBILE — '56 
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‘53 Two-ten 2-dr., 
$660, $640, $610. 

CHRYSLER — '53 NY . Newport, 
‘50 Windsor 4-dr., $140. 
$125. 

DeSOTO—’56 Fire Dome (8) 4-dr., $2,290* 
(ps). °'53 Fire Dome (8) 4-dr., $675*, 
$620*; Powermaster 4-dr., $555*. ’51 
Custom 4-dr., $205. 

DODGE—’'55 Royal (8) 4-dr., 
Coronet 4-dr., $1,035*, $885; Meadow- 
brook 4-dr., $645. °53 Meadowbrook 4- 
dr., $300, $230, '52 Coronet club coupe, 
$300, $275; 4-dr., $255. 

FORD—’'56 Fairlane (8) Victoria, $2,075*, 
$1,980*; 4-dr., $1,805*, $1,800*; Custom 
(8) 2-dr., $1,665. '55 Fairlane (8) Vic- 
toria, $1,890*, $1,785*, $1,715*, $1,655*, 
$1,625*; 4-dr., $1,575*, $1,565*, $1,525, 
$1,510*, $1,500*, $1,450*; Custom (8) 2- 
dr., $1,360*, $1,295, $1,230, 2 at $1,225, 
$1,095*; Main (6) 2-dr., $1,030. '54 Crest 
(8) 4-dr., $1,255, $1,250*, $1,030*; Vic- 
toria, $1,055, $975*; Custom (8) 2-dr., 
$1,030, $860*, $810*. °53 Custom (8) 
2-dr., $805, $685, $640, $535, $480. 

HUDSON—’55 Hornet 4-dr., $1,705*. ‘54 
Hornet Hollywood, $1,060*, $950*; 4-dr., 
$890*. '53 Hornet 4-dr., $450. 

KAISER—’54 4-dr., $950*, $725*. 
$655. '52 4-dr., $420*, $165. 

LINCOLN ‘56 Premiere coupe, 
(ps). °54 Cosmopolitan 4-dr., 
‘52 coupe, $800*, 51 4-dr., $300, $275*. 

MERCURY—’'56 Custom 4-dr., $2,250*. '55 
Montclair coupe, $2,165* (ps); 4-dr., $2,- 
100* (ps); Monterey coupe, $1,630*; 
Custom coupe, $1,715*; 4-dr., $1,610*. 
‘54 Custom 4-dr., $1,115*, $900. 
Ambassador 4-dr., $1,315"; 

4-dr., $700*; Rambler 2-dr., 

Ambassador 4-dr., $800*; 

Statesman 4-dr., $625*. 

(88) Super Holiday, 

Deluxe 4-dr., $2,500* (ps), $2,- 
(98) 4-dr., $2,170* (ps); (88) 

$2,045* (ps), $1,900* (ps), 

Deluxe coupe, $1,880*, $1,- 

$2,115*, $1,950*, $1,760". 

coupe, $1,750*; (88) 4-dr., $1,- 


$750, $700, $695, $675, 
$1,000*. 
’48 club coupe, 


$1,705*. 54 


53 4-dr., 


$3,660* 
$1,510*. 


Statesman 
$615. ‘53 


2,575* 
310*. °55 
Super 4-dr., 
$1,815* (ps); 
875*; 2-dr., 
"54 (98) 
425°. 

PACKARD —'55 4-dr., 
4-dr., $285. '51 4-dr., 

PLYMOUTH—'56 Savoy 
‘55 Belvedere (8) conv., $1,520*; 
(8) 2-dr., $1,225*; Plaza (6) 4-dr., $950. 
‘54 Belvedere 4-dr.. $900, $750; Savoy 
coupe, $1,075; 4-dr., $950, $800. ’'53 
Cranbrook 4-dr., $575. 

PONTIAC—'56 Chieftain (8) Catalina, $1,- 
950°. '55 Star Chief (8) 4-dr., $1, 855* 
(ps); Chieftain (8) Catalina, $1,620*; 
4-dr., $1,485*, $1,290*. '54 Star Chief 
(S) Catalina, $1,290*; Chieftain (6) 2- 
dr., $790. '53 Chieftain (8) 2-dr., $805*, 
$790*, $785*, $655*. 

STUDEBAKER—'56 President coupe, $1,- 
960*. ‘55 Commander Sport coupe, §$1,- 
240*; Land Cruiser, $1,170*; President 
4-dr., $1,100. '54 Champion 2-dr., $780*. 
‘53 Commander 2-dr., $595*, $530*. 

MISCELLANEOUS—'49 Willys \%-ton pick- 
up, $135. '48 Willys truck, $390. 


FLINT 


(Flint Auto Auction, Inc. Sale every 
Wednesday. Prices are for sale of May 9.) 
(The bidding was very active and per- 
centage of sales good, but prices were 
off slightly. Sold 117 cars out of 164 
offerings.) ; 
BUICK—'55 
dr., $1,965* 
$1,785*; 


$2,290* 
$190. 
(6) 2-dr., 


(ps). °52 


$1,700. 
Savoy 


Century Riviera, $1,995*; 2- 

Special Rivie?a, $1,800*, 
Super Riviera, $1,775* (ps). ’54 
Super Riviera, $1,495* ps); Century 
4-dr., $1,425*; Special 2-dr., $1,050*. °53 
Super Riviera, $915*, $850*,' $795*:; conv., 
$875*; Special Riviera, $950*, 2 at $730°; 
4-dr., $690. ‘52 Super Riviera, $540*. ‘51 
Special Riviera, $430; 2-dr., $305; 4-dr., 
$235. ‘50 Super Riviera? $225*; Special 


2-dr., $145, $100. 

CADILLAC—'54 (62) a $2,450*. "52 
(62) 4-dr., $1,215*. "51 (62) coupe de 
Ville, $1,040*. '50 (62) 4-dr., $550*; (60) 
Special 4-dr., $525". 

CHEVROLET—'56 Bel Air (8) club coupe, 
$2,150*. °55 Two-ten (8) Delray coupe, 
$1,350*, $1,305*, $1,285, $1,280*, $1,260*, 
$1,250; police car, $1,015; Bel Air (6) 
4-dr., $1,300. '54 Two-ten 2-dr., $785, 
$660; One-fifty 2-dr., $740. '53 Bel Air 
2-dr., $700, $690, $650*, $585*; Two-ten 
4-dr., $700, $600*; 2-dr., $590. ‘52 SL 
Deluxe 2-dr., $475*; club coupe, $405. 
‘51 SL Deluxe 4-dr., $355*, $120. 

CHRYSLER — '51 Saratoga 4-dr., 
Windsor 4-dr., $180*. 

DeSOTO—'55 Fire Dome 
$1,780. ‘53 Fire Dome 
(ps). 

DODGE—’54 Coronet 
Meadowbrook 2-dr., 
brook 4-dr., $250. 
$150. 

FORD—'56 Fairlane (8) 2-dr., $1,800*, $1,- 
705; 4-dr., -$1,770*; Custom (8) 4-dr., 
$1,705*. ‘55 Fairlane (8) 2-dr., $1,650*; 
4-dr., $1,390; Custom (8) 2-dr., $1,255*, 
$1,220*, $1,125*; 4-dr., $1,175*. '54 Crest 
(8) Country Squire, $1,300, $1,200*; 
Crest (8) Victoria, $1,160*, $1,050*; Cus- 
tom (8) 2-dr., $840*, $715*, $675; 4-dr., 
$740; Main (6) 2-dr., $625, $580. °52 
Custom (6) 2-dr., $325. '51 Custom (8) 
2-dr., $135. ’'49 Custom (6) 2-dr., $130. 

KAISER—’51 Deluxe 4-dr., $125. 

MERCURY—’54 station wagon, $1,350*. '51 
club coupe, $270*. 

NASH—’51 Statesman 4-dr., $205*. 

OLDSMOBILE—’54 (88) Super club coupe, 
$1,545*; 2-dr., $1,290*. ‘52 (98) 4-dr., 
$420*. ’51 (88) Super 2-dr., $325*, $185°. 
"50 (76) 4-dr., $100. 

PLYMOUTH—’56 Savoy (6) station wag- 
on, $1,725. 

PONTIAC—'55 Chieftain (8) club coupe, 
$1,680*. '54 Chieftain (8) Catalina, $1,- 
140*; Star Chief (8) 4-dr., $1,075*. ‘53 
Chieftain (8) 4-dr., $680. °52 Chieftain 
(8) club coupe, $465°: 4-dr., $390; Chief- 
tain (6) Delivery sedan, $185. 51 Silver 
Streak (8) 4-dr., $315*. '50 Silver Streak 
(8) 4-dr., $260*. 

STUDEBAKER—’53 Champion 2-dr., $205. 

WILLYS—’52 Aero Ace 2-dr., $200*. 

MISCELLANEOUS—’ 54 Ford %- ton pick- 

up, $715. ‘53 Ford (8) %-ton pickup, 


$635. 


$285*; 


(8) 
(8) 


club coupe, 
4-dr., $685* 


(8) 4-dr., $825*. °53 
$505*. ‘52 Meadow- 
"50 Meadowbrook 4-dr., 


DANVILLE, VA. 


(Danville Auto Auction. Sale every Wed- 
nesday. Prices are for sale of May 9.) 
(Greatest demand and highest prices 


Ns $280 
RM 4-dr., $155°. "46 Super 4-dr.. $120. 
CADILLAC—’53 (62) coupe de Ville, $1,- 


705*. °51 (62) 4-dr., $1,005. 
—'56 Two-ten (8) 4-dr., $1,- 
850. '55 Two-ten (6) 2-dr., $1,255. "54 


(Continued on Page 68, Col. 3) 
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for showroom, office or shop 


BORROUGHS 
Wrap Racks 


there’s a need for them wherever wraps are hung 








3 standard sizes to accom- 


modate 6, 9 or 12 coats 5 
and hats. Double face and * 
ie “add-units” available for 5, 
9- and 12-capacity racks. ; 


Coats hang clear and 
straight . . hats rest on 
round rods and not on 


dusty shelves. 





send for catalogs 


for cutting installation and change-over cost 


Madd EADDDIIIDD 


SLIDING SHELVES 
adjustable without bolting 





SNAP IN DIVIDERS 
snap in any place on shelf 


Borroughs flexi Bins save you valuable time when reworking. Shelves are adjustable 
without bolting and slide “in” or “out” on 142” centers..AND CAN BE MOVED 
EVEN WHEN LOADED .. dividers snap in any place, and labels travel with dividers 
.. tray partitions slide into place in slots at 1” intervals. You need no screws, bolts, 
nuts or tools to rearrange a Borroughs flexi Bin. These are but a few Borroughs 
features. 


BORROUGHS MANUFACTURING COMPANY 


A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 


3026 NORTH BURDICK an KALAMAZOO, MICHIGAN 


@mp Plants and yom Sybeitiecton (American Metal Products Co.—Detroit, 


Michigan—Union pe th Fig ate inc.—Alliance, 
Kilgore, Texas — Colton, *Caltforde ing Products, ltd. — 
Kitchener, Ontario, Canada) (Tube Slngen How Senay! 


saadinnantaesaamampanumey ids tach ak ia 
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NEW BUMPA-TEL SIGNS 
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4-dr., $530; 2-dr., $470, $320*. ‘51 (us. 

tom (8) Victoria, $390*, $320; conv., 

e . $370*; 4-dr., $360, $300; 2-dr., $330, 

$275, $250. °50 Deluxe (8) 4-dr., $220, 

se - ar uc ion rices $110; Deluxe (6) 4-dr., $160; 2-dr., $160; 

Custom (8) 2-dr., $190, $170; 4-dr., 

$170; Custom (6) 4-dr., $200. °49 Cus- 
tom (8) ciub coupe, $110; 2-dr., $100. 




















HUDSON—’'54 Hornet 4-dr., $950* (ps), 
(Continued from Page 67) | °52 Hornet 4-dr., $380*. 
Two-ten station wagon, $870; 4-dr., $820.| 855* (ps); (62) coupe de Ville, $4,700* | KAISER—'53 Deluxe 4-dr., $450. 4 7 
'53 Bel Air 2-dr., $830, $730; 4-dr., $825; (ps), $4,675* (ps), $4,650* (ps), $4,355* | LINCOLN—'56 Capri 2-dr., $3,300* (ps), - 
Two-ten club coupe, $685; 4-dr., $600. (ps); sedan de Ville, $4,875* (ps), $4,-| MERCURY—’'55 Montclair coupe, $2,020*; : STU 
52 SL Deluxe 2-dr., $615*, $500, $430; 850* (ps); 4-dr., 2 at $4,250* (ps), $4,- Monterey 4-dr., $1,300. °54 Monterey 2- ; e 
4-dr., $440. °51 SL Deluxe club coupe, 200* (ps), $4,175* (ps). '55 (62) conv., dr., $1,190*; 4-dr., $1,160. '53 Monterey MIS 
$420; 4-dr., $410; 2-dr., $410, 2 at $405, $3,575* (ps). °54 (60) Special 4-dr., $2,- Sport coupe, $950*, $940*; 4-dr., $810, i 4 
$400. ‘50 SL Deluxe 4-dr., $290, $280; 950* (ps), $2,900* (ps), $2,580* (ps). '50 4-dr., $270. ’49 club coupe, $130. A 
2-dr., $275, $165; conv., $145, $120. '49 | CHEVROLET—’56 Bel Air (8) Sport se-| NASH—'56 Rambler Cross Country, §2,- 
SL Special 2-dr., $130. °47 SM 2-dr., dan, $2,250*; Two-ten (8S) Handyman, 050. ‘54 Rambler 4-dr., $770. '52 Ram- ‘ 
$130. , $2,195*; 4-dr., $2,000, $1,875. ‘55 Two- bler station wagon, $330. '50 Statesman >. 
DeSOTO—'51 Custom coupe, $390. ten (8) station wagon, $1,700*; Bel Air| 2-dr., $120 = 
DODGE 55 Royal 2-dr., $1,625*. °53 (8) 4-dr., $1,590*, $1,565*, $1,420, $1,-| OLDSMOBILE—’55 (98) Holiday, $2,150*: 
Meadowbrook 4-dr., $550*. ‘48 club coupe, 345; Two-ten (6) 2-dr., $1,100, $1,035, (SS) Holiday, $2,100* (ps). ‘53 (88) se 
$170. $1,030. °54 Corvette conv., $1,590*; Bel| Super Holiday, $1,160*; Deluxe 4-dr ome 
FORD—'56 Custom (8) 4-dr., $1,650*. '55/ Air station wagon, $1,265; 4-dr., $1,075,| $1,155", $920°. °52 (98) 4-dr., §S70* 3 BU! 
Fairlane (8) Victoria, $1,600; Custom $1,060. '53 Bel Air Sport coupe, $930*; (ps). '50 (98) 4-dr., $210*; (S88) 4-dr 3 R 
“s) -” Giese’ Gate ees = Two-ten Sport coupe, $970. "52 SL Deluxe} $180*. 7 . a j $ 
° (8) 2-dr., ’ on ustom ) 2-dr., Bel Air, $585*; Carryall, $425. | PLYMOUTH—’55 P! (8 tati wag CA! 
Pr) " " $965; 4-dr., $930*. 53 Custom (8) 4-dr.. SLER—’5 : cone | an aan. Se ec ae r 
Petite 40" x 12 Regular 40" x 17 $620. "52 Crest (8) Victoria, $825, $680°:| "sq NY 4dr $1310" «pss, $1,200". "63 | Srambeceh adr. ote eite; Cambrian s 
Custom (8) 4-dr., $760*%, $690; 2-dr., NY 4-dr.. $720*. °52 Wi e 4-4 405*. | ae : — aa HI 
We are now offering a Bumpa-Tel sign in two sizes, the Petite measuring 40" x 12" $495; Main (8) 2-dr., $650. or 51 NY ee $330° — r., $405°. | ry s430: Scien aan, ae $520; a 
a e ‘ (8) coupe, $605; 4-dr., $480*, $375; Vic- , ; | 7 . “om ae 2. 
for those advertisers who do not need as much space as is provided on our regular corte. abab, gate. 50 Games >) 4-ar., Tie. 4 Jina = (8) 4-dr., 2 at) —— ae $540. '50 Special : : 
. ‘ a . ‘ ; 4 * ‘ Gr. ,ft5*, nv., : | Jeluxe 4-dr., -. ‘ 
Bumpa-Tel sign which measures 40" x 17". The new Bumpa-Tel Petite is lower and oe sass. a oo DODGE—'55 Royal (8) conv., $1,820 (ps); | PONTIAC—'54 Chieftain (8) 4-dr., $1,- S 
blends into the body lines of most cars producing a very neat appearance. It is $350. ‘47 (8) 2-dr., $175; Ex $160. a eee. 2-dr., $1,450. ‘53 Coronet pig) yd Ri 7 a" d 
: . ; 46 2-dr., $140. '29 Hotrod, $220. -dr., | » 0 ) 4-ar.! 
offered at the same price. In ordering be sure and state Bumpa-Tel Petite. asnoone.’te 4-dr., $155. FORD — '56 Thunderbird, $3,120* (ps); | ae” e+ cous ee oo $340; $ 
MERCURY—’52 4-dr., 85*. '50 Custom Fairlane (8) Victoria, $2,270*, $2,250*; -dr., . "50 Silver Streak (8) 4-dr., 
“Mount or Dismount Your Sign in Seconds Without 2;::.. $905: «:c°.. Sd0e' 49 Custom 2dr | 4-dr., $2,075* (ps), $2,020; Main (8)| $270%, $200. 3s 
g $230: 4-dr., $200, $155, $110, '48 2-dr., Ranch Wagon, $1,900. "55 Fairlane (8)| STUDEBAKER — ‘54 Champion 2-dr., Boe 
" $180. ictoria, $1,765*; conv., 2 at $1,645*; $900*; 4-dr., $650. "52 Champion coupe, ; 
Tools, Absolutely No Damage to Car. OLDSMOBILE—’56 (88) 4-dr., $2,405. '54| 2-dr., $1,495*, $1,485*, $1,470; Custom| $500; Commander 4-dr., $260. '51 Com- mm... 
(88) 4-dr., $1,630. '51 (88) 4-dr., $500°*. (8S) 4-dr., 7 at $1,345*, $1,290. '54 Crest | mander Land Cruiser, $150*; Champion { $ 
© Mounted or Dismounted in Seconds* "50 (88) club coupe, $455°, $310°; 4-dr., (8) Country sedan, $1,200; Victoria, $1,-| 4-dr., $130. 49 Champion conv., $100. DO 
© Polished Aluminum Frames ° Sheet Steel Face| $505*, $385*, $340*; 2-dr., $505*, $395*.| 095. "53 Crest (8) Victoria, $920°, $865*. | WILLYS—'53 station wagon, $470. c 
"47 (76) 2-dr., $145. HUDSON—'55 Hornet (8) 4-dr., $1,720*.| MISCELLANEOUS — ’53 Chevrolet %%-ton ; 
© Sign Legs Telescope into Non-Visible Brackets Mounted | paCcKARD—'49 Clipper conv., $335*. ‘33 Wasp club coupe, $365*. °51 4-dr.,| pickup, $725; %-ton utility, $580. _ FO! 
Behind Bumper Guards PLYMOUTH—'55 Savoy (6) 2-dr., $1,125. 115. ( 
54 Bel 4-dr. *; 8 y 2-dr., N N—’! - : 55 | : , > { ~ 
@ Does Not Interfere with Operation of Trunk Lid $030, "Es Cranbrook’ Gar, $645. "51 Cam: Caari 4dr. 6l.teee Pw ‘tga Cael t-0n | NEW YORK CITY : $ 
* After original installation State Make and Model When Ordering. — Suburban, $490. "50 Deluxe coupe, $1,465*° (ps). °'53 Capri 4-dr., $1,185*| (Skyline Auto Auction. Sale every Tues- j : 
, (ps) | day. Prices are for sale of May 8.) 
Now Offered in Four (4) Options, Unlettered at $12.50, | Pox7m™c a st OF MERCURY — °5¢ Custom station wagon, | “es quate Gh Gm enn i . 
. oe? , , , , ; ontclair coupe, $2,-| tate model cars. Metropolitan N.Y. area 
Lettered at $16.50, Lettered and Reflectorized at $21.50, | _ Torpedo (8) 2-dr., $160, $145. | 635° (ps). ‘55 Montclair 4-dr., $2,025*;| still short on sharp cars, Sold 94 out of : 
i s STUDEBAKER— 50 conv., $180. Monterey Sport coupe, $1,820. '54 Cus-| 138 offerings.) LL 
Lettered on Full Scotchlite Background, the Best Sign ad 9 "San "43 Deca Mecen etd ee. tom, station wagon, $1.515° (ps): 2-dr..| BUICK—'55 Super 2-dr., $2,100° (ps), $1,- - 
2 Pe " , ° ; Monterey Sun Valley, ,395*. 875* (ps) Special 2-d - 1,800*. '54 
Night Use at $26.50. 40 Ford %-ton pickup, $175. NASH — ‘56 Ambassador 4-dr., $2,505*| Super ‘2-dr.,  $1,370°. "63 RM 2-dr., NA 
MOUND (ps). $985*; Special 2-dr., $730. °51 Super OL 
F.0.B., S, ILLINOIS MASON CITY, IA. | OLDSMOBILE — ‘56 (88) Super Holiday,| conv., $295*. '50 Super 4-dr., $245*; RM , 
2% Discount For Check In Full With Order. (Cenered States Auto Austion. Gale every | $3,000° (ps). | $2,000°; Deluxe Holiday.|  2-dr.. $160° PL 
585°, $2,510*. °55 (98) Holiday, $2,-| ¢ Ye” § ° . 7 
Wednesda Prices are for sale of May 9.) $s y. .- | CADILLAC 53 (62) 4-dr., $1,610* (ps). 
Available Now for 1956 Ford, Chevrolet, Plymouth, Buick, | Healthy market on clean ’S3s through | 285° (ps), $2.365° (ps); (88) Super Holi-) "52 (62) coupe, $1.330°. ‘51 (62) coupe, ‘ 
55s. West Coast buyers more valent | , , . = > conv., : ; $960*. '49 (62) conv., $490*; 4-dr., $430". 
Dodge, DeSoto, Chrysler, Pontiac, Mercury and Oldsmobile, | i: aa oe ek oom 2-dr., $1,720¢. ‘54 (98) Holiday, $1.940*| *48 (62) conv., $235° re 
BUICK—'56 Century Riviera, $2,690* (ps); ge TR ); (88) Super Holiday, | cHEVROLET—'56 Bel Air (6) 4-dr., $2,- 
Hudson, Nash, Packard and Studebaker. | Special Riviera, $2,300*. ‘55 RM conv., $1,680°, $1,620°. | @80* (ps). "55 Two-ten (6) station wagon, wi 
2,335° (ps): Cc * | PLYMOUTH—'56 Belvedere (8) 2-dr., $1,- y: 4- . - 2. > 
$2,335 ps entury Riviera, $2,090 ed | $1,460; 4-dr., $1,285*, $1,200; 2-dr., $1, 
We will accept telephone calls collect on orders (ps); Super ‘Riviera, $2,060* (ps). "54| 935°. ‘55 Belvedere (8) Sport coupe,/ 205, 2 at $1,185, 2 at $1,150; One-fifty 
Century Riviera, $1,545*; RM 4-dr., $1,-| $1.585*; Savoy (8) 2-dr., 3 at $1,270*;| 2-ar., $1,025; 4-dr., $1,015. "54 Bel Air ; 
for five or more signs. 495° (ps); Super Riviera, $1,480*. '53| 4-dr., 3 at $1,270*; Savoy (6) 4-dr., 2) conv., $1,185*; Two-ten 2-dr., $785, $775, 
RM 4-dr., $935* (ps); Super 4-dr., $875*| t_ $1,190, $1,175; Plaza (8) 2-dr.. $1,-| $750,’ $740; One-fifty 4-dr., $700, $675, 9 
WARREN HASTINGS MOTOR COMPANY INC (ps), $755°; Special 2-dr., $725°. °51| 35. ‘54 Plaza 4-dr., $725. ‘51 Cranbrook| 640: 2-dr., $670. ‘53 One-fifty station ‘in 
+. . oo 4-dr., $480° (ps); 2-dr., $225°. cannes ss 8 Cotes | wagon, $735; Two-ten 2-dr., $680. "51 SL : we 
CADILLAC—’56 (62) coupe de Ville, $4,- ? —’ tar Chief (8) Catalina, Deluxe 4-dr., $225*; Special 4-dr., $175. : 
103 NORTH BLANCHE MOUNDS, ILLINOIS 695* (psy. "55 (62) coupe de Ville, $3,- $1,905*, $1,.895* (ps); Chieftain (8) 2-| ‘50 Deluxe 4-dr., $110. ‘49 Deluxe sta- = 
DEPT. 102 SHady Lane 5-9415 675* (ps): 4-dr., $3,145* (ps): (60) dr., $1,700°; 4-dr., $1,665*. ‘54 Chief-| tion wagon, $160. } 
Special 4-dr., $3,610* (ps). "54 (62) 4-dr., po (8) 2-dr., aa = pene (8) | CHRYSLER—’50 conv., $110. ' 
$2,690° (ps), $2,595° (ps). "51 (60) Spe- station wagon, *. "52 Chieftain (8) nag es 
Here’s trucking AUTOMATION that | 3) :2:i2° "02° 2°. 2 | srctesare |Deggro — 28 Powerman tar. sri, | of 
"49 (62) 4-dr., $450° STUDEBAKER — ‘'53 Commander Sport ce . : 
g a CHEVROLET — ‘56 Bel Air (8) Hardtop,| coupe, $660. ‘51 Commander Land|2QDGE—"53 Coronet 2-dr., $9800; tar, 0S 
$2,300° (ps); 4-dr $2,025*, $2.000°; Cruiser, $190* | SS ee nae he eel wre = ; 
‘ c F ¢ 7 ; | om ‘ an : onet 4-dr., ao oronet 4-dr., . 
lets you combat High Cost Haulime | isis) 2ip. tee tebe 7 MERRY — 8 sor. S005, ‘50 sewnmer,| “Se esas (ar, S0°. “A! Core : 
.. $1,635. ; : | t 4-dr., $170*. : | 
y = + Se sab ea ete ORAS, SL iTSS, Folk. | NC MALANEOUS — °S6 International %- FORD—'s5 nome (6) 2-dr., $1,270*. 54 
$1 oy 6 Fwetsn ts 906s. aoe” ton pickup, 2 at $1,100. 55 International Custom (6) station wagon, $1, 150*; Main ‘ 
pad , w:| ‘4-ton pickup, $850. "54 Willys %-ton| (¢) 4-ar., $660. '53 Main (6) 2-dr., $510; 
$760. 53. Bel Air 4-dr.,” $840, $840°;| pickup, $1,125. '53 GMC %-ton pickup,| {°),* dt, S600, (G3 Main (6) 2-ar., $510 ; 
ee “then, eon on , Bong $480; International %-ton cab and chas-| 790" '5; Custom (6) 4-dr., $410; 2-dr., CE 
: —_s , , . -ten 4-/| sis, $435. '52 Dodge %-ton pickup, $400. * oe “* , ” 
Cost saving way to handle heavy | | dr. $395". "50 Two-ten 4-dr.. $295°. 66 GMC %-ten eke, Su siiiiies. van take ae : | 
‘53 Fire Dome (8) 4-dr., $865* r —" uxe 4-dr., . 
ackaged goods such as borrels fos). *51 Custom 4-dr., $325°. MERCURY—'51 sedan, 4-dr., $380; 2-dr., 
ee 9 ‘ | DODGE—'55 Royal (8) 4-dr., $1,710*, $1,- ALBANY $260. _ - 
linders, carboys, crates, etc. One 565*; Custom station wagon, $1,595*. °54 (Tim Anspach Auto Auction. Sale every | OLDSMOBILE — '55 (88) Holiday coupe, 
+ . ys, a pa — en Monday. Prices are for sale of May 7.) $1,875*. '53 (98) 4-dr., $900* (ps). °51 i } 
an with a hon n -dr., eadow -dr., (The market here today worked itself (88) 4-dr., $435%; (98) 4-dr., $315*. °49 
= @ hand truck can hantile —: ‘a. Sante oe v.. 92.978° inte an irregular trend. Fancy prices (76) station wagon, $250. ‘47 (98) 4- we 
. . . - riane conv., ; ;| were paid for all sharp, ready-to-sell dr., $125°. 
any loading or unloading operation Country sedan, $2,210*; Victoria, $2,190°| units with retail buyers from far and | PACKARD—'53 Clipper 4-dr., $125*. 52 
bi ss £ ti (ps). $2,120 . "55 Country sedan. $1,670, near buying the choice ones before they Clipper 2-dr., $435*. 
at big savings of time. $1,580; Victoria, $1,530°; conv., $1,565*; | hit the block. Late model Cadillacs and , ] , , 
2-dr.. §1.330: Custom (8) 2-dr., $1.350,| used "S6 models baches off Im price and PLYMOUTH — '54 Savoy 2-dr., $815. '53 
$1,295, $1.215, $1,175, $1,170; 4-dr., $1.-| were hard to sell. Run of Cranbrook 4-dr., $580°, $525, $410. °52 
sell. of the mill and 
° ° Concord business coupe, $295; Cambridge 
255 $1,230. "54 Mai (6) 2-d $785. 
"53 Main (8) Ranch Wagon, $890: Crest | ToUsR Cars were selling cheaper, but | 4-dr., $275. ‘51 Cambridge club coupe, 
: aoe : nearly all sold. Wholesale suppliers $210. '50 Deluxe 2-dr., $145; 4-dr., $130; ' MM 





$460. '51 Custom (8) 2-dr., $305*. some back home in hopes of getting eee ae aed a | 
HUDSON—'55 Rambler station wagon, $1,-| 9 retail deal. Sold 166 cars out of 199 | PONNIAC Ch Diuxe (6), $liesy | N. 
510; Hornet 4-dr., $1,310*. ‘52 Wasp! offerings for a percentage of 83.4.) | (ps). '53 Chieftain Deluxe (6) 4-dr _ oO 
2-dr.. $190* BUICK—'56 Special conv., $2,850* (ps);| 259+ ° ! 
FOR 3 TON and L T ck nd . ° MERCURY—'5S6 Monterey coupe, $2.410°;| Riviera, $1,400. '53 Special 4-dr., $970;| 7-4%-» $255°. | Py 
‘4 arger ru § a [- ral Custom 2-dr., $2,060". °55 Monterey) 2-dr., $925, $500; Super 4-dr., $890*. ’52 r = 
FARGO, N. D. 


can offset them. 








(8) conv., $860. "52 Custom (8) 4-dr.,| cleaned house while new-car dealers took coupe, $130. '49 Deluxe 4-dr., $125. 


LINCOLN—’53 Cosmopolitan 4-dr., $995°. { Riviera, $2,550*. °55 Special 2-dr., $1,- $820*. °'52 Chieftain (6) conv., $700°; 
‘52 Cosmopolitan 4-dr.. $875. 530. '54 Century 4-dr., $1,550*; Special| 477-. $560°. "50 SL (8) 4-dr., $300°; 


coupe. $1,840*; Custom 4-dr., $1,670*. Super Riviera, $770*; Special 4-dr., $510. 
54 Custom 4-dr., $1.165*. ’51 Special 2-dr., $400. '50 Super Riviera, 


NASH—’56 Ambassador 4-dr., $2,350* (ps). $420. '49 Super 4-dr., $170. (Tri-State Auction Co. Sale every Thurs- 





If high freight rates and costly delivery 54 Ambassador 4-dr., $855*. "52 (600) | CADILLAC—'56 (62) sedan de Ville, s4,-| 99¥: Prices are for sale of May 10.) 
services are cutting a swath out of your |, ‘-dr., $435*. '52 Statesman 4-dr., $415°.| so0* (ps). '55 Eldorado conv.. $4,150* 


(Market remains very stable. Sale very ; Pe 


OLDSMOBILE—’56 (98) Holiday. '$2,945*| (ps). ‘54 (62) conv., $2,785* (ps): 4-dr.,| DFisk—selling good percentage. Sold 68 } 


profit picture, here are five ways you (ps); (88) Super Holiday, $2,690* (ps).| $2,770" (ps), $2,710" (ps), $2,700*, ’53| Ut of 102 offerings.) 


$2,550* (ps). ’55 (98) Holiday, $2,205*| (60) Special 4-dr., $1,975* (ps); (62)| BUICK—'S5 Riviera Special, $1,575. "54 
(ps); (88) Super 4-dr., $1,915*; Deluxe| coupe de Ville, $1,485* (ps). ’5i (62)| Super 4-dr., $1,420* (ps). '53 Super 2- 


ee 
a 








5 : 2-dr., $1.890*. '54 (98) Holiday, $1,830*| coupe, $1,100*: ( Special 4-dr., $1,-| r., $790. ‘52 Riviera Hardtop, $655* i 
1. Speed up deliveries. (ps): (88) oe ne, $1,735°: 4-dr.. coon 50 (60) coho a sano". $ — —— Riviera, $400*. '50 Super ; 
: $1.600* (ps); eluxe 4-dr., $1,365*. °53| CHEVROLET—’56 One-fift ( -dr., $135*. 
2. Develop faster, easier ways of load- (88) Super 4-dr., $1,000*, $915*. '52 (88) wagon, $1,930; 4-dr., $1,735, 35 Bel Air CHEVROLET — 55 One-fifty Handyman, { W 
ing and unloading trucks. 4-dr., $675*; Super 2-dr., $790*. "51 (98) (8) 2-dr., $1,385*; Two-ten (6) 4-dr., $1,590*; Two-ten 4-dr., $1,345*, $1,305, 4 
4-dr., $420°. $1,120; 2-dr., $1,100; Two-ten (8) 4-dr., $1,275; One-fifty 2-dr., $1,085. '54 Two- j 
Model No. 144 handles loads up 3. Systematize handling of bulky, awk- | PLYMOUTH—'55 Savoy (8) 4-dr., $1,360*/ §1.070*; One-fifty (6) 2-dr., $1,010. '54 ten 4-dr., $935*, $895. '53 One-fifty Busi- : 
to 1000 Ibs. Cuts loading and sett Dainese r (ps): 2-dr., $1,195; Belvedere (6) 4-dr.,/ Bel Air coupe, $1,220*, $1,175*; 4-dr.,| ness coupe, $495, $475. ‘52 SL Special : 
loadi ti 50%, ’ y shipments. $1.270. '54 Plaza 4-dr., $685. '53 Cran- $1,090* (ps); 2-dr., $885; Two-ten sta- Business coupe, $375. '51 SL Deluxe 4- 
unloading time o* brook Belvedere, $615*; Cambridge 4-dr.,| tion wagon, $1,010: Delray coupe, $950*; dr., $365*; Special 4-dr., $285. °50 SL T 
4. Prevent damage to goods, yet make S = to ae $410°. 4-dr., $910*, $660; 2-dr., $710*. '°53 Two- 4-dr., $200. of 
. : : : pecia uxe 2-dr., ; ten station wagon, $880; 2-dr., $760; club] CHRYSLER — °'53 NY 4-dr., $805*. ‘51 
it easier and safer for drivers to | pontIAC—'s5 Chieftain (8) Catalina, $1,- cue, aaaet Te Ae cone sti0. 4-dr., Feece 4-dr., 3 B 
handle most shipments alone. 785* (ps). '54 Star Chief (8) Catalina.| $700; 2-dr., $730*; One-fifty 4-dr., $460;| poDGE—’55 Coronet (6) 4-dr., $1,355. °52 
7 2 : $1,315*; 4-dr., $1,085*. °53 Chieftain (8) 2-dr., $620. °52 SL Deluxe Bel Air, Wavfarer 2-dr.. $250; 4-dr. $260. 50 
5. Help drivers contribute to the satis- 4-dr., $790*. ‘52 Chieftain (8) 2-dr..| $650*; 4-dr., $620*. 51 FL Deluxe 4-dr.,| 1;,-ton pickup, $420; Meadowbrook 4-dr., a 
fection of the receiver $465* $410, $330; 2-dr., $400*; SL Deluxe 4-dr., $220. ‘ 
° STUDEBAKER—’'53 Commander Hardtop, 3280*. '50 SL Deluxe Bel Ai I e a . Z 
: $380°. r, $330;| pORD—'55 Fairlane (8) 4-dr., $1,560* 
All of chose edventn h $765*: 4-dr.. $625*. ‘52 Commander 4-| 4-dr.. $250; SL Special 4-dr., $160; FL|~ 51535. Custom (8) 2-dr.. $1,320: (6) 
, Gvantages are yours when dr.._ $465*. °50 Champion 4-dr., $115°. Deluxe 4-dr., $100. '49 FL Deluxe, conv.,/ 4-3, 's1.265. '54 Custom (6) 4-dr., $950 
you install Lift Gates on your trucks. | MISCELLANEOUS—'55 Ford %-ton pick-| §230: SL Deluxe 2-dr., $190. $025 “SS Custom (6) 6-42. 9100°: S-és.. c 
We will be glad to d th up. $895. "53 Chevrolet %-ton panel. $300. | CHRYSLER—'5S4 Windsor 4-dr., $1,180*.| 729: Main +6) 2-dr., $645. ‘52 Victoria, 
8 recommend the 50 Chevrolet %%-ton pickup, $395. °49 "53 NY 4-dr., $735* (ps). $740. $550: - Main (6) 4-dr $465 51 
Model No. 145 handles up to 2000 _— systems, the size and type of Gate best | GMC %-ton pickup, $385. "| DeSOTO—'54 Fire Dome (8) 4-dr.. Sl.-| Deluxe 16) 4-dr., $120. ‘50 Crest 2-dr., 
Ibs. on 1%-Ton and larger trucks suited for your work. LITTLETON. COLO soon’ $9605 UP COUPE, $310°. °50 Sports-| $525; 14-ton pickup. $385; Custom 2-dr., 
and semi-trailers. : ‘ — >» ° DODGE—’53 Coronet statfon wagon. $825*; an 2 at $205; 4-dr., $200. "49 4-dr., 
Write, wire or call us today—no obli- | _ (Colorado Auto Auction. Sale every Mon-| 4-dr., $770; 2-dr., $650*. '52 Coronet eel eatin 4 e an 
Model No. 146 handles up to 4000 gation. One of our representatives is | 4#Y, Prices are for sale of May 7.) station wagon, $630*. =" eens > sage a ar. $425, 
Ibs. on heavy trucks and semi- acer’ (Sold 255 cars out of 400 offerings.) FORD — ‘55 Fairlane (8) 2-dr.. $1,510; ‘a ocar. $360: ‘cde, > 6100. 40 Sa 
- roby. 5603 | BUICK—'56 Century Riviera, $2,695* (ps). Main (6) Ranch Wagon, $1.525*. ‘54 ores. ’ *° . ” 
trailers. | $2,670* (ps); Special Riviera, $2,400°. Custom (8) 4-dr., $1,150*; Custom (6)| _5160. , : . n 
55 RM Riviera, $2,210* (ps): Century| 4-dr., $850* (ps); Main (8) Ranch Wag-| PLYMOUTH—'51 Savoy Suburban, $400; 1 
ANTHONY COMPANY sassete, S6.taen soe! Sueet Saviens. GR.-| on. $1188. “53 Gent (6) Views, St-| Sa ee ee t 
Ps), . (ps); Special 4-dr., 100*, 0*; Country sedan, $1.140*: | eae . : 
§1.585*, $1,520. '54 RM Riviera, $1,740*| Country Squire, $910*; Main (6) Ranch! PONTIAC—'55 Star Chief conv., $1,860° h 
Streator, Illinois (ps); Century 4-dr., $1,375*. '53 Special| Wagon, $965, $825*; 2-dr.. S500; Custom| (‘PS'. “54 Star Chief 4-dr.. $1.125*. '53 2d 
4-dr.. $765°*. | 4) 4-dr., $830*; Custom (6) 2-dr., $540,| Chieftain (8) Catalina, $1,050° (ps); (6) ‘ 








CADILLAC — ‘56 Eldorado Hardtop, $5.-; °52 Crest (8) Victoria, S770: Custom (8) ‘Continued on Page 69. Col, 1) 
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Used-Car Auction Prices 





(Continued from Page 68) 


Catalina coupe, $920*; 4-dr., §765*. '49,; $575. '51 SL Deluxe 4-dr., $510. '50 SL 
SL 2-dr., $130. Deluxe Bel Air, $260*. °49 SL Deluxe 
STUDEBAKER—’'54 station wagon, $855. | 4-dr., $170. 


CHRYSLER—’52 NY 4-dr., $605. '51 Wind- 


51 Land Cruiser 4-dr., $175. 
sor 4-dr., $350. 





$1,100. °54 Belvedere Hardtop, $960; 
Savoy 4-dr., $750. °51 Cranbrook 4-dr., 
$200. '50 Special Deluxe 4-dr., $255. 
PONTIAC—’54 Chieftain (8) 4-dr., $825*. 
"53 Chieftain (8) sedan, $750*. '52 Chief- 
tain (8) station wagon, $510*. '51 Silver 
Streak (8) 2-dr., $370*. '50 Silver Streak 
(8) 2-dr., $220*. 
* * * 


— Auctions in Brief — 
WINDSOR, VA. 


Windsor Auto Auction. Sale every Thurs- 
day (May 10). There were approximately 
200 cars at today’s sale with practically 





MISCELLANEOUS—’'49 International pick- 











ip, $160. DeSOTO—’52 4-dr., $300*; 2-dr., $200*. all makes and models represented. 
E | DODGE—'53 Meadowbrook 2-dr., $450. *49 aia 
MINNEAPOLIS | 4-dr., $125. INDIANAPOLIS 
: s FORD "56 Fairlane (8) 4-dr., $2,250* Ken Schaefer Auto Auction, Inc. Sale 
(Minneapolis Auto Auction. Sale every (ps); Custom (8) 4-dr., $2,000*; Main|every Thursday (May 10). A high percent- 
Wednesday. Prices are for sale of May a (8) Ranch Wagon, $1,880*. °55 Fairlane| age of consigned cars sold due to a heavy 
(Market very a. - ee ’ (8) 4-dr., $1,450*; Victoria, $1,400*;| demand for clean autos of all models. 
— units. Sold cars out 0 offer- gp cg note (8) _— wag. Plenty of buyers available as cars are much 
ngs. on, . . Srest (8) conv., 1,125*; | in demand in this area. 
BUICK—’'55 — gee ai Custom (8) 4-dr., $1,015*; Main (6) 2- * * * 
RM 4-dr., $1,525* (ps). "50 Special 2-dr.,/ dr., $675*. YRACUS 
$215°. | HUDSON—’53 Super Wasp sedan, $485. ’52) syracuse ons aan Sale every Wed- 
CADILLAC—’'53 (62) coupe, $1,690* (ps). Hornet 4-dr., $350*; Wasp sedan, $305. nesday (May 9) Excellent action at today’s 
‘51 (62) 4-dr., $1,040*. *47 (62) 4-dr., | LINCOLN —’53 club coupe, $1,300*. '51| sale with 75 percent of all cars entered 
$275*. '46 (62) 4-dr., $165*. | Cosmopolitan sedan, $350. being sold. There was an unusually high 
SHEVROLET—'56 Two-ten (8) 4-dr., $1,-| MERCURY—’54 Monterey coupe, $1,100*; | number of yard sales 
<m525. '55 Two-ten (8) 4-dr., $1,255, §1,-| Sun Valley, §820°. '53 Custom 4-dr., a ee UMS Distributor Council Meets in Detroit— 
240; 2-dr., $1,200, $1,185. ‘54 Two-ten $790, $685; 2-dr., $670*. '51 4-dr., $275. | MANHEIM, PA. . ° il ‘ 
4-dr., $855; One-fifty 2-dr., $700. '53 Bel ns 50 club sedan, $350°. | Stemmetee Auto Auction Sale every Bet Members of the 1956 United Motors Service Distributor Council, selected from all 
Air at Sr scok, oh nen ananein ce (se) Holiday, 2 730° day (May 11), 338 cars passed before the | sections of the country, spent two days in Detroit meeting with top UMS officials, dis- 
One, oh SL Deluxe 4-dr., $335, (ps); (88) Super 2-dr., $2,300* (ps). "55 | auctioneers today and 264 were sold. The! cussing the auto parts business. Council members are C. J. Ross jr., Flint; E. N. Gass, 
$310, $300. "50 SL Deluxe 4-dr., $320*.| (88) Super 4-dr., $1,970. '53 (88) Holi- s ey frm as ae for | indianapolis; C. M. Scates, Memphis; Phillip Freeman, Cambridge, Mass.; John Rey- 
49 Gi, Detune 4-dr., 2 at S105, S108, pA + bn they bar. €0T6 SS Oe ee ee | nolds, Houston; Edward L. Kelley, Pittsburgh; Frank H. Saltz, LaCrosse, Wis.; Marty 
5 , -dr. . 88) 4-dr., | . : - 
cuRYSLER - ‘51 Windsor 2-dr., $400*;| _ $280°. P 3 : HARRODSBURG, KY. |N. Lipschutz, Long Island, N. Y.; James C. Parker, Chattanooga, Tenn.; Don. S. 
4-dr., $300*. , | PEWEAeOaeS oe ——, $2,500* (ps). = Auto Auctions, — Sale| Allbright, Riverside, Calif.; Gordon E. Johnson, Roanoke, Va.; Basil E. Ryan, El Paso, 
DeSOTO—'53 4-dr., $895*. '50 4-dr., $160*, | : —'56 Belvedere (8) 4-dr., $1,- | every ursday (May 10). Market steady Tex.; A. P. Johnson, Peoria, Ill.; Wallace D. Craig, Fairmont, W. Va.; and Victor L. 





$150*. '49 2-dr., $105*. 
DODGE—’'54 Coronet 4-dr., 
Coronet 4-dr., $625*°. ‘51 
'49 4-dr., $215°. | 
FORD 56 Fairlane (8) conv., $2,460* | 
(ps); Victoria, $2,170*. '55 Main (6)/| 
2-dr., $1,175. "54 Custom (8) 4-dr., $910, | 
$785; 2-dr., $860*. '53 Custom (8) 4-dr., 


$1,030°. '53| coupe, $1,550. 


4-dr., $300°*. | 


$685, $670. '52 Main (8) Ranch Wagon, | 
$655*. ‘51 Custom (8) Victoria, $525; 
4-dr., 2 at $335, $295. '50 Custom 


(8) 
4-dr.. $335, $270, $225, $200. ’49 Custom | 
(6) 2-dr., $155, $120. | 
LINCOLN—'49 4-dr., $105. 
MERCURY—’'50 4-dr., $235, $200. 
dr., $165, $160. 
NASH—'52 Rambler sedan, $515. | 
OLDSMOBILE—’'56 (88) Holiday, $2,545°*. 
'53 (98) Holiday, $1,225°. | 
PLYMOUTH—'55 Savoy (8) 4-dr., $1,295°. | 
"53 Cambridge station wagon, $780. "52 | 
Cranbrook 4-dr., $230. ‘51 Cranbrook 
4-dr., $315, $275. '50 Deluxe 2-dr., $230, | 
$120 
PONTIAC—'53 4-dr., $780*. '50 4-dr., $230, 
$220, $175, $165 
WILLYS—'53 Aero 4-dr., 


EBENSBURG, PA. 


(Ebensburg Auto Auction Co. Sale every | 
Thursday. Prices are for sale of May 10.) 
(Not much change in prices. Demand | 
very good on clean cars. Sold 80 out of | 
93 offerings.) | 
BUICK—’'53 Special 4-dr., $795*. '52 Super 
Riviera coupe, $495*. ‘51 Special 4-dr., 
$310*, $255. ‘50 Special 2-dr., $140. 
CADILLAC—’52 (62) 4-dr., $1,230* (ps). | 
CHEVROLET—'56 Nomad station wagon, 
$2,400*. '55 Two-ten (6) 4-dr., $1,260°*. | 
"54 Bel Air 4-dr., $1,050; Two-ten 2-dr., | 
$810. ‘53 Bel Air 4-dr., $750*; Two-ten 
4-dr., $670; One-fifty club coupe, $530; 
%-ton pickup, $430. '52 Bel Air 2-dr., 
$605*; SL Deluxe 4-dr., $550°; 2-dr., 
$500*°. ‘51 SL Deluxe 4-dr., $430, $260. 
"50 SL Deluxe 2-dr., $260; club coupe, 
$260. ‘49 FL Deluxe 2-dr., $160. 
CHRYSLER—’52 Saratoga 2-dr., $455. ‘51 
Windsor Deluxe 4-dr., $400. '50 Windsor 
4-dr., $220*. ‘47 Windsor conv., $105. 
DeSOTO—’'51 Custom 4-dr., $350*, $350. 
"50 Custom 4-dr., $285. 
DODGE—'53 Coronet 4-dr., $675*. ‘52 Cor- 
onet conv., $415. °51 Coronet 4-dr., $330. 
"49 Coronet 4-dr., $190. 


$350. 


FORD—’'55 Custom (8) 4-dr., $1,200; (6) 
%-ton pickup, $870. ‘54 Custom (8) 
Ranch Wagon, $1,225. ‘53 (8) Ranch 


Wagon, $850; Courier sedan delivery, 
$525. '52 (8) %-ton panel, $335. '51 Cus- 
tom (8) 4-dr., $370°; 2-dr., $330; (6) 
2-dr., $290. "50 Custom (8) 4-dr., $320, 
$140; Deluxe (8) 2-dr., $205. °49 Custom 
(8) 2-dr., $115. 





MERCURY — '52 2-dr., $590. ‘51 2-dr., 
$380°. '50 4-dr., $185; 2-dr., $170*. ‘49 
4-dr., $155. 

NASH—’53 Statesman 4-dr., $485°*. 

OLDSMOBILE — ‘53 (98) 4-dr., $1,010* 
(ps). "51 Super (88) 4-dr., $460*. '49 


(88) 4-dr., $145°. 

PACKARD—’51 Deluxe 4-dr., $285. 

PLYMOUTH—’'53 Cranbrook 2-dr., $655*; 
Cambridge 2-dr., $490. ‘52 Cranbrook 
4-dr., $340; Cambridge 4-dr., $320; 2-dr., 
$295. ‘51 Cambridge 2-dr., $235; Cran- 
brook 2-dr., $220. '50 Deluxe 4-dr., $120. 

PONTIAC—’S4 (8) Catalina, $1,295* (ps). 
’53 Custom (8) Catalina, $930*. '52 Cus- 
tom (8) Catalina, $500*. '50 Silver Streak 
(8y 2-dr., $170. °'49 (8) sedan coupe, 


$180. 

STUDEBAKER—'51 Commander (8) club 
coupe, $190*; 4-dr., $185*; Champion 
4-dr., $125*; %-ton pickup, $250. 

WILLYS — '55 Bermuda, $800*. ‘51 (6) 
Station wagon, $380*, $275°. 


VALDOSTA, GA. 


(Tom Hewitt Auto Auction. Sales every 
Thursday and Friday. Prices are for sales 
of May 10-11.) 

(Market above average.) 

BUICK—’56 Century Riviera, $2,725. °54 
Special conv., $1,590*. ’°52 Special 4-dr., 
$570. °51 Super Riviera, $750*. 

CADILLAC—’56 (62) 4-dr., $4,090* (ps). 
"55 (62) coupe de Ville, $3,735* (ps); 
(60) Special 4-dr., $3,600* (ps). '54 (62) 
4-dr., $2,950* (ps); conv., $2,760* (ps). 
"53 (60) Special 4-dr., $1,720* (ps). 

CHEVROLET—’56 Bel Air (8) 2-dr., $1,- 
900; 4-dr., $1,850. '55 Bel Air (8) Sport 
coupe, $1,750*; Two-ten (8) station 
wagon, $1,410*; 2-dr., $1,200. '54 Bel Air 
2-dr., $875. ’°53 Bel Air 2-dr., $760; Two- 
ten 2-dr., $715. ‘52 SL Deluxe 4-dr., 





Johnson Is Appointed 


Pennsylvania Tire Co. has an- 
nounced the appointment of 
Thomas C. Johnson as manager of 
the company’s eastern division. His 
headquarters will be in Hillside, 
N. J. Johnson replaces the late G. 
Y. Millichamp. 


900*; Savoy (8) 4-dr., $1,660*; Plaza (8) | 


’55 Belvedere (6) 2-dr., | 130 consignments. 


Another of the 


1001 JOBS 
MADE PROFITABLE 





by revolutionary 
GLOBE 


_ Jane fen 
HOISTS 


Tubeless tires can now be inspected 
and, in most cases, repaired without 
removing wheels from the car. The time 
required for removing and replacing 
wheels is saved when servicing is done 
on Globe “Frame-Kontact” Hoists. 
There is no bending, stooping, lifting. 
Neither jacks, horses nor wrenches are 
needed. Time saved is profit gained! 


75% OF ALL JOBS HANDLED 


UP TO 60% FASTER 


For example, complete tire rota- 
tions take 10 minutes or less. Muffler 
installations average 15 minutes. Brakes, 
tail pipes, shock absorbers, starters, 
spring shackles, steering rods, in fact 
all undercar parts are serviced faster, 
more efficiently, on a ““Frame-Kontact” 
Hoist. 

Globe ‘‘Frame-Kontact” Hoists 
provide the highest lifting height plus 
many exclusive design features. 


Sa 7 ieadiin Td 


WORLD’S MOST COMPLETE 


on clean autos. Sold a good percentage of 


Toft, Omaha. 




































WEAR POINTS FULLY PENETRATED 
BY LUBRICANT BECAUSE 
SUSPENSIONS HANG FREE 


ACCOMMODATES ALL CARS 


SIMPLIFIED SPOTTING 





res found ontro} 


me. 
anced 
only in Globe. 
Bling re 











“The principle of “Frame-Kontact™ lifting was 
invented, ed, patented and licensed 
Globe under the following 
.S. Patents: - - 2593635 - 
2612344 - 2612355 - 2654443. Other U.S. & 
Foreign Patents issued and pending. 









LINE OF AUTOMOTIVE AND HEAVY-DUTY TRUCK HOISTS 
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Central Cadillac Co., Cleveland 


de * | SJ; Ab attracts customers... 


reduces black top upkeep 


Fae 


By using Jennite J-16 surface seal, you make 
both your showroom and your used car lot 
outstandingly attractive. Also, you double asphalt 
service life and substantially reduce maintenance costs. 
j Jenniting stops destructive effects of gasoline 
and oil, seals out frost, eliminates crumbling 
and retards drying action of the sun. 

The attractive satin black Jennite finish is tough, 
easy-to-clean...a sound merchandising investment. 


Write for bulletin 1352-56. 


WAINTENANCE INC. 


distributors in principal cities WOOSTER: OHIO: 


atte 


~y 


2 a ee da 


i SNAPY MAGNETIC PLATE HOLDER 


a device for attaching dealers’ tags quickly and easily to automobiles without the 
use of bolts, springs, clips or wire. Tested to 100 MPH over all kinds of roads. Sold 
direct at $5.50 per doz. (3 sets). A check enclosed with your order saves you c.o.d. 
charges. 


SNAPY CORPORATION FRANKLIN FURNACE, OHIO 








NEW YORK. — Better transmis- 
sions and widespread changes in 
cab and engine design are expected 
in the trucking industry within a 
few years, according to Albert G. 
Crockett, sales development direc- 
tor, Mack Trucks, Inc. 

Another innovation will be the 
deodorizing of fuels, Crockett told 
the Metropolitan Traffic Club of 
New York, Inc. 

He predicted that truck horse- 
power will rise without material 
change in the weight or bulk of 
engines and said the use of diesel 
engines will increase in the years 
ahead. 

Crockett shoved atomic powered 
trucks far into the future, but he 
conceded there are “possibilities” 
|in the gas turbine. “However, these 
cannot be classed as immediate 
probabilities at this stage of re- 
search,” he said. 

Two problems stand in the way 
of the atom truck, he explained. 
They are the disposal of dangerous 
waste and adequate shielding with- 
out “unthinkable” weight. 

Crockett contended that super- 
charging of gasoline engines still 
is problematical for truck use, 
but added that gasoline injection 
seems destined in time to succeed 
carburetion. 

He expects a change in the con- 
cept of the function of the cooling 
system. “We must recognize,” he 
said, “that it is more properly a 
temperature maintenance system. 
Higher operating temperatures will 
prevail, thanks to sealed pressure 
systems employing ethlene - glycol 
solutions in preference to water. 

“Exhaust noise and odor cer- 
tainly will be reduced,” Crockett 
continued. “Better mufflers: are a 


IH Liberalizes = 
Credit for Farm 
Machinery Sales 


CHICAGO. — More liberal credit 
terms for farmers have been an- 
nounced by International Harves- 
ter Co. Farmers in most areas can 
buy McCormick farm tractors and 
equipment with as little as 20 per- 
cent down. 

Arrangements can be made to 
distribute payments on the balance 
over a maximum three-year period. 

At the same time, the plan 
recognizes that when a farmer 
pays for his machinery as quickly 
|}as his income permits, interest 
and carrying charges necessarily 
are considerably less than when 





longer period of time. 

Liberalized credit terms are in- 
tended to enable more farmers to 
|buy needed machinery and to pay 
|for it from profits, Harvester said. 








Calendar 


(Continued from Page 10) 


General 


July 18-19 — Truck-Trailer Manufacturers 
Assn., Eighth Annual Summer Meeting, 
Edgewater Beach Hotel, Chicago. 

July 26-28—Automotive Trade Association 
Managers Meeting, Benjamin Franklin 
Hotel, Seattle, Wash. 

Sept. 20-22—Automotive Parts Rebuilders 
Association Convention and Trade Show, 





Edgewater Beach Hotel, Chicago. 

Sept. 21-29 — International Commercial 
Motor Transport Show, Earls Court, 
London, England. 

Oct. 4-14 — Paris Auto Show, Grand 
Palais, Paris. 

Oct. 10-12 — National Transportation 


Meeting, Society of Automotive Engi- 
neers, Hotel New Yorker, New York. 
Oct. 17-27 international Motor Show, 

Earls Court, London, England. 

Oct. 22-26—44th National Safety Congress 
and Exposition, Conrad Hilton, Congress, 
Morrison and LaSalle Hotels, Chicago. 

Oct. 23-25—I|th Annual National Protec- 
tive Packaging and Materials Handling 
Exposition, Kiel Auditorium, St. Louis 

Nov. 1-12—National Diesel Engine Meet- 
ing, Society of Automotive Engineers, 
The Drake, Chicago. 


Nov. 7-9—American Finance Conference 
senvestion, Hotel Commodore, N ew 
or 


Nov. 8-9—National Fuels and Lubricants 
Meeting, Society of Automotive Engi- 
neers, The Mayo, Tulsa. 

Dec. 2-4—Third Annual Auto Trim Show, 
Sherman Hotel, Chicago. 

Dec. 28-Jan. 6—Annual Upper Midwest 
Auto Sow. Minneapolis Auditorium, 
Minnea) 

Jan. 14 @—Annual, Meeting, Society of 
Automotive Engineers, The Sheraton- 
Cadillac and Statler Hotels, Detroit. 

Jan.—Sixteenth Annual Convention, Truck- 
Trailer Manufacturers Assn.. Hotel Del 
Coronado, San Diego, Calif. 


Improved Trucks on Way 


Mack Official Sees Better Transmissions, 
Redesigned Cabs, Engines 


payments are drawn out over a} 


.| Achiever 


must. Odor will be overcome by | 
improved combustion—especially in | 


diesels—deodorizing of fuels and 
prevention of oil pumping and 
burning.” 


Crockett predicted that engine | 


controls may become more auto- 
matic, but he asserted that future 





| automatic transmissions in trucks 
will be vastly different than those 
in passenger cars. 

He took issue with those who 
say trucks have not advanced as 
rapidly as passenger cars, con- 
tending that many car features 
were pioneered by the truck and 
bus industry. 

“Among these features,” he suid, 
“is torque-converter drive which 
buses have had more than 10 years 


| Power brakes were standard equip- 


ment on trucks 30 years ago, and 
power steering was standard on 
some buses as early as 1932.” 


In the Letterbox 





(Continued from Page 10) 


esting volume. It is certainly rep- 
resentative of what we expect from 
the nation’s leading automotive 
journal. Frank Battista, West 
Medford, Mass. 


+ * * 
I very much appreciate having 


the 1956 Almanac not only as a| 
means of keeping up-to-date on| 


the changing trends and personnel 
throughout the industry, 


Teenagers Build 
‘Royal Achiever,’ 


Sell It for $3,936 


DETROIT. - 
“Royal Achiever” 
Junior Achievement company, has 


salesman Ross Roy, now head of a 
Detroit advertising agency. 

The company, Dodge Achiever 
Co., was composed of 24 teen-age 
boys and girls in the Wyandotte 
(Mich.) area. They bought the car’s 
components from Dodge at a dis- 
count, sold stock and got a bank 


}loan for working capital and as-| 


sembled the car themselves. 

The industrial and marine engine 
division of Chrysler Corp. furnished 
advisors to work with the boys and 
girls. They were G. M. Potter, sales 
advisor; F. L. Jeffrey, business ad- 

| visor, and R. K. Seeley, production 
| advisor. 


the $500 loan from Trenton State 
Bank, Trenton, Mich. The young- 
sters rented space from Weather 
Construction Co., Wyandotte, and 
purchased insurance to cover any 
emergency. 

Each of the boys and girls spent 
60 working hours each on the proj- 
ect, or a total of 1,440, and received 
10 cents per hour for their labor. 

After selling the car to Roy, they 
paid off the loan, repaid the 800 
stockholders the original invest- 


ment and a dividend and then liqui- 
dated the company. 
+ - 








‘Royal Achiever’ — 


A Junior Achievement company, Dodge 
Co., bought the knock-down 
parts for the above car, called the “Royal 
Achiever,” from Dodge and assembled it. 
The 24 boys and girls in the firm then 
sold it to Ross Roy, Detroit advertising 
executive, for $3,936.75. Maggie Pischke, 
16, vice-president of the firm, is shown 
affixing the license plates. Others are (lef: 
to right) G. M. Potter, Chrysler Corp., 
sales advisor, Betty Mellin, 16, Dodge 
Achiever's sales manager, and Roy. 


but as a} 


| issue. 
A 230-horsepower | 


Dodge, built by a| é 
| Institute, Detroit. 


been sold for $3,936.75 to ex-auto) 


The 2,500 shares of stock sold for | 
|50 cents and the company received | 





source to which we frequently refer 
for particular information which 
is not readily available in our 
regular files. 

Congratulations on having pub- 
lished your largest and most in- 
formative edition. R. C. Woon- 
HOUSE, general sales manager, Mo- 
tor Coach division, GMC. 

* * x 


This (Almanac) is a real credit 
to your institution and the auto- 
motive indusiry. J. R. Sutton, 
Sutton Motor Co., (Chrysler- 


Plymouth), Beaumont, Tex. 
* * * 


You've done it again! Each year 
the Almanac outshines the previous 
It represents an invaluable 
service to the industry.—Dan Beck, 
Executives Selection & Training 


* * * 

I have the 1956 Almanac at home 
by my bed and read it every night. 
It is really a masterpiece and I 
wish to congratulate you on all the 
work you must have done in pre- 
paring this. —Tom Frost (Ford), 


Warrenton, Va. 
* * * 


I know that I shall put it to good 
use.—Wiu.uiAM J. Biro, vice-president 


in charge of sales, Plymouth. 
* * * 


You and your associates are to 
be complimented on xugain doing 
such a fine job. Benson Foro, 
chairman, Dealer Policy Board, 
Ford Motor Co. 

* 


* - 

It is a very impressive volume. 
—JoHN S. Hinckiey, Ropert H. 
Hinckiey, Inc. (Dodge-Plymouth), 
Ogden, Utah. 


- * 7 
It is the largest and most com- 
plete almanac in the _ industry. 
—PatricK MONAGHAN, director of 
public relations, Studebaker- 
Packard Corp. 
* * * 
Reason to Be Proud 


You have every reason to be 
proud of your 1956 AUTOMOTIVE 
News Almanac, and I am sure it 
will provide a lot of useful infor- 
mation for my department this 
year. —V. P. Matuews, chief engi- 


neer, Buick. 
” * 


* 

I have received the 1956 AvuTomo- 
tive News Almanac and I enjoyed 
going through it. It is very com- 
plete and very interesting. —Lee 
JacKson, Firestone Tire & Rubber 
Co., Akron. 


* + +“ 

This happens to be one prod- 
uct (56 Almanac) that I always 
keep on my desk and refer to 
frequently. —Pereter V. Mou per, 
president, International Har- 
vester. 

* * * 

The 1956 Automotive News Al- 
manac ... has been received in 
good order. We are looking for- 
ward with a great deal of interest 
in reviewing it. —STrepHEN JOHN- 
SON JR., director of engineering, 
Bendix-Westinghouse, Elyria, O. 


That was a very attractive 1956 
Almanac -put out by your organi- 
zation — congratulations. —W. F. 
HUuFsTADER, vice-president, General 
Motors. 


* * * 


Outstanding 


Your 1956 Automotive News AIl- 
manac has just arrived. I think you 
have done an excellent job. Con- 
gratulations on an outstanding edi- 
tion. -—Pumir J. MonaGHAN, general 
manager, GMC Truck & Coach 
Division. 

* oe * . 

Have always looked forward to 
getting the Almanac, and _ this 
year’s edition tops them all. —JoHn 
: — (Chevrolet) Mitchell, 
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Sales Conditions in Various Areas... 





Auto Market Reports 


St. Louis 


New-car deliveries in St. Louis 
are off considerably from last 
spring and April was disappoint- 
ing. While registration figures are 
not yet available, it appears that 
deliveries are below March. 

New cars are still plentiful on 
storage lots but stocks are reported 
pelow the figures of a month ago. 

The spring upturn has simply 
failed to materialize, but smaller 
shipments have reduced stocks. 

Most dealers report a dis- 
appointing profit position with 
the outlook none too bright for 
the remainer of the spring and 
summer. In fact, little improve- 
ment is expected before the last 
quarter with its new models. 

Used-car sales are satisfactory, 
with stocks well in hand. Prices 
remain firm. Tourist business is 
improving with an increase in serv- 
ice and parts sales. —(Sam X. 


Hurst.) 
> * * 


Bowling Green, O. 

More new cars and more used 

trucks were sold in Wood County 
(Bowling Green), O., during April 
than in March, according to Mrs. 
Helen Hunter, deputy clerk in the 
title department. 

New trucks and used cars 
showed a drop in sales, she said. 
A total of 273 new titles were 

issued for cars, compared with 256 
in March. New trucks dropped 
from 36 in March to 28 in April. 

Used cars dropped from 445 in 

March to 414 in April. Used trucks 
climbed from 30 to 36.—(Raymond 
W. Derr.) 


Cincinnati 
New-car registrations in Hamil- 
ton County (Cincinnati) during 


April totalled 3,152, a decline of 24 
percent from the 4,132 counted in 
the previous month. 

The decline in new-truck regis- 
trations was even sharper: The 
April total of 301 was 30 percent 
below the March count of 433. 

Used cars dropped 26 percent, 
from 5,491 transactions in March to 
4,071 in April. Used-truck transac- 
tions dropped 32 percent, from 322 
in March to 219 in April. 

April new-car registrations by 
make were: Chevrolet, 957; Fora, 
571; Buick, 341; Oldsmobile, 309; 
Plymouth, 205; Mercury, 174; 
Pontiac, 172; Dodge, 132; Chrys- 
ler, 62; Cadillac, 53; Nash, 38; 
DeSoto, 37; Studebaker, 24; Volks- 
wagen, 21; Hudson, 18; Packard, 





At Police Driving School— 


Drillmaster Robert D. Westberg checks 
Student's stopping reaction for safety at 
driver training school sponsored by Water- 
bury (Conn.) police department. Potential 
drivers are instructed on state motor laws, 
Parking regulations and rules of courtesy 
and safe driving. Those passing a written 
exam at the completion of the six-week 
course are given certificates that exempt 
them from taking the law test when they 
opply for an operator license. The school 
reports capacity attendance. 


16; Lincoln, 12; Willys, 5; Im- 
perial, 2; Mercedes, 2, and 
triumph, 1. 

New-truck registrations were: 
Ford, 109; Chevrolet, 79; Interna- 
tional, 36; White, 31; GMC, 27; 
Dodge, 6; Mack, 5; Willys, 4; Reo, 
2; Diveo, 1, and Diamond T, 1. 
—(Frank Kappel.) 


Minneapolis 
Registrations of new cars in Hen- 
nepin County (Minneapolis) during 
April totalled 6,002, far greater than 
the 3,336 cars deliver in March. 


Most of the April increase in 
registrations, however, was attrib- 
uted to dealer registrations of cars 
in stock, since personal-property 
tax assessments were made on 
May 1. 

The April total was second high- 
est for that month, exceeded only 
by 6,512 in April of last year. 

By make, April registrations 

were: Chevrolet, 1,520; Ford, 1,- 
380; Buick, 463; Oldsmobile, 414; 
Mercury, 366; Pontiac, 351; Plym- 
outh, 345; Dodge, 294; Studebaker, 
166; Hudson, 117; Nash, 106; De- 
Soto, 100; Cadillac, 87; Chrysler, 
77; Packard, 68; Lincoln, 67; 
Willys, 1, and miscellaneous, 80. 
New-truck registrations 
amounted to 551 in April, compared 
with 238 in March. By make, they 
were: Ford, 228; Chevrolet, 189; In- 
ternational, 34; GMC, 32; Dodge, 
27; Studebaker, 11; White, 9; Willys, 
7; Divco, 1; Reo, 1, and miscellane- 
ous, 12.—(Donald M. Lyons.) 


* * * 


Louisville 
New-car registration in Louis- 
ville dropped 13 percent in April to 
total 1,782, compared with 2,050 in 
March. 


Truck sales, on the other hand, 
rose to 237, a gain of 23 percent 
|over the 192 transactions recorded 


- the previous month. 


For the first four months, new- 
car registrations totalled 7,943, 
virtually the same as the 7,954 

recorded in the same period of 
last year. 


| Car registrations by make in 
| April were: Chevrolet, 599; Ford, 
|507; Buick, 156; Oldsmobile, 134; 

Pontiac, 98; Mercury, 82; Plymouth, 
|68; Cadillac, 32; Dodge, 31; Chrys- 
| ler, 21; DeSoto, 16; Nash, 8; Stude- 


| baker, 8; Linco'n, 6; Packard, 6; 





Hudson, 4; MG, 2; Mercedes, 2; 
Volkswagen, 2; Willys, 2, and 
Jaguar, 1. 


Truck registrations were: Ford, 
| 112; Chevrolet, 71; International, 33; 
| GMC, 6; Dodge, 5; White, 2; Stude- 
baker, 1; Volkswagen, 1; Willys, 1, 
|}and miscellaneous, 5.—(A. W. Wil- 
| liams.) 
* * 


* 
Clevelan 

The weather is hindering automo- 
tive turnover in the Cleveland area, 
with new-car registrations running 
slightly above a year ago, although 
both new and used-car sales are 
down when compared with the pre- 
vious week. 


New-car sales in the week ended 
May 5 totalled 1,766, about 200 
under the previous seven days, 
while used-car sales amounted to 
1,880, about 100 off the week-earlier 
total. 


Commercial sales were holding 
their own, with a turnover of 131 
new and 70 used units. 


In April new-car registrations, 
Ford snared first place by a nar- 
row margin, beating Chevrolet 
1,638 to 1,635. It was the first 
month this year that Chevrolet 
had failed to lead. 


Other registrations were: Buick, 
773; Plymouth, 570; Oldsmobile, 525; 
Dodge, 457; Pontiac, 455; Mercury, 
387; Cadillac, 175; Chrysler, 170; 
DeSoto, 158; Nash, 88; Studebaker, 
59; Lincoln, 56; Hudson, 25; Volks- 
wagen, 24; Clipper, 17; Imperial, 
14; Packard, 10; Metropolitan, .8; 
English Ford, 3; Mercedes, 3; Tri- 
umph, 3; MG, 2; Austin, 1; Fiat, 
1; Hillman, 1, and Porsche, 1. 

Truck registrations were: Ford, 
188; Chevrolet, 127; International, 
84; GMC, 66; Dodge, 32; White, 12; 
Willys, 11; Mack, 8; Studebaker, 








3; Diveo, 2; Volkswagen, 2, and 
Reo, 1.—(Sanford Markey.) 


* * * 


Birmingham, Ala. 

Sales of new cars in Birming- 
ham, Ala., totalled 1,928 in April, 
an 11 percent gain over March’s 
1,729. 

By makes, registrations were: 
Chevrolet, 665; Ford, 380; Buick, 
140; Oldsmobile, 118; Pontiac, 103; 
Plymouth, 91; Mercury, 51; Cadil- 
lac, 35; Chrysler, 35; DeSoto, 26; 
Studebaker, 22; Dodge, 21; Nash, 
12; Packard, 10; Lincoln, 5; MG, 3; 
Hudson, 3; Volkswagen, 3; Austin- 
Healey, 2; Imperial, 2, and Jaguar, 
2.—(Stuart Riddle.) 

* + 


* 


Washington, D. C. 


April saw 1,870 new cars regis- 
tered in the Nation’s Capital, or 75 
percent more than the 1,070 titled 
in March. 

By make, registrations were: 


a 
Ge 
ve 


The Onl 


Chevrolet, 62; Ford, 53; Interna- 
outh, 238; Buick, 171; Oldsmobile, 
139; Pontiac, 131; Dodge, 78; Mer- 
cury, 58; Cadillac, 50; DeSoto; 41; 
Chrysler, 34; Lincoln, 14; Nash, 14; 
Studebaker, 12; Packard, 11; Hud- 
son, 8; Imperial, 3, and miscellane- 
ous, 17. 

Truck registrations, which to- 
talled 178 in April, were more 
than double the March total of 80. 
They were divided as follows: 

Chevrolet, 62; Ford, 53; Interna- 
tional, 35; Dodge, 8; GMC, 7; Reo, 
6; White, 3; Willys, 2; Studebaker, 
1, and miscellaneous, 1.—(William 
Ullman.) 


« * + 
Miami 

A pickup in sales of 1956 models 
has been evident in the past two 
weeks after a between-season lag. 

Used-car sales have been holding 
up well and prices are reasonably 
firm. 

April new-car registrations to- 
talled 2,958. 

Chevrolet led Ford, 951 to 639, fol- 
lowed by Buick, 289, Oldsmobile, 
187, and Plymouth, 174. 

A surprising sixth, with 112 
registrations, was Volkswagen. 
Others in the top ten were Cadil- 
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lac, 104; Pontiac, 101; Mercury, 
86, and Dodge, 73. 

Other registrations were: Lincoln, 
57; DeSoto, 47; Chrysler, 46; English 
Ford, 16; Studebaker, 15; Nash, 14; 
MG, 9; Packard, 8; Imperial, 8; 
Jaguar, 6; Austin, 2; Hillman, 2; 
Hudson, 2; Willys, 2; Mercedes, 2; 
Squire, 1; Rolls-Royce, 1; Triumph, 
1; Panhard, 1; Porsche, 1, and Re- 
nault, 1.—(G. S. Connell.) 


+ * ~ 
New Orleans 
New-car registrations in New 


Orleans for April amounted to 
1,994, compared with 2,303 in March. 
Truck sales in April totaled 294, or 
10 more than in the previous month. 

Car registrations by makes 
were: Chevrolet, 631; Ford, 519; 
Pontiac, 189; Oldsmobile, 175; 
Buick, 152; Mercury, 108; Plym- 
outh, 58; Cadillac, 34; Studebaker, 
$1; Packard, 22; Chrysler, 21; 
DeSoto, 18; Lincoln, 11; Dodge, 
6; MG, 6; Volkswagen, 4; Hudson, 
3; English Ford, 2; Willys, 1; 
Renault, 1; Jaguar, 1; Hillman- 
Minx, 1, and Austin, 1. 

Truck sales by makes were: 
Chevrolet, 104; Ford, 100; Interna- 
tional, 41; White, 10; Mack, 8; 
Diamond T, 6; Dodge, 2; Willys, 2, 
and Studebaker, 2—(Gordon He- 
bert.) 


ary el 
UNIQUE 


Fat nome 1 


a NA 


MEETS 

CRP See Le 
SPECIFICATIONS 
MIL-L-2105 AND 
TIMKEN-DETROIT 
AXLE 
SPECIFICATIONS 


KENDALL REFINING COMPANY, Bradtord, Penna. 


j 


LU 


ator aelL 


Bee, 











Se 


eters TI 


72 





AUTOMOTIVE NEWS, MAY 21, 1956 





Earns $19,317 in Used Cars... 


Personal Sell Pays Off 


COLUMBIA, S. C.—Earnings of 
$19,317 for 1955 as a used-car sales- 
man is the mark set by Al Eleazor, 
Hampton Motors, Inc. (Dodge), 
here. In setting this record Eleazor 


Off-Road Boom 
Seen in U.S. 
Highway Plan 


PLAINFIELD, N. J. — The 
nation’s off-highway vehicle market 
amounts to about 2,000 annually 
and could rise to 9,000 vehicles with 
approval of the proposed road pro- 
gram, off-highway sales represent- 
atives of Mack Trucks, Inc., have 
been told. 


Discussions of advertising and 
sales promotion plans for the forth- 
coming year took place at a three- 
day meeting here. 


Demonstrations were given of 
heavy-duty vehicles designed for 
metal and coal mines, for con- 
tractors, for quarry operators and 
for similar large-scale earth mov- 
ing. 

In addition to touring Mack’s 
Allentown (Pa.) and Plainsfield 
plants, the group heard talks by 
Elliott G. Ewell, sales vice- 
president; Lewis E. Minkel, general 
sales manager; T. J. Zeller, opera- 
tions vice-president, and Kenneth 
L. Fitts, manager, off-highway di- 
vision. 

Those attending the meeting in- 
cluded George Sause, eastern and 
New England division, Boston and 
New York; John Gallagher, Atlan- 
tic division, Philadelphia; John 
Talbott, southern division, Atlanta; 
Charles Duffin, central division, 
Chicago; Clarence Wheeler, south- 
western division, Dallas; William 
Scherk, Canadian division, Mon- 
treal; Robert Cubbins, national ac- 
counts, New York, Boyd Kelley and 
Ross Williams, export division, 
Plainfield. 


Newberg to Judge 
Amvet Contest 


WASHINGTON. William C. 
Newberg, Dodge president, will 
serve as chairman of the national 
judging com- 
mittee of the 
Amvet 1956 Com- 
munity Service 
award contest. 
The contest is to 
select the most 
outstanding and 
effective pro- 
grams for serving 
the community by 
an Amvet post 
and individual 
member. 


committee members are 











W. ©. Newberg 


Other 
H. R. Baukhage, news commenta- 
tor, Dr. Milton Eisenhower, presi- 
dent, Pennsylvania State Univer- 


sity; Alfred Gwynne Vanderbilt, 
president, World Veterans Fund, 
Inc., and Jack Warner jr., Warner 
Bros. Pictures. 

The contest closes July 9. Win- 
ners will be announced at the 


Amvet national convention which 
opens Aug. 24 in Milwaukee. 


F-M Unit to Move 


CHICAGO.—Fairbanks, Morse &. 


Co. will move its electronics divi- 
sion from Davenport, Ia., to East 
Moline, Ill. 





sold 508 used cars for an average 
commission slightly more than 
$38.02 each. 


The South Carolinian is only 
28 and has been with Hampton 
Motors for 6% years. During that 
time he has sold more than 2,000 
cars and trucks despite the fact 
that he has been physically han- 
dicapped since late in 1952. 


“Big Al,” as he is known was 
forced to do most of his selling 
from a wheelchair for a year after 
being injured in an auto accide.it 
late in 1952. In the face of this 
handicap, he sold 222 units during 
1953. 


The injury to his legs caused him 
to employ sales techniques which 
have made him one of the top used- 
car salesmen in the nation. While 
hospitalized and confined to a 
wheelchair, he worked every day 
writing postcards and using the 
telephone. 


He credits early training as an 
insurance salesman for much of 
his success. He said he is a firm 
believer in follow-up and has de- 
veloped this to a fine art. 


Eleazor keeps history cards on 
hundreds of car buyers. He knows 
where they are employed, their 
credit status, their hobbies, their 
family status, their birthdays, the 
clubs and other organizations to 
which they belong. 

His philosophy is that if any one 
on his list is not in the market 
for a used car, maybe that person 
knows someone who is. 


Knowledge of a prospect’s hobby 
gives him a valuable lead. For ex- 
ample, he knew when an amateur 
motion picture photograher would 
need a better car to take a trip to 


TOW 


Al Eleazor 


Mexico. Likewise that knowledge 
helped him sell a station wagon as 
the amateur photographer needed 
room to carry his equipment. 

Also, by knowing how many 
children a customer has, Eleazor 
knows the type of car he should 
sell. He has built his sales career 
around repeat business. “Satisfied 
customers buy again and again,” 
he says, “and they recommentd me 
to their friends.” 

Here is his 1955 used-car sales 
record: January, 61; February, 38; 
March, 50; April, 54; May, 42; 
June, 33; July, 44; August, 34; 
September, 46; October, 87; No- 
vember, 34; December, 35. Total, 
508. 


The top January showing came 
about because Eleazor knew that 
many of his customers received 
Christmas -bonuses. He made spe- 
cial effort to sell them that month 
before they spent their checks for 
other things. 








The following advertised-delivered prices 
include the suggested base factory list 
Prices, Federal excise tax amounts and 
suggested dealer delivery-and-handling 
charges. Not included are variable items 
passed on to the retail buyer, such as 
State and local taxes, transportation 
charges and optional equipment. 
BUICK—Special—4-dr. sed., $2,412; 2- 

dr. sed., $2,353; 4-dr. hardtop, $2,524; 2- 
dr. hardtop, $2,453; conv., $2,736; 4-dr. 2- 


seat stat. wag., $2,771. Century — 4-dr. 
hardtop, $3,020; 2-dr. hardtop, $2,958; 
conv., $3,301; 4-dr. 2-seat stat., wag., 
$3,251. Super — 4-dr. sed., $3,245; 4-dr. 


hardtop, $3,335; conv., $3,539. Roadmaster 
—4-dr. sed., $3,498; 4-dr. hardtop, $3,687; 
2-dr. hardtop, $3,586; conv., $3,699. (Dyna- 
flow standard on Century, Super and Road- 
master. Power Steering standard on Super 
and Roadmaster. ) 

CADILLAC — Series 62—4-dr. sed., #,- 
291; 2-dr. hardtop, $4,196; 4-dr. Sedan 
de Ville hardtop, $4,748; 2-dr. Coupe de 
Ville hardtop, $4,619; conv., $4,761; 2-dr. 
Eldorado Seville hardtop, $6,551; Eldorado 
Biarritz conv., $6,551. Series 60 Special— 
4-dr. sed., $5,042. Series 75—8-pass. sed., 
$6,608; 8-pass. lim., $6,823. (Hydra-Matic 
and power steering standard.) 


CHEVROLET — (Prices are for 6-cyl. 
models; for V-8s, add $99.)—-One-Fifty— 
4-dr. sed., $1,865; 2-dr. sed., $1,822; utility 
sed., $1,730; 2-dr. 2-seat stat. wag., $2,167. 
Two-ten—4-dr. sed., $1,951; 2-dr. sed., $1,- 


908; 4-dr. hardtop, $2,113; 2-dr. hardtop, 
$2,059; cl. cpe., $1,967; 2-dr. 2-seat stat. 
wag., $2,211; 4-dr. 2-seat stat. wag., $2, - 


Fish Denies Guilt 
Of ‘Fraud, Deceit’ 
On Stock Sale 


DAYTONA BEACH, Fla. John 
R. Fish, Fish Carburetor Corp., has 
denied in Federal court charges 
that he made false statements to 
sell unregistered securities of the 
corporation, 

He filed his answer to a com- 
plaint by the Securities & Exchange 
Commission which charged Fish 
was operating a “fraud and a 
deceit.” 

Federal Judge Bryan Simpson 
has issued an injunction prohibit- 
ing Fish from using the mails to 
sell securities. He also was for- 
bidden to obtain money by untrue 
statements concerning the value of 
corporation assets, future value of 
its common stock and profits in- 
vestors could expect. 

Fish consented to the preliminary 
injunction on condition that it 
would not be considered an admis- 
sion of guilt on the SEC charges. 
He admitted he has no registration 


with the SEC but denied all other 
charges. 





259; 4-dr. 3-seat stat. wag., 
—4-dr. sed., $2,064; 2-dr. sed., 


$2,344. Bel Air 
$2,021; 4- 


dr. hardtop, $2,226; 2-dr. hardtop, $2,172; 
conv., $2,340; 4-dr. 3-seat stat. wag., 
$2,478; 2-dr. 2-seat Nomad stat. wag., 
$2,604, Corvette—Hardtop cpe. or conv., 
(V-8 only), $3,145. 

CHRYSLER—Windsor—4-dr. sed., $2,- 


865.75; 
4-dr. 


2-dr. Nassau hardtop, $2,900.25; 
Newport hardtop, $3,123.75; 2-dr. 
Newport hardtop, $3,036.75; conv., $3,- 
331.25; 4-dr. stat. wag., $3,593.50. New 
Yorker—4-dr. sed., $3,774.50; 4-dr. New- 
port hardtop, $4,097; 2-dr. Newport hard- 


top, $3,946.50; 2-dr. St. Regis hardtop, 
$3,990.50; conv., $4,237.75; 4-dr. stat. 
wag., $4,518.50. 300B—2-dr. hardtop, $4,- 
414.25. (PowerFlite standard on New 
Yorker. ) 

CLIPPER—Deluxe — 4-dr. sed., $2,731. 
Super—4-dr. sed., $2,866; 2-dr. hardtop, 
$2,916. Custom—4-dr. sed., $3,069; 2-dr. | 
hardtop, $3,164. j 

CONTINENTAL — 2-dr. sed., $9,538. | 


(Turbo-Drive and power steering standard.) 


DeSOTO — Firedome — 4-dr. sed., $2,- 
673.25; 4-dr. Seville hardtop, $2,828.25; 
2-dr. Seville hardtop, $2,729.25; 4-dr. 


Sportsman hardtop, $2,948.75; 2-dr. Sports- 
man hardtop, $2,849.75; conv., $3,076.75; 
4-dr. stat. 
sed. $3,114.50; 4-dr. Sportsman hardtop, 
$3, 426. 50; 2-dr. Sportsman hardtop, §$3,- 
341.50; ‘Adventurer 2-dr. hardtop, §$3,- 
723.50: conv., $3,539.50; Pace Car conv., 
$3,610.50. (PowerFlite standard on Fire- 
flite.) 


DODGE — Coronet 6 — 4-dr. 
263.50; 2-dr. sed., $2,190.50. 
4-dr. sed., $2,371.25; 2-dr. sed., $2,298; 
2-dr. 500 sed., $2,529.90; 4-dr. hardtop, 
$2,547.50; 2-dr. hardtop, $2,433.50; conv., 
$2,773.50. Royal — 4-dr. sed., $2,508.75; 
4-dr. hardtop, $2,692.75; 2-dr. hardtop, 
$2,578.75. Custom Royal—4-dr. sed., $2,- 
618.75; 4-dr. hardtop, $2,802.75; 2-dr. 
hardtop, $2,688.50; conv., £2,908. Station 
Wagons—2-dr. Suburban 6, $2,487.25; 2-dr. 


sed., $2,- 
Coronet V-8— 


Suburban V-8, $2,595; 2-dr. Custom Sub- 
urban V-8S, $2,724; 4-dr. 6-pass. Sierra 
V-8, $2,712.25; 4-dr. 8-pass. Sierra V-8, 


$2,817.75; 4-dr. 6-pass, Custom Sierra V-8, | 


$2,864; 4-dr. 
$2,969.50. 


FORD—(Prices for 6-cyl. models; 
V-8s, add $99.98.)—Mainline—4-dr. sed., 
$1,891.48; 2-dr. sed. $1,846.30; business 
2-dr., $1,744.22. Customline — 4-dr. sed., 
$1,981.76; 2-dr. sed., $1,935.58; 2-dr. hard- 
top, $2,098.93. Fairlane—4-dr. sed., $2,- 
089.64; 2-dr. sed., $2,043.46; 4-dr. hardtop, 
$2,244.80; 2-dr. hardtop, $2,189.98; Crown 
Victoria 2-dr., $2,333.75; conv., $2,355.07. 
Station Wagons — 2-dr. 2-seat Ranch 
Wagon, $2,181.05; 2-dr. 2-seat Custom 
Ranch Wagon, $2,245.60; 2-dr. 2-seat 
Parklane, $2,424.05; 4-dr. 2-seat Country 
Sedan, $2,292.87; 4-dr. 3-seat Country Se- 
dan, $2,424.05; 4-dr. 3-seat Country Squire, 


8-pass. Custom Sierra V-8, 


$2,528.60 Thunderbird—Hardtop cpe. (V-8 
only), $3,147.60. 

HUDSON — Wasp Super 6—4-dr. sed.,| 
$2,416. Hornet Special V-8—4-dr.  sed., | 


$2,626; 2-dr. hardtop, $2,741. Hornet Super 
6—4-dr. sed., $2,770. Hornet Custom 6— 
4-dr. sed., $3,019; 2-dr. hardtop, $3,136. 
Hornet Custom V-8—4-dr. sed., $3,286; 
2-dr. hardtop, $3,429. 

IMPERIAL—Imperial — 4-dr. sed., 
827; 4-dr. hardtop, $5,220.50; 2-dr. hard- 
top, $5,089.25. Crown Imperial—4-dr. 8- 
pass. sed., $7,597.50; S8-pass. lim., §$7,- 
731.50. (PowerFlite and power steering 
standard. ) 

LINCOLN—Capri — 4-dr. 
2-dr. hardtop, $4,114.50. 
sed., $4,596; 2-dr. hardtop, $4,596; conv., 
$4,742. (Turbo-Drive and power steering 
standard.) 


$4,- 


sed., $4,207; 


for | 


Premiere—4-dr. | 


Current Prices on New Cars 





| 816; 
| Super 6—4-dr. 
| Super V-8—4-dr. sed., $2,997. Ambassador 


| Matic 
wag., $3,366.25. Fireflite—4-dr. | 


| stat. 








MERCURY—Medalist—4-dr. sed., 
2-dr. sed., $2,250; 4-dr. tee 
2-dr. hardtop, $2,384.50. Custom 
sed., $2,406; 2-dr. sed., * $2, 346.50; 
hardtop, $2,551; 2-dr. hardtop, 42, 481; 
conv., $2,707.50; 4-dr. 6-pass. stat. wag., 
$2,718; 4-dr., 8-pass. stat. wag., $2, 815. 
Monterey—4-dr. sed., $2,551; 4-dr spt, 
sed,. $2,647.50; 4-dr. hardtop, $2,696: 2-ar. 


$2,309 
£2,454 
—4-dr, 
4-dr. 


hardtop, $2,626; 4-dr. 8-pass. @tat. wag. 
$2,973. Montelair—4-dr. spt. sed., $2,782; 
4-dr. hardtop, $2,830.50; 2-dr. hardtop, 
$2,760.50; conv., $2,895.50. 

METROPOLITAN-2- dr. hardtop, $1,527; 
conv., $1,551. 


NASH—Statesman Super 6—4-dr. sed, 
$2,381. Ambassador Special V-8 — Super 
4-dr. sed., $2,591; Custom 4-dr. sed., $2,. 
2-dr. hardtop, $2,681. Ambassador 
sed., $2,685. Ambasxsador 


; Custom V-8—4-dr. sed., $3,236; 2-dr. hard. 


top, $3,379. 

OLDSMOBILE — Series 88 — 4-dr. sed., 
$2,483; 2-dr. sed., $2,418; 4-dr. hardtop, 
$2,667: 2-dr. hardtop, $2, 595. Super 83— 
4-dr. sed., $2,635; 2-dr. sed., $2,569; 4-dr, 
hardtop, $2,876; 2-dr. hardtop, 2,803; 
conv., $3,026. Series 98—4-dr. sed., $3,- 
293; 4-dr. hardtop, $3,546; 2-dr. hardtop, 
$3,475; conv., $3,735. (Jetaway Hydra- 
and power steering standard on 
Series 98.) 

PACKARD — Executive—4-dr. sed., $3,- 
465; 2-dr. hardtop, $3,560. Patrician— 

4-dr. sed., $4,160. 400—2-dr. hardtop, 
$4,190. Caribbean—2-dr. hardtop, $5,495; 
conv., $5,995. (Ultramatic standard.) 

PLYMOUTH—Plaza 6—4-dr. sed., $1,- 
922.50; 2-dr. sed., $1,879.50; bus. cpe., 
$1,780.50. Plaza V-8—4-dr. sed., $2,025.75; 
2-dr. sed., $1,982.75; bus. cpe., $1,883.75, 
Savoy 6—4-dr. sed., $2,021.50; 2-dr. sed., 
$1,978.50; 2-dr. hardtop, $2,125.75. Savey 
V-8—4-dr. sed., $2,124.75; 2-dr. sed., $2,- 
081.75; 2-dr. hardtop, $2,228.25. Belvedere 
6—4-dr. sed., $2,105.50; 2-dr. sed., $2,- 
062.50; 4-dr. hardtop, $2,277.50; 2-dr. 
hardtop, $2,209.75. Belvedere V-8 — 4-dr. 
sed., $2,208.75; 2-dr. sed., $2,165.75; 4-dr. 
hardtop, $2,381; 2-dr. hardtop, $2,313; 
conv., $2,473.50. Fury—2-dr. hardtop, §$2,- 
862. Suburban 6 2-dr. 2seat Deluxe 
stat. wag., $2,192.50; 2-dr. 2-seat Custom 
stat. wag., $2,263.50; 4-dr. 2-seat Custom 
wag., $2,309.75; 4-dr. 2-seat Sport 
wag., $2,479.75. Suburban V-8—2-dr. 
2-seat Deluxe stat. wag., $2,296; 2-dr. 
2-seat Custom stat. wag., $2,367; 4-dr. 
2-seat stat. wag., $2,413.25; 4-dr. 2-seat 
Sport stat. wage, $2,583.25. 

PONTIAC—Chieftain 860—4-dr. sed., $2,- 
294; 2-dr. sed., $2,236; 4-dr. hardtop, §2,- 
439; 2-dr. hardtop, $2,366; 2-dr. 2-seat 
stat. wag., $2,564; 4-dr. 3-seat stat. wag., 
$2,647. Chieftain 870—4-dr. sed., $2,409; 
4-dr. hardtop, $2,530; 2-dr. hardtop, $2,476; 
4-dr. 2-seat stat. wag., $2,744. Star Chief 


stat. 


-4-dr. sed., $2,523; 4-dr. hardtop, $2,731; 
2-dr. hardtop, $2,661; conv. $2,853; 2-dr. 
2-seat Safari stat. wag., $3,124. 

RAMBLER—Deluxe—4-dr. sed., $1,826. 


4-dr. sed., 
$2,230 
hardtop, 
wag., $2,326; 
wag., $2,491. 
STUDEBAKER — Champion 6 — 4-dr. 
sedan, $1.993; 2-dr. sedanet, $1,841; 2-dr. 
sedan, $1,943. Hawk 6—Flight Hawk 5- 
pass. cpe. $1,982. Commander V-8—4-dr. 
sedan, $2,121; 2-dr. sedanet, $1,970; 2-dr. 
sedan, $2,072. President V-8—4-dr. sedan, 
$2,231; 2-dr. sedan, $2,184. President Clas- 
sic—4-dr. sedan, $2,485. Hawk V-8—Power 
Hawk 5-pass. cpe., $2,097; Sky Hawk 
2-dr. hardtop, $2,473; Golden Hawk 2-dr. 
hardtop, $3,057. Station Wagons—Pelham 
6-cyl. 2-dr., $2,229; Parkview V-8 2-dr., 
$2,350; Pinehurst V-8 2-dr., $2,525. (Over- 
drive standard on Golden Hawk.) 


$1,936; 4-dr. 2-seat stat. 
Custom—4-dr. sed., $2,056; 
$2,221; 4-dr. 2-seat stat. 
4-dr. 2-seat hardtop stat. 


Super 
wag., 
4-dr. 
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BMC Unit to Build 50,000 Morris-Austin Cars... 


Australia Expands 


By H. Bowden Fletcher 
Special Correspondent 
YDNEY, Australia. British 
Motor Corp. (Australia), Pty. | 
Ltd., proposes to expand its vehicle | Jeqning City Streets 
production in Australia to 50,000 | wy y , 
Morris and Austin cars yearly, ac- | NEW four-lane expressway is 
cording to Sir Leonard Lord, chair- ~™ being constructed on top of 
ma | the QUAY Electric Railway station 


|on the Sydney waterfront. 
said, the cars would have 90 y y ve 


percent Australian components. | It will carry motor traffic from 
There is talk of BMC designing a | the eastern suburbs to the Harbour 
car for Australian conditions. BMC, | Bridge to the northern suburbs, 
which claims 20 percent of the| without adding any traffic to con- 
Australian market, reportedly is| gested business streets. 
aiming at 45 percent. |— 
A new BMC engine factory cover- | 
ing four acres of floor space has | 
just been completed at Victoria | 
Park near here. It has a capacity | 
of 1,000 units a week. 
= 


* * 

Sales Hold Up | 
EW VEHICLES registered in| 
Australia in February totalled | 
16,617, three units more than were | 
registered in February, 1955. Car | 
registrations fell from 11,897 to i1,-| 
296, but commercial vehicles in- | 
creased. 
January registrations also ex-| 


Packard Starts 
Civil Defense, 


Disaster Plan 


UTICA, Mich. Packard has | 
started what was called the first | 
civil defense program in the auto- | 
motive industry in meetings held at 
the company’s engine plant here. 

Sponsored by the Macomb County 
Office of Civil Defense, in coopera- 
tion with Federal and State Civil 
Defense crganizations, the confer- | 
ences consisted of discussions and | 
demonstrations of defense pre- 
paredness. 

The Packard program embodies 
trained and equipped disaster 
squads. They will be available for 
any emergency that may arise in 
the plants or if disaster should 
strike the community, Packard 
said. 

Sixty delegates from Macomb 
County industrial concerns at- 
tended the first series of meetings 
at the plant and heard talks on 
radioactive fall-cut, rescue training 
and disaster preparedness. 

W. J. Collier, Studebaker- 
Packard industrial security officer, 
outlined programs for emergency 
plant security. 


ceeded the corresponding month a 
year ago with 14,429 against 12,436. 


* * * 


n. 
By the end of 18 months, he 









® Fast-Drying! 


Transfers Wilber 


DETROIT. — R. L. Wilber has 
been appointed Cleveland city sales | 
manager of Chrysler division, ac- 
cording to E. M. Braden, Chrysler 
division. general sales manager. 

Wilber joined the division in 1955 
as district manager: in Coldwater, 
Mich., and later was named district 
Manager in Jackson, Mich. He re- 
places W. C. Walsh, who has been 
named Denver regional manager. 


Midnight Blitz 
Boy Hub Cap Thieves 


Scourge L. A. 


LOS ANGELES. — Police have 
Suggested that dealers brand own- 
ers’ names on hub caps and tires 
of new cars in an effort to halt a 
wave of petty thievery. 

During March, police said more 

than 7,800 hub caps were stolen 
here. It costs, police said, from $18 
to $65 to replace one set. 
_ The police said mast of the steal- 
ing is done by young boys who call 
themselves the “midnight auto sup- 
Ply company.” They reportedly 
Steal the hub caps and trade them 
for a hamburger or. hot dog. 


through grease, road oil, 


before “shooting” 


particles and hand 


with a clean dry cloth. 
For faster, easier, more 





3-Tone Bungalow? 

SOUTH BEND, Ind. — “People 
are painting their houses to match 
the color combinations of their au- 
tomobiles,” says R. P. Cook, trade- 
Sales vice-president of O’Brien 
Co rp, manufacturer of house 
Paints. To match this trend the 
firm has revised its house-paint 
line to include 62scolors. 
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How Fast and Ec 


© Won’t Sting Hands! 
® Thorough Double-Duty Cleaning Action! 


It’s the newest thing in cleaners for old lacquer ox enamel surfaces! 
Martin-Senour’s new No. 6383 KLEANZ-EASY not only cuts } 


removes all non-silicone waxes and even many forms of silicones! 


KLEANZ-EASY is gentle on the hands. It is a stronger lacquer- 
type solvent for deeper, quicker penetration. -Dries quickly, leaves 4 
no film. When used with Martin-Senour No. 6387 Fin-L-Wash, ¥ 
you have the perfect ‘‘cleaner team’”’ for every re-finishing need. 


Use No. 6383 KLEANZ-EASY for thorough cleaning 


Use No. 6387 Fin-L-Wash immediately before spraying 
color coats, to remove all sanding residue, dust 


To apply KLEANZ-EASY, simply wet clean cloth thoroughly and 
rub vigorously over one or two panels at a time. Then wipe dry 


KLEANZ-EASY! Order from your N.A.P.A. Jobber today! 
Only Martin-Senour Makes KLEANZ-EASY 


MARTI | 
PAINTS 


2500 South Senour Avenue, Chicago 8, Illinois 


300,000 mark in membership. The 
organization was formed in 1923 
with 550 members. 

It hit the 100,000 mark in Janu- 
ary, 1948, and climbed to 200,000 in 


/ October, 1952. The club is active 


The new road should be open for | °!y in New South Wales. 
traffic by mid-1957. ae 
* 


* * 
000 Auto Excise Tax Hiked 
| Motor Club Tops 300, N AN effort to control inflation, 


HE National Roads and Mo- the Government has boosted the 
torists Assn. has passed the/tax on automobiles from 16% per- 
3 |cent to 30 percent. The tax on 

Wayne Elects Bateman |commercial vehicles was hiked 


Wayne Pump Co. has elected | from 12% percent to 16% percent. 
Coates F. Bateman vice-president! It is estimated that the increase 
| of its gasoline service station equip-| will add about $225 to the price of 
|ment division, Salisbury, Md. He|the average passenger car and will 
succeeds D. J. Nelson, who has re-|bring in an extra $67.5 million a 
tired after 28 years. Bateman/year. The gasoline tax has been 
started with Wayne in 1941. raised threepence a gallon. 





a 


tar and other stubborn residue, but also 


undercoats. 


prints. 


thorough cleaning, change to spectacular 





Faith in Farmers 


Told by Duffy 


DEARBORN. The farm equip- 
ment industry’s faith that the farm 
situation will improve is based on 
| “realistic appraisal” and not “blind 
optimism,” according to I. A. Duffy, 
| general manager, Ford tractor and 

implement division, 

He said this faith is based on the 
fact that food is indispensable and 
will be needed in ever greater 
quantities and that greater effi- 
ciency in food and fiber production 
will enable farmers to ease the 
cost-price squeeze. 


Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 
MOTIVE NEWS gives you the entire story 
every week throughout the year. 
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“The General Assistance Program of Automotive 
Enterprises has been a big help to me. Like most 
dealers, I've tried lots of ‘programs’ dreamed up by 
self-styled experts, but this is different —IT works! 
"| like the spirit of the organization. First, they're 
honest ... when they don’t have an answer, they say 
so. And they don’t try to ‘expert’ my business with 
pat formulas. Whenever | have a tough problem | 
write to Bob Young (he’s the head of Automotive 
Enterprises and he’s had 30 years of good, solid 
experience in selling cars) and in a short time I've got 
a solution. Take for instance, a few months ago. ! was 
overloaded with used cars. Automotive Enterprises 
helped me to dispose of them in a foreign market- 
Then one day, not so long ago, my business manager 
pointed out that the service department wasn't pay- 
ing its full share of the light bill. Again Automotive 
Enterprises came through with good, workable ideas; 
now that department is close to maximum absorption. 
"I've found that they can look at our problems with 
a fresh, unbiased approach. That's something that 
we, being so close to the picture, can’t always do. 
“With the competent, understanding help | am get- 
ting | find my headaches are fewer because | turn 
to them with my toughest problems. 

“Of course, nobody has all the answers— Automotive 
Enterprises included—but in just a few months the 
service has more than prid for itself. Why don’t 
YOU try it 2” 


AUTOMOTIVE ENTERPRISES 
10600 Puritan Avenue « Detroit 38, Michigan 


A COMPLETELY CONFIDENTIAL SERVICE FOR ALL AUTOMOBILE DEALERS 








Mobilette Auto Air Conditioner 


When variable net profits are floundering, the instant-up-front- 
cooling, under-dash MOBILETTE can be your answer to boosting 
them up. This low-cost unit can be easily, economically trans- 
ferred from car to car — spreading depreciation over the years 
of long unit life. The finest materials and full factory warranty 
assure you and your customers of optimum yet economical cool- 
ing through the years. Your letterhead or post card will 
bring complete information and illustrated literature. 


sletiie 


MOBILAIRE MANUFACTURING COMPANY 
A Division of the National Gas Equipment Co., Inc. 
Box 122 * Denison, Texas 


AUTO AIR CONDITIONERS 
with the Warner Magnetic Clutch 








++. tosell your AUTOMOTIVE PRODUCTS 
to a multiple group 
readership of nearly “3° MILLION! 


MOTOR TREND ¢ MOTOR LIFE © HOT ROD 


“largest selling automobile consumer magazine: 
in the world” . 


A strictly auto-minded market available 

at a low “cost per thousand”... buying almost 
twice as much automotive equipment and 
services as the average U. S. motorist! 


FOR RATES AND MERCHANDISING DATA CONTACT: 


LOS ANGELES 
cera - 5959 Mallyw’d Blvd. 
HO 2-3261 


NEW YORK’ 

Ben LaMaster 

$50 Fifth Ave. 
CI 6-136S 


DETROIT 
Joe Jaglois 
1514 Book Bidg. 
WO 3-8660 


Modern Design Is a Lure... : 


By George E. Toles 
Staff Correspondent 

DETROIT. — New cars rolling 
off the assembly line have one thing 
in common — maximum visibility 
and beauty that is achieved primar- 
ily through the use of large glass 
areas. 

Dealerships who merchandise 
the new models have found that 
glass plays as vital a sales role 
in display rooms as it does in 
the new cars. 

Leading dealers across the coun- 
try list showroom appearance 
among their top selling aids. In 
|the highly competitive auto busi- 
| ness, more dealers are realizing the 
| need for modernization to keep dis- 


as possible. 

To do this, the problem is how 
| to modernize successfully. Current 
commercial architecture shows a 





| sign in store fronts, just as in au- 
|tos. The design stresses simplicity 
and maximum display potential. 

Motorists know the pleasure and 
comfort of “seeing” from every 
angle. The open vision store front 
utilizes this same principle. It opens 
the interior to exterior view with 
clear plate glass. 

Today, display is a prime requi- 
site, for the customer is greatly 
|influenced by what he sees. He is 
attracted to the beauty of new 
cars. Display invites closer examin- 
ation. Once inside, the cars and the 
dealer’s selling provide the final 
impetus to the customer. 

There are other important 

factors to be considered in the 


Kirkpatrick Heads 
Auto Advertiser 


Catalog Committee 


MANHEIM, Pa.—Walter A. Kirk- 
patrick, advertising and sales pro- 
|motion manager, Wilkening Mfg. 
Co., Philadelphia, has been ap- 
pointed chairman of the Automo- 
| tive Advertisers Council's catalog 
} and literature committee. 
| The announcement was made by 
|S. R. Robinson, council president 
and advertising manager, Grey- 
Rock division of Raybestos- 
Manhattan, Inc., here. 

Kirkpatrick succeeds Carl D. 
| McWade, advertising manager, Skil 


|Corp., Chicago. Other members of | 


|the committee are Harold F. Cook, 
| director of advertising and mar- 
ket research, Tung-Sol Electric, 
Inc., Newark, N. J.; D. F. Cunning- 
ham, assistant sales manager, 
Raybestos-Manhattan, Inc., Bridge- 
port, Conn., and Stuart G. Phillips, 


| Co., Chicago. 

The Automotive Advertisers 
|Council said it long has been an 
|advocate of better catalogs and 
price sheets in the service industry. 








‘500° Honors Meunier— 


Chosen honorary steward of .the Indian- 
apolis 500-mile Memorial Day race, Frank 
C. Meunier, left, advertising manager, 
General Petroteum Corp., Los Angeles, 
appears at the famous auto racing track 
with Tony Hulman, speedway owner. 
Meunier long has spearheaded industrial 
support of automotive performance and 
competitive events. 


play, up to date and as appealing 


definite trend to the open-vision de- | 


| assistant vice-president, Dole Valve | 


Glass Helps Sell Cars 


creation of an attractive store 
front. 

Nothing is more important than 
a good name. It is a valuable mer- 





chandising asset. 

Signs should be of good propor- 
tion, not garnish and yet not ex- 
ceedingly small. Lettering should 


be decorative but easily distinguish- | 


able. Many are using back-lighted 
free-standing letters. 
out proudly for near and distant 
identification. 


Entrance doors should be placed | 
The en-| 


to present easy access. 
trance should suggest a welcome 


and be inviting. Glass doors help} 


to convey this idea. 
| Proper framing is essential.) 
| Framing the exterior eliminates 
| distinct demarcation between store 
|front and interior. 
| To achieve this, many show- 
rooms use colorful piers, lintels 
and bulkheads of structual glass. 
Architects also are turning to 
ribbed metal moulding for store 
front use. 

The test of good design point 
comes in overall attraction. This 
includes lighting, color selection 
and the finishing touches needed to 
create pleasing atmosphere. 

There are no hard and fast rules 
for successful modernization. Each 
showroom requires attention to in- 
dividual problems. 


Chrysler Uses 
‘Adaptation’ Policy 
In Export Sales 


NEW YORK. Chrysler Corp., in 
its export division, adapts Ameri- 
can ways of doing things to the 
foreign market requirement both 
in respect to product and procedure, 
according to C. N. Galer, vice-presi- 
dent, export division. 

Galer, speaking before the Inter- 
national Management Assn.’s con- 
ference on foreign operations, noted 
that certain markets demand leather 
upholstery, conservative paint and 
trim, heavy-duty springs and shock 
absorbers. 

“All of which is wrong according 
to American standards,” he said. 
However, they are supplied in line 
with the “adaptation” policy. 

Galer mentioned that right-hand 
steering is provided by Chrysler to 
| countries where motorists drive on 
the left-hand side of the road. 

Also, he said, Chrysler supplies | 
foreign subsidiaries with every ap-| 
| propriate piece of operating paper, | 
form and procedure used in the 
U. S. 

“They may adopt or adapt, as 
they see fit,” he said. 


| 
i 


|25% of Families 
‘Expect to Buy 
Cars Within Year 


NEW YORK. — One quarter of 
the nation’s wage earner families 
— or more than 6 million units — 
plan to buy new or used cars with- 
in the next year, according to a 
marketing memo issued by Mac- 
Fadden Publications. 

However, this will mean more 
than 6 million sales because one 
out of every seven U. S. families 
now has more than one car and 
the percentage of multicar families 
is steadily rising. 

The memo also reported that 10 
million wage earner families 
bought autos in the 17-month 
period between July 1, 1954, and 
Dec. 1, 1955. 

It was also reported that 90.4 
percent of the U. S. wage earner 
families now own cars. This‘is an 
increase of 3.6 million families 
since April, 1953. 


Yale Names Cooper 

PHILADELPHIA. — Yale & 
Towne Mfg. Co. Yale materials 
handling division, has announced 
establishment of Virginia as a 
separate sales and service territory. 
S. L. Cooper Co., Washington, D. C., 
Radford and Richmond, Va., has 
been named representative for the 
territory. 
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Safe...the new, improved 


SOL-SPEEDI-DRI! 


e Gives GREATER COVER- 
AGE than ever before! 


* Less ‘‘caking,”’ less ‘‘mat- 
ting,” less labor. 


GET A FREE SAMPLE FROM 


SPEEDI-DRI CORP. 
Menlo Park, New Jersey 


MORE AUTO DEALERS SPECIFY 


PERSONALIZED NAME PLATES 
THAN ANY OTHER MAKE 
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Auto News from Mexico 


Dealers Seek Higher Production Quotas 
As Way to Cut Prices 


EXICO CITY. — Increased pro- 
M duction quotas for autos and 
trucks assembled in Mexico have 
been advocated by the Mexican 
Assn. of General Motors Conces- 
sionaires (dealers) as the best way 
to reduce price levels. 

Cars and trucks at what was 
called reasonable prices would 
kill what has been described as 
an alarming smuggling of vehi- 
cles into the country. 

The present high prices charged 
for Mexican-assembled vehicles 
were blamed on quotas which the 
concessionaires said were too low. 
It would be better for all to assem- 
ble more cars and trucks at lower 
prices, the organization said. 





Members estimated that there 
are more than 500,000 autos and | 


Dille, Spaulding 
Top Salesmen in 


Nash Honor Club 


DETROIT. — The Nash Honor 
Club, an organization of the com- 
pany’s top retail salesmen, added 
385 members in 1955, according to 
John W. Raisbeck, Nash sales vice- 
president. 

The club now has 903 members. | 
They sold 44 percent of the new} 
ears and 47 percent of the used cars | 
moved by Nash dealers in 1955, 
Raisbeck said. 

Two salesmen tied for the new-| 
ear championship last year with 
201 sales. They are Norman Dille, 
East End Nash of Cleveland, Cleve- 
land, and Glenn Spaulding, Ernest 
LeBlanc Motors, Los Angeles. 

Tied for the most years in the| 
club are James M. Watson and 
Jasper M. Oftedal, both of Parker 
Nash Co., Fresno, Calif. They have 
been in the club 10 years. 

The club has two classifications— 
the 100-car chapter and the 50-car 
chapter. Salesmen in the top class 
will receive engraved desk clocks 
with twin pen sets, and members 
of the 50-car chapter will get en- 
graved desk clocks with perpetual 
calendars. 


Celanese Begins 
New Fiber Output 


ROME, Ga.—Celanese Corp. of 
America has commenced commer- 
cial production of Fortisan-36, an 
industrial fiber, at its plant here. 

The firm expects a market for it 
in V-belts, power transmission belt- 
ing, high pressure hose, conveyor 
belts, truck tires, and plastic lam- 
inates according to Harold 
Blancke, president. 


IH Foundation 
Aids College Group 


CHICAGO. — T he International 
Harvester Foundation will distri- 
bute $57,000 to 22 state associations 
of independent, privately endowed 
colleges and universities through- 
out the U. S., it is announced by 
John L. McCaffrey, president of 
International Harvester. 

The gift exceeds by $15,000 the 
amount made available to similar 
associations last year by Harves- 
ter’s Foundation. 





Illinois Lifts License 


Of Berwyn U. C. Dealer 


BERWYN, Ill. — The used-car 
dealer’s license of Dale Motors 
has been revoked for represent- 
ing used cars as new, according to 
Charles F. Carpentier, Illinois 
Secretary of state. The license 
was held by Tony Amato. 

State law requires that persons 
Selling new cars be registered 
and licensed as new-car dealers 
and that they have a written con- 
tract from the manufacturer au- 
thorizing them to deal in new 

_ ears. Amato was licensed only as 
_ @ used-car dealer. 


trucks operating in Mexico, an in- 
crease of 90,000 since 1952 but they 
said that is not enough for a popu- 
lation of 30 million. 


Production quota for Mexican| 


assembly plants was 33,713 vehicles 
last year, compared with 34,724 in 
1952. Imports of cars and trucks 
from the U. S. and Europe were 
8,998 last year, an increase from 
5,140 imported in 1953. 


* * * 


$50 Million Plus 


a Berlanga, the new associa- 
tion president, said that the 
organization did business of 635,- 
560,132 pesos ($50,884,810.50) last 


year which, he said, demonstrated | 


the “progressive economic develop- 
ment of Mexico.” 


He broke down the total as fol- 


|lows: Sales of new cars and new| 
| trucks, $35,678,206.40; used-car sales,| son (Studebaker - Packard), vic e- 
| $5,430,663.30; spare parts sales, $7,-|president and Robert Putnam| in the driver-training program at Lee M. 
| 169,135, and payments for technical | (Dodge), secretary. 


services, more than $2,500,000. 

The concessionaires (dealers) 
have $20,283,264 invested in their 
businesses and operate with 
credits of $13,063,680, Berlanga 
said. 

Other new board members are: 
Jorge Garibay, Carlos Sepulveda, 
Juan Garcia Pineda, Jose L. Ca- 
|nales, Jesus Narezo, Benjamin Ar- 
reola, Enrique Llianguno, Rafael 
| Herrera and Luis Uzabiaga. 

Meanwhile, Volkswagen de 
Mexico, S. A., distributor of the 
German-made car, denied a story 
published here to the effect that it 
had been obliged by competition 
to cut prices. It said it is “doing 
all right” and can maintain the 
; authorized price of $2,250. 


‘Maxwell Heads 


Boise Dealers 


BOISE, Id. — The Boise Auto 
Dealers Assn. has elected Jack 
| Maxwell (Lincoln-Mercury) presi- 

dent and has chosen May 14 for the 
| annual auto show. 





Other officers are Chuck Ander-| 


Clothiers Take 
Style Note from 
Auto Industry 


NEW YORK. The National 
Fashion Forum here has honored 
Virgil M. Exner, Chrysler Corp. 
styling director, for “outstanding 
achievement” in application to de- 
sign and styling of automobiles for 
1956. 

The forum also displayed men’s 

clothing designed by Exner and 
Henry de S. Lauve, color designer 
for all General Motors Corp. divi- 
sions. 
“These garments are meant for 
=| wear by the motorist of the future 
|and colorfully embody the recent 
|male preference for brightly-hued 
| automobiles,” noted the fashion 
forum. 

“Promote fashion promote 
style,” Lauve advised the clothiers. 
“The effect of designers in the auto 
industry creates new-car sales and 
everyone benefits. This basic for- 
mula can be followed by the cloth- 
ing industry if the .. . producers 
will lead the way.” 





Coon Bros. Donates Car— 


Stanley Coon, left, of Coon Bros. Nash, 
Detroit, presents a 1956 Rambler with! 
| dual controls to Merlin D. Roe, school | 
superintendent for the South Redford | 
(Mich.) school district. The cor will be used 





| Thurston High School. 


THROUGH GREATER 
ACCURACY, 
BIGGER PROFITS 
AND 
TOP CUSTOMER 
SATISFACTION! 


ALLENYZER 


MOTOR ANALYZER 


Here in one self-contained motor analyzing 
unit is everything you need to accurately test 
complete ignition, eiectrical compression, fuel 
and combustion systems. Never before has any 
analyzer offered such a complete range of tests 
expressly designed to provide maximum accu- 
racy, increased profits and complete customer 
satisfaction. 

The new Deluxe Allenyzer Motor Analyzer, the 
most complete 6 and 12-volt analyzer ever 
made, performs these tests: Ignition Systems, 
Battery, Starter, Cables, Generator, Electrical 
Circuits, Current Regulator, Voltage Regulator,’ 
Ignition Output, Initial Timing, Distributor 
Advance, Cam Angle, Coils, Condensers, 
R.P.M., Carburetor, Combustion, Compression, 
Fuel Pump, Wipers, Electric Powered Window 
Circuits. 


And, you'll soon discover that the more you 
use the Deluxe Allenyzer, the faster it pays for 
itself. What's more, you'll also be amazed.at the 
additional parts and labor you'll sell. Call your 
Allen Jobber now and get the complete story 
on the new Deluxe Allenyzer and all of the new 
equipment in the better-than-ever Allen line. 
Ask him about the Deferred Payment Plan .. . 
The Allenyzing profits meet the payments! 


EQUIP YOUR HOP FOR ALLENVZING-MOW! 
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MclInerney's Used-Car Sales Stimulator— 


With continuing emphasis on the movement of used cars, many dealers are employ- 
ing all media in the interest of stimulating sales. Mclnerney Chevrolet Co., Chicago, 
supplements its used-car promotion with eight billboard posters within the neighbor- 
hood. The billboards, erected by Outdoor Advertising, Inc., are said to deliver over 
three million advertising impressions every month within the dealership's zone of 
influence. 


Johnson Goes to Amsco 

W. K. Johnson has been ap-|can Sponge & Chamois Co. He for- 
pointed regional sales manager of |merly was national sales manager 
the Chicago sales office of Amceri- | of O-Cel-O, Buffalo. 





Affecti 
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Factories and Dealers .. . 





Auto Advertising 


By Martin L. Whitmyer 
Staff Writer 


William S. Richardson, president 
of B. F. Goodrich Co., has called 
for greater productivity in the 
fields of advertising and personal 
selling. 

“The time has 
come for an all- 
out mass attack 
by research on 
the problems of 
communications,” 
he told the Seattle 
Sales & Advertis- 
ing Club. “The 
opportunity for 
great expansion 
is here,” he said OF ie 
in noting econo- W. S. Richardson 
mists’ predictions that the nation’s 
gross national product “within a 
scant dozen years” could rise tc 
$600 billion annually from its pre- 
sent $400 billion. 

“But there is a challenge too; 
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a challenge to sharpen our com- 
munication and distribution tools 
so that we may realize the op- 
portunity; a challenge to develop 
distribution machinery that will 
turn out customers as fast as our 
production machinery turn out 
product. If we are to consume 
the continuous-flow output of 
our new streams of production, 
we will need _ continuous-flow 
methods of marketing,” he said. 

Richardson said he believes that 
research in marketing has not kept 
pace with research in manufactur- 
ing. 

“When you consider the billions 
of dollars spent on product re- 
search and development and on en- 
gineering research and develop- 
ment, it is a sad commentary on 
our economy that we spend, by 
comparison, only a few cents on 


|ing and distribution,” he said. 
He acknowledged, however, 
| that progress has been made on 
quantitative research in the field 
of communications, saying: 


“For over 40 years the Audit 


}out times at bat when we adver- 
tise in magazines and newspapers, 


runs and errors of that advertising 


ingly great concern to the top man- 
agement of American business.” 

Advocating more pre-testing of 
advertising appeals, formats, 
|methods and media, he said that 
“one trouble with many advertising 
research operations is that they 
give you the news—good or bad—'| 
too late.” 

The challenge that is facing com- 
munications is “to produce more 
sales per person and more sales 
per dollar of advertising invest- 


ment,” Richardson said. 
Ed z * 


Ad Bureau Elects Lloyd 


Richard Lloyd Jones jr., of the | 
Tulsa Tribune and World, has been | 
elected chairman of the board of | 
the Bureau of Advertising of the| 
American Newspaper Publishers | 
Assn. He succeeds Joyce A. Swan, 
vice-president and general manager | 
of the Minneapolis Star and Tri- 
bune, who has just completed his| 
second term as chairman. 

Replacing Jones as vice-chairman 
for the coming year is Louis A. | 
Weil jr., of the Grand Rapids| 
(Mich.) Herald. 

Franklin D. Schurz, South Bend | 
Tribune, was elected secretary, and 
P. B. Stephens, of the New York 
News was reelected treasurer. 

Frank G. Morrison, Pittsburgh | 
Press, was named assistant secre- | 
tary, and three assistant treasurers | 





| 
} 


were elected: Harold G. Kern, 
Hearst newspapers; H. M. Peter- 
son, New Britain (Conn.) Herald, 


and Richard B. Scudder, Newark 





(N. J.) News. 
* * a 
Harshe-Rotman Celebrates 
Harshe-Rotman, Inc. national 
public relations company, cele- 





brated its silver anniversary in Los | 
Angeles Apr. 18. 

Morris B. Rotman, president, an- 
nounced that the company will 
move to new quarters at 6363 Wil- 


shire Blvd. in the near future. 
aa * x 


Ford Appoints Fox 


Eldon E. Fox, of Minneapolis, 
has been named advertising mana- 
ger of Ford Motor Co.’s Special 
Products division. Fox formerly 
was director of advertising and 
sales promotion for Minneapolis- 
Honeywell Regulator Co. Previ- 
ously he served four years as the 
company’s advertising manager. 

Before joining Minneapolis- 
Honeywell, he served as account 
executive for Young and Rubicam, 


Inc. 
ot * Bs 


Wen To Use Billboards 


A new approach to the local, 
mass market for power tools and 
soldering guns is being initiated 
by Wen Products, Inc., of Chicago. 
Billboards will be used to sell the 
Wen line of soldering guns, sanders 
and saws. Chicago is the site of 
the touch-off campaign. 

Forty 24-sheet posters in four 





|research in communications, sell- | 


Bureau of Circulations has given | 


us a dependable measurement of | 
| Your Life,” 


but the scoring of the hits and} 


is a different matter, and I can tell | 
you that it is a matter of increas- | 


a 


colors with Day-Glo will line main 
thoroughfares and highways. A 
campaign using seven-by-six-foot 
signs in three colors with Scotch. 
lite will carry the Wen message 
on a national basis. R. W. Sayre 
Co., of Chicago, is the agency 
b * * 


Moraine Stresses Safety 


A new approach, which stresses 
the importance of good driving 
habits as well as the importance 
of good brakes, is being used by 
Moraine Products division of Gen- 
eral Motors Corp., in its current 
advertisements. 

The campaign was prepared by 
Campbell-Ewald Co., Detroit adver- 
tising agency, which handles the 
Moraine Products account. 

* * * 


Burnett Gets New Home 
Leo Burnett Co., Chicago has 
announced it has signed a 20-year 


lease for five entire floors of the 
new Prudential building, Chicago. 


|The lease will make Burnett the 


largest tenant in the 41-story lake- 
front skyscraper, officials said. 
The agency will move to its new 
quarters about Nov. 1. 
* * * 


Safety Award to Fenneman 


The National Safety Council's 
public interest award has been 
presented to George Fenneman, 
master of ceremonies on the 


Groucho Marx TV show, “You Bet 
DeSoto-spensored tele- 
vision show. 

The award was made for Fen- 
neman’s contributions to highway 
safety, both on and away from the 
television show. Groucho himself 
has won the Council’s Alfred P. 
Sloan safety award for _ several 


years running. 
* * * 


Calif. Association Grows 

The Clifford Gill Agency of Bev- 
erly Hills and the Bernard B. 
Schnitzer Agency of San Francisco 
are the latest members to be elected 
to the Southern California Adver- 
tising Agencies Assn. 

Membership now totals 83 agen- 
cies, according to Douglas Ander- 


son, president. 
* - * 


|\Chrysler Contest Winners 


Six winners of Chrysler division's 
publicity director’s contest for “It's 
A Great Life” television series have 
been announced by Burton Durkee, 
assistant sales manager of the di- 
vision. 

In group one composed of 
entries from station cities of 100,- 
000 or less population, Greg Van 
Camp, WTRF-TV, Wheeling, W. 
Va., was awarded first prize, a 
Chrysler Windsor; Fred Foerster, 
WBRE-TV, Wilkes Barre, Pa., 
received second prize of $1,000 
in cash, and third prize of $500 
went to W. R. Roberson jr., 
WITN-TV, Washington, N. C. 
In group two of entries from 
station cities of more than 100,000 
population, duplicate first, second 
and third prizes went to Jack W. 
Schumacher, WICU-TYV, Erie, Pa.; 


| Dorothy Sanders, WLW-D Dayton, 
|\O.; Robert Locke, WFMJ-TV 
| Youngstown, O., in that order. 


* x * 


|Market Analysis Available 


The 1956 Consumer Analysis of 
the Omaha-Council Bluffs market 
is now being distributed to manu- 
facturers, advertisers and agencies 
by the Omaha World-Herald. 

More than 100 product classifica- 
tions are covered, including food, 
soap products, drugs and toiletries, 
beverages, tobacco products, auto- 
motive and household appliances. 

One section shows that 84,676 
families have one car and 13,283 
families have more than one car. 
Chevrolet (22.7 percent) and Ford 
(21.4 percent) are the choices of 
one-car owners. Ford is the first 
choice for families with more than 
one car (25.8 percent); Chevrolet 
is second (23.2 percent), and Plym- 
outh (10.9 percent) third in prefer- 


ence. 
* * * 


Kaiser Aluminum on TV 


Kaiser Aluminum & Chemical 
Corp., starting July 3, will sponsor 
a live dramatic show on alternate 
Tuesday evenings from 9:30-10:30 
(EST) over a National Broadcast- 
ing Co. network of 115 television 
stations. 

Marking the company’s first use 
of television on a national scale, 
Kaiser Aluminum will make its TV 
hour a showcase for aluminum 

(Continued on Page 77, Col. 1) 
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products made by its customers 
and will demonstrate new develop- 
ments being made in aluminum to 
serve both industry and the con- 
sumer. 

The company also plans to use 
the new show to further establish 
public recognition of its role in 
the aluminum industry, as well as 
promote its own line of products 
for consumer use. 

This initial use of network tele- 
vision as an advertising medium by 
Kaiser Aluminum is in addition to 
continued heavy schedules in news- 


papers, magazines, trade publica- 
tions and radio, officials said. 
* * * 


AFA Award for Superior 

Superior Coach Corp., Lima, O., 
copped twin awards in a four- 
state advertising contest con- 
ducted by the Fifth District of 
the Advertising Federation of 
America. 

Superior’s funeral coach and 
school coach catalogs earned 
honors in two separate divisions 
of the competition’s judging. The 
ambulance brochure won an 
award in the industrial booklets, 
folders and stuffers class, and 
the 18-page school coach catalog 
won in the sales presentation 
books category. 

The superior awards were ac- 
cepted for the firm by its agency, 
Howard Swink Advertising 
Agency, Marion, O., at the annual 
district convention held at Can- 
ton, O. 


= * cad 


Names 

Robert R. Ferry, vice-president 
of Maxon, Inc., has joined the 
executive staff of Kudner Agency, 
Inc. 

Charles B. Ryan has been ap- 
pointed to the newly created posi- 
tion of general advertising and mer- 
chandising manager for Firestone 
Tire & Rubber Co., Akron. Ryan 
has been advertising manager since 
1942. 

Watts Wacker, with the ad 
agency for three years, has been 
named assistant media director of 
D. P. Brother & Co., Detroit. 

David A. Brown has joined Geyer 
Advertising, Inc., New York, as a 
copywriter. He formerly was with 
Morse International, Inc. 

Robert A. Cunningham, public 
relations director of the St. Paul 
Community Chest and a former 
United Press correspondent, has 
joined the public relations depart- 
ment of AC Spark Plug division of 
General Motors. 

Richard J. Margolis has joined 
the Collier's promotion department 
as presentation supervisor. He for- 
merly was associated with Coronet 
magazine. 

Albert C. Cochrane, account 
executive at D. P. Brother & Co., 
Detroit, has been transferred to the 
advertising agency’s Hollywood of- 
fice. Thomas H. Moriarty will con- 
tinue as public relations director in 
the Hollywood office. 

Wallace M. Hughes, vice-presi- 
dent and assistant general mana- 
ger of the Hearst Advertising Serv- 
ice, has been elected publisher of 
the Milwaukee Sentinel, succeeding 
Robert C. Bassett, who has re- 
signed. 

George R. Abels has been named 
public relations manager of Trail- 
mobile Inc., Cincinnati. Abel, for- 
merly was public relations repre- 
sentative for the Truck-Trailer 
Manufacturers Assn., Washington. 

John W. Carmichael has joined 
the art department of D. P. Brother 
& Co., Detroit. He was assistant 
automotive account art director 
with another advertising agency 
prior to joining Brother. 

Neal Nyland and John F. Henry 
ir, both vice-presidents in the 
agency’s Detroit office, have been 
elected directors of Geyer Adver- 
tising, Inc. 

Wayne Mooney has been ap- 
Pointed western manager of the 
Bureau of Advertising of the 
American Newspaper Publishers 


Assn., with headquarters in San 
Francisco. He succeeds H. C. Bern- 
sten, who retired. L. S. Van Sant, 
formerly Los Angeles manager, be- 
came Southwestern manager. 

James V. White has joined the 
Dodge public relations staff. He 
formerly was with Grant Advertis- 
ing in Detroit. 

Walter Reichart has been named 
advertising manager of the Crowell- 
Collier Unit, composed of Collier’s, 
Woman’s Home Companion and the 
American Magazine. 

Patrick E. O’Rourke has been 
named advertising director of 
Family Weekly, Sunday newspaper 
supplement. O’Rourke formerly was 
western same sales manager for 
the supplement. 

Douglas Talbot has been named 
Chrysler Corp. public relations rep- 
resentative in Ohio. He will have 
his offices at the company’s new 





stamping plant in Twinsburg, O. 
John A. Lindquist succeeds Talbot 
as assistant manager of community 
relations for the corporation. 


Fred M. Zeder II has resigned as 
vice-president of McCann-Erickson 
to accept a similar post with Kud- 
ner Agency Inc. 


Herbert C. Schalliol has been ap- 
pointed advertising assistant to 
John A. Hamill, general sales man- 
ager of Heckethorn Mfg. & Supply 
Co., Littleton, Colo. Schalliol for- 
merly was assistant ad manager of 
the tire division of Gates Rubber 
Co. 


Max Erdwurm has been appointed 
automotive advertising manager of 
the New York Times. He succeeds 
Clem W. Young, who resigned to 
operate his own business. 


Wallace N. Lewton has rejoined 
D. P. Brother & Co., Detroit, as 
sales promotion manager on the AC 
Spark Plug account. Lewton’s for- 
merly was with the firm from 1945 
to 1955. 


LeRoy Menzing, oil editor of the 
Fort Worth (Tex.) Star-Telegram 
for the past 15 years, has joined 
Petroleum Week, McGraw-Hill pub- 
lication, as a senior editor. 


E. W. Knevals has been named 
director of creative planning at 
Mancuso Associates, Inc., Detroit 
sales promotion organization. 


John H. Forshew has been 
elected a director and senior vice- 
president of Campbell-Ewald Co., 
Detroit. Forshew also was re- 
elected to the executive committee. 


William Bailey has been named 
general manager for World Ad- 
vertising Services, Long Beach} 
(Calif.) agency specializing in au- | 
tomotive advertising. 

Bailey formerly had his own 
agency in Cincinnati. 

Stanley Maddox has been named | 
Atlanta regional manager for Gen- 
eral Motor’s public relations depart- | 
ment, succeeding Philip G. Rozelle, | 
who retired. Maddox formerly was | 
assistant manager in the New York} 
region. 

Max Spivak has been appointed 
merchandising director of the New | 
York Herald Tribune. He formerly | 
was with the New York Times. 


George H. Norsworthy, president 
of Schoellkopf Co., Dallas, manu- 
facturer of auto seat covers, has| 
been named a “headliner” for the 
1956 Spring Gridiron Show, pro- 
duced annually by the Press Club 
of Dallas. 


Wallace A. Sprague has been 
appointed to the newly created post 
of assistant publisher of Parade 
magazine. He had been managing 
editor since 1949. 


Frank L. Orth, formerly with 
Campbell-Ewald, has been named 
to the contact staff of Young & 
Rubicam, Inc., Detroit. He will 
serve as senior contact executive 
on the Lincoln account. 


Marshall B. Hardy, for the past 
eight years manager of the retail 
store division of Hearst Advertis- 
ing Service in Chicago has been 
named advertising director of the 
Milwaukee Sentinel. 


Martin H. Hummel, promotion 
director of Collier's magazine, has 
been named advertising promotion 
director of Crowell-Collier Publish- 
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ing Co. Richard P. Sisson, Col- 
lier’s advertising presentation man- 
ager, succeeds Hummel. 

Richard Parent, formerly with 
the Los Angeles Examiner, has 
joined the Bureau of Advertising 
of the American Newspaper Pub- 
lishers Assn. as account executive 
in the Los Angeles office. 


Daniel P. Geeding, formerly with 
Clopay Corp., Cincinnati, has been 
named a vice-president and ac- 
count executive at Lasky Film 
Productions, Inc., Cincinnati. 


Earl A. Hoose jr., of Van Nuys, 
Calif., has been named an account 
executive in the Los Angeles office 
of Mayer & O’Brien, Inc., ad Agen- 
cy. Hoose has been in public re- 
lations and newspaper work for 
the last 25 years. 


Richard E. Gauen, manager of 
public relations and publicity and 
account supervisor in the Chicago 
office of Young & Rubicam, Inc., 
has been made a vice-president of 
the agency. Gauen has been with 
the agency six years. 

Arthur H. Stewart has been ap- 
pointed to the staff of A. C. Licata, 
cooperative advertising manager 
of DeSoto. Licata will be in charge 
of all DeSoto advertising produc- 














“Yes, I might be interested in 
buying a new convertible. Drive 
it over and I'll take a look at—” 





tion in the company’s “co-op” ad 
program. 

Raymond P. Calt has _ joined) 
Geyer Advertising, Inc., as a copy- 
writer. He formerly was with 
Calkins & Holden, Inc. 

A. T. Duhaime has been appointed 
head of the Atlanta office of Camp- 





bell-Ewald Co. Duhaime previously 
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was associated with Campbell- 
Ewald in its Chicago office as a 
member of the Chevrolet service 
management staff. He replaces C. 
G. Thom, who is being transferred 
to Campbell-Ewald in Detroit as a 
member of the Chevrolet account 
group. 

Leigh Dimond has been named 
assistant marketing director of the 
Bureau of Advertising of the Amer- 
ican Newspaper Publishers Assn. 
He has been with the bureau since 
1945. 

Mortimer Berkowitz jr. has been 
appointed advertising manager of 
the Woman’s Home Companion. 

He formerly was advertising 


| manager of the New York Post. 


Leslie M. W. Neville has resigned 


|as advertising manager of Gentry 


magazine to become vice-president 


| of Gourmet, Inc. 


H. C. Bernsten has retired as 
Pacific Coast manager of the 
Bureau of Advertising of the Amer- 
ican Newspaper Publishers Assn. 
He had served as head of the 
bureau on the Coast since the office 
was established in San Francisco 
in 1938. 









new cars for 33,000 miles 


or 24 months on all chassis and engine parts 
lubricated with Valvoline products. Here’s what 
that can do for you .. . 


® Increase service business through 
repeat customers. 

® Help close new car sales. 

® Build Goodwill. 


© Keep you acquainted with your 
customer until he’s in the market for 
a new car again... 


And you get plenty of selling aids to help bring 
your service and sales story to customers and 


Follow-up Literature 
Direct Mail Folder 
Signs, Reminder Advertising 


COST TO YOU! 


MAIL COUPON TODAY FOR FULL INFORMATION 


NO OBLIGATION 
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SOME DEALERS HAVE 10072 ABSORPTION FIGURES! 


(National Average is 65%) 


We guarantee to increase your service absorption figures and fill your shop with customer- 
paid labor . . 
your profits. 

For as little as $70.00 up per month, we can install a complete service production 


. @liminate non-productive and unapplied time . . . and increase 


program that will do this—or it costs you nothing. We will analyze your problems and 
tell you how to correct them . . . train the entire service personnel . free your 
service manager of details, so that he can think . . . free service salesmen of doing 
follow-up, so that they can have 8 hours a day fo sell . . . eliminate duplicate handling 
of cars... and get away from single-item repair orders. 
If your monthly service volume is $7,000 or more, and you do not have a service desk 
or tower control, write us and hear our story . . . we promise some new slants—without 
obligation, of course. 

s 1112 S. Wabash Ave., Dept. 
Flash-A -Call Service Control AN-121, Chicago 5, Illinois 























































Tailored Trunk Mat No. TM-10 in 1955 
FORD Fairlane 


PUT YOUR USED CARS IN SHAPE! 


Don't miss a sale because you failed to install tailored-to-fit 
rear floor and trunk mats. It takes just a few minutes to clean up 
. only costs a few dollars. Order today 
from your favorite specialty jobber. 


your Ford trade-ins . . 
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ADVERTISEMENT 


“GREAT” UMBRELLA BOON TO USED CAR SALES 


The McFarland “GREAT” Umbrella (21-foot spread) and WHIRLABOUT—the “GREAT” 
Umbrella that turns will attract more customers to your lot and help your sales. See 
how other dealers from coast to coast are using the McFarland “GREAT” Umbrellas 
in their advertising and promotion . . . to make their lots more attractive. Call, wire 
or write today for full information. McFarland GREAT" UMBRELLA Company, Division 
of McFarland Awning Corporation, 742 S.W. 8th Street, Miami, Fla. Phone—Miami 
FR 4-8153. 




















Central R 


ion Drops. . 


WASHINGTON. — Intercity gen- 
eral freight volume transported by 
trucks during March was up 1.4 
percent over that hauled in March, 


‘I Will Follow 
Dad’s Policies,’ 


Son Advertises 


BUTTE, Mont. — “We're build- 
ing on a solid foundation of 38 
years of service,” Roy E. Murray 
jr., told Butte residents in a news- 
paper advertisement announcing 
that he will carry on the dealer- 
ship organized by his father, the 
late Roy E. Murray sr. 

The firm, Murray Motor Co. 
(Chevrolet), was formed by the 
senior Murray in 1918. It then 
was a Buick dealership. 
| Speaking of his father, the 
| younger Murray said in the ad, 
|“I hope I will be able to serve the 
people of Butte as he did and to 
|merit the confidence he earned 
| down through the years.” 

The ad included a group picture 
of the company’s 33 employes and 
featured a reproduction of the 
firm’s first advertisement which ran 
in the Butte Miner, Dec. 30, 1918. 

It said in part: “His smile, his 
line of cars and line of talk. These 
are the factors which have pushed 
Roy Murray to the top of the auto- 
mobile game in Montana.” 

The son commented, “Friendship 
was an important key to my 
father’s success and that will con- 
tinue to be an indelible part of 
the way we do business.” 






‘Toledo Council 
Defeats Bill to 
Ban Sunday Sales 


TOLEDO.—A bill to ban Sunday 
sales of new and used cars has been 
voted down by the City Council. 
The measure had been advocated 
by the Toledo Automobile Dealers 
Assn. 

The vote was four to three in 
favor of the proposal, but five votes 
were necessary for passage. Two 
Council members were absent. 

Earlier, the bill had been ap- 
proved by Council sitting as a 





Edward Trepinski, representing the 
dealer association, had contended 
that a local law was needed to back 
up a state law which he called weak 
and difficult to enforce. 

The city bill would have exempted 
persons who observe the Sabbath 
on a day other than Sunday. It 
provided for fines up to $100 and 
jail sentences up to 30 days. 

A councilman who voted against 
|the bill said it would penalize 
| dealers in side the city sinte those 
| outside the Toledo limits would be 
| free to do business on Sunday. He 
called the question a moral issue 
and said it was not a “fit subject” 
for Council action. 


Ohio Board Sets 


‘Meehan Probation 


| CLEVELAND.—Meehan Motors, 
|Ine. (Studebaker) has been placed 
|on probation for 30 days by the 
Ohio Dealers’ and Salesmen’s Li- 
|censing Board for “failure to give 
|}a@ completely filled out purchase 
order” to a customer. 

A simliar charge against Hilbig 
Auto Sales, Cleveland, was dis- 
| missed. W. A. Brandenburg (Chev- 
rolet), Mansfield, O., announced the 
decision. He is board chairman. 
Other members are C. A. Cronin 
(Ford), Cincinnati, and C. E. Nofer, 
acting registrar of the Bureau of 
Motor Vehicles. 


Tide Water Picks Haney 


Harrison B. Haney has been 
named transportation manager of 
Tide Water Associated Oil Co., San 
Francisco. He has been a Tide Wa- 
ter vice-president since 1949. 












committee of the whole after| 











Truck Freight Tops 
Year-Ago Tonnage 


1955, and 6.8 percent above Febru- 
ary, 1956, according to the Ameri- 
can Trucking Assns. 

The survey conducted by the or- 
ganization covers about one-third 
of all Class I intercity common car- 
riers, the ATA said. The 355 opera- 
tors included carried 4,801,996 tons 
of freight in March. 

This compared with 4,736,497 
tons in March, 1955, and 4,498,099 
tons in February of this year. 

Top gain for the month was 
shown by the Pacific region, 9.8 
percent over March, 1955. The 
Northwestern region increased 6.9 
percent, Middle Atlantic, 4.3 per- 
cent. However, the Central region 
showed a drop of 1.9 percent from 
March, 1955. 

Regional tonnage figures for 
March, 1956, and March, 1955, were: 

New England, 25 carriers, 199,206 
tons, 1956, 195,861, in 1955; Middle 
Atlantic, 69 carriers, 738,286 tons, 
1956, 708,132, 1955; Central, 104 car- 
riers, 1,721,851 tons, 1956, 1,754,972, 
1955; Southern, 52 carriers, 709,133, 
1956, 688,958, 1955; Northwestern, 23 
carriers, 328,180, 1956, 306,875, 1955; 
Midwestern, 27 carriers, 364,889, 


1956, 359,660, 1955; Southwestern, 17 
carriers, 411,728, 1956, 417,477, 1955; 
Rocky Mountain, 13 carriers, 99,199, 
1956, 95,435, 1955, and Pacific, 25 
carriers, 229,524, 1956, 209,127, 1955. 


Tip to Salesmen— 


Some women buy cars like they buy 
dresses—at least that’s what stage star 
Marjorie Lord did. She walked into the 
James F. Waters, Inc., showroom in San 
Francisco, spotted a pink and white De- 
Soto convertible and said, “That's for me." 
Miss Lord, star of the stage play “Anni- 
versary Waltz," received keys to her new 
DeSoto from salesman Ted Bramston. 





Cars Abandoned on Dealer Doorstep .. . 


Low-Equity Owners Revolt 


LOUISIANA, Mo. — Owners of 
pre-1950 cars apparently have em- 
barked upon a “knock ’em-in-the- 
head-yourself” program as some 
dealers have reported cars coming 
back faster than they are selling 
new ones. 


The activity does not have 
many of the elements of reposses- 
sion. The customer, who may 
have made payments for six 
months to a year, lets the block 
freeze or runs into other trouble 
and brings the unit back to the 
dealer and leaves it for the 
balance. 


Since most of the paper is re-| 


course, the dealer has to assume 
the loss, pay off the finance com- 
pany and put the car on the lot 
again or junk it. Most of the cars 
are not worth repairing, dealers 
say. 

While this type of “give ‘em back 
to the dealer” movement is new 
in most parts of the country, fi- 
nancial experts have analyzed it as 
evidence that the owners of such 
ears have discovered that their 
vehicles are not worth the balance 
due on them. 

One customer who returned a 
car told the dealer he could buy 
the same model in much better 
condition and with a set of new 
tires for $100 less than he owned 
on his car. 

Under Missouri law the dealer 





Finance Pioneer— 


Otter Nerby, left, president, Canadian 
Acceptance Corp., Ltd., receives inscribed 
clock from the CAC staff, marking his 
35th year in the installment finance busi- 
ness in Canada. Making the presentation 
is C. Lloyd Mulloy, vice-president, a 33- 
year veteran with CAC. 








can sell such returned cars and 
then try to collect the difference 
from the customer. In many 
cases the dealer has been able to 
collect this difference by suing. 

However where the amount in- 
volved is lower and the resources 
of the owner are meager, the ques- 
tion of a suit is debatable and 
might cause the dealer further 
loss. 

Some dealers see a bright star 
in the activity in the fact that 
these cars are thus taken off the 
road and that there always is such 


|}an element in a declining market. 


Canada Expected 
To Achieve U.S. 
Living Standards 


MONTREAL. — Canada can 
quickly narrow the gap between 
her standard of living and that of 
the United States, E. C. Row, gen- 
eral manager of Chrysler Corp. of 
Canada, has told the Advertising 
and Sales Executive Club of Mon- 
treal. 

“In the present discrepancy be- 
tween this country’s per capita 
ownership of most consumer goods, 
and that of our American friends,” 
he said, “lies the great indicator to 
Canada’s industrial potential.” 

He said cars sold in the U. S. last 
year at the rate of one for every 
20 people, while in Canada the rate 
was one for every 41. This, he said, 
meant Canada could double its car 
market. 

Row continued, “Who can say 
that Canadians—an ambitious and 
industrious people inhabiting one 
of the world’s richest countries— 
should be denied any of the prod- 
ucts, luxuries or necessities of life 
that are enjoyed as a matter of 
course by the folks next door?” 


Ireland to Enter 
Soap Box Derby 


DETROIT. Further inter- 
national flavor will be added to the 
19th All-American Soap Box Derby 
at Akron, Aug. 12, with an official 
entry from the Irish Free State. 

This will be Ireland’s first parti- 
cipation in the amateur coasting- 
car racing event for boys. 

As in 1955, there will again be 
two entries from Canada, one from 
Alaska and one from Western 
Germany, making a total of five 
champions from outside the U. S. 
in the field of approximately 150 
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LOS ANGELES. — Formation of 
Aeronutronic Systems, Inc., a Ford 
Motor Co. subsidiary which will 
span a broad field of scientific and 
technological operations ranging 
from guided mis- 
sile systems. to 
possible explora- 
tion of outer 
space, has been 
announced by Er- 
nest R. Breech, 
Ford board chair- 
man. 

Nucleus of the 
new company will 
be a group of 





E. R. Breech gineers who for- 
merly were organized as Systems 
Research Corp., a Los Angeles firm 
engaged in research and develop- 
ment in the design of weapons sys- 
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Headquarters of Aeronutronic 
Systems will be in California. 

Gerald J. Lynch has been 

named president of the subsidi- | 
: . He will resign as director of 
Ford’s office of defense products | 
and governmental relations to | 
take over the new post. | 
Breech said he felt the new com- 


DeVilbiss Folder 
Offers Hints on 
Auto Refinishing 


TOLEDO, — DeVilbiss Co. has} 
issued an auto refinishing guide 


visit 





For Research, Manufacturing .. . 
——————————— 


Ford Forms Missile Firm 


scientists and en- | 





containing hints for finer paint jobs 
and outlining the uses of its JGA 
and EGA spray guns. 

It points out that extra cups and 
covers and touch-up equipment are} 
essential basic items of spray guns 
for fast, etncient auto painting. 

The recommended spray gun, it} 
says, is fitted with the auto-refin- | 
ishing cap and tip to handle prim-)| 
ers as weii as finish coats. The com- | 
pany recommends its JGA gun for'| 
such work. 

The foider says an extra set of 
cups and covers is a time saver and 
| a big step toward a better refinish- 
; ing job. A more uniform paint job 
' can be obtained, the folder points} 
out, by mixing, straining and thin-| 
ning all material before beginning | 
the job. 

For small jobs or difficult spots 
to reach, the company recommends! 
its EGA gun. It says the gun’s pat-| 
tern can be reduced to the size of a} 
broad pencil line for quick touchup, 
of small areas without masking. 


New Rich Market 
Seen for Truck | 
Tubeless Tires | 


| 

SANTA BARBARA, Calif. — The} 
tubeless truck tire market will be 
the “great equalizer” of commer- | 
cial tire selling, according to Tom| 
Johnson, Pennsylvania Tire Co.’s 
eastern division manager. | 

Tubeless truck tires are going to 
upset a lot of established buying| 
habits, Johnson told the Califor- 
nia State Tire Dealers Assn. here. 
Truck and fleet operators will need | 
the answers to a lot of new service | 
problems, and their tire business | 
will go to the dealer who gives) 
those answers and offers them ex-| 
Pert service. 

To cash in on this big new mar- 
ket, Johnson recommended the fol- 
lowing three-point program: 

1. Carry as complete an inven- 
tory of tubeless truck tires as you 
can. 

2. Get the “know-how” of tube- 
less truck tire servicing, and pass 
it on to employes. 

3. Use advertising and personal 
Solocitation calls to let customers 
and prospects know that you are 
experts in tubeless tire servicing. 


SKF Names Sutherland 


James H. Sutherland has been 
appointed midwestern regional 
sales manager of S K F Industries, 
Inc. He succeeds Philip A. Carlson, 
tetiring after 33 years of service 
With the company, Sutherland has 

en associated with S K F for 
OVer 12 years. 
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pany “can make an important con- 
tribution, not only to the defense 
of our country, but to the develop- 
ment for peacetime use of the 


Lima Dealers Elect Ellis; 


Smith Heads Darke Unit 


LIMA, O. — The Lima & Allen 
County Automobile Dealers Assn. 
has elected Howard Ellis as presi- 
dent. Other officers are Robert 
Vaniman, vice-president; Paul 
Schneider, secretary-treasurer, and 
L. W. Mannon, manager. 

Donn Smith has been named to 
head the Darke County (O.) Auto- 
mobile Dealers Assn. Other officers 
are Deo Troutwine, vice-president, 
and Paul Wilson, secretary-treas- 
urer. Board members are Bill 
Wright, Ernie Banta, Lester 
Schultz, Clarence Gerlach and 
Harry Warren. 


miracles of science in the fields of 
electronics, physics and nucleonics.” 

Lynch said, “We expect to take a 
missile or other project and see 
it through from its conception to 
its manufacture, and possibly even 
to its utilization and maintenance.” 


When the new firm is ready to 
start production, he said, it will 
either build new plants or use ex- 
isting Ford facilities. 

A seven-man board will direct 
the company. It includes Breech, 
Lynch, Henry Ford II, Andrew 
Kucher, director of Ford’s scien- 
tific laboratory, and Drs. Ernst 
H. Krause and Montgomery H. 
Johnson, of the Systems Research 
group. 

A chairman and a seventh mem- 
ber will be announced later. 

Krause and Johnson are former 
| staff members of the Naval Re- 
|search Laboratory, Washington. 
Krause holds the Navy’s Distin- 
| guished Civilian Service award and 
| helped develop the “Viking” series 
| of guided missiles, 
| Johnson helped design the ther- 
monuclear weapons tested in the 
| Pacific and in Nevada. 

Krause is vice-president, research 
and development, and Johnson is 
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“Great invention, those safety 
belts!” 





director of research and develop- 
ment. 

Another SRC scientist, Dr. Joseph 
V. Charyk, has been named head 
of the aerodynamics and propul- 
sion division. He has been asso- 
ciated with the advisory group of 
aeronautical research and develop- 
ment of the North Atlantic Treaty 
Organization. 





Engine knock can make any new car 
customer squawk like a wet hen 





Be sure to specify 


1 


‘Tractor Replaces 
‘Horse and Mule on 


U.S. Farm Scene 


TOPEKA, Kans. — Like the 
|Indian, the horse and the mule 
|are vanishing from the American 
scene, according to a survey by 
Capper Publications, Inc. 


The survey found 4,731,000 trac- 
|tors on U. S. farms on July 1, 1955, 
and only 4,551,000 horses and mules 
in farm work on Jan. 1 of that 
year. 

The tractor figure has almost 
doubled in 10 years, Capper said, 
while the farm-animal figure de- 
creased 7.6 million between 1944 


|and 1954 and dropped another 9 


percent during the latter year. 
Capper also reported that each 
year American farmers invest some 
$1.5 billion in tractors, machinery 
and farm equipment; nearly $1 bil- 
lion in automobiles and trucks and 
pay about $2.5 billion for the opera- 
tion and maintenance of this equip- 





ment. 


High HP Purelube 


—the high-horsepower motor oil that reduces 
knock caused by combustion chamber deposits 


When a new car customer hears engine knock (detona- 


tion), it’s likely to send him right back to you squawking 


like a wet hen. 


Keep power-robbing, customer-robbing detonation 
under control by specifying High HP Purelube, the multi- 


grade oil. 


High HP is made from special base stocks and an out- 
standing additive combination that reduce combustion 
chamber and spark plug deposits. Fights preignition .. . 
gives longer life to plugs and valves. Reduces octane 


requirement 


So put High HP Purelube in every car you sell and 
service and keep your customers satisfied. 


increase. 


Be sure 


Sales offices located in more than 


with Pure 


500 cities in Pure's marketing area 
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History of Decentralization 
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How the Auto Makers Spread 


(Continued from Page 16) 


DeSoto to its family in 1928, it 
wasn’t until 1935 that it began to 
move away from the Motor City. 

Plymouth opened its Evans- 
ville (Ind.) plant in 1935 and 
Chrysler Corp. went into opera- 
tion at Los Angeles the same 
year. Following World War II 
the corporation opened another 
plant in San Leandro, Calif., but 
that plant is now on a standby 
basis. 

By the mid-’30s Buick, Oldsmo- | 
bile and Pontiac were faced with | 
the same overhead problems of | 


Dealers Warned 
To Be Cautious 


On Tradein Titles 


SALT LAKE CITY.—Utah deal- 
ers have been reminded, in a bul-| 
letin of the Utah Automobile Deal- 
ers Assn., that State law specifies 
that sellers must be able to deliver 
a title at time of sale. 

“Many dealers have made payoffs 
to banks or finance companies only 
to learn to their sorrow that there 
was an additional lien on the ve- 
hicle beyond the one held by the 
finance source,” the bulletin said. 

“In other instances dealers have 
been unable to secure titles prompt- 
ly and, as a consequence, have been 
haled into court and convicted for 
being unable to furnish a title,” it 
continued. 

The association cautioned dealers 
to be careful when paying off an 
outstanding balance on a tradein. 
It suggested that first they find out 
whether the finance source has the 
title in its possession and whether 
there are any other lien holders. 





other manufacturers and began to 


move away from Michigan. 
* * * 


HE B-O-P plant in South Gate, ! 


Calif., was opened in 1936, with 
Buick and Oldsmobile the first pro- 
ducers in operation. Pontiac didn’t 
join the other two divisions in Cali- 
fornia until the following year. 

In 1937, the B-O-P plant was 

opened in Linden, N. J., and by 
1946, Buick, Oldsmobile, and Pon- 
tiac were building cars in what 
is now known as the Kansas City 
(Kans.) B-O-P plant. 


The B-O-P facilities at Wilming | 


ton, Del., were opened in 1947, with 
Pontiac and Oldsmobile 


tion in 1948. 
* * * 


ONTIAC and Oldsmobile also| 
led the way in opening the At-| 


lanta plant in 1947, with Buick join- 
ing the force in 1948. The Framing- 
ham (Mass.) plant was opened in 
1948, with all three makers begin- 
ning production there that year. 


Lincoln and Mercury divisions 
of Ford Motor were the 
manufacturers’ to 
their production activities. 

Lincoln, which got its start in 
Detroit back in 1922, didn’t decen- | 
tralize production until 1948, when 
it moved into Los Angeles, Metu- 
chen, N. J., and St. Louis with Mer- 
cury. The Metuchen and St. Louis 
lines now are strictly Mercury. 


* * * 


TS, HE Lincoln-Mercury division 

opened its Wayne (Mich.) plant 
in 1952. Although Mercury didn’t 
have a plant of its own until after | 
World War II, the division was} 
building cars in Ford division | 
plants in Chicago, Edgewater, N. J., | 
Richmond, Calif., and Dearborn | 
when it started in 1938. A year later | 
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In most 
dealerships it is 


the first | the 
producers. Buick joined the opera-/| with asterisks still have plants in 


last | 
decentralize | 





Standard Operating Procedure 


to supply every salesman and other 
key people with the 


N.A.D.A. OFFICIAL USED 


CAR GUIDE- DO YOU? 


This handy, factual Guide is compiled from continuous dealer 
reports to keep abreast of an ever changing market. Insurance 
companies, banks and allied industries find the Guide a handy 
source for automobile information. 
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MOBILE DEALERS 
Guipe Co. 


Washington 6, D. C 


it began car production in Ford’s 
| St. Paul plant. 

Nash’s venture in California 
began in 1948, when it buiit a 
plant in El Segundo, Calif, Hud- 
son, after its merger with Nash 
in 1954, produced cars at that 
plant until all assembly opera- 
tions of AMC were moved to 
Kenosha last fall. 

Studebaker is the only member 
|of the smaller makers still pro- 
ducing on the West Coast. Con- 
tinental, the latest maker to enter 
the automotive field, produces all 
|its cars at Dearborn. 

Listed below are the sites of as- 
| sembly plants, the year opened and 
manufacturers. Cities marked 





operation. 


Year Site of Plant Manufacturer 

1897 *Lansing Oldsmobile 

1899 Warren, 0, Ohio Automobile Co. 
(Packard) 

1902 *South Bend Studebaker 

*Kenosha Nash 
* Detroit Cadillac 
Warren, 0. Packard 

1903 *F lint Buick 
Detroit Packard 
1908 Detroit Studebaker-E.M.F. 
Flint Buick (GM) 
1909 *Lansing Oldsmobile (GM) 
Detroit Hudson 
*Pontiac Oakland (Pontiac- 
GM) 
1910 Detroit (High- Ford 
land Park) 
1912 *Kansas City, Ford 
Mo. 
Long Island, Ford 
is. We 
Detroit Chevrolet 
1913 *Buffalo Ford 
Chicago Ford 

*Memphis Ford 
Portland Ford 

*Dallas Ford 

*Flint Chevrolet 

1914 St. Louis Ford 
Seattle Ford 
San Francisco Ford 
Philadelphia Ford 
Cambridge, Ford 
Mass. 
Columbus, 0. Ford 
Houston Ford 
Indianapolis Ford 
Los Angeles Ford 
Minneapolis Ford 
Denver Ford 
1915 *Atlanta Ford 
Cincinnati Ford 
Cleveland Ford 
Pittsburgh Ford 
New York Chevrolet 
*Tarrytown, Chevrolet 
N.Y. 
1916 Charlotte, Ford 
N. C. 

*Louitsville Ford 
Milwaukee Ford 
Oklahoma City Ford 
Omaha Ford 
*St. Louts Chevrolet 
*Oakland, Chevrolet 

Calif. 
1917 Fort Worth Chevrolet 
1918 Kearny, N. J. Ford 
*Flint Chevrolet (GM) 
1920 Des Moines Ford 
1922 Detroit Lincoln 
1923. New Orleans Ford 
*Janesville, Chevrolet 
Wis. 
*Norwood, 0. Chevrolet 
1924 Jacksonville, Ford 
Fla. 
Salt Lake City Ford 
Detroit Chrysler 
1925 *St. Paul Ford 
* Norfolk Ford 
Chevrolet 


Mid-Atlantic Show 
Pulls Record Gate 
Of Over 20,000 


PHILADELPHIA. — More than 
20,000 persons attended the Middle 
Atlantic Regional Automotive 
Show, sponsored by over 100 re- 
gional wholesalers from a four- 
state area, it is reported by Michael 
Shapiro, MARA president. 

The recently completed show was 
the most successful in the show’s 
entire history, with attendance ex- 
ceeding pre-show estimates, 
Shapiro said. Wholesalers from 
eastern Pennsylvania, southern 
New Jersey, Delaware and the 
eastern shore of Maryland spon- 
sored the show. 

More than 200 manufacturers and 
jobbers had exhibits at the show, 
which covered over 150,000 square 
feet of space. 

A portable TV set was given 
away each day, as were two grand 
prizes, each a week’s vacation for 
two to Florida. 

Hugh H. Hart, vice-president of 
Bee, Inc., Allentown, Pa. is vice- 
president of MARA. Other officials 
are: Robert S. MacPherson, E. P. 
Rotzell Co., Philadelphia, treasurer, 
and Charles H. Bauer, Tri-State 
Corp., Philadelphia, ‘secretary. 











Year Site of Plant Manufacturer 

1926 *Pontiac Pontiac 
*Sommerville, Ford 

Mass, 

1928 *Chester, Pa. Ford 
*Atilanta Chevrolet 
*Dearborn Ford 

(Rouge 
plant) 
*Detroit Dodge 
*Detroit Plymouth 
*Detroit DeSoto 
1929 *Kansas City, Chevrolet 
Mo. 
1930 *Long Beach Ford 
Calif. 
*Edgewater, Ford 
N. Jd. 
1931 Richmond, Ford 
Calif. 

1933 Chicago Chevrolet 

1935 *Los Angeles Studebaker 
*Los Angeles Chrysler 
“Evansville Plymouth 
*Baltimore Chevrolet 

1936 *South Gate, Buick- 

Calif. Oldsmobile 

1937 *Linden, N. J. Pontiac 

B-0-P Buick 
Plants Oldsmobile 
*South Gate, Pontiac 
Calif. 
(B-0-P 
Plant) 
1938 Chicago Mercury 
Edgewater, Mercury 
N. 4. 
Richmond, Mercury 
Calif. 
Dearborn Mercury 
1946 *Kansas City, Buick- 
Kans. Pontiac 
St. Paul (Ford Mercury 
Plant) 
1947 *Wilmington, Pontiac- 
Del. Oldsmobile 
*Atianta Pontiac- 
Oldsmobile 
1948 San Leandro, Chrysler 
Calif. 
Wilmington, Buick 
Del. (Now 
B-0-P) 
*Atlanta (Now Buick 


B-0-P) 


Framingham, Oldsmobile- 


Mass. (Now Buick- 
B-0-P) Pontiac 
El Segundo, Nash 
Calif. 
*Los Angeles Mercury- 
Lincoln 
Metuchen, Mercury 
Yd. 
Metuchen, Lincotn 
N. 4. 
*St. Louts Mercury 
St. Louis Lincoin 
1952 *Wayne, Mich, Mercury 
*Wayne, Mich. Lincoln 
1954 *Kenosha, Wis. Hudson 
El Segundo, Hudson 
Calif. 
1955 *Dearborn Continental 


*San Jose, Ford 
Calif. 
*Mahwah, N. J. Ford 








Veterans of Foreign Wars 
of the United States 


Poppy Day— 


Once again the automotive industry 
has joined in the support of the annual 
Veterans of Foreign Wars Buddy Poppy 
campaign. The sale of these symbolic red 
flowers will continue until Memorial Day 
(May 30). 








Birmingham Unit 


Adopts Ad Code 


BIRMINGHAM. — The Birming- 
ham Automobile Dealers Assn. has 
adopted an advertising code pat- 
terned on the NADA-suggested 
standards. It bans misleading 
phrases and ads which tend to 
picture new cars as distress mer- 
chandise. 


On prices, the code says no ads 
shall offer new cars or accessories 
below the manufacturer's suggested 
list price. Freight or destination 
charges and excise tax must be 
included in the dealer-advertised 
prices. 


Comeons in the form of terms 


|}and downpayments are banned and 


and type of insurance coverage. 


the code stipulates that ads men- 
tioning payments must state the 
number of months, finance charges 








BUILD CUSTOMER SATISFACTION 
AND PROFIT WITH 








You can charge more for LUBRIPLATE Lubrication Service 
because you’re actually giving your customer a better grease 
job. He will fairly feel how much smoother his car runs and 
will have fewer repairs and parts replacements. LUBRIPLATE 
Lubrication Service will bring customers back to you again 


and again. 





Newark 5, N. J. 


Many motorists already know LUBRIPLATE 
Lubricants. They use them in their shops, in 
their homes and on their guns and fishing 
reels. It will pay you to find out more about 
LUBRIPLATE Lubricants. Ask for our Service 
Franchise Deal. Write today. 


LUBRIPLATE HDS MOTOR OIL keeps 
the motor cleaner and smoother run- 
ning. Results in fuel economy. 


LUBRIPLATE DIVISION, Fiske Brothers Refining Co. 


Toledo 5, Ohio 
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Curtice Cuts Forecast, 
Raps FRB Policy 


(Continued from Page 1) 


“are not as high as we'd like, are 
lower than last year but are still 
substantial.” 

2. Domestic truck deliveries 
this year should total 950,000, 
only slightly less than one mil- 
lion he predicted in January. 

3. Prices will undoubtedly rise on 
1957 GM cars, in view of higher 
labor and material costs. 

4. GM’s capital expenditures this 
year will exceed $1 billion. 

* * * 

SKED about Studebaker- 

Packard’s financial troubles, 
Curtice said GM desires that 
smaller makers stay in business. 
But he said that the industry would 
remain fiercely competitive even if 
S-P dropped out of the auto busi- 
ness. 

Curtice said GM has no plans 
to introduce a revolutionary car 
in the foreseeable future, noting 
that experiments with a rear- 
engined car have not proved 
satisfactory thus far. 

He revealed that GM has added 
200 more four-year college scholar- 
ships to its annual program, 
making a total of 1,600 scholarships 
provided each year. 

Exports continue to drop each 
succeeding year, Curtice noted, due 
to stricter money regulations in 
various countries. He said GM is 
building up its share of the export 
market by increased production in 
its foreign plants. 

* * * 
T THE dedication ceremonies 
Wednesday, Curtice warned the 
nation that its survival may depend 
upon “more emphasis on basic re- 
search.” 

Speaking with President Ejisen- 
hower over an international closed 
circuit telecast, Curtice said 
stepped-up technological progress 
was essential to the continuance 
“not only of American leadership in 
the free world; but of the demo- 
cratic processes themselves.” 

President Eisenhower spoke from 
the White House in Washington 
over a closed circuit television net- 
work which carried his remarks 
and those of Curtice to 20,000 busi- 
ness and professional leaders at 
Technical Center dedication meet- 
ings in 61 cities in the United States 
and Canada. 

Also speaking on the telecast, and 
with Curtice before 5,000 guests at 
the Technical Center, were Dr. 
Lawrence R. Hafstad, GM vice- 
president and director of its re- 
search staff, and C. F. Kettering, 
GM research consultant. 

The nearly 5,000 GM scientists, 
engineers, stylists and other per- 
sonnel who work at the Technical 
Center, Curtice said, are embark- 
ing upon a “well-balanced pro- 
gram with increasing emphasis 
upon fundamental research.” 

“We believe that greater empha- 
sis on the search for fundamental 








inevitably represent a good invest- 
ment in tomorrow for the benefit 
of our country and for General 
Motors,” he said. 

Curtice cited a number of contri- 
butions to progress made possible 
by GM’s “inquiring mind” attitude 
since it first established a small re- 
search department in 1911. 

These include “Freon,” the first 
non-toxic, non-inflammable _re- 
frigerant, which Curtice called “the 
greatest forward step ever taken in 
the electric refrigeration field;” the 
discovery that tetraethyl lead elimi- 
nates engine knock; the two-cycle, 
lightweight diesel engine; auto- 
matic transmissions; the V-8 higher 
compression engine; styling ad- 
vances such as the two-door and 
four-door hardtops and the pano- 
ramic windshield; and, in non-com- | 
mercial areas, the mechanical heart, 
used in delicate heart operations, 
and the Centri-Filmer for sterilizing | 
blood plasma, polio vaccine and 
other liquids. 

* = * 

M’s NEW Technical Center will 

be a powerful force in a “chain| 
reaction of progress,” Dr. Hafstad 
said. 

“We are in the middle, or more 
likely in the beginning of a second) 
industrial revolution,” the GM vice- 
president said. “Insofar as tech- 
nology is concerned, the road ahead 
is clear. With wisdom brought to 
bear upon all the problems of our 
society, this second industrial revo- 
lution will not stop until the 
standard of living of the entire 
world has been raised to new high 
levels.” 

On display in the five staff build- 
ing groups—Styling, Research, En- 
gineering, Process Development 
and Service—were typical examples 
of what goes on “within the walls” 
of the Center. 

Guests saw an assembly ma- 
chine which puts together 75 
parts of a cylinder head mechani- 
cally. The semi-automatic: ma- 
chine is 137 feet long. Later it 
will go to work at Oldsmobile. 

Another demonstration was lab- 


Allen Markets 
2 New Testers 


KALAMAZOO, Mich. — Two new 
items of test equipment said to per- 
form basic tuneup tests on engines| 
are being offered by Allen Elec-| 
tric & Equipment Co. 

Both the “Powr-Tuner” and the 
“Uni-Tuner” are combination 6/12 
volt design. 

The Powr-Tuner utilizes printed- 
circuit design, and has four. caster-| 
type wheels. Storage compartment 
below. provides ample space for) 
tuning instruments and tools. 

The Uni-Tuner weighs only 26 
pounds and can be mounted on the} 
radiator of the car being tested, or| 





scientific truth and principles willon the new Uni-Stand. | 


Old Timers Get Together— 





Nearly 3,000 years of automotive experience was represented in the combined 
service of the 85 persons who attended the Automobile Old Timers dinner in Rich- 
mond, Va. Pausing to recall the “good old days" are, from left, Warren King, Life 
magazine representative; Jack R. Davis, vice-president, Ford Motor Co.; Virginia Gov. 


Thomas B. Stanley; Tom Milton and Tom Frost, president, Virginia Council of AOT. 








A Chrysler With an Italian Look— 


A pretty visitor to the 38th annual Turin (Italy) Auto Show admires the ultramodern 
lines of a Chrysler with a body designed by the Ghia Co., Turin. The American car 
is one of 450 from 13 countries participating in the show. 
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81 
tion which operates and maintains 
facilities and services for Techni- 
cal Center as a whole.) 

* * * 
LTHOUGH GM divisions con- 
duct perhaps 90 percent of their 
own engineering and research pro- 
jects, their concentration is on 
short-range or production problems. 

At the Technical Center, the em- 
phasis is on advanced engineering 
and research. 

Styling and design of products 
is a consolidated activity handled 
exclusively at the Technical Cen- 
ter, although the divisions — par- 
ticularly the car, truck and home 
appliance divisions—maintain sepa- 
rate studios and exercise strong 
powers in accepting or rejecting 
designs. 

The center’s landscape has a 
campus-like atmosphere. Its 
buildings, none higher than three 
stories, have functional lines of 
contemporary architecture, utiliz- 
ing structural steel framing that 
emphasizes large glass areas for 
natural lighting. In dramatic con- 
trast. to the neutral sides are end 





oratory road testing with a “bump 
and shake” rig, together with a 
complete chassis dynamometer. 
One of GM’s many contributions 
to defense, the T101 gun carrier, 
was shown for the first time since 
its declassification. It was designed 


|and built by Engineering Staff. 


Another interesting exhibit was 
the “flow table” where thousands 
of gallons of water rush by turbine 
blades to check flow patterns. Also 


displayed was a cutaway version | 


of Firebird II, GM’s latest experi- 
mental gas turbine automobile. An- 
other display demonstrated, step by 
step, just how the body of the Fire- 
bird was designed and developed. 

Festivities at the Center were 
planned around a “family picnic.” 
Chefs worked throughout the night 
preparing 5,000 fried chicken box 


lunches. A huge tent was erected | 


for a “cook house,” and the serving 


area laid out along a 22-acre artifi- | 


cial lake around which the Center’s 
buildings are grouped. 
z * * 


AST week’s formal dedication 

climaxed almost 11 years of 
preparation for GM’s_ Technical 
Center. 

First announced on July 24, 1945, 
by Chairman Alfred P. Sloan jr., a 
ground-breaking spade turned the 
first sod Oct. 23 that year on a 
320-acre site north of Detroit, near 
Warren, Mich. Postwar shortages 
of steel and the Korean war de- 
layed actual building until July, 
1949, when the Engineering build- 
ings started to rise. 

Styling moved into its new 
quarters on Sept. 16, 1955, which 
date for all practical purposes, 
unofficially marked completion of 
the Tech Center. 

Ranked as one of the world’s 
great industrial 
GM’s Technical Center includes 25 


buildings; it is the workshop of 
more than 4,000 engineers, re-| 
searchers, stylists, designers, me- 


Roads 


(Continued from Page 8) 

ous precedent, asserting that 
highway construction never be- 
fore has been placed under its 
provisions. 

In the House discussion, Rep. 
Howard W. Smith, Virginia Demo- 
crat, alleged that the prevailing- 
wage principle had been improper- 
ly applied by the Department of 
Labor on several construction 
projects in his state. The alleged 
misapplications boosted the cost 
considerably, he said. 

Another argument was presented 
by Rep. Bruce Alger, Texas Repub- 
lican, who said the Davis-Bacon 
section was not necessary. 

“I do believe,” he told the House, 
“that any state that is going to 
spend 90 percent of the Federal 
money is going to underpay its 
workers in their respective states. 
I submit they will not.” 

He also contended that in in- 
corporating the Davis-Bacon pro- 
vision into its bill, the House 
Public Works Committee had in- 
vaded the field of the 
Labor Committee. 

Referring to the failure of the 
1955 road bill, he warned: “Last 
year, the Public Works Committee 
usurped the functions of the House 
Ways and Means Committee with 
wasteful and unproductive results.” 


research centers, | 


House 


| Technical Center, another of which 
|is Technical Center Service Sec- 











. | walls of glazed brick in bright 
chanics, machinists and other spe-| reds, blues, yellows and oranges. 
cialists. Various building groups range 

GM President Curtice describes| along three sides of a 22-acre ar- 
the new center thusly: | tifiicial lake. Dominating the sky- 

“There are no ‘todays’ at the|line is a 140-foot, 250,000-gallon 
Technical Center. This is our in-| stainless steel clad water tower 


vestment in ‘tomorrows’.” supported by three columns stand- 





mite Ure Le ing in the northeast corner of the 
Bee speaking, central staff | lake. 
operations at the Technical At the north end of the site are 


several special purpose structures, 
such as a Gas Turbines Research 
building, Research Wind Tunnel 
and Research Isotope laboratory 
for work with radioactive ma- 
terials. 

Along the eastern border of the 
site is a one-mile check road with 
turnaround loops at the north and 
south ends. It is used to give en- 
gineers quick answers to engineer- 
ing questions as they work on de- 
velopment vehicles, usually prior to 
assignment to GM Proving Grounds 
for comprehensive tests. 

Major building groups are con- 
nected by more than a mile of un- 
derground tunnels. Above ground 
the site has approximately 11 miles 
of roads. Large parking zones, 
screened by trees and shrubbery, 


Center are organized along these 
general lines: 

Research Staff — Develops the 
kind of fundamental information | 
which may prove useful to any of 
the technical groups within GM. 
Its work encompasses metallurgy, 
chemistry, physics and many phases 
of mechanical engineering. In addi- 
tion, its specialized facilities and 
personnel are made available to 
GM divisions for service problems. 

Engineering Staff—Concentrates 
on long-range development work 
with automotive engines, suspen- 
sions, automatic transmissions, 
body structures, ordnance vehicles 
and vehicle components, It investi- 
gates special design projects be- 
yond the research stage but not 
close enough to production to jus- 
tify divisional development. This| are situated beside each building 
staff also furnishes special facilities | group. 
and engineering services to various hn 
GM divisions, and also has a group (THE four vice-presidents heading 
working on future projects in the staffs at. the Technical Center 
home appliance field. have a total General Motors service 

Styling—Serves as central styl- | record of approximately 95 years. 
ing and design staff by main- Only one—John J. Cronin, vice- 
taining separate studios for each | president in charge of the manu- 
of GM’s automotive divisions — | facturing staff—is a native De- 
Chevrolet, Pontiac, Oldsmobile, | troiter. He has been a GM employe 
Buick, Cadillac and GMC Truck | 38 years. 
and Coach, Other styling groups Harley J. Earl, vice-president 
serve Frigidaire division and | in charge of styling, is a native 
other GM non-automotive divi- of Los Angeles, and has been 
sions. with GM 29 years. 

Process Development Section — Charles A. Chayne, who was born 
Works on engineering studies and|at Harrisburg, Penn., joined GM 
experimental exploratory projects| more than 26 years ago. He is vice- 
to improve manufacturing tech-| president in charge of engineering 
niques and processes that, in turn, | staff. 
improve plant efficiency, increase The vice-president in charge of 
quality and lower cost of products.| research staff, Dr. Lawrence R. 
(Process Development is one of five| Hafstad, became a member of 
Manufacturing Staff sections at|GM’s top management about nine 
months ago. He is a Minnesotan, 
born at Minneapolis. 





: Auto Sales = 





Teen-Aged Automobile Salesmen— 
West Side Auto Sales (Ford), Cleveland, has organized a force of 20 high school 


seniors to conduct a door-to-door campaign to sell automobiles. Equipped with 
indentification cards and promotional kits,,the boys are sent into a neighborhood on 
the heels of newspaper and direct mail advertisements announcing their arrival. As 
a result of the campaign, C. E. Northup, West Side president, says the boys are 
gaining sales experience, the dealership is making new acquaintances and salesmen 
are writing orders. 
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Salesmen Picket... . 
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Minneapolis Dealers 
Hit by Quickie Strikes 


By Joseph M. Callahan 
Staff Writer 


—— that the dealers have 


County Automobile Dealers Assn., 
providing for a five-cent hourly in- 
crease beginning May 1, 1956, and 


failed to bargain in good faith,| 4 10-cent boost Oct. 1, 1957. 


Minneapolis auto salesmen have 
called a series of hit-run strikes 
against members of the Minneapo- 
lis Automobile Assn. 

Thus far, the strike has affected 

only a portion of the 

46 members of the 

association, The 

picketing began 

along Lake St. (auto 

row), extended to 
the north side of Minneapolis and 
later spread to the loop area. 

John Brennan, business agent for 
Local 1086 of the Retail Clerks 
Union, said salesmen in all 46 deal- 
erships were on “standby,” await- 
ing union orders to walk out. 

Last March Local 1086 won a 
National Labor Relations Board 
representation election for 525 
salesmen in the dealerships and 
has been attempting to negotiate 
a contract since that time. 

The union has filed charges with 
the NLRB that the dealers have 
failed to bargain in good faith. Rep- 
resenting the dealers in the nego- 
tiations is Robert T. Lee of the 
Associated Industries of Minneapo- 
lis. 


* * * 


No Strike Notice Filed 


ORMALLY a union files a strike 

notice with the Minnesota state 
labor conciliator before calling a 
strike. No such notice was filed in 
this case, and the labor concilia- 
tor’s office said that unions dealing 
with firms engaged in interstate 
commerce were not required to 
notify the state. 

The 46 dealerships’ mechanics, 
members of the Teamsters Local 
974, are working and Teamster offi- 
cers said they would continue to 
pass through the picket lines. The 
Teamsters recently conducted an 
unsuccessful campaign ‘to organize 
the Minneapolis salesmen. 

One labor source said the by- 
passing of the picket lines had 
the approval of James R. Hoffa, 

who heads the Central Confer- 
ence of Teamsters, which in- 
cludes Minneapolis. This source 
viewed the Minneapolis action as 
an extension of the national feud 
between the Teamsters and other 
members of the AFL-CIO. 

On the day before the surprise 
strikes began, a telegram was sent 
to each dealer asking that the 
dealers meet with the union. Ander- 
son said the dealers replied that 
they would meet with the union at 
any convenient time. 

Manford Anderson, president of 
the association, said, “We are .con- 
fused. It is strange that we were 
not given the same courtesy that 
other unions have extended in first 
going through concilation services.” 

* * * 


Dealerships Excluded 


EANWHILE, R. L. Warkentin, 

Kansas labor commissioner, has 
ruled that eight Fort Scott (Kans.) 
dealerships are outside the labor 
jurisdiction of both Kansas and the 
U.S. 

The International Assn. of Ma- 
chinists is attempting to organize 
the approximately 50 mechanics at 
the eight dealerships. 

Warkentin, designated by a 1955 
law as the supervisor of representa- 
tion elections, said the firms do 
enough interstate business to put 
them outside the Kansas law and 
that they are beyond NLRB juris- 
diction because they don’t do 
enough interstate business. 

In Seattle, the Machinists Union 


has rejected the offer of the Kings | 


5 S. D. Dealers Running 


SIOUX FALLS, S. D.—(UTPS)— 
Five South Dakota dealers have an- 





nounced that they are candidates 
for posts in the South Dakota 
House of Representatives. They are 
Leo Schirber, Mobridge; George 
Fillbach, Faulkton; Louis Harding, 
Pierre; Joseph Snyder, Eagle Butte, 
and Dexted Gunderson, Irene. 


Mechanics at a Buffalo dealer- 
ship, Lamont Wray, Inc. (Chrys- 
ler-Plymouth), have received a 
10-cent raise retroactive to Apr. 
14 and will receive another boost 
Oct. 15. The workers are repre- 
sented by Local 55 of the United 
Auto Workers. ~ 


The International Assn. of Ma-| 
chinists recently announced that it 
has won representation elections at 
the following firms: Scott Motors 
(DeSoto-Plymouth), Campbell Mo- 
tors and Sheppard Motor Co., all of 
Kansas City, and White Motor Co., | 
Akron. 


Steel Union Shapes Demands 


a. week the international wage 
policy committee of the United 
Steel Workers met to determine its 
1956 demands for the union’s 650,- 
000 workers in the basic steel in- 
dustry. 

In shaping up what are ex- 
pected to be the most costly de- 
mands in the industry’s history, 
the committee immediately agreed 
on the need for substantial wage 
increases and premium pay for 
weekends. 

Also to be discussed are proposals | 
for 52-week supplemental unem- 
ployment benefits, improved pen- 
sion, welfare and insurance plans 
and a union shop. The contract 
expires June 30. 

Contracts covering 600,000 other 
union members, employed by fabri- 
cators and miscellaneous companies, | 
will expire later this year. Their 
agreements usually follow the pat- 
tern reached in the basic steel 
industry. 

+ * 


Reuther Hits Leaders 


AST week Walter Reuther, UAW 

president, continued his public) 
castigation of the auto industry 
leaders for the rising unemploy- 
ment in the industry. 

Reuther asserted, “The short 
work week being resorted to by the 
General Motors and Chrysler cor-| 
porations means spreading the bur-| 
den of unemployment on the backs} 
of the workers and also conceals 
the seriousness of the current un- 


|employment situation in the auto- 
| mobile industry. 


“These laid-off workers are vic- 
tims of the reckless, irresponsible 
scheduling of production on the 
part of the industry in 1955—a 
scheduling which produced the 
record 750,000 unsold cars at the 
end of 1955 and has now pushed 
the inventory of unsold cars to 
900,000 in 1956.” 

He added that the fall-off in sales 
—estimated to be 16 percent below} 
1955 sales—is partly due to the “in-| 


sane competitive struggle” in 1955.) ' 
He said high-pressure selling in-| | 


flated 1955 sales and chopped off a} 


| large share of the 1956 market. 1] 


Reuther said the union had pro-| 


posed a conference of the UAW) ' 


and industry leaders to find a solu- 
tion to the unemployment problem | 
but so far had received no replies. | 

* * * | 


Ohio Turns Down GAW 


AST week, James R. Tichenor, | 

head of the State Bureau of 
Employment Compensation, said 
that the guaranteed wage cannot} 
go into effect in Ohio unless union | 
contracts are changed or legisla-| 
tive action is obtained. 

He said that existing law re- 
quires that a worker’s State bene- 
fits be reduced by the amount he 
would receive from any supple- 
mental unemployment fund. 

In Detroit last week, some 2,200 
Packard workers in UAW Local 

190 voted unanimously to cooper- 
ate with management in an effort 
to find a solution to problems now 
facing the corporation. 

The union’s Studebaker-Packard 
department also called on the Fed-| 
eral Government to allot defense| 
orders to the company “to save| 
jobs of thousands of our members 
and to keep the company from go- 
ing out of business.” 
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Dodge Dealers Plan Sales Campaign— 


More than 60 Dodge dealers from Oregon and Southern Washington meet with | 
factory officials in Portland, Ore., to plan a sales program for the coming months. 
Dealers will compete for four all-expense-paid vacations to Hawaii. Following the 
meeting, the dealers were hosted at a luncheon by K. F. Collins, Dodge Portland | 


regional sales manager 





Given Key to City ... 


Buffalo Hails Marjorie 


By George E. Toles 
Staff Correspondent 


BUFFALO. — Members of the 


ous gifts were presented during the 
ceremony. 
Responding, 


the energetic Miss 


trade from all parts of the country| Baker recalled early days of her 


paid tribute to Marjorie M. Baker, | work with the association and noted 


executive secretary of the Buffalo| that she has served under 17 presi- 
Automobile Dealers Assn., at the| dents and 66 directors. She intro- 


annual banquet and election of the | 
group last week. 

The occasion marked Miss 
Baker’s 25th anniversary as exec- 
utive of the Buffalo dealers. Mayor 
Steven Pankow, a Buffalo Dodge 
dealer, presented Miss Baker with 
a key to the city. She also was| 
honored by Sperry W. Miner, Buf- | 
falo Oldsmobile dealer and presi- 
dent of the New York State Auto- 
mobile Dealers Assn. 

Edward E. Tunmore, Oldsmo- | 
bile dealer and president of the | 
City association, praised Miss | 
Baker’s “outstanding service at 
the local, state and national 
levels” and said she has been | 
“a tremendous asset to the auto- 
mobile business.” 
Congratulatory messages were | 
received from executives of the} 
National Automobile Dealers Assn. | 
and other members of the trade} 
across the country, with whom Miss 
Baker has been associated. Numer- | 


Auto Ads Giving | 
Profit Bad Name, 


Says Whitbread 


MINNEAPOLIS. — “Profit is not 
a dirty word,” according to B. F. 
Whitbread, hoists and bodies sales 
manager, Gar 
Wood Industries, 
Inc., who pointed 
to the automotive 
industry as the 
best example of 
what happens 
when a _ business 
is defensive about 
profits. 

Whitbread, 
speaking to the 
a . Associated Gen-| 
B. F. Whitbread eral Contractors 
of Minnesota, said that it was liter- 
ally true that profit has become a 
dirty word today. 

“Strangely enough,” he said, “it | 
is often the businessman ‘himself, 
rather than the consumer who is to 
blame.” Pointing at the automo- 
bile industry, he said selling at cost 
has become a popular phrase. 

“In some cases,” he added, “the 
phrase ‘selling below cost’ is used.” 
As a result, said Whitbread, the 
public is keenly conscious that the 
auto retailer apparently does not 
feel justified in asking a price that 
includes a profit for himself. 

“It should be obvious,” he said, 
“that the businessman who helps 
promote this attitude is not only 
hurting himself but in the long run 
is jeopardizing the entire economy. 
It would seem the least anyone 
of us can do is to assert his own 
demand for a fair and a just profit 
for all.” 


é 





| said 





duced many of these from the audi- 
ence, 

Tunmore was reelected presi- 
dent of the Buffalo association 
for the ensuing year. Also re- 
named by the board of directors 
for second terms were Chester 
G. Daetsch, vice-president; Mar- 
tin J. Echtenkamp, secretary, and 
Anthony L. LaMastra, treasurer. 
Elected to serve three-year terms 


on the board were Tunmore, 
Daetsch, LaMastra, Edward D.| 
Aschbacher, George C. Ostendorf 


and John H. Erhart. 

Birkett L. Williams, 
Ford dealer and secretary of 
NADA, warned the Buffaloans to 
study each phase of their opera- 
tions in an effort to get all depart- 
ments on & profitable basis. 

Williams said the used-car 
operation “has broken more 
dealers” than any other factor 
in the business. 

On the parts operation, Williams 
“this is one department the 
dealer can run without factory in- 
terference.” 

He said that most service depart- 


|}ments do not show enough profit 


and that service is viewed by many 
dealers as the stepchild of the busi- 
ness. 

“Your shops are going to become 
more important all the time,” said 
Williams, “because cars are getting 
more complicated. The independent 
garage is on the way out. It’s up 
to the dealer to get this service 
business.” 

The speaker also suggested that 
dealers could get into such profit- 
able sidelines as car leasing, fi- 
nancing and insurance to im- 
prove profits, 

“It’s time the dealer started mak- 
ing some money in this business,” 

said Williams. 


Hahn Leaves GM 


To Head Walker 


RACINE, Wis. — Rea I. Hahn, 
former General Motors executive, 
was elected president of Walker 
Manufacturing Co. here last week. 
Walker manu- 
factures automo- 
tive exhaust 
systems, jacks 
and oil filters. 

Hahn, who has 
been with GM for 
the past 22 years, 
succeeds Chester 
C. Moss, who re- 
tired recently be- 
cause of health. 
: Hahn had served 

Rea I. Hahn with Delco-Remy 
and Rochester Products divisions. 
He is a graduate in engineering 
from Purdue University. 


| 
Cleveland | 


Industrial Merger, 
‘Roundup Lists 


‘New Purchases 


A roundup of corporate mergers 
and acquisitions, proposed and 
completed, follows: 


Mohawk-Odel 


Mohawk Foundries, Inc., Cleve. 
land, has announced purchase of 
Odel Die Casting Corp., Detroit, 
Odel will be operated as a subsid- 
iary of Mohawk. 

It was said by Mohawk 
Odel’s facilities will 


that 
give a die- 


casting capacity of 400 to 1,000 tons 3 
and tie in with Mohawk’s labora- | 


tory, heat treating, impregnating 
and other basic departments. 
+ * * 


Tide Water-Sagamore 


Tide Water Associated Oil Co, 
has purchased the assets of Saga- 
more Oil & Tire Co., a Tide Water 
distributor and independent oil 
marketer in Jefferson County, N. Y. 
With the purchase, Tide Water ac- 
|quired a bulk plant, two service 
stations and several dealer ac- 
counts. 
} * * 


Textron-CWC 


Shareholders of Campbell, Wyant 
& Cannon Foundry Co., Muskegon, 
Mich., have approved the sale of 
the company to Textron American, 
Ine. The foundry company has six 
plants in Michigan and its,volume 
of business last year was nearly 


$34.7 million. 

Carl E. Allen will continue as 
president of CWC, and all other 
officers and personnel will be re- 
tained. 

. + . 
Tide Water-Holt 
| Tide Water Associated Oil Co. 


|has purchased the assets of Holt 
Oil Co., Federalsburg, Md., a Tide 
Water distributor. Holt’s assets in- 
clude service stations, four water 
terminals, five inland bulk plants, 
the company’s Federalsburg main 
|office building, approximately 75 
motor trucks and cars and miscel- 
laneous other properties and facil- 
ities. 
* * 


Addressograph-Buckeye 
J. B. Ward, president, Addresso- 


graph-Multigraph Corp., has an- 
nounced acquisition of Buckeye 
Ribbon & Carbon Co., Cleveland, 


through purchase of all outstand- 
ing shares. Buckeye will retain its 
corporate identity and will operate 
as a wholly-owned subsidiary com- 
pany of Addressograph-Multigraph. 
Buckeye’s president, Frank M. Pol- 
lock, its majority shareholder, has 
announced his intention to retire 
from active participation in com- 
pany affairs. 
* * 


Auto-Lite-Reading 


Completion of arrangements for 
the purchase of the business and 
plant of Reading Batteries, Inc., 
Reading, Pa., by Electric Auto-Lite 





Co. has been announced by officers 
of the two firms. 
Reading will become the Reading 
Batteries division of Auto-Lite. 
* * » 


‘Pressed Metals-Bantam 


The merger of Pressed Metals of 
America, Inc., and American Ban- 
tam Car Co., Butler, Pa., has been 
announced jointly by officials of 
the two firms. 

The American Bantam listing on 
the American Stock Exchange is 
being changed to Pressed Metals of 
America, Inc. 

Pressed Metals will continue to 
manufacture its regular line of au- 
tomotive parts at its present loca- 
tions and under the same manage- 


ment. 
* cd cd 


Monroe-Air Applicators 


Monroe Auto Equipment Co., 
Monroe, Mich., has purchased the 
power steering business of Air Ap- 
plicators, Inc., Portland, Ore. The 
truck product will be renamed 
Monroe Air-O-Steer. 

E. G. Hanson and A. R. Daniels, 
owners of Air Applicators, will join 
Monroe. Operation of the Portland 
plant will be continued and new 
facilities will be made available at 





Monroe, the purchasing company 
said. 

Wondering how new-car and truck pro- 
duction and sales are making out? AUTO- 


MOTIVE NEWS gives you the entire story 


| every week throughout the year. 


toric tsecalle Mbt yr. 


J sl Ate ncRNA So i li Bl Pi to BA. 


Si se 





u 


a 


aS soe 


Cn 


tu 








wy 





rgers 
and 





‘leve. 

-€ 
troit, 
bsid- 


that 
die- 
tons 
20ra- 
ating 


iq 


Co. 
aga- 
‘ater 

oil 


AW 
=; 
ene Loe 


r ac- 
vice 
ac- 


yant 
gon, 
> of 
can, 
} six 
ume 
arly 


/ as 
ther 
re- 


folt 
Tide 

in- 
ater 
nts, 
ain 


cel- 
icil- 


“ = ecm ais (i ht wna NSA Sot ab le he 


$SO- 
an- 
eye 
ind, 
nd- 
its 
‘ate 
»m- 
ph. 
ol- 
has 
tire 
ym- 


for 
and 
nc., 
site 
ers 





ing 
















AUTOMOTIVE NEWS, MAY 21, 1956 





As Sales Gimmicks Multiply . . . 
Dealer Turns to Flagpole Sitter 


By John K. Teahen jr. 
Staff Writer 
oe ancient and all-but-forgotten 
art of flagpole sitting has turned 
its crowd-catching abilities to the 
auto business. 

In Springfield, IL, R. E. Broe, 
Inc. (Dodge-Plymouth), installed 
“Senator Foglight” atop an 80- 
foot pole and promised, “He will 
not come down until we sell 300 
new cars.” Discounts of $1,000 
were offered. 

The Broe promotion is one of the 
most unusual of the season, but 
there is no lack of gimmicks and 
giveaways as the nation’s dealers 
search for ways to stimulate a 
sluggish market. 

* * * 

ALDER BUICK, Gladstone, Ore., 

decided Mother must be tired of 
the annual mid-May gifts of flow- 
ers and candy. The firm announced 
a “Mother’s Day special on the 1956 
Buick.” | 

A Kiddie Corvette for Junior | 
accompanied each new-car pur- 
chase at Coyne-Evans Chevrolet | 
Co., Pittsburgh, and Francis Ford, 
Portland, Ore., offered to refund 


Se scidietinds Suit 
On Tubeless 
Tires Begins 


BALTIMORE. — The biggest 
patent-infringement trial in the 
rubber industry in more than a 
decade began here last week in the 
Federal Court of Judge R. Dorsey 
Watkins. 

B. F. Goodrich Co. has charged 
that U. S. Rubber Co. violated pat-| 
ent rights held by Goodrich on cer- 
tain construction features of tube- 
less tires. 

Goodrich asked the court to en-| 
join U. S. Rubber from making 
tires in the future in violation of 
the Goodrich patents and to compel 
U. S. Rubber to pay a royalty to 
Goodrich for tubeless tires already 
made in violation of the patents. 

A similar patent-infringement 
suit has also been filed by Goodrich 
against Firestone Tire & Rubber 
Co. and Rubber Co. of the U. S. in 
the district court in Cleveland. 


DOES CAR WASHING 


Tie you up ? 




















| sacrificing other important quali- 





cut washing time with 






e Easy action stain- 
less steel ball 
bearings 

@ New triple seal 
packing. NO 
LEAKS 

e Zerk fitting 
lubrication 

e@ Primary seal—No 
CAUSTICS enter bearing 


You can install this 
convenient new swiv- 
el in just minutes— 
end the time wast- 
ing mess of tangled 
binding hose. Ship- 
ped with elbows and 
adapters—you merely 
odd desired length of 34’ pipe for swing 
arm. New rugged design assures years of 
trouble free service for automobile and 
truck wash racks, 

Order from your jobber or direct from, 


The 


on :) 
MILWAUKEE 





rden 
MP AN 


3811 Kinnickinnic Ave. 
Milwaukee 7, Wis. 





ie 
Cc 





the purchase price to the buyer 
who best completed the state- 
ment: “I bought my new Ford at | Atlas stipulated, however, that 
Francis Motor Co. because . . .” | the buyer would get the extras only 
Free accessories — up to $806|if they already were on the car he 

worth of them—were mentioned by | chose. 

Atlas Motors (Dodge - Plymouth), | SS 

Cincinnati. The extras included au-| @ANFORD (Dodge- Plymouth), 

tomatic transmission, radio, heater | Pittsburgh, offered 1956 models 


and power steering, brakes, seats 
and windows. 





Swedes Boost Output... 


Volvo Aims at 55,000 


GOTHENBURG, Sweden.—Volvo, | PV 444 in Sweden has been Volvo’s 
maker of the PV 444 sedan, is aim- | unique guarantee. Under its terms, 
ing at production of 55,000 units is aa a . of 

: : ve years to pay all repair charges 
Sa an ae - many | above $40 wineh are the wait of 

| accidents. 
Out of 46,850 cars assembled Fer each car sold with the 


in 1955, some 30,000 were sold in 
E guarantee, the company sets 
Sweden. The rest were exported. aside a certain sum, which has 
Volvo sales in Sweden currently a af isti 
are running about 31 percent of | been determined statistically, to 
cover repairs. So far, this fund 


the market. h th 4 
| has been more than ample to take 
Today, a sedan rolls off the as- © of all cdaims. 


sembly line here every 4% minutes, 5 : 
and production is being stepped up Volvo is now making a de- 
termined effort to crack the U. S. 


to one every 3% minutes, or 750) 
per week. Every 10 minutes sees|™market. The U. S. model of the 
PV 444 has a 70-horsepower engine 


the completion of a station wagon, | # : 
every 15 minutes a truck and every | instead of the 5l-horsepower job 
sold elsewhere. 


30 minutes a bus chassis. 
One of the sales boosters: for the 


Ford Engineers 
Sound Warning 


On Octane Hikes 


MONTREAL.—The development 
of higher octane gasolines is desira- 
ble only if it can be done without 


ties, two Ford Motor Co. engineers 
told the mid-year meeting of the | 
American Petroleum Institute. 


The warning was contained in a 
paper read by A. E. Cleveland, 
chief development engineer. R. I. 
Potter, section supervisor, Ford en- 
gineering staff, was co-author of 
the paper. 

A problem of higher-volatility 
fuels, they said, is a possible de- 
crease in mileage since a gallon of 
such fuel of low specific gravity 
does not contain as much energy 
as a gallon of higher specific grav- 
ity fuel. 

In addition, they said, higher 
octane gas is likely to boost vapor 
pressure which means increased 
fuel-handling difficulties. 

“It is well known, the paper said, 
“that too-high volatility in fuel, 
resulting in fast boiloff and high 
vapor pressure, is apt to result in 
vapor lock, difficult hot starting, 
poor idle and carburetor icing and 
percolation.” 

The Ford team praised the pe- 
troleum industry for the strides it 
has made in developing high- 
quality gasolines and said that fu- 
ture problems of adjusting engines 
to fuels or fuels to engines should 
be a cooperative one. 


33 Cab Drivers 
To Be Honored 


DETROIT. — Thirty-three drivers 
in 30 cities have been announced as 
winners of the taxicab industry’s 
Four-Star Driver awards. 

Chosen on their records of safety, 
courtesy, service and citizenship, 
the drivers will be honored in De- 
troit and Washington, D. C., June 
10-12 as guests of the Plymouth and 
Fargo divisions of Chrysler Corp. 

The 33 drivers have a combined 
total of 834 years of taxicab opera- 
tion. Leonard P. Worthington, Tor- 
rance, Calif., who drives for Yellow 
Cab Co., Los Angeles, topped the 
list in length of service with 43 
years. 








Head Honor Club 


CHICAGO. — Frank Covelli and 
Fred Emanuel, salesmen for Towne 
Nash, Inc., Cicero, have been 
named president and vice-president 
of the Nash Honor Club in the 
Chicago zone. 


HERE’ 
TO MAKE 


for $150 down, and two Louisville 
Buick dealers — Koster-Swope and 
Breaux-Ballard— aimed an ad at 
would-be purchasers of lower-priced 
hardtops. 

Koster-Swope said, “The differ- 
ence between a Chevrolet, Ford 
or Plymouth hardtop and a Buick 
Riviera is only $1 or less a week.” 

The dealership said it based the 
figure on the “actual difference be- 
tween the Chevrolet and Buick 
hardtops on the GMAC 30-month 





plan, with one-third down.” 

Speed is a vital factor in the 
Northwest—speed of delivery, that 
is. Titus Motor Co. (Ford), Tacoma, 
Wash., and Bill Pierre (Ford), Se- 
attle, advertised “20-minute deliv- 
ery” on new cars. 

* * * 

N DETROIT, the Detroit News 

listed 134 dealers in a _ three- 
column-by-12-inch display ad de- 
signed to promote its classified 
used-car columns. 

The ad mentioned a “fourth 
annual used-car sale” and invited 
readers to “see these dealers’ lists 
in today’s News.” The 134 dealer- 
ships then were named. 

In Canada, the Motor Dealers 
Assn. of British Columbia took a 
poke at gimmicks and giveaways. 
At its 13th annual convention, the | 
group approved a resolution to 
study action on a Provincial law 
“prohibiting free offers as bait ad-| 
vertising.” 

A committee will study a success- 
ful law of this nature now in force 
in Alberta with an eye toward pos- | 
sible introduction in British Co-| 
lumbia. 
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Nichols Praises 
Dodge Increase 


At Pittsburgh 


PITTSBURGH. — For continuing 
to strengthen their position in the 
Pittsburgh market, local Dodge 
dealers were praised last week by 
— J. Nichols, sales vice-presi- 

ent. 


Nichols told 25 dealers at a lunch- 
con meeting that all signs point to 
an imminent up- 
turn in automo- 
motive sales in all 
parts of the coun- 
try. 

“I feel sure that 
Dodge dealers 
here will set the 
pace for this up- 
turn locally just 
as they have done 
inthe past,” 
Nichols said. 
“Many major 
competitors of Dodge are reporting 
steadily decreasing sales, but our 
position keeps improving.” 

At an “off-the-cuff” roundtable 
discussion following the luncheon, 
Dodge Regional Manager V. E. Van 
Audenhove outlined future selling 
and merchandising plans for deal- 
ers, including sponsorship of the 
Dodge women’s professional golf 
tournament, to be held at Churchill 
Valley Country Club May 30-June 3. 

L. J. Ouelette, Dodge dealer rela- 
tions manager accompanied 


B. J. Nichols 


Nichols. 
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By One Who Holds Gross at $300... 





Dealers Accused of Axing Profit 


By L. H. Houck 
Staff Correspondent 
KANSAS CITY. — There’s money 
to be made in auto retailing and if 
a dealer is not making it perhaps 
it’s his own fault, says a successful 
Chevrolet dealer in this area. 


He says he sets his prices to 
gross $300 to $400 per car — and 
gets it, merely by asking the cus- 
tomer to pay it. 


He doesn’t shoot for volume, he 
shoots for profits. 


“Volume is fine,” he told AvtTo- 
MOTIVE News, “but you sure do miss 
the money you used to make.” 

His cars are priced with a mini- 
mum pack and all his salesmen 
have the same price. 
question of how low the salesman 
can go. He has his price fixed. 
There’s the usual see-saw on the 
trade within reasonable brackets. 

The astonishing feature of the 
whole business is that most cus- 
tomers buy at the price asked 
and have indicated that they are 
well satisfied with a firm price 
from a reliable dealer with a 
quality service department. 

Dealers themselves are responsi- 
ble for the car shopper, this dealer 
said. 

“It’s a dealer creation,” he said, 
“and it has made dealers afraid 
to ask the right prices. We have 
nothing to be ashamed of in the 


automobile business and we can | 


deliver a good dollar’s worth of 
automobile for the regular price. 
“Too many of us go out on the 
floor whipped before we start. We 
are apologetic, we have a defeatist 
attitude and when the shopper 
starts telling what some other 


dealer will do, we try to beat the} 


price. That’s what created the 
monster. 
“We quit doing that. Instead 


we figured out how much money 
we should legitimately make on the 


It is not a} 


| McKimmie, 





| operation’s average, set the prices | 
|to correspond in advance, and sell 


almost as many cars at a much 
greater profit.” 
Product selling is emphasized 


Cadillac, Hudson 


Cite Sales Gains 


DETROIT.—-Cadillac dealers sold 
a record 4,366 cars during the first 
10 days of May, and Hudson sales 
for the period were 11.2 percent 
ahead of the final 10 days of April, 
the companies reported last week. 

The Cadillac total eclipsed the 
former record of 4,309 set in the 
first 10 days of May last year, 
according to J. M. Roche, general 
sales manager. 

Hudson’s performance was 43.6 
percent ahead of the first 10 days 
of April, V. E. Boyd, general sales 
manager, said. He said Rambler 
accounted for 54.4 percent of May 
1-10 sales, Wasp-Hornet models for 
40.7 percent and Metropolitan for 
4.9 percent, 





Chrysler Division 
Council Meets 


DETROIT.—The National Chrys- 
ler Dealer Council will convene in 
Detroit Tuesday (May 22). 

The three-day meeting will be 
held at the Whittier Hotel and at 


| the Chrysler division plant. It will 


be presided over by Chairman A. L. 
Duckett, Provo, Utah. 

Executive committee members, 
who will meet today, include Duck- 
ett; C. A. Hahn, Yakima, Wash., 
vice-chairman; E. J. Craigo, Jack- 
son, Miss., secretary; Charles G. 
Richmond, Va.; Sam- 
uel Himmelstein, Trenton, N. J.; 
Verne Orr jr., Pasadena, Calif., and 
J. D. Moulder, Tonawanda, N. Y. 


here. The salesman confronted 
with a customer who threatens 
to buy another make for less 
money finds himself up against 
a highly skilled product salesman. 
These salesmen are trained to 
compare, point by point, their 
product with all makes of other 
cars and sell the reputation of the 
dealer for making good on 
promises and guarantees and the 
obvious high quality of the service 
department. 

They find that the best type of 
customer is still highly interested 
in what he is going to get for his 


money and is not as greatly inter- | 
ested in the cut-price battle as the | 


dealer thinks. 


Even when he holds to a firm 
price, the dealer sometimes throws 
money away by not asking more, 
according to this dealer. 

He cited a deal he completed 
with a friend who had been shop- 
ping around. He asked how much 
lower his price was than the best 
price on a competing make and 
was told it was $75. 

Many dealers, he said, have 
their prices packed so high they 
scare off the customer and never 
get a chance to get their deal 
back on the ground. This proves, 
he said, that packing to allow a 
big price for a trade can also 
become a boomerang. 

This dealer also refuses to be 
drawn into any price argument by 
a shopper who tells him that he 
can get it cheaper from Whoozis. 

Where some dealers would reach 
for the phone and say: “I'll just 
call him to see if he’s selling cars 
for that price” and thus drive 
the customer away for good — this 
dealer admits that it might be so 
and then proceeds to show how 
the customer would be better off 
buying at his price and using his 
service. 


BEFORE YOU INVEST IN ANY AUTOMOTIVE LIFT 
IT WILL PAY YOU TO WRITE FOR THIS FREE 
JOYCE MECHANIC’S LIFT FOLDER! 


lf you're planning a new service shop layout 


or modernization of existing facilities 


expertly comp 


oi 


oes 
we 


a A | rey B 


or the expansion 
take advantage of this 
led Joyce Mechanic's Lift folder today! As a 


aati 





|of directors. 








| Pontiac Dealers Count Ballots— 


A panel of Pontiac dealers meets with factory personnel to count ballots electing 


dealer representatives to Pontiac's Pittsburgh Zone Dealer Council. 
Simon Alpern, South Hills, Pa.; Edgar Wright, West View, Pa.; L. J. 


From left are 
Dupree, zone 


business management manager; J. C. Cheesbrough, zone manager; R. G. Gunn sr., 
Pittsburg, vice-president of the Pittsburgh Metropolitan Pontiac Dealers Assn., and 
R. E. Weaver, Etna, Pa., association president. 


Ford Aide Confident... 





ord-Quarter Recovery? 


GRAND RAPIDS, Mich.—Amer- 
ica faces a continuation of the cur- 
rent “rolling readjustment” in its 
economy during the third quarter 
of 1956, but by the year-end the 
nation may expect another “upward 
thrust on the part of autos and 
housing.” 

Alfred H. Baume, manager of 


Caldwell Elected; 
Miami Eyes Better 
Public Relations 


MIAMI.—Better public relations 
between Miami new-car dealcors 
and the public is the principal 
objective of the coming year, 
according to Thomas P. Caldwell, 
Coral Gables Studebaker dealer 





,}and new president of the Miami 


Automobile Dealers Assn. 

Caldwell has been chairman of 
the association’s publicity commit- 
tee the last two years and is 
credited with improving dealers’ 
relations with the press and the 
public. 

One of the first moves of the 
new administration will be to 


tackle the problem of honesty and | 


fairness in advertising, both on the 
local level and through cooperation 
with NADA, Caldwell said. 

Edgar Jones was elected vice- 
president of the Miami group, and 
Cecil Holland, Bert Kahn and Lee 


Spence were named to the board! 
Retiring President | 
| Jerome C. Hofmayer and Treasurer | 
|T. B. McGahey jr. complete the| 

board. 


Obituaries 


| John J. Caton, Founder 


Of Chrysler Institute 


PHILLIPSBURG, N. J. — Dr. 
John J. Caton, 76, founder of the 
Chrysler Institute of Engineering 
in Detroit, died May 16. When he 
founded the school in 1929 it was 
the only industry-sponsored insti- 
tution in North America accredited 
to give engineering degrees. 

Under Dr. Caton’s direction the 
school grew from an initial 14 stu- 
dents to an enrollment of 1,400 
when he retired in 1946. Before 
joining Chrysler he was professor 
of mechanical engineering at the 





business research for Mercury divi- 
sion, made this forecast before the 
local chapter of the National Assn. 
of Cost Accountants. 

“Despite the decline in production 
and sales of autos, farm equipment 
and housing, it may be appropriate 
to point out to pessimists that the 
long-range trend of the automobile 
industry is just as favorable as it 
was a year ago—probably more so,” 
Baume said. 


“We are encouraged by the fact 
that the decline in our industry has 
not spread to other sectors. Overall 
incomes and employment are up, 
and the used-car market has been 
unusually strong this year. 


“All this suggests that the public 
is going through a period of ‘debt 
digestion’ and that, as repayments 
are made on the huge volume of 
debt contracted in 1955, their hearty 
appetite for new cars will return.” 


Global Traders 
To Sift. Problems 


WASHINGTON. — Problems af- 
fecting the automotive industry, as 
well as other industries in world 
trade, will be considered at the bi- 
ennial congress of the International 
Assn. for the Protection of Indus- 
trial Property here May 28-June 2. 

This international organization is 
concerned with the protection of 
patent, trademark and other indus- 
trial property rights through treaty 
agreements. The association now 
represents 52 countries. 

Nearly 400 American firms are 
affiliated with the international as- 


| sociation. 


Just Published! 


“AUTO COSTS” 


“AUTO COSTS” is a complete, 
concise and accurate book that 
gives you 


FACTORY 
INVOICE 
PRICES 


he Pau Atel 


; 





AM 





of all 1956 CARS 


Bri of Joyce's research and development, you can now obtain pre- University of Detroit. 1 
i purchased research covering a method of selecting the proper Sopemiie be. iaite ma 
ii lift for every type of service, floor plans and scaled architect's GREENSBURG, Ky.—Lawrence L. Bag- and EQUIPMENT ser 
; dr : Th eae sem at ak wane a : ee a | by, 78, who retired as a car dealer five a 
A a ee eee eek Re loney-saving material ae- years ago, died May 13 after a jong ill- (WHOLESALE COST) Rae 
ti nable dealers to select the right combinations of ness. 

tf “gill aan: Mii MRC dhs Nn cle aoa ten se KNOWING YOUR COMPETITORS’ ‘ 
ae ea eS A) imei Bos a a COSTS can save many a deal for res 
? PITT it ata , Mass. — Carl Berg, 

i il chili Bi abataatacle a founder, vice-president and chief engi- yeu ... here are the actual fects ~ 

; neer of Nickel Cadmium Storage Battery and figures. You'll agree it’s wa 

‘ ' Corp., died of a heart attack at his home worth many times its modest ] 
: here. He was -. . Pe price of $5.00. wh 
rt T. D. Smitherman Send your check today! we 
z;! EAST BEND, N. C.—T. D. Smitherman, Dept. 4 pa 
; 63, automobile dealer here, died May 2 in tru 
Fa a hospital in Elkin, N. C. ] 
: es AUTO COSTS 

Z Justin W. Shattuck a 
i OWOSSO, Mich. — Justin W. Shattuck, PUBLICATIONS to 
i 66, Owosso’s oldest auto dealer, died May Pee ee New York 1. N. Y to 





12. He had been in business here since 1921. 
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Car, Truck Output Estimates 


By Automotive News 
PASSENGER CARS 


(U. S. PRODUCTION ONLY) 


Week Week 
sey 9, Week, May <2, 1968, May 21, May 19, 
1956 1955** 1956" To Date  1955** 1956 
AMERICAN MOTORS _ 1,500 2,942 1,444 4,335 82,574 54,735 
SRN” .calssrsveteceqsqsswsureetse 300 528 307 880 28,973 16,644 
i iets 1200 2,414 1,137 3,455 53,601 38,091 
CHRYSLER CORP. .... 15,740 27,854 17,692 48,097 641,296 384,945 
FUE cccccscsosccesccsscceee 1,625 4,332 2,311 6,112 88,289 51,843 
ED agedenannssetenvexvesennes 1,500 2,791 1,439 4,871 66,142 46,716 
Dodge 4,060 6,144 4,276 11,787 148,909 83,725 
Plymouth 8,555 14,587 9,666 25,327 337,956 202,661 
FORD MOTOR . 33,595 49,738 32,321 93,265 902,301 691,833 
Continental ......... 20 jas 26 67 uae 948 
Ford . 26,000 37,386 25,190 72,683 702,359 556,584 
OIE ceca vevesinnerenvextecees 1,025 849 852 2,862 18,306 22,876 
POE wsccrsseccesvsissbccrens 6,550 11,503 6,253 17,653 181,636 111,425 
GENERAL MOTORS . 54,644 91,398 52,068 152,542 1,680,683 1,411,145 
Buick . 10,334 19,224 8,590 26,983 339,396 269,236 | 
Cadillac 3,175 3,216 2,814 8,698 66,767 66,108 | 
Chevrolet 27,100 40,261 28,986 79,958 762,689 707,130 
Oldsmobile 7,783 14,451 6,735 20,845 258,498 208,707 
Pontiac 6,252 14,246 4,943 16,058 253,333 159,964 
S-P CORP. 2,082 4,359 2,010 6,149 96,880 52,763 
Packard 592 2,029 585 1,594 33,674 10,669 
Studebaker ee 2,330 1,425 4,555 63,206 42,094 
Total Cars, U. S...... 3,409,583 2,595,421 


107,561 


176,435 





*Revised 


**Totals for 1955 include Kalser-Willys production. 


COMMERCIAL CARS 


(U. S. PRODUCTION ONLY) 

















Week Week Jan, 1 Jan, 1 
Ended Same Ended May, To To 
May 19, Week, May 12, 1956, May 21, May 19, 
1956 1955* 1956* To Date 1955* 1956 

CHEVROLET 6,000 11,549 7,047 18,584 144,899 158,157 

DIAMOND T 110 118 109 296 2,148 1,965 

DIVCO 80 80 80 240 1,386 1,720 

DODGE 1,950 2,848 1,931 5,435 38,492 35,311 

FORD 6,100 7,466 6,069 16,957 155,437 126,401 

GMC 1,635 3,089 1,517 4,634 34,846 40,352 

INTERNATIONAL 2,640 3,403 2,769 7,030 52,102 58,685 

MACK 420 333 355 1,001 4,766 7,571 

REO 90 120 7 219 2,003 1,477 

STUDEBAKER 360 357 360 957 9,020 5,668 

WHITE re 375 331 368 1,107 5,727 7,569 

WILLYS ; a 1,815 1,253 3,573 31,087 24,598 

MISCELLANEOUS*** 48 69 48 144 1,429 942 

Total Trucks, U. S..... 21,058 31,578 21,984 60,177 483,342 470,416 
Total Cars, Trucks, 

U. S. 128,619 208,013 127,519 364,565 3,892,925 3,065,837 
Total Cars, Trucks, 

Canada 13,778 13,845 13,735 37,441 206,174 202,125 

Grand Total, 

Cars and Trucks, 

U. S. and Canada....142,397 221,858 141,254 402,006 4,099,099 3,267,962 





*Revised. Miscellaneous includes Corbitt, Marmon-Herrington, Brockway, Four Wheel 


Drive, Federal, etc. 


N.B.: All U. S. totals include cars and trucks for military orders. 
***Autocar, Freightliner and Sterling are included in White Totals. 


sas Andina Paint 
Gives Cars Night 
Glow for Safety 


(Continued from Page 2) 
developing the process and noted 
it has passed all durability tests 
for auto finishes. 

Safetywise, it was said, the new 
finish increases nighttime visibil- 
ity from two to seven times. 

Four reflective color combina- | 


U.C. Manipulation | 
Leads to Jail | 


WILKINSBURG, Pa.—Ben Fore- | 
man, a used-car dealer, has been) 
sentenced to six to 2342 months on) 
a charge of fraudulent conversion 
involving a truck deal. 

Since 1926, Foreman had been ar- 
rested 22 times on charges growing | 
out of his auto deals, but had al-)| 
ways escaped jail. 

He was sentenced in a deal in 
which he bought a truck, gave a 
worthless check and then made 
partial restitution when he sold the, 
truck. 

Foreman told the judge: I 
couldn't get enough fresh business 
to maneuver around to rob Peter| 
to pay Paul.” 











tions were tested and all were 
found to be visible from 1,500 to 
1,700 feet at night. They were 
magenta red and charcoal, two-tone 
blue, two-tone green and brown and 
yellow. 

With a standard paint job, the 
red and charcoal car could be seen 
only 200 feet and the others 400 to 


600 feet on low beam and 800 to} 


1,000 on high beam, Plymouth said. 


Petzold learned of the process 
through its fleet dealings with 
Minnesota Mining, according to 
Thomas T. Petzold, dealership 
president. When it was ready for 
market, 3-M enlisted his aid in 
selling it to Plymouth, Petzold 
said. 

“This safety feature,” he com- 
mented, “won’t reduce the impact 
in case of a crash. It'll do better 
than that — it’ll help eliminate the 
crash itself.” 


Another Ford Market 
WASHINGTON. — The Securities 
and Exchange Commission has 


granted an application of the Cin-| 


cinnati stock exchange for unlisted 
trading privileges in Ford common 
stock. Ford common is listed on the 
New York, Boston, Detroit, Mid- 
west, Los Angeles, 
Baltimore and San Francisco ex- 
changes. 


Philadelphia- | 
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No Early Upturn Likely .. . 





Car Output Trails 


m: m:|April by 12 Percent 


(Continued from Page 1) 


units last week, a 926-unit decline 
from the previous week’s 21,984 


trucks. 
* * * 


AVING built 60,177 trucks in 
the first 14 work days of the 
month, the manufacturers now fig- 
ure to make approximately 95,000 


trucks during the month. That) 


| would be a 4 percent dip from the 
| 98,504 units produced in April, and 
|far below the 129,852 trucks manu- 
factured in May, 1955. 

Chrysler Corp. was the only 
corporation to schedule a pro- 
duction decline last week, al- 
though Chevrolet's 1,886-unit dip 
from the previous week was a 
big factor in holding industry 
totals to the second lowest week- 
ly outturn of the year. 

Chevrolet's decline was attrib- 
uted to the fact that not all of the 





‘Two Senators 
Set to Introduce 


Dealer Legislation 


(Continued from Page 1) 
to hold no further public hearings 
on dealer bills this year. Time 
is running out, and Congress has 
lots of other work before it. 


The 


New York Democrat did/| 


| division’s plant went down on Fri- 
| day, May 11, as scheduled by the 
| corporation. Some plants were 
|down that Friday, while others 
| ceased operations on Monday, May 
14. Chevrolet’s production last week 
was 27,100 units, compared with 
28,986 a week earlier. 
* * * 

LL other GM units scheduled 
**% output increases last week. 
Buick upped its output from 8,590 
the previous week to 10,334 last 
week; Cadillac was up from 2,814 


to 3,175; Oldsmobile hiked output! 
from 6,735 to 7,783, and Pontiac} 


built 6,252 units last week, com- 
pared with 4,943 a week earlier. 

Ford Motor Co., with its Ford 
division’s Mahwah (N. J.) plant 
down Friday, turned out 33,595 
cars last week, compared with 
32,321 a week earlier. 


Ford division's output was up| 


from 25,190 a week earlier to 26,000 
last week; Mercury increased out- 
put to 6,550 from 6,253; Lincoln 
was up from 852 to 1,025, and Con- 





tinental was down six units from| 


26 to 20. 
* * * 
— CORP. produced 15,- 
740 cars last week, compared 


Prospects Still Bright 
For S-P Solution 


agree to delay action on three! 


dealer measures before the House 
until NADA could offer 
“amendatory language.” But he in- 
dicated he wouldn't wait forever, 
and added that if new proposals 
did arrive, they would be con- 
sidered in executive session. In 
other words, behind closed doors. 
* 7 * 
HANCES are that any new bills 
introduced on the Senate side 
will end up in Klein’s subcommit- 
tee when they reach the House. 
If that happens, there is little 
hope for auto legislation, whether 
day-in-court or anything else, 
this year. 
There is a remote possibility, of | 
course, that a bill could be routed | 
to someone other than Klein. But | 
this is a longshot, and in Congress, | 
the favorites usually win. 


Purolator Buys | 
Twin Coach Plant 


RAHWAY, N. J. — Purolator 
Products Corp. has purchased one 
of Twin Coach Co.’s five plants in 
Kent, O., according to James D. 
Abeles, Purolator president. 

The company will occupy 75,000 
square feet of manufacturing space 
there by June 1 and will take over 
another 75,000 before the end of the 
year, Abeles said. Purolator ex- 
pects to be in production in Kent 
by July 1. 

In an earlier expansion move this 


| year, Purolator acquired Industrial 


| 





Wire Cloth Products Co. which has 
plants in four Michigan cities — 
Detroit, Dearborn, Wayne and 
Petersburg. 





. 
Profits 

(Continued from Page 1) 
would take place, saying, “We look 
for it soon.” 

NADA is urging dealers to re- 
duce their operating expenses and 
to make sure that every sale is a 
profitable one. 

One dealer was quoted by NADA 
as saying, “We cannot keep giving 
our new and used-cars away. Over- 
allowing and discounting and sell- 
ing at profits such as we are doing 
now cannot help but put many of 
us out of business.” 

Bell said the current NADA busi- 
ness management survey showed 
that new-car dealers employed 
more than 700,000 people. 

“Thus,” he added, “the economic 
status of our members has a very 
definite effect on the lives of many 
Americans.” 


some | 


85 


with 17,692 a week earlier. The de- 
cline was due mostly to the fact 
that Chrysler division’s two Detroit 
assembly plants were down Monday 
and Tuesday (May 14-15) and De- 
Soto halted Detroit production on 
Monday (May 14). Dodge and 
Plymouth both worked five-day 
weeks. 


A breakdown of Chrysler Corp. 
operations showed Plymouth with 
8,555 cars last week, compared 
with 9,666 a week earlier; Chrys- 
ler division, down from 2,311 to 
1,625; DeSoto, up from 1,439 to 
1,500, and Dodge, down from 
4,276 to 4,060. 

American Motors Corp. with 
Nash division hiking output slight- 

ly, assembled 1,500 cars last week, 
compared with 1,444 the previous 
week. Nash was up from 1,137 to 
1,200, while Hudson dropped from 
307 to 300 units. 
* + * 
oes ee Corp. 
showed a slight output increase 
last week as it hiked schedules to 
2,082 units from the 2,010 turned 
out a week earlier. 

A breakdown of the corporation’s 
divisions showed Studebaker with 
1,490 units last week, compared 
with 1,425 a week earlier, and Pack- 
ard with 592 last week, against 585 
the previous week. 

Canadian car-truck output total- 
led 13,778 units last week, as com- 
pared with a production of 13,735 
vehicles the previous week, 


(Continued from Page 4) 


tary production to create jobs, that 
“it would not be proper” to take 
work away from one company just 


| because another company needed it | 


j}and that 
nation’s defense money.” 


“With these three principles in 
|mind we keep looking at our de- 
|fense contracts all the time, and 
in the case of Studebaker-Packard, 
|I guess they deserve a_ special 
look,” Wilson said. 


“Certain things seem naturally 
headed their way either because 
they have done the preliminary 
work or because they have done 
some of the work in the past.” 


Meanwhile, Senator Homer E. 
Capehart, Indiana Republican, said 
S-P would get at least 20 percent 
of a forthcoming Government order 
for 5,000 trucks rated at 2%'4-ton 
capacity. That big a slice would 
be worth $4 million to $5 million, 
he estimated. 

In another effort to help S-P, 
some 2,200 Packard workers in De- 
troit in UAW Local 190 voted 
unanimously to cooperate with 
management in an effort to find 
a solution to the corporation’s prob- 
lems. 

Ken Morris, UAW regional 


“we mustn’t waste the} 


director, pointed to Packard’s 
excellent defense-production rec- 
ord in his plea for defense con- 
tracts. 

“If those who run our Federal 
Government really believe in free 
enterprise, as they say they do, 
they will do everything in their 
power to keep the Packard plants 
going,” Morris said. “By placing 
defense contracts with Packard 
now, they can help assure con- 
tinued competition in the auto in- 
dustry. 

“Our main concern is to save the 
jobs of thousands of our members 
and to keep the company from go- 
ing out of business.” 


Dean Hearing May 21 

COLUMBUS, O. — The Ohio Au- 
tomobile Dealers’ and Salesmen’s 
Licensing Board has overruled the 
demurrers filed by the defendant 
in the Roger Dean Chevrolet case, 
and hearing has been set tenta- 
tively for May 24 in the State 
Office Building here. Dean is 
charged with violation of regula- 
tions governing car merchandising. 





Dallas Plant Turns Out 100,000th Ford— 


C. F. Jessee, right, manager of Ford's Dallas assembly plant, exhibits the 100,000th 
1956 Ford turned out at his plant to Robert S. McNamara, left, general manager, 
Ford division, and L. D. Crusoe, executive vice-president, car and truck divisions, Ford 
Motor Co. The Ford executives toured the plant following a meeting of company 
dealers from Texas, Louisiana, Mississippi and a portion of Alabama. The milestone 
car brought to 1,908,297 the number of vehicles assembled in Dallas since 1915 
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‘weight of consumer testimony sup- 
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At Pennsylvania Convention... 





Dealers Blamed for Own Trouble 


possible area in which they can 
work together in a given com- 
munity to conduct their business 
in such a way that the customer 
will pay a reasonable price for the 
also would eliminate price pack- | product because of the high regard 
ing, bootlegging and unethical |“in which he holds that product, 
advertising, he said. a _ — = his ee 

c 2 iles adde ‘I wi eep an 
—— eee ee ae open door for all GM dealers and 
an open mind in all matters which 
| concern them.” 

Monroney called factories and 
dealerships “Siamese twins” of 
|equal importance to the auto in- 
dustry. He said he believed fac- 


in the ballot of the dollars.” 
Wiles said that paying greater 

attention to the customer is “the 

only real source” of profit. This 


(Continued from Page 4) | 
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Goodyear Devises 
Easier-Mounting 


Rubber Spring 


AKRON.—A _ rubber-bellows air 


spring that can be mounted on an| Dealer Judged Bankrupt; 
automobile like a tubeless tire has| 


| Another Files Petition 
been announced by Goodyear re- 


: DETROIT. Bill Beck’s Auto 
search engineers. : 
Goodyear claims to have simpli- Sales, Albuquerque, N. M., has been 


; : adjudged bankrupt, and Alvin F. 
«Mor ines aukias eee Bortel, former operator of Chieftain 


ers’ installation costs. 

By utilizing rim-like metal plates 
on car axle and frame and integral 
wire beads molded in the ends of 
the air bellows, Goodyear’s new air 
spring can be snapped into place 
quickly and sealed by air pressure, 
it is stated. 

The self-sealing air spring is said 
to eliminate the cost of “building 
in” a bolt plate on car frame and 
axles and a corresponding flange on 
air springs. 

Automatic air pressure control on 
the rubber springs provides more 
efficient utilization of suspension 
travel, more accurate steering and 
greater ease in handling, Goodyear 
claimed. 





bankruptcy petition. 


debts of $43,619 and assets of $1,074. 


secured liabilities of $25,125. Bor- 
tel’s petition listed liabilities of $52,- 
709 against assets of $14,250. 





SOUTH BEND. — Cutbacks in 
auto production were called a 
“sloping off” following the biggest 
sales year in history, in talks last 
week by Studebaker officials. 

Harold E. Churchill, general 
manager, and William A. Keller, 
general sales manager, spoke to 
1,200 Studebaker dealers who 
gathered here for the largest dealer 
driveaway in the industry in six 
years. 

The officials reminded the dealers 
that 1956 should wind up as the 
“second, or at least third, best year 
for automobile sales.” 

Keller said about 45 percent of 
purchasers are coming to Stude- 
baker from other makes compared 
with only 22 percent last year. The 
Hawk line is doing better than 
anticipated with 28 percent of the 


Ala. Dealers Adopt 
Advertising Code 


BIRMINGHAM, Ala. — The Cull- 
man County New-Car Dealers Assn. 
here has adtopted an eight-point 
advertising code to govern ads in 
all media for both new and used 
cars. 

At the same time, it was an- 
nounced by the Anniston (Ala.) 
Star that it would set a standard 
of ethics to govern acceptance of 
automobile advertisements. 


FTC Dismisses 
False Ad Case on 
Battery Additive 


WASHINGTON. Charges of 
false advertising against makers of 
the battery additive AD-X2 were 
dismissed last week by the Federal 
Trade Commission. The FTC said 
evidence did not sustain the 
charges in the case which began 
in 1953. 

Principals in the controversy 
were Pioneers, Inc., Oakland, Calif., 
and its president, Jess M. Ritchie. 

The case gained national promi- 
nence in 1953 when Commerce Sec- 
retary Sinclair Weeks and Craig 
R. Schaeffer, assistant secretary for 
domestic affairs, challenged a find- 
ing ruling on the additive by the 
Bureau of Standards headed by Dr. 
Allen V. Astin. 


The FTC ruling said the addi- 
tive’s qualities had been disputed 
in conflicting reports. The greater 
weight of scientific testimony 
backed the complaint, the commis- 
sion said, but the “overwhelming” 





ported the claims. 





The Old and the New— 


Richard J. Pick, importer in Miami, takes the same pose in showing his 30th Stude- 
boker, a 1956 President Classic, as he did in buying his first Studebaker in 1926 in 
Prague, Czechoslovakia. Pick claims over 1,000,000 miles of driving with his Stude- 
bakers in Europe, South America and the U, S. 


tories were sincere in their efforts | 





Pontiac, Napoleon, O., has filed a} 
A Federal court found Beck had | 


A voluntary petition had listed un-| 








to improve relations with dealers, 
and urged dealers to cooperate. 

Monroney said he intended to 
keep his subcommittee alive “like 
a policeman on a beat, just in 
case some of the Dead End Kids 
break out again.” 


John S. Rice, secretary of the} 


State Department of Property and 
Supplies, explained the State’s new 


system of publicly selling its fleet | 


of vehicles. 
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“I don’t think this system will be | 


of any harm to the automotive in- 
dustry of Pennsylvania,” Rice said. 
A joint report on legislative high- 


lights of the 1955-56 session of the | 
Legislature was delivered by State | 


Senator Rowland B. Mahany, | 


majority leader, and State Senator 
John H. Dent, minority leader. 

New Jersey’s Sunday closing law 
was outlined by Elmer Blauvelt, 
president of the New Jersey Auto- 
mobile Dealers’ Assn. 


Advertising was the subject of | 
the closing address delivered by | 
Wynnewood | 


Raymond P. Scott, 
(Pa.) Oldsmobile dealer. 

Aldo Franconi, Kingston, served 
as general chairman of the conven- 
tion committee. 





Output Cutbacks Called 
‘Sloping Off’ from Peak 


total, against an original schedule 
of 20 percent, he said. 

Churchill said Studebaker is fol- 
lowing a manufacturing policy of 
building only on dealer orders 

“There is a healthy niche in the 
auto market for Studebaker, 
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HELP WANTED 
SERVICE MANAGER. Chevrolet deal 1400 


new units. South Florida, east coast. | 
Written reference needed. Box 6111, c/o 
Automotive News, Detroit 26. 


USED CAR MANAGER and assistant new 


car sales manager who desires to make | 


§10,000-$25,000 per year and up, work- 
ing for expanding Ford dealer, selling 
175 new and used cars per month in 
northwestern Ohio’s rich industrial area. 
Willingness to work, dynamic person- 
ality, age between 25 and 45 preferred. 
An opportunity of a lifetime. Write us 
immediately, as we must act fast. 
6112, c/o Automotive News, 


AUTO FLEET 
SALESMAN 


New fleet leasing company just formed in 
Washington, D. C., well capitalized and 


Box 





prepared to do business on a huge scale 
throughout the eastern half of the United 
States, needs 
knows all phases of auto and truck fleet 
leasing business. Please mail resume of 


background, experience and salary de- 


sired. All replies strictly confidential. Box 


| 5865, Bethseda, Maryland. 


but | 


we have to fight for it,” Churchill | 


said. 





Georgia Auctions 
Tempt Dealers 


With Giveaways 


ATLANTA. — The giveaway has 
invaded the auto auctions. Dixie 
Motors Auto Auction recently gave 


away $1,200 as an inducement for | 


dealers to enter or buy cars. 

One of the owners, said there 
now is a big demand for ’53 to ‘56 
models, all bringing good prices. 

“We sold 123 cars on a typical 
day recently,” he said. “We often 
serve free barbecue and remain 
open all night Monday for the con- 
venience of our out-of-town cus- 
tomers.” 

The firm also advertises, “We are 
not in the auction business for 
the money. We are here to serve 
you dealers.” 

A rival firm with a similar name, 
Dixie Auto Auction, sometimes 
offers $1,500 cash, with $1,000 going 
to one dealer and $500 being split, 
and other times gives away $1,000 
cash. 

Warren Waldrep, resident mana- 
ger, said dealers come from six 
states to select from among 500 
cars. A recent sale resulted in 366 
deliveries. 


AC Gets Orders 
For $23 Million 


From Air Force 


FLINT. — AC Spark Plug divi- 
sion of General Motors has received 


Air Force orders totalling $23,958,- | 


762 for electronic bombing systems 
and gun-bomb-rocket sights, 
according to Joseph A. Anderson, 
general manager. 

Anderson said more than $21 mil- 
lion of the award represents orders 
for bombing navigational com- 


puters, parts, tools and equipment. 


The electronic bombing systems 
contain some 60,000 parts, it was 
reported. : 
Most of the work will be done in 
the division’s Milwaukee plants. 
Anderson also revealed that AC 
is developing an inertial guidance 
system for an “advanced missile” 
for the Air Force. He explained 
that the basic inertial guidance 
concept means that the missile 
must be guided to the target with- 
out aid from radar, radio or any 
ground or celestial reference. 


|} ought to be the job for you. 








Wanted—A Top Notch 
Service Manager 


We need a man to handle large volume serv- 
ice department for old established GM agency 
in western New York. If you can get along 
with employees and satisfy customers this 
You will get 
tops in salary, benefits and congenial work- 
ing conditions. GM experience is highly de- 
sirable but not an absolute must. Give us 
the whole story with resume of experience and 


| references. Your photograph too, if possible. 





Answers held in strict confidence, of course. 
We want the best and will pay well to get it. 
Address reply to 


Spaulding, Way & Kelly 
141 Scio St. Rochester 5, N. Y. 








AUTO AGENCY 
OFFICE MANAGER 


for rapidly expanding GM dealer in Cleve- 


jand. Requires mature man with substan- | 


tial background of automotive accounting 
and administrative experience. Salary and 
bonus plus transportation, insurance pro- 
gram and other fringe benefits. 


Box 6142, c/o Automotive News, 
Detroit 26. 





($1) per insertion for use of a box number 


AUTOMOTIVE NEWS, 2666 PENOBSCOT 


Detroit 26. 


top calibre salesman who | 


Replies to 
$12.30 per | 
Contract 


BUILDING, 
26, MICH. 


HELP WANTED 








TRUCK SALES AND leasing manager by 
exclusive Chevrolet dealer in Tucson, Ari- 
zona — fastest growing community in 
southwest. Truck sales potential in excess 
of 500 units annually and leasing por- 
tunities wide open. Send complete resume 
of truck experience, compensation ex- 

| pected and recent photograph to O' Rielly 
Motor Co., Box 5197, Tucson, Ariz 

| MANAGER—SALES, PARTS, service or 


business. We need top-notch men in our 
rapidly expanding business. There is a 
lot of room for advancement for men 


who want to get to the top. Sen: 
plete resume to Manager, Star Chevrolet, 
8700 Hempstead Rd., Houston, Texas. 


com- 


COMPLETE PROTECTION GIVEN 
AUTOMOTIVE NEWS’ READERS 
Automotive News will not divulge the 
name of any classified advertiser using 
a box number. For our readers who 
wish to protect their identity when an- 
swering box number ads, we suggest 
you send your replies direct to Classified 
Manager, Automotive News, Enclose a 
note listing the concerns which you 
would not want your letter to reach. 
Your reply will be destroyed if the ad- 
vertiser is one you have mentioned; 
otherwise it will be forwarded im- 

mediately to the advertiser. 














| PARTS MANAGER FOR large dealership 
desires position as sales manager or 
parts manager for wholesale or export. 
Will consider large dealership. Write Box 
6136, c/o Automotive News, Detroit 26. 





ACCOUNTANT - OFFICE MANAGER. De- 
sires change. Nine years Lincoln-Mercury 
and Ford dealerships. Thorough account- 
ing background, office management, 

| ¢redit and collections. Location must be 
in the south. Box 6091, c/o Automotive 
News, Detroit 26. 





} — 
| WHAT HAVE YOU TO offer a man with 
no college education but can qualify thus 
—(1) Over 20 years’ experience in dealing 
in new and used cars—experience that 
cannot be taught in college; (2) have the 
know-how to work with and handle men; 
(3) know the value ef used cars; (4) am 
a closer of deals; (5) know the financing 
of automobile deals. Presently employed 
as sales manager with a new car deal 
but would make a change. Box 6137, c/o 
Automotive News, Detroit 26. 
| ACCOUNTANT - OFFICE MANAGER, 45, 
12 years’ experience Knowledge all 
phases of operation, daily controls, col- 
lege. New Jersey, eastern Pennsylvania, 
New York preferred. Top flight man for 
volume operation. Box 6131, c/o Automo- 
tive News, Detroit 26. 


| 
| 
| 
| 
| 
| 





| FACTORY REPRESENTATIVE for Ari- 

| zona and surrounding states. Can handle 

| sales, service or parts. Automobile or 

| related commodities. Clinton E. Banik, 
5714 E. Rosewood, Tucson, Ariz. 








HELP WANTED 





to produce volume. 


Detroit 26. 


General Managers 
Sales Managers 


Large midwestern dealer with nine volume dealerships and expanding into 
chain operations offers unlimited income possibilities for the right men. 

The men selected must be thoroughly familiar with volume operation, daily 
operating controls, budgets and forecasts. The men we are looking for must 
be highly experienced with at least one year Hull-Dobbs experience as a sales 
manager. Must be enthusiastic and able to hire, train and inspire a sales force 


Send complete details and qualifications to Box 6141, c/o Automotive News, 

















POSITION WANTED 










.--GENERAL 







“Big 2" dealers. 


pre-war and post-war. 


Automotive News, Detroit 26. 


Presently employed as general manager, vice-president for one of the largest 
Have proven record of automotive merchandising and administration. Both 
Prefer locating with dealer who is ready to semiretire. Would like to invest in 


the business with the opportunity of future ownership. 


Age 40, married, college education. Available 30 to 60 days. Box 6143, c/o 









MANAGER... 
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AUTOMOTIVE EXECUTIVE. 


POSITION WANTED 


_— 


MANAGER OR SALES MANAGER. Prefer 


deal with opportunity to buy in. Twenty 
years’ experience including operation of | 
own small town dealership. Now operat- | 
ing volume operation in metropolitan | 
area. Wife’s health necessitates change to} 
warmer climate. Prefer smaller town on} 
percentage of profit. Top references. Box 
6138, c/o Automotive News, Detroit 26. 


sales manager. Ten | 
years’ automobile experience. Six in the 
managerial field. Graduate of the GM)! 
Post Graduate School of Modern Mer- 
ehandise and Management. Thirty-seven 
years old. At present, am partner in 
Chevrolet dealership in small town of 
7,000 population. I have originally lived 
in large town. Am interested in a propo- 
sition with good future in a good town 
of not less than 25,000 population. Pre- 
fer Chevrolet or Ford, located in south, 
southeast or southwest. Will be available | 
July 15th. Box 6120, c/o Automotive 
News, Detroit 26 


eral manager or 


FACTORY TRAINED, general or business 


Capable of streamlining, reor- 
acquiring and training person- 
proven sales techniques 
volume, high net 
challenging condi- 


manager 
ganizing 
nel: establishing 
which guarantee high 
profit under present 
tions; obtaining above average market 
penetration in price class, expert knowl- 
edge in used-car reconditioning and turn- 
over and in obtaining high percentage of | 
absorption. Will operate on high 


service 
principle insuring good employee, cus- 
tomer and factory relations. Successfully | 


directed 1200 new unit dealership on high 





net profit every department including 
trucks. Steady, trustworthy, middle-aged, 
good personality and appearance Tall, 
unmarried, excellent references. If your 
business needs a dignified ‘‘shot in the 
arm'’ let me hear from you at once. Box 
6127. c o Automotive News, Detroit 26 
Usk) CAR MANAGER. Dynamic, hard 
hitting personable thoroughly experi- 
enced training salesmen, retail and 
wholesale operations, reconditioning pro- 
cedures Eighteen years with present 
firm. Very legitimate reason for seeking 
change. Can furnish very best of refer- 
ences. Box 612s, c/o Automotive News, 
Detroit 26 
sRAL MANAGER—Interested in re- 
locating with a Ford or Mercury fran- 
chise dealer Now employed similar 
position past several years. Twenty-five 
years’ experience in all phases of dealer- 
ship operations. Complete knowledge and 
understanding of Ford bookkeeping sys- 
tem. both old and new. College education 
married, sober, very civic minded and a 
trained executive in the field of merchan- 
dising Ford automobiles, parts and serv- 


ice. Used cars have never been a problem 


and service absorption has always been 
high. Equipped and experienced to step 
in and take over complete operation with 
or without future buy-in possibilities 
Prefer small city, will go any place in 
U. S. Will operate on a high level. as 
suring excellent factory relations with 
satisfactory market penetration and prof- 
itable operation in our present challeng 
ing conditions. Can furnish the finest of 
references as to character, honesty, credit 
standing and the ability to get the job 


Services could be available in about 
Write or wire Box 6129, c/o 
News. Detroit 26 


done 
thirty days 
Antomotive 
Age 37, mar- | 
Excellent background, sales, 
business admin- | 
size | 


college 
accounting and 
istration. Take complete charge any 
deal. Will completely overhaul any size} 
deal. All departments, including new ac- 
counting system and related management 
controls. Need a rebuilding job in your 
sales department? Do you need a com- 
petent general manager who is presently 
managing a large GM deal in Ohio, whose 


ried 
service 





salary requirements are approximately 
$9.60) plus bonus? All replies will be 
acknowledged in confidence. Box 6130, 
c/o Automotive News, Detroit 26 | 





LINCOLN-MERCURY OR Ford service 
manager, with 10 years’ experience 
Capable of taking complete charge of 


service department. Box 6114, c/o Auto- 


motive News. Detroit 26 
DEALERSHIPS AVAILABLE 


DEALERSHIP HANDLING Ford in densely 


populated part of Florida. Present owrfer 


required to devote his time to other in- 
terests. Box 6116, c/o Automotive News, 
Detroit 26 

ONLY DEALERSHIP HANDLING Stude- 
baker in Albany County. Population over 
quarter million. Made $23,000 net first 
four months this year. Three year old 
brick building with 135 foot attached 
used car lot. Reasonable rental, $15,000 
buys this deal, tools, parts, equipment, 
sign, improvements, etc. After deprecia- 


tion worth approximately $32,000. Excel- 
lent reason for selling, need immediate 
action. John Campbell Studebaker, Inc., 
63 Colvin Ave., Albany, N. Y., Phone 
89-2571 } 


FORD AGENCY IN principal city, popula- 


tion of 30,000, Trade area population | 
75,000. Dealership will qualify Ford Mo- 
tor Co. dealer development plan. Average | 
new car and truck deliveries run _ be- | 
tween 300-500. Large two-story service 
department. 150 miles from Chicago, III. | 
No brokers please. Box 6146,, c/o Auto- | 
motive News, Detroit 26 





DEALERSHIP HANDLING FORD, south- | 


ern Maryland, 20. miles from Washing- 
ton, D. C. Modern facilities, adjacent to 
route 301, main road to Florida, excellent 
potential. Dealer selling because of ill 
health. No accounts receivable. No used 
cars. Inventory, equipment, etc., $25,000. 
Box 6119, c/o Automotive News, De- 
troit 26 


DEALERSHIPS AVAILABLE IN all parts 


of the country—all makes and sizes. If 
you want to get into the automobile busi- 
ness now is the time. The time to buy is 
when everyone else is selling. Believe it 
or not there are real profit possibilities 
in retailing automobiles if you are will- 
ing to go after sales. Automotive Enter- 


prises, 10600 Puritan, Detroit 38, Mich. 
“BIG 3 
York, upstate area in an economically 


Stable city. Established 1922. Averaged 
75 new and 150 used cars. per year. 
Death of owner necessitates sale of busi- 
ness. including real estate. Trust Depart- 


_e State Bank of Albany, Albany, 


DEALERSHIP HANDLING Oldsmobile in 


Florida. Sold 228 new units for last year. 
No used cars to buy. No property to buy. 
Very good money maker. I'm interested 
in a bigger deal, therefore must. sell. 
Box 6134, c/o Automotive News, Detroit 


26. 





PERIENCED AND QUALIFIED, gen-| DEALERSHIPS HANDLING 


AUTOMOTIVE NE 








DEALERSHIPS AVAILABLE 


PARTS FOR SALE 





DEALERSHIP HANDLING Pontiac. Best 


central Michigan area. 20 mile radius to 
nearest Pontiac deaier. Best farming, in- 
dustrial area, factories in city. 1955 gross 
sales—$900,000—over 210 new cars sold. 
Lansing, Mich.—20 miles. 7 towns in 
trade area. Good location. Lease building. 
$24,990 at inventory. Howard Mack, 8t. 
Johns, Mich. Phone 608. 





Oldsmobile. 
Chevrolet, Ford, DeSoto-Plymouth, Stude- 
baker. Also implement dealerships han- 
dling International Harvester, and Case. | 
All located in central Wisconsin. Before | 
you invest you owe it to 


yourself to 
check these money makers. We also have | 
many other types of businesses available. 


For more information, call or write My- 
ron Wepfer, salesman, Johnson Realty, | 
25F31 Abbotsford, Wis. Box 331 


FLORIDA DEALERSHIP handling DeSoto- 


AUTOMOBILE 


Plymouth Fast developing industrial 
area. Large air base. Potential unlimited. 
Most modern shop, office and parts de- 
partment. No real estate to buy. Box 
6135, c/o Automotive News, Detroit 26. 


AGENCY handling Buick- 
Pontiac-GMC. Real beautiful deal with 
good profit potential. Buy out parts, ac- 
cessories and equipment only. Box 6133, 
c/o Automotive News, Detroit 26. 


DEALERSHIPS WANTED 


DEALERSHIP WANTED IN New Jersey. 


Big Three. Will pay net worth. Factory 
approval assured, interested in bonafide 
deal only. Box 6125, c/o Automotive 
News, Detroit 26 


in Denver area or other parts of Colo- 
rado. Must be a single dealer town. Have 
eash for any size deal. Would also con- 
sider northern or western Illinois or mid- 





BUICK PARTS 


All Other GM Parts Also 
UP TO 50% DISCOUNT 


Extra Discount on 
Special Phone Orders 


Fast—Direct—C.0.D. Service 


Art Hansen Buick, 
Inc. 


(formeriy Gordon Buick) 
Largest Buick Parts Dealer in U. S. 


1000 S. Wabash Ave., Chicago, Ill. 
Phone WAbash 2-1030 











PARTS WANTED 








WANTED 


NEW CHEVROLET CYLINDER ASSY. 
No. 607874 and No. 607876 
Box 6145, c/o Automotive News, 
Detroit 26. 








continent area. Box 6139, c/o Automotive 
News, Detroit 26 
DEALERSHIPS NEEDED. No matter how| CHEVROLET CYLINDER heads. No. 
many dealerships we have available 348540 (1928); No. 835674 (1929); No 
there are never enough to suit all the 836275 (1930-1931). We will pay $7.50 
buyers. Why not get on record with us? for each Freight prepaid to Hempstead, 
Non-exclusive listings, low sales fees and N. Y. Denslo F. Hamlin, Export Sales 
the best assortment of prospective buyers Manager, 124 Oak Ave., Hempstead, 
anywhere. Automotive Enterprises, 10600) N.Y. 3 co 
Puritan, Detroit 38, Mich CARS FOR SALE 
CHEVROLET—200 to 350 car potential or <_ 
Olds-Cadillac. Texas preferred. Box 6132, 
c/o Automotive News, Detroit 26. ROBINSON AUTO RENTAL 
WANTED FLEET LEASED CARS 
SOUTHERN CALIFORNIA BUICK DEAL 1954 - 1955 


Successful GM dealer, 


just sold own 300 car 


deal, wants 300-500 car Buick deal. Will con- 
sider any California coastal area but prefer 
south of Santa Barbara. Might consider part- 


nership with party wishing to 


retire. Have 


cash available for right deal but will not pur- 
chase real estate. Reply in confidence to Box 
6144, c/o Automotive News, Detroit 26. 





DEALER SERVICES 





© Buy Right 


Inventory Service 
Buying or Selling a Dealership 


Parts—Accessories—Equipment 


© @ A disinterested certified physical 


Now available at Hertz Stations 
lowing cities: Philadelphia, Baltimore, Wash- 


AT WHOLESALE 


CHEVROLETS, FORDS, PLYMOUTHS 


Deluxe and Standard— 
Many two-tones 


in the fol- 


| ington, D. C., Pittsburgh, Akron, Cleveland, 


__ | Detroit, 
nati, 


Flint, Chicago, 
Louisville, St. Louis, 


Milwaukee, Cincin- 
Kansas City, Lin- 


| coln, Neb., Oklahoma City, Fort Worth, Dal- 
| las, New Orleans, Atlanta. 


a 218 S. Wabash Ave. 
@ Sell Right 1. E. Spatig, Used Car Mgr. 


ROBINSON AUTO RENTAL 


DIVISION 
Chicago 4, Ill. 
Webster 9-2144 








inventory will save you meney * *| ATTENTION DEALERS ! ! 


Call or write for service details. 


Automotive Inventory Service Co. | 


10040 Freeland, Detroit 27, Mich., WE 3-6445 | 
| Excellent Bodies - Good Motors - Heoters 


429 S. Western Ave. 


Western Dealers Attention 
Los Angeles 5, Calif. 
DU 9-5095 





WANTED 


Want to SELL those 
Used Cars FASTER? 


A new series of clever classified 
ads — different from anything 
your competitors use — is now 
ready. These ads will establish 
your name as reliable . . . sincere 
- . . Courteous . . . dependable 
. . - honest. They will attract at- 
tention, arouse interest, intrigue 
readers, bring customers in! Cost 
is trivial; results are guaranteed! 
ONE dealer in your town will 
soon stand out above all others. 
Will it be YOU? Write or wire 
for FREE samples and details 
today! 
Simon Co., Dept. AN-1 


48 Fifth Ave. Pelham, N. Y. 


cs ee ee ee ee ee ee oe ee ee 


BUSINESS OPPORTUNITIES 
MANUFACTURERS’ 
now selling automobile dealers. Our prod- 
ucts well accepted, excellent repeat busi- 
ness. Valuable territories available. Write 
P. O. Box 5151, 


it all? Want to live in Florida and own 
a million dollar business? We buy and | 
sell in quantity to the vast building in- 


dustry on Florida's west coast. One-half 
or all for sale, negotiations in confidence. 
Financial requirements $75,000 to $150,- 
000. If you prefer you may control in- 
vestment by ownership of tracts under 
development, your investment is in land 
and subject to your personal manage- 
ment. Write Box 6140, c/o Automotive 
News, Detroit 26. 





DEALERSHIP. Eastern New) SERVICE STATION (Sinclair)- 


FOR SALE—Approximately $4,000 net of 


3 pumps. 
Tire recapping plant and accessories. | 
Choice location—thriving North Carolina 
town. Established 1921. Receipts $114,000 

can increase. Showing splendid profit. 
Rent lc per gallon. Fully equipped. Priced | 
right. Rendlog Sales Co., 1780 Broadway, 
New York City. PL 7-5345. } 


PARTS FOR SALE 


aul 


| 


| 


agents | 


Detroit 36, Mich. | 
AUTOMOBILE DEALER! Are you tired of 





48-55 Cadillac, Buick, Olds, Chevrolet 
collision parts. All new and genuine. 
Write for information and make an offer. 
Bonduel Service Garage, Bonduel, Wis. 


ATTENTION 


SPECIALIZING IN THE SALE OF 
EX-TAXIS 


Upholstery New 
BUY NOW — LOWEST PRICES EVER 


1951-1952 


Plymouths — Fords — Chevrolets 
1 to 500 


MORRIS FREEDMAN 


54th & LINDBERGH BOULEVARD 
PHILADELPHIA 43, PA. 
SARATOGA 7-2300 


EX-TAXIS 
PRICED RIGHT 


1955 Plymouths, Fords 
Our great taxi volume assures 


steady supply. 


FUTURE MOTORS 


37-01 Queens Bivd., Long Island City 
ST 4-635! 


Ask for Manny Mouber or 
Harold Peterfreund 





WHOLESALE 


BUYERS. | 





5, MAY 21, 1956 


CARS FOR SALE 


87 


MISCELLANEOUS 


CADILLAC — SHARP 1952’s-1956's. All| 3 DIMENSIONAL MOLDED plastic name- 





Danbury, Conn 





WILL BUY USED schoo! buses -36 to 66 
passengers. One or twenty, also airpor- 
ters. Dealer, Box 6104, c/o Automotive 
News, Detroit 26 


FOR SALE 


cererrer\v—r-r 


We are one of Indiana's largest Ford | | 


dealers with a 
volume. 
are going into a 75% wholesale program. 
Consequently we welcome any and all 
wholesale buyers. McAnary and Welter, 
Inc., 1351 W. 11th Ave., Gary, Ind. 
Telephone Turner 3,9666, Chicago phone, 
Essex 5-4736. 


desire to increase our 


600 : 
"56 MODELS 


Ford, Plymouth, Chevrolet, 
Olds, Pontiac, Dodge, 


Mercury, Cadillac 
ALL MODELS 


AVIS - OLIN 


2900 N. E. 2nd Ave. 
Miami, Fia. 





In order to accomplish this, we | 


| 


1926 DODGE SEDAN 


body styles. Chrysler, DeSoto eight pas- 
senger sedans only. Prices gladly quoted. 
McClintock-Cadillac. Ivanhoe 7-5046, Lan- 
sing, Mich. 


TRUCKS FOR SALE 


One Hundred International 
Tractors Fully Equipped 


RDC and LCD-405 
134" Wheelbase 


These are really clean trade-ins that have 
had an excellent maintenance program. 
Major specifications and equipment are 
the low aelivered price 


all included in 
of only $6795.00. 


Brand New Tires—10:00x22 
12 ply 
NHB-600 Cummins engines 
R-95-C Roadranger transmission 


Timken rear axles 
FE-900 Timken front axles 
Full tractor equipment 
Newly painted 


See these used trucks at the 
International Harvester 


Company 
1315 Hutchison Avenue 
Charlotte, North Carolina 
Telephone No. 4-2851 or call your 
local International Harvester 
Branch for further information. 





~ BUSES FOR SALE 


SCHOOL BUSES 
We're Ready for 1956 
54 Passenger Chevrolets 
54 Passenger Fords 
60 Passenger Fords 
60 Passenger Internationals 
TRANSIT SALES & SERVICE, INC. 


Call Frank T. Mee, Jr. 


BUSES WANTED 


inal floor mats, 
upholstery good 
No. 2, Amherst. 


perfect 


Va 
$275 


and mechanically Box 


George, N. Y 
‘ MISCELLANEOUS _ 


good 247, 


Automatic Braking 


THE ORIGINAL YELLOW BAR 


ONLY..$ 


WITH BRAKE HOOK-UP 


ONLY. .$5945 is 


GUIDE 
Meets 1.C.C. Strength Requirements 


LESS 
ALL 
CABLES 


CABLES 


COMPLETE with 
Guide Cables and $61° 
BRAKE. HOOK-UP.......... 


Meets ALL 1.C.C. Requirements! 


TOW BAR SALES CO. 


Exclusive Factory Distributors 


AS NEAR AS YOUR PHONE 
DE 2-0700 AN 3-8888 DO 3-8373 BU 8-7466 


Call Collect 5 poy chorges 
40 So. Clinton St., Chicago 6, Ill. 





New Subscription Order 


Send Automotive News to Address Below 
U. S., Canada and U. S. Possessions 
One Year $8 [] or Two Years $14 [] 


All. Other Countries — One Year $12 [J or Two Years $20 [J 





AUTOMOTIVE NEWS, PENOBSCOT BLDG., DETROIT 26, MICH. 


MS vias dada sheers Keaeee 
Street Address:...... nese came cach 
Ma oi os cca dae Phe onsen ahs 


TRADE CONNECTION: 
Truck Dealer [) 


Cor Dealer () 


Jobber [) Insurance (() 


dpkg = G8 GO 0's Soi cc chive iveeed ees 





| Phones 2-2034—5-3757 


Tel. Ploneer 3-4437 | 


1919 Ford touring. Has orig- 
motor and body, 
Perkins Faulconer, RFD 


Refinished 
Lake 


ee ee eer see eee 


plates. Write for our low prices. 1000 
business cards, raised printing—§$3.50. 
Samples free. Business Specialties, 1422-A, 
Rosemont, Chicago, III. 





WANTTOLOCATE 
PERSON AND CAR! 


Man calling himself Millard Thomas Jones, 
W, 29, 160, 5'10"', high-forehead, peaked face, 
scar center forehead, inner left forearm .. . 
and 
SSME 68284M, 2 tone tan/white. Florida 1956 
license SW 2160. 


check on Bank Wendell, North Carolina. Ar- 
rest person, 
Henderson and Raleigh, 
collect 


1955 Mercury Monterey sedan, motor 
Purchased with worthless 


impound car, notify sheriff at 
N. C, and below 


H. K. Williams 
Locator Specialist 35 Years 
Greensboro, N. Car. 


The NEW 
BLUE ® CHIP 


TOW-PILOT 


WITH LUBRICATED 
AUTOMATIC BRAKE 


Meets I.C.C. Requirements 


ONLY ONE CHAIN LOCK BOLT 
ATTACHES COUPLING HEAD 


FOUR CLAMPS TO FIT 


98% OF ALL CARS, PLUS 
2 Large adaptor clamps 
included with each unit. 


SPECIAL (F.0.8. Factory Net) 


$ 525 FED. TAX 


INCLUDED 


WITH AUTOMATIC BRAKE 
AND BRAKE CABLE 


THE FAMOUS 
MOTO-MATIC 


TOW + GUIDE 


Four Clamp Unit 


SPECIAL (F.0.8. Factory Net) 


$ 44*5 FED. TAX 


INCLUDED 


Meets 1.C.C. Requirements 


“Leaders Since 1939" 
Write for Illustrated Catalog 


Factory Sales Division 


PILOT DISTRIBUTING 


COMPANY 
BATTLE CREEK 9, MICH. 
Phone WO. 2-5257 All Dept's. 
Canadian Factory Distributors - 
FIVE WHEELS LIMITED 


1467 Bathurst St. 
TORONTO 10, ONTARIO 





Manufacturer 
Supplier [) 


On wcecesecees 


Financial () 


5-21-56 






























































A rich, lustrous and, above all, serviceable metal that denotes quality at its 
finest . . . that’s Sharon Stainless Steel. 

Nothing looks so well so long as stainless steel, but, more important, modern 
living standards demand a metal that will resist denting, corrosion, road 
abrasion and pitting. Stainless is beauty all the way through. It’s not a softy 
with a thin skin. 

This maximum utility plus excellence of finish and consistent uniformity, coil 
after coil, have been big reasons why Sharon has remained a leading supplier 
of stainless steel to the automotive industry since the very beginning. 


SHARON STEEL CORPORATION Shaw, Peaniylomna 


DISTRICT SALES OFFICES: Curcaco, Cincinnati, Creveranp, Dayton, Derrorr. 
Granp Raerms, Inpranapouts, Los ANGELES, Mitwauker, New York, PHILapeLPHia, 
Rocusester, Saw Francisco, SHason, Seatrie, Montara, Que., Toronto, Ont. 





